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KITCHENER
FURNITURE

EXHIBITION

You are cordially invited to visit the "Sterling"

Furniture display which will be held in the

Malcolm & Hill Building, Kitchener, January

9th to 21st. ^ The exceptional qualities of
jSTci^fTnCK

"Sterling" productions can then be put to the CI a. -<z=:^<T'

test, and their bearing on your selling plans

should be considered. ^ There is a place for

"Sterling" Furniture in every good furniture
T7i i i^-n i+i i Ki?-

^^orP in r;,narl;, Yn„ will finrl th;,t voiif U T H 11 U
store in Canada. You will find that your

customers will like the designs and coveri

the quality of cDurse, is beyond question.

customers will like the designs and coverings— Om aim is to make good, up to

~ ° the standard our trad e-m ci/(

implies— "Sler ling"

in evei^ respect

W. J. ARMSTRONG, LIMITED GUELPH, ONTARIO
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ANNUAL FURNITURE
EXHIBITION

9th to 21st January 1922

A Cordial Invitation

Is Extended To All

Programmes are being mailed to all dealers

giving particulars of special attractions at

Stratford and Kitchener. Keep abreast of

the times. You owe it to yourself and

your business to visit the exhibitions.

KITCHENER STRATFORD WATERLOO
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EXHIBITORS

STRATFORD
The McLagan I'urniture Co Ltd.—Factory Showrooms.

The McLagan Phonograph Corp.—Factory showrooms.

The Stratford Chair Co.—Factory Showrooms.

The Globe Wernicke Co. Limited—Factory Showrooms.

The Imperial Rattan Co. Ltd.—Factory Showrooms.

The Kindel Bed Co. Ltd.—Factory Showrooms.

The Stralford Manufacturing Co. Ltd.—Kindel Bed Bldg.

The Stratford Bed Co. Limited—Kindel Bed Bldg.

The Meaford Mfg. Co. Ltd.—Stra.ford Chair Bldg.

Faiquharson Gilford Company—Farquharson Gilford Bldg.

The Gibbard Furniture Co. of Napanee Ltd.—Farquharson

Gilford Bldg.

Canadian Edison Appliances Co. Ltd.—Factory Showrooms.

KITCHENER and WATERLOO
The McLagan Furniture Co. Ltd.—Factory Showrooms.

Anthes Bael : Furniture Co.—Factory.

W. J. Armstrong Co. Ltd.—Malcolm & Hill Factory.

Baetz Bros. Specialty Co.—Anthes Baetz Factory.

Baetz Bros. Furniture Co.—Anthes BaeLz Factory.

Beaver Furniliire Co.—De Luxe Factory.

Bell Furniture Co.—Snyder Bros. Faclory.

Beach Furniture Co.—Y.M.C.A. Building!

Chesley Furniture Co.—E. 0. Weber Ltd. Faclory,.

Crown Furniture Co.—Y.M.C.A. Building.

F. E. Coombe I'urniture Co.—Malcolm & Hill Factory.

De Luxe Upholstering Co.—Factory, Gaukel St.

Ebnira Furniture Co.—E. 0. Weber Factory.

Fischman Spring Co.—Y.M.C.A. Building.

Gendron Mfg. Co.—E. O. Weber Ltd. Factory.

Gem Crib ik Cradle—King St. E.

G. H. Hachborn & Co—Auditorium, Queen St. S.

G. H. Hees & Son—De Luxe Factory.

H. W. Glady Uph. Co.—Factory Showrooms.

H. E. Furniture Co.— E. O. Weber Factory.

Jacques Furniture Co.—Factory.

H. Krug Furniture Co.—Factory.

J. Kveiner K Co.—Y.M.C.A. Building.

Krug Bros., ChesIey^—E. 0. Weber Ltd. Faclory.

Lij.pert Fiir.niture Co.—Auditorium, Queen St. S.

G. J. Lippcrt Table Co.—Auditorium, Queen St. S.

Malcolm & Hill Fur. Co. Ltd., Kitchener—Factory.

Malcolm & Hill Fur. Co., Listowel—M. & H. Factory.

Andrew Malcolm Furniture Co.—Malcolm & Hill Factory.

J. C. Mundeil & Co.-Y.M.C.A. Building.

Novelty Reed ^1; Rattan, Brantford—Y.M.C.A.
Orillia Furniture Co. Ltd.—E. 0. Weber Ltd. Factory.

Preston Furniture Co.—E. 0. Weber Bldg., Waterloo.

Reitzel Bros.— -E. 0. Weber Ltd. Factory.

Renfrew Refrigerator—De Luxe Factory.

Snyder Bros. Uphoh tering Co.—Factory.

SchierhoUz Fumiture Co.—Y.M.C.A. Buiding.

Specialty L jiholstering Co.—Y.M.C.A. Building.

Stralhrov Furniture Co.—Jacques Furniture Co.

Sin mons Bed Co.— Snyder Bros. Factory, Waterloo.

Sturgiss Baby Carriage Co.—De Luxe Factory.

Wunder F;irniture Co.—.36 King St. W.
E. 0. Weber, Ltd.—Factory.
Woeller, T-uldoc & Co.—Herbert St., Waterloo.

Waterloo Bedding Co.—Fac'ory.

Wiarton Furniture Co.—Waterloo Bedding Co.

TRAIN SCHEDULE

Stratford to Kitchener

5.30 a.m. Daily except Sunday

7.45 a.m. Daily except Sunday

8.10 a.m. Daily except Sunday
1 .50 p.m. Daily except Sunday
4.30 p.m. Daily except Sunday
5.15 p.m. Sunday only

6.05 p.m. Daily except Sunday

Kitchener to Stratford

9.15 a.m. Daily except Sunday

11.40 a.m. Daily

3.28 p.m. Daily except Sunday

6.18 p.m. Daily except Sunday

8.11 p.m. Daily except Sunday

9.34 p m. Daily except Sunday

KITCHENER STRATFORD WATERLOO
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FURNITURE

Furniture Exhibition

Stratford

This exhibition provides an opportunity for the dealer to become
acquainted with the full line of 9lob«-^\^rwi€ke Sectional Book-

cases. He is then better able to select for his trade just what is

required. Nowadays a sectional bookcase is an absolute necess-

ty, and 91obc^^rwiekc Bookcases are the natural choice of your

customers. They can be conviently matched to any surroundings,

always with the assurance that they will stand the strain of con-

stant usage, and give unequalled service.

Our widespread advertising has done much to lighten the burden

of the dealer—through it 9lcbc^\^rniekc Bookcases are well

known and their reputation is already established.

In addition to our regular line of sectional bookcases we are featuring the
New Universal Sectional Bookcase and a complete and comprehensive line

of office desks and filing cabinets.

Uiiliiy

g/"CAc //ontc • Standard

Stratford Ontario
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No. 5187—Extension Table.

McLagan
Stratford Furn

You are invited to come to the Strat-

ford Furniture Exhibition and see the

largest display of McLagan Furniture

for the Dining Room, Bed Room and

Living Room that has ever been gath-

ered together at one time.

The McLagan Fur
Stratford

II
\

iHi
I

No. 5 1 80 —Buffet No. 7647—Minor No. 5189 A—Arm Diner No. 5189—Diner

1
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Furniture

iture Exhibition

Our showrooms will be filled with

new and distinctive designs—offered

at particularly attractive prices. Every

dealer in Canada should make an

effort to attend the January market.

A cordial welcome will be given you.

niture Co., Limited
Ontario
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STRATPOItO PURNITURK

Stratford Furni
January

KROEIILER DAVEN-O

Dealers who are not now handling Kroehler Furniture are undoubtedly

passing over profits that should be theirs. Kroehler Furniture is known

all over the continent, and its high reputation is constantly creating

purchasers in your locality. The Kroehler Daven-O and Kroehler

Day and Night Bed are modern necessities, and the demand is

continually increasing. Our display will include Chesteifields, either

Daven-O Bed construction or stationary, and also Living Room Suites

of new and beautiful designs. The quality that has built such an

enviable reputation for our productions is rigidly maintained.

Visit our exhibition and make it have its effect on your business

during the year.

The KINDEL BED COMPANY, Limited

STRATFORD - ONTARIO
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ture Exhibition
9 to 21

No. U04 Day Bed.

There is a decided demand for Kroehler Furniture among all

classes of customers: its purchase is confined to no class in particular.

There is therefore a very wide field for enterprising furniture men.

From coast to coast they are handled with the greatest satisfaction

on all sides. The exceptional ability and high quality of each piece

pleases the customer, and the dealer finds that a reputation is being

built for him as well as the expected profit coming his way.

At this years exhibition this line is being offered at very attractive

prices, and the salesmen in attendance will be glad to give you full

information.

Do not delay aay longer but decide to see this line for yourself.

The KINDEL BED COMPANY, Limited

STRATFORD ONTARIO
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STftATFOWP [?'yitNITURE

STRATFORD
FURNITURE
EXHIBITION

Stratford Chair Furniture

including many new designs

will be attractively displayed

in our showrooms durmg the

Stratford FurnitureExhibition.

You are cordially invited to

come and inspect this display.

JANUARY
9th. to 2 1 St.

The Stratford Chair Company
Stratford - Ontario
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STRATFORD FURNITURC

Dining Room Suite No. 685

One of the many new designs that

will be shown at our Exhibition.

It is built after the standard of

Stratford Chair productions from

Canadian Birch, finished in Walnut

or Mahogany. Because of its

many good qualities furniture dealers

will find this suite a ready seller.

See it when in Stratford in January.

Suite No. 6S5

The Stratford Chair Company
Stratford - Ontario
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STRATFORD

FURNITURE

EXHIBITION
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i

It is usually necessary for a dealer to make a pur-

shase without actually seeing what he is getting.

It is therefore advisable for him to take full advan-

tage of such an opportunity as is now presented

—the Stratford Furniture Exhibition.

This exhibition will open for your inspection from

the 9th to the 21st January.

A very comprehensive display of our line will be

on view in the Stratford Chair Building, and you

will find that a visit will well repay you.

The very latest "Meaford" productions will be

shown. These should not be missed by dealers

who want to make 1922 a big year.

The Meaford Manufacturing Co., Limited
Meaford Ontario

^g ,IIirnnrr"TnrTfrnTTrnirTTTTiomrTnrTTnmjnTTrr^^^
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STRATFORD FURNITURE

STRATFORD
FURNITURE
EXHIBITION
January 9 to 21

Don^t fail to see the

ROYAL EASY CHAIRS
**The World's Easiest Easy Chair"

THE NEW

Three Piece Divanette Suites

AND THE WONDERFUL LINE OF

Living Room Furniture

MADE BY

The Farquharson Gifford Company
Stratford - Ontario
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Stratford Furniture Exhibition

January 9 to 21

DURING the exhibition we are offering our brass beds at very at-

tractive prices. No doubt you intend handhng beds during

the year, so why not get the most out of your business in profit,

reputation for quality, and satisfied customers. You can get this by

carrying Stratford beds: it is a trade building line that should be in

every furniture store. We think that our display will be the most inter-

esting we have yet had, and we would strongly advise you to come

and inspect our line.

STRATFORD BED COMPANY, Limited
STRATFORD - ONTARIO

Every Furniture Dealer

who wishes to keep in touch with the

progress of the Furniture Business should

not fail to visit the

to be held at

STRATFORD, ONT. January 9 to 21
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I THE IMPERIAL RATTAN COMPANY I

I
LIMITED I

1 STRATFORD - ONTARIO 1

To our many customers and friends we extend a

cordial invitation to visit our showrooms where we

will have an exceptionally fine display of reed furni-

ture, embracing many new designs that will appeal

to your customers. We also have several new designs

in old hickory furniture for the Sun Room in Winter

as well as the Porch in Summer.

Come and inspect these lines for yourself. We welcome you.

THE

STRATFORD MANUFACTURING, CO.
LIMITED

STRATFORD ONTARIO

1 The quality, variety and value of the Stratford Line 1

I
are the points that will impress you at our display.

|

i No dealer can fail to recognize its meritorious qualities.
\

I We manufacture a very wide range of furniture, and |

j the dealer would do well to inspect our exhibit with
|

I a view to deciding how he can best serve and satisfy |

I
his customers. Our productions find purchasers in

|

I every home, and for this reason, if for no other, dealers
|

I
should consider it in their plans for the year.

|

1 Look over this list now:— Umbrella Stands, Bookcases, Pedestals,
|

I
Smokers' Stands, Desks, Folding Chairs, Children's Furniture, Foldirg

|

I
Extension Gates, Folding Tables, Camp Cots, Camp Furniture |

illlllMIMIIIIIMIIMIMIIIIIMIMIIMIMIIMIMIIMIIIIIMIIIIMIIMIMIIIIIIIIMIMIIIIIIIIIIIIMIIIIIIIIIIIIMMIIIIIMIMIMIMIIMIIIIIIMIMIMIMI^

X
H
I

B
I

T
I

O
N

JANUARY 9to21
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The Gibbard

Plan To Increase

January and

February Sales

Wide awake, aggressive dealers have expressed

approval of the Gibbard plan to increase sales

during the first two months of the year. They

are co-operating strongly with us.

How about you

Here is the plan:—

Every person who purchases a Gibbard Solid

Walnut Dining Room Suite from the dealer before

the end of February will be given a high-grade

Asbestos Table Mat Free
The gift will be at our ex-

pense. The dealer will get

his usual good profit on the

sale ot the suite.

This "Gift" will be adver-

tised by us in newspapers

m large space—three col-

umns by 1 4 inches. Two
of the newspaper advertise-

ments, greatly reduced here,

are shown to the right.They

will speed up sales for Gib-

bard dealers.

We have also prepared cuts of

furniture, and advertisements for

dealers' use in local papers. It

will pay you to use them.

Attractive window cards or

hangers will also be furnished

free to dealers who are keen to

speed up sales.

DON'T WAIT
Write us at once for full partic-

ulars. It will be to your profit to

handle a line of furniture that will

be backed up with aggressive

advertising and selling methods

in 1922.

J\bbatd Solid l^tttut

The Gibbard Furniture Co.

of Napanee, Limited

Napanee, Canada

Gift of The
Asbestos Table
Mat Good Only
Vntil Feb. 28th

THIS offer was made to speed up sale? of

Gibbard Solid Walnut Dinine Room
Suites during the first two months of

the year Ii will soon be withdrawn.

Prospective Brides and Others Who Intend
to Buy Dining Suites This Year

Should Buy Now
Yon will have to have n table mat The A»b«ios Mat ii thlik, itrone.

(o protect your table from hot dishes durable and heai proof It it well-
Dd accidentally tpilled food*. You madi- of *ctecled asbtiloi mamne

So clip out tbe eoupoD belon. TaVe
It to youi dealer. Buy a Gibbard Solid
Watnui Dinine Room Suite from him.

ISolidmtmt "^^^sMb,
Cut out^okcj^ugon toJ)Mljr_t^2!j

,^m^»lNof
----- """i-".". o.,.„..
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You are cordially invited

to visit our display of

Fine Furniture
in the

Anthes Baetz Showrooms

during the

Kitchener Furniture Exhibition

January 9th to 21 st

inclusive

DESIGNS THAT ARE NEW AND DISTINCTIVE WILL

BE A NOTEWORTHY FEATURE OF THIS SHOWING

ANTHES BAETZ FURNITURE CO., LIMITED

BAETZ BROS. FURNITURE CO., LIMITED

BAETZ BROS. SPECIALTY CO.. LIMITED

KITCHENER. ONTARIO
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O
REMIND
YOU

This is just to remind you that an excep-

tionally fine selection of Krug Period

Furniture will be shown at the Kitchener

Furniture Exhibition January 9 to 21.

Krug Furniture has always been looked

upon as a line of real distinction, and the

latest designs and workmanship exhibited

more than uphold this claim.

Furniture men with an eye to business

will not miss this display.

The H. Krug Furniture Co,, Limited

Kitchener, Ontario
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[lPTnrrTnii"'iiiiiiin:

Kitchener Furniture Exhibition

January 9 to 21

You can make no better or more

practical resolution for 1922 than

stockmg your floor with a good

range of M. & H. bedroom furni-

ture. It will give you a good selling

start and help to make 1 922 a

banner year. All your resolutions

can be realized by your visiting our

showrooms, January 9-2 1

.

MALCOLM & HILL, LIMITED
Head Office

KITCHENER
Branch Factory

LISTOWEL

n iiLHiMrrninirrT TT
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KITCHENER FURNITURE EXHIBITION

January 9 to 21

You cannot delay any longer in makitig a decision. You should

decide now to visit the Kitchener Furniture Exhibition before the

2ist of this month. A saleable and practical line of furniture that

can be depended upon to bring" good results is what every merchant

wants. It is the steady sale of any line that tells in the long run.

Hachborn Furniture has a reputation for consistently good sales.

Let our Salesmer} in attendance give you full particulars

regarding Quality and Price.

The Auditorium Queen St. South

GEORGE H. HACHBORN AND COMPANY
KITCHENER ONTARIO

niiiiLinirrrimir'JTL'

THE AUDITORIUM
QUEEN ST. SOUTH, KITCHENER

FURNITURE EXHIBITION

Displays of worth while furniture that

every dealer should see.

Make a point of visiting the January market and do

not forget the Auditorium. You will receive a very

hearty welcome.

THE LIPPERT FURNITURE COMPANY, LIMITED
GEO. H. HACHBORN & COMPANY
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New Desifi^ns in Period Furniture

Kitchener

Furniture

LiAlllUlLiUIl

January 9 to 21

Our display of Dining Room and

Living Room Suites will be held in

our permanent showrooms in the

Auditorium

v^uccn kJL., oouin

i

1

i

1
.

Our line has enjoyed a large degree

of popularity with the trade, because

of its saleable qualities, and we feel

that every dealer who visits our display

will consider his time well spent: you

are heartily welcome.

1

The Lippert Furniture Company, Limited
Kitchener - Ontario

nmnrmnmii
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NO. 1045 BUFFET

INIMIIIIIIIIIIIIIIIMIMIMIIIIIIIIIIMIMIMIIIIMIIIIMIMIMMIMIMIMIMIIIIMIIIIMIIIMIIIIMIIIIIIIIIIIMIIIIIMIIIIIIIIMIMMIIIIMIIIMIIIIMIIMMIIM IIIIIIIMIIIIMIMIMMIIMIIIIIIIIIIIIIMIIII IIIIIIIIIIMIIIIIIIMIMIIIIIIIIIIIIIIIIIMIIIIJIIMIIIIIJII

WE INVITE YOU TO VISIT OUR DISPLAY
IN THE JACQUES FURNITURE COMPANY SHOWROOMS

KITCHENER, JANUARY 9 to 2

1

MIIIIMMIIMIMIMIMIMMIIIIIIIMIIIIIIIIIIMIIIIIIIMIIIIMIIII'IIIIIIMIMIMIMIMIIIIMIIIIIIIMIMIIIIMIIIIIIIMIIIMIIIIMIIIIMIIIIIMII

Our display this year will be unusually interesting. Our very latest product-

ions will be exhibited and we feel that more tl an passing interest will be

shown by visiting dealers. ^ The safest way to find out about all the

latest designs and creations in the furniture busiress is to ccnr.e and injpect

them for yourself. Make your decision now to visit the Strathroy display.

^ When you offer Strathroy furniture to your customers they appreciate

the fact that you are appealing to their good taste and that you are offering

them something really worth while in quality and value. The Strathroy line

has every qualification that is necessary to increase trade. Its best selling

arguments are built right into it. See it in Kitchener.

STRATHROY FURNITURE COMPANY, Limited
STRATHROY ONTARIO



January, 1922 CANADIAN'FURNITURE WORLD AND THE UNDERTAKER 23
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Italian

Period
buite No. 62 has

proved itself to be

a worthy represent-

ative of the Jacques

hne. The neat in-

lay, two-tone finish

and high lighted

columns give to it

that artistic finish

so necessary i n

furniture for the

chamber.

No. 62—Vanity Dre««ing Table
Height 59 in.. Top 19x46, Mirrors 20x28 and 8x22

Kitchener Furniture Exhibition

January 9th to 21st

New designs in Chamber Furniture will be a
^'

prominent feature of the Jacques display at

the January market. You are cordially in-

vited to come to our factory showrooms and

see them.

No. 62-Bed
Head 52 in.. Foot 35 in.. Slat 54 in.

No. 62— ChifFonette

Height 54 in.. Top 22x40

This Suite is now carried in stock ready

for immediate delivery.

No, 62— Dresser
Top 22x48, Mirrors 26x36

THE JACQUES FURNITURE COMPANY, LIMITED
KITCHENER - ONTARIO
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KITCHENER FURNITURE
EXHIBITION

A large number of new designs will be shown at our display which will be held in the

Malcolm & Hill Showrooms, Kitchener
from January 9 to 2 1 . The Coombe line is known as a ready seller,

that has the trade building qualities furniture men are looking for, and our

latest productions are planned to uphold the reputation of their prede-

cessors. ^Quality and dependability are features of every piece of furn-

iture miaufactured by us. ^Your inspection of our display is invited.

THE

F. E. COOMBE FURNITURE CO.
LIMITED

KINCARDINE. ONTARIO

MUNDELL DISPLAY
MAIN FLOOR

Y.M.C.A. BLDG., KITCHENER

January 9 to 21
ONE BLOCK FROM THE WALPER HOUSE

We hope you w^ill not fail to visit our display w^hich will include

many nevs^ designs in living room suites, chairs, rockers .tables,

smokers' stands, etc. There will also be shown some new up-

holstering coverings which are exceptionally fine and should not

be overlooked. To miss this exhibition might utimately mean

a big differance in dollars and cents to you, so a ticket to Kitch-

ener IS the right thing.

JOHN C. MUNDELL & COMPANY, LIMITED
ELORA — ONTARIO
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KITCHENER FURNITURE EXHIBITION

m Kf- -Ti. itL

Buffet No. 220

A splendid exhibition of Maicolm furniture will be held

in the Malcolm & Hill factory from the 9th to the 2 1 st

January. This opportunity of viewing our complete line

should not be passed over by any furniture man. After a

close inspection has been made a dealer can then decide

with more certainty what he will require for his particular

trade. In our opinion this display will be the best we have

ever had, and we desire to impress all dealers with the advis-

ability of paying a visit to it. An invitation has been mailed

to every dealer, but if by a mischance you
have not received one, do not fail to come,

you will be made heartily welcome.

The buffet shown above is from one of our

new moderately priced suites which will be

shown at exhibition. Our higher grade line,

with which the trade is well acquainted,

will also be shown in many new designs.

The Andrew Malcolm Furniture Co.
KINCARDINE LISTOWEL
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Our desire toward you

will be completely satisfied when

you shall have had a

Prosperous New Year

IVe should like to help mal^e it a success and

invite you to inspect our line of

Baby Carriages

Strollers

Bassinetts

Cribs

Baby Walkers, etc.

GEM CRIB AND CRADLE, LIMITED
AND

C. H. HARTSHORN

KITCHENER. ONTARIO "Right Down Town" 5/iou;room—21 KING ST. EAST
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THE SNYDER LINE
COMPRISING

Everything for

the Livingroom

Will be shown during the forthcoming

Exhibition from

JANUARY 9
TO

JANUARY 2

1

9>

At their Showrooms
in the Factory

Waterloo, Ontario

The Snyder Line has created a Standard for

Dependable Furnilure and with ntw designs

added to the already extensive collection, a

visit to the Showrooms should prove interest-

ing to all Furniture Dealers.

The Snyder Desk & Table Co., Exhibit will

be shown at the same Showrooms.
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WUNDER FURNITURE
DISPLAY IN OUR PERMANENT

SHOWROOMS

Kitchener Midwinter Exhibition

From the 9th to the 2 1 st

January our permanent

showrooms will be given

over to an outstanding

display of our very latest

productions. We extend

a cordial mvitation to all

furniture men to pay a

visit of inspection. It is

our aim to make this ex-

hibition of real benefit to

the dealer.

Write this address

in your notebook

NOW

it

36
KING
STREET W.
OPPOSITE WALPER HOUSE

THE WUNDER FURNITURE MFG. COMPANY
LIMITED

KITCHENER ONTARIO
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Kitchener Furniture Exhibition

January 9 to 23, 1922

Call at the new YM.C.A Building

N extensive range of our Dining

Room Chairs, Living Room
Chairs and Rockers w^ill be on display

at the Kitchener Furniture Exhibi-

tion, and to every furniture man is

extended a most cordial invitation.

The demand for Schierholtz Furniture has

steadily increased and we believe that the high

quality and expert manufacture that we main-

tain is giving genuine satisfaction to the dealers,

and through them to their customers.

A profitable line that gives satisfaction should

not be missed, so we want you to visit our

display and make an examination for yourself.

You will be well recompensed for the time it

takes for the visit.

SCHIERHOLTZ FURNITURE CO., LIMITED
NEW HAMBURG ONTARIO
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The C.E.O. Combination Line
OF MEDIUM PRICED

DINING ROOM FURNITURE
zlllMIIIIMIIIIlin

I We will welcome visiting buyers during the fi

I Kitchener-Waterloo Furniture Exhibition i

I
on January the 9th to the 21st, 1922

|

i Showroom at E. 0. Weber Limited Factory, Allen Street, Waterloo |

.^[IIIIIIMIMIIIMIIIIIIMIIIIMIMIIIIMIIIIMIIIIIIIIIIIIIIIIIIIHIIIIIIIIIMIMIMIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIMMMIMII

A comprehensive display

of combined lines of the—

Chesley Furniture Co.

Specializing in Extension Tables

Elmira Furniture Co.

Specializing in Dining Room Chairs

Orillia Furniture Co.

Specializing in

Buffets & China Cabinets

IMMMMIUIIMIMIMIIIIMIIIIMIIIIIIIMIIIMIIIMIIIIIIIMMIIIIIIIIIMIIIMIIIIMIMIMIIIIIIIIIMIIMIIMIIIMIIIIIIIIIIMIIMIIIMIIIIMIIIIIII^

Our exhibit will contain a number of pleasing new designs of

Medmm priced Dining Room Suites. Also Buffets, Extension

Tables, Dining Room Chairs, as well as Living Room and
Library Furniture.

The Combination Dining Room Line

THE CHESLEY FURNITURE CO.. LIMITED CHESLEY, ONT.
THE ELMIRA FURNITURE CO., LIMITED ELMIRA, ONT.
THE ORILLIA FURNITURE CO., LIMITED ORILLIA, ONT.
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New Years Greetings

OU ARE COMING TO
OUR JANUARY

EXHIBITION. * YOU
WILL MEET SOME REAL
FELLOWS EXHIBITING
IN OUR BUILDING.

||M|||||||I|||IIIIIIIIIIIIIIIIIIIIII!IIIIII Illllllllllllllllllllllllllll Illlllllllllllinilllllllllllllllllll IIIIIINIMIMIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIMIMIIIII

IHIIIIIIIIIIIIMIIMIIIII|l'lllliniMirMIIJIMIMIIIIMIMIirNlllllinMIIIIIIIIIIMIIIMIIIIMIMIMIIMIIIIIIIIIMIIMIMMIIMIMIMIIIIIIIMIMIIIii;i^

E. O. WEBER, LIMITED WATERLOO, ONT
E.O. WEBER BUILDING ALLAN ST., NORTH
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You will find me among the

Reitzel Display in the E.O.Weber Building from

January 9th to 21st 1922

REITZEL BROS. WATERLOO, ONT.

;>IIIIMIIIII I IIIIIIIIIIIMII.'IIIIIIIIIIIIIIIIIIIIIIIIIIIII Illllllllllllllllll lllllll IIMIIIIIIIIIIMIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII:l Illllll lllllllilllllllllllllllllllllllllllllllllllMIIIIIMIIIIIIII IIIIIIIIIIIIIIIMIMIMIIIIMIIIIIIIIIIIIIIIIIIIIIJIIIIH::'

THE WIARTON FURNITURE COMPANY
LIMITED

wish to announce

that an exhibition covering their

full line offurniture

will he held in the

Waterloo Bedding Company Building, Waterloo

from the 9th to the 21st January

Jill furniture men will he made heartily welcome

I
THE WIARTON FURNITURE COMPANY, LIMITED |

I
WIARTON - ONTARIO I

?IIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIII IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIKIIIMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIII Illllllllllllllllllllllll lllllllilinllMIIIIMIMIMIIIIMI IIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIII^IIII|IIIIIIMIMIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII^-
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KITCHENER FURNITURE EXHIBITION

No. 807

UIIIIMIIMIMIIIIIIIIMIIIIIIIIIIMIIIIIMIIIIMIIIIIIIIIIIIIIIIIIMMIIIIIIIIMIIIIIIIIMIIIIIIMIIMMIMIIMIMIMIMMIIIIIMIMIIIIIIIIIIIIM

I

The "20 Century" and|

I

"Twin"Extension Tables
|

7IIIIIMIIMIMIMIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIII IMIMIIIIIIIMIIIIIMIMIIMIMIMMIIIIIIIIIIIIIIMIMIMIIIIIIIIIIMIMIIIIIIIMIMIIIIMIMI^

Our display is in the E. O. Weber

Building Waterloo during the January

Furniture Exhibition. A cordial

invitation is extended to all furniture

dealers throughout Canada to come

and inspect this quick moving line

of extension tables.

THE CHESLEY FURNITURE CO., limited
CHESLEY ONTARIO
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Beaver Furniture

Kitchener Furniture Exhibition

Some particularly attractive and distir.clive designs will

be shown in our permanent showrooms at the De Luxe
Uoholstering Building, January 9 to 21.

A number of these designs have not been shown before,

therefore this is the right time to examine them and con-

sider their merits. The Standard of manufacture that

has made a reputation for Beaver Furniture has been

upheld as in the pasf, because upon it depends the deal-

er's success with his customers.

The Beaver Furniture Company, Limited
Kitchener -:- Ontario

KITCHENER AND WATERLOO FURNITURE EXHIBITION

January 9 to 21
Decide to come now

In the production of Art Furn-

iture it has always been our

policy to create designs and

manufacture furniture that is

most acceptable to the dealer from every conceivable standpoint.

A ready selling line that satisfies the buyer and gives the

dealer a reasonable profit—that is Art Furniture.

Dealers will have an opportunity of viewing this line in the

showrooms of the De Luxe Upholstering Co. from January 9

to 2 1 . Do not let this opportunity slip. We shall be pleased

to welcome you.

The Art Furniture Company, Limited
Kitchener Ontario

ifTTfiTrmiilllllllinilllHTtTrj mmnmnimnmmnTTnimmTTTmnmTiTTTmitTTm'itrTTrmTitrrrT
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A representative showing of DeLuxe Uphols-

tered Furniture including many new designs

and coverings will be displayed in our

permanent showrooms at the

Kitchener Furniture Exhibition

January 9th to 21st

The Deluxe Line will also be shown at the

Toronto Furniture Exhibition

A cordial invitation is extended to all

furniture dealers m Canada to see either

one or both of these displays. Your visit

to the January show will be both pleasant

and profitable— Come.

de luxe upholstering company
LIMITED

KITCHENER ONTARIO

^nrrmrrrm [rrmpTTTTi :t iniTTTUmnnTTTTTTT
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SPECIALTY Upholstered Furniture
AT THE

Kitchener Furniture Exhibition

JANUARY
9th to 21st

^Comfort and appearance have a great

deal to do with the sale of upholstered fur-

niture, especially when backed by high

quality and real value. On this account

Specialty Upholstered Furniture has always

found a ready market. ^Our display at the

Kitchener Furniture Exhibition should not

be missed by any dealer who hopes to make

1 922 an unusually successful year.

SPECIALTY UPHOLSTERING CO. WATERLOO, ONTARIO

Reed Furniture at the Exhibition

CHESTERFIELDS, SETTEES, CHAIRS, FERNERIES, TABLES,
TEA WAGGONS, LAMPS, WRITING DESKS AND NOVELTIES.

will be shown at the Kitchener Furniture Exhib-

ition, January 9th to 2 1 st in the Y. M. C. A.

Building. Come out and see this fine line of Reed

Furniture.

Special Designs made to order. Write for full injormation.

NOVELTY REED MANUFACTURING COMPANY
BRANTFORD, ONT.

Manufacturers of all kinds of Reed Furniture.
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Visit Our

Permanent Showrooms
Opposite the G. T. R. Depot

Waterloo

As conditions giadually change, wide awake
dealers know that they must keep a closer watch

upon happenings in the furniture business. The

Waterloo Furniture Exhibition is a kind of trade

barometer which to the observant dealer forecasts

the trend of furniture manufacture in Canada.

The good qualities possessed by the Woeller

Bolduc Line have built an enviable reputation

for it, and it should be given careful considera-

tion so that your plans for 1922 may be complete.

A wide ranoje of our furniture will be shown
including many new designs which are sure to

interest you. Take a trip to Waterloo, and let

us make it worth your while.

January 9 to 21

WOELLER, BOLDUC & COMPANY
WATERLOO, ONTARIO
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Upholstered Furniture

WATERLOO FURNITURE EXHIBITION

A reputable line of upholstered furnilute is a necessity for

every dealer to carry. Glady Upholstered Furniture has

enhanced the reputation of many a dealer, through always

giving absolute satisfaction to his customers. After a

thorough examination of Glady furniture you will be con-

vinced that it can be handled with excellent results by al-

most any dealer, Before making your plans for this year

see this hne. We will give you a hearty welcome.

H.W. GLADY UPHOLSTERING COMPANY
Corner Union & Herbert Streets. Phone 400

WATERLOO ONTARIO

THE ENGEL LINE^
This opportunity is being taken by us to

thank our many friends in the trade for the

valued patronage received during the year.

WHEN VISITING KITCHENER JANUARY 9 to 21

do not overlook our exhibit in the Basement

of the Windsor House, corner Kmg Street

and Yonge Street,where we are showing some

of the newest designs m upholstered goods.

ENGEL UPHOLSTERED FURNITURE CO.
WATERLOO ONTARIO

Eastern Representative:- MR. H. B. TAYLOR, 315 Mappin Bldg., Montreal Que.

Western Representative:~MR. W. CLINE, VANCOUVER B. C.
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Visit the home of

QUALITY MATTRESSES
when attending the

Kitchener-Waterloo Furniture Exhibition

Let us show you that our "Quahty" mattresses are well named. When you have seen

our complete line of Felt and Kapok mattresses you will know that you need go no

further for genuine quality in bedding, and its exceptional values and trade building

character will please you. Attractively patterned tickings of the finest quality will aho
be shown.

When you call on us you will have an opportunity of seeing our well known mattress

in course of manufacture, which will more than ever convince you of the merits of our

line which are sometimes overlooked.

Waterloo Bedding Company, Limited
Waterloo Ontario
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To The Trade

When in Kitchener you are invited to visit

our Exhibit in the factory of

E. O. Weber Limited
Waterloo, Ont.

and when in Toronto you are invited to visit our Exhibition at

OUR FACTORY SHOWROOMS
137 Duchess Street. Toronto

It has been decided that it would benefit

both the dealer and ourselves to exhibit in

both places this year, and we extend to all

our friends a most hearty invitation to either

of these exhibits.

The line this year is absolutely the best we

have placed before the buyers and includes

many new features in styles, finishes and

equipment. We can assure you these only have

to be seen to be appreciated. Prices have

been readjusted downwards according to

present costs of labor and materials.

May we take this opportunity of expressmg

to you our sincerest wishes for continued

prosperity and happiness during the ensuing

year of 1922.

The Gendron Manufacturing Co., Limited, Toronto
Children's Carriages Park Carts Velocipedes

Wagons and Children's Automobiles

" '7-/5 THE GENDRON AIM AND PRIDE
TO MAKE YOU SATISFIED"
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• ^ Pat. Process^ LOONI
L#10yClProdttcts

Baby Carriages&Furniture

displayed at the

TORONTO
FURNITURE
EXHIBITION

Western Annex : ARENA

EXHIBITION GROUNDS

THE LLOYD MANUFACTURING COMPANY
ORILLIA (HEYWOOD-WAKEFIELD CO.) ONTARIO

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiS^^^^
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TORONTO
Display of the

Lucknow Table Co
JIIIIIMIIIIIIIMIMIIIIMIIMIIIIMIIIMIIIIIIIMIMIIIIIIIMII'.
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Come to our display at the Toronto

Furniture Exhibition and give us a

chance to prove the correctness of our

slogan

—

Nothing but Tables - Tables

nothing but Right. The Lucknow line will serve

you well: the quality and genuine values are bound

to increase your profits and reputation.

Our very latest productions will be shown at this

exhibition, and every dealer should see them in order

to start on the right track for the rest of the year.

We will try to make your visit of value to you.

THE

LUCKNOW TABLE COMPANY
LUCKNOW ONTARIO

January 9 to 21
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EXHIBITION
J. B. Watson Furniture

A dealer who did not acquaint himself with the changing conditions of his

business would soon find that he was working at a complete disadvantage.

The Toronto Furniture Exhibition is the place where dealers can gain

a first hand knowledge of the latest developments in the furniture business,

and it is not only advisable but necessary that each dealer

should make an attempt to visit it. ^ Our display is one

that few can afford to miss, as many new productions will

be shown, the quality and value of which have a direct

beiring on your success during the year. ^ To all fur-

niture men we extend a hearty invitation.

No. 8902 Chair No. 8902 Rocker

The J, B. Watson Furniture Co., Limited
Kincardine - Ontario

January 9 to 21
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TORONTO

Meet Us

at the

Toronto

Exhibition

The Gold Medal Divanette
offers the best selling proposition for dealers because:—

It is niechaniiaily the most perfect divanottc made.

There is absoliilely no comparison between the comfort of a (iold Medal Divanette as a bed
and any other make. Even our competitors have never attempted to question this point.

Everyone knows the Gold Medal Divanette makeo a real bed.

I he Quality is right.

The prices are right.

The Gold Medal Divanette is nationally advertised.

Added to the above

The Gold Medal Divanette has a new and wonderful

feature. NO liOLTS, NO IMUTS are used in setting up
or taking it down. Tt is the simplest divanette in the

world to set up, and the quickest. This improvement
has just been got

out and patented

and all Gold Medal
Divanettes are now
equipped with this

selling feature.

Write for our

splendid dealers'

Ads.

Arrange for a Win-
dow displav of

Gold Medal Divan-

ettes. Dealers
everywhere are
reaping rich har-

vests from these

displays.

Re m e m her. the

Public now demand
Gold Medal Divan-

ettes. It is onlv a

matter of time till

thev will accept no
other.

The Gold Medal Furniture Mfg. Company, Limited
TORONTO UXBRIDGE WINNIPEG

THE GOLD MEDAL BEDDING CO., LIMITED, MONTREAL

January 9 to 21
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EXHIBITION
Fine Furniture-"

New designs in Hespeler

Furniture will be prominent

in our displays m Toronto

and at our factory show-

rooms m Hespeler dunng

the January market.

Come out and see them.

You will receive a hearty

welcome.

The

Hespeler Furniture Co.
LIMITED

Hespeler - Ontario

January 9 to 21
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TORONTO
KNECHTEL
KITCHEN

KABINETS

Dealers who cannot

see our display should

write for our latest

catalogue if they have

not got one.

No. 69 Kabinet

Our Display at the Toronto Furniture Exhibition will contain a complete showing

of Knechtel Kitchen Kabinets.

The demand for labor savmg Kitchen Kabinets is best answered by "Knechtel".

Neatness, utiHty, convenience and durability are points that make them leaders in

their Hne. No dealer has done his best to satisfy his customers until he can supply

them with the Kitchen Kabinet that has a reputation—The Knechtel.

We can show you how this line can help you, so call at our exhibit—we shall be

glad to welcome you.

Knechtel Kitchen Kabinet , Limited
Hanover - Ontario

January 9 to 21
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EXHIBITION
DON'T MISS THE
PEPPLER EXHIBIT

^Visitors to the Toronto Furni-

niture Exhibition will find the

PEPPLER display in the

Western Annex, Arena, Exhi-

bition Grounds. ^ We are

featuring many new designs

which we feel will be good

sellers for the dealer. ^Come
ana let US show you our latest

Dining Room and Bedroom

Furniture.

PEPPLER BROTHERS, LIMITED
HANOVER - ONTARIO

January 9 to 21
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EXHIBITION
Kapok Mattresses

Felt Mattresses

Royal Box Springs

Comforters, Pillows, Etc.

will be attractively displayed at the

January Furniture Exhibition in the

Million Dollar Arena Toronto.

Furniture dealers and their friends

will receive a hearty welcome.

The Canadian Feather and Mattress Company
Limited

Toronto and Ottawa

January 9 to 21
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1922 Styles
Will Attract Customers

The public, as well as the dealers, are demanding something new in Baby Carriages

—

New Shapes New Decorative Ideas

The Sidway line for 1922 is designed to meet that demand. If you ever felt that

the possibilities in baby carriage designing had been exhausted, our display at

"Toronto Furniture Exhibition" January 9th to 23rd will prove a revelation to you.

It is one of the exhibits you cannot afford to miss.

We cordially invite the inspection of all interested dealers.

Sidway Mercantile Company
864 Dufferin Street Toronto, Ontario

THE ONLY COMPREHENSIVE AND PRACTICAL WORK AT A REASONABLE PRICE

THE PRACTICAL BOOK OF

Period Furniture
By,

HAROLD DONALDSON EBERLEIN
and

ABBOT McCLURE

With 250 illustrations that illustrate

RIGHT FURNITURE

This book will be welcomed by all

dealers in Right Furniture, iAn-
lique or Reproduced), and those

who wish to buy it, and by all

makers of Correct Reproductions.

Here is the book you need

to give you complete, concise

furniture information.

Whether you are a

Salesman Manufacturer

Dealer Designer

or Connoisseur

you should buy this handsome
and practical volume.

In the Furniture busmess, the fact is becommg more and more important every day, that the demand (or
" Period "furnilure is becoming the rule

rather than the exception and the customer naturally looks to the man in the store to give t hem what information on the subject they may lack
themselves. We wonder how many of the dealers, in smaller cities and towns, or their clerks could go into one of the large city showrooms where
a line of renod turlilture is displayed, and correctly pick out the various pieces belonging to the different periods and explain lo a customer
just what constituted the different characteristics of each. You cannot help but see what advantage it would be to you to know all about furniture
and here at last is a book, praclically an encyclopedia, at a reasonable price, which tells you all you need to know about period furniture.

SENT POSTPAID TO YOUR ADDRESS, $9.00

CANADIAN FURNITURE WORLD, 51 Wellington St.
, West, Toronto
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HAVE YOU LOOKED INTO MATTHEWS
MIRRORS?

THEY REFLECT PLEASED CUSTOMERS

See our new framed line.

MATTHEWS BROS., LIMITED
THE BIG CANADIAN MOULDING HOUSE

1906 DUNDAS STREET WEST TORONTO, CANADA

You are Sure to Have Enquiries for

FOLDING CHAIRS AND CARD TABLES
During the Present Season for Card Parties, etc.

The Chair and Table
shown are especially ad-

apted for such purposes.

They fold perfectly

flat, are made from the

best materials and are

attractive, strong and
reliable.

The No. 16 Chair is

specially constructed ; it

cannot tip forward ; it

is an excellent chair for

Theatres, Halls, etc.

Write us for Quotattorta. jsTq 22. Card Table.

No. If). N.)n Tip Chiir

OTTERVILLE MANUFACTURING COMPANY, LIMITED

Otterville - Ontario
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THE KNECHTEL

FURNITURE CUMPANY
LIMITED

The complete line of

Knechtel Furniture will

be on display in our

factory showrooms com-

mencing January 9th.,

1922 and continuing

for a month.

You are invited to come

and inspect our new
patterns.

Our new catalogue-No. 52
will reach you in the near

future.

THE KNECHTEL FURNITURE
LIMITED

HANOVER ONTARIO

CO.
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TORONTO
Carrara Marble

and

Alabastine Statuary
A full line of

Serving Trays (Oval and Square)

50 Different Patterns

A line of

Framed Pictures

Consisting of Water Colors, Pastels, Etchings,

Engravings, Oil Paintings, etc.

Also a line of

Floor and Table Lamps
and

Silk Shades
A big variety of styles— all the latest patterns.

See this exhibit at the Toronto Furniture Exhibition

in the Million Dollar Arena—Exhibition Grounds.

January 9 to 21
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CONDITIONS ARE RIGHT FOR 1 922 BUSINESS
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Ketailers discuss at convention across the border problems of last year's trade and possibilities

for this year's business — What live dealers do to hold and increase sales —Helpful suggestions.

WHAT is the ijrospect of business for 1922? This

question is one that is important to all furniture

dealers and in fact all retailers; and is a question

that many a dealer has asked of himself and of others with

whomo he has come in contact.

One answer might be given by telling of a retail trade

convention that was held across the border last month, at

which this problem was discussed, as well as the question

of developing more and better business.

This convention was held for three days at Dayton, Ohio,

just before the Christmas holidays, and at it subjects were

discussed that are of interest to all dealers whether residing

and doing business in Canada or the United States.

The outstanding feature of the convention was the op-

timism and confidence shown by those present. Delegates

were unanimous in their belief that business is on a rapid

upward trend.

The biggest reason for confidence is the improvement in

the employment situation. Industry is picking up and

m.ore men ate working. More money is being spent in

retail stores. Delegates to the convention said that condi-

tions are such that the man who is in a position to go after

business now will gee it.

How to Get More Business

From nov^ on the successful retailer will be the one

who adopts an aggressive merchandising policy. He must

spend more time in association with other merchants, get-

ting new ideas and putting them into practice in his busi-

ness.

Good store arrangement, good window displays, and a

clean store count for more today than ever before, accord-

ing to those who spoke during the conventiion. Many
instances were cited in which competition had been met and

the best class of trade secured by giving more attention to

servic,e appearance of the store, and efficiency of clerks.

Business is on Sound Basis

Speakers before the convention showed that business is

on a sounder basis today than ever before. Inventories

have been reduced to a minimum. Old stock has been

eliminated. Quick turnover is depended upon to make
Buvina; is bein.qr p^iven more

and more attentioin. A num-
ber of instances were cited to

show that a careful studv of the

market had resulted in profitable

purchases. It was «;enerally

asreed that no merchant can

afford to allow other duties to in-

terfere with his buying.

Figures presented at the con-

vention showed the substantial

cuts made in prices of foodstuff?

and home furnishings and ne-

cessities during the oast year.

The statement was made that the

retail dealer had reduced prices

despite some criticism from out-

side sources to the contrary. The

chants in sessioin lelt that because of these reductions the

retailer deserves the condence of the public and that buy-

ing will steadily increase.

Pays to Recognize Clerks' Ability

The question of increasing the efficiency of salespeople

was thoroughly discussed, livery merchant present realiz-

ed that much of his success depends upon the ability of

salespeople. Educating salespeople in better selling meth-

ods and getting them to take a personal interest in the store

were declared to be two things which retailers must ac

complish.

Members of the convention have found that a clerk's in-

terest in the store is usually in proportion to the pro-

prietor's interest in his clerks. A little encouragement,

commendation for good work, and a policy of giving credit

where credit is due were shown to have accomplished a

great deal in increasing sales. As one member said, "We
are selling Service, Courtesy and Quality today more than

ever before. Ihe average clerrk who waits on trade is not

interested in the store but simply in getting the worrk done.

Make their work interesting and profitable and you will

find that it pays. A plan whereby each clerk gets credit

for the work he c'oes has worked out very nicely for me.

It has built up a spirit of rivalry among my clerks. Thev
have gotten the habit of suggesting different items to each

customer who comes in. The result is that we have a faster

turnover, more satisfied customers, and more profit."

Special sales on a few leading articles were endorsed as

a means of getting business into the store. Specials were

shown to have increased turnover in many cases.

Careful buving and a close check on the movement of

stock were given credit for good turnover records. It also

developed that dealer's turnover in different ways and some-

times do not get accurate results. A simple way is to

divide the total business for the year by ythe average in-

ventory at selling price.

Collections and Advertising

Collecting charge accounts was advanced as one of the

retail dealer's most important problems. Collections have

been somewhat difficult in the past. Dealers have met this

difficulty to a great extent bv
keeping an unusually close check

on charge accounts.

More and better advertising

was recommended as one means
of increasing business. Mem-
bers were urged to use

advertising displays sent to

them by manufacturers from
whom thev buv nrndnrt* Tbi*

advertising is entirely free to the

retailer and will do a sreat deal

to increase sales. The impor-
tance of absolute truth in adver-

fis'ii"' was stron'rlv enii>ha<ized

The vear 1922 will be bir, if

our Canadian dealers put these

suggestions into plav.

^iiiiimii:i:miii]i;ii!ii'iiimiiiim|'|jiiiiuiiii;iiiiimiiiimiiiiiiiiiiiiiiiimiiiiiiiimiiiimiiiiiiiiiiiiiiiiiiimiiii

i A MORE THAN USUAL HAPPY I

I NEW YEAR I

I The Year whose end has just closed |

I We know you'll ne'er forget, |

I
I'or struggles hard in last year's fight |

I Have been the toughest yet. |

I Oppression, though, has sweet rewards
|

I And honors not the weakest |

I So let us sing and toil right on |

I "Survival of the Fittest I
"

|

I These Yuletide Greetings then we send
|

I Dear Friends, to each of you i

I
To wish you Heath and Happiness |

I
In Nirieteen-twenty-two. |

fiiliilllllllllillilililliiliiJiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiilJiiiiiiiiiiiliiiiMiiiiiiiiiiiiiiiniiiiiiiMiiir;
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New Year Sales Methods That Mean More Business
How 8i)ine Furaitare Dealers Increased their Sales by using Seasonable Stunts.
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SYSTEM IN FLOOR COVERING DEPARTMENT

IN.
KlEllST, manager of the floor covering dejiarl-

ment of ihe Wm. Hengerer Co., buffalo, is a slickier

• for system. He wants to feel the pulse beat of every sec-

tion, of his dfjiartment at any time and for this reason has

been careful to see that stock sheets are kepi up to the

minute.

The stock sheet is a loose leaf ledger. Whenever goods

are ordered, notation is made under the manufacturer's

name, of the number, date to be shipped, sizes, etc. The

num'jer arriving is v ritten in red ink opposite the monlli

in which delivery is made. It is possible, therefore, to

tell immediately the number on hand, the number ordered

and as a balance is taken each month and forwarded to the

following jnonlh, the number on hand.

Again, the slock sheet servos as a ch:^ck-up on rugs that

are not selling. If the salesman for a certain factory

calls to solicit an order, Mr Kierst immediately turns to

the page devoted to this company's merchandise. If he

feels they have sold sufficiently well, he reorders, but if not

the salesman is giver, a reason whv no repeats are given.

CLEVER NEW YEAR IDEA

A clever idea that was lued some time ago by an Ameri-

can furniture house and that could easily be adapted to the

present raontii's selling is c Nineteen Twenty-two ($19.22 i

sale.

A special v/indcw display, all goods bearing a $19.22

tag, suital'ly decorated with 1922 pennants, etc., will catch

the eye when passing. The entire display can be composed

of very little aside from the articles of house furnishings

which are marked for sale at that price.

The idea can be carried out as economically or as elabor-

ate as may be desired so far as the decoratioins are con-

cerned. It can be made quite simple though effective, with

only a baruier aimouncement and price tags in addition to

the goods on display.

ONE-CENT FURNITURE SALE

We are accustomed to one-cent sales in drug stores, but

it has remained for an American furniture store to put

over a "one-cent furniture sale" Mason Brothers of Atlanta,

Ga., to introduce a line of aluminumware ranging in or-

iginal retail value from the various separate articles, from
10 cents to $10, but sold during the progress of the sale

at prices ranging from 1 cent to 99 cents, which, certainlv,

represents a tremendous discount.

The sale wa« extensively advertised in Atlanta news-

papers to continue for a period of one hour only, and fur-

ther promoted by means of an effective window display.

But "the proof of the pudding is in the eating"—the test

of all advertising is the result it produces. The sale was
scheduled to begin at 10 o'clock on Monday morning.

By 9 o'clock the street in front of the store was jam-

med with people resembling the eager thron^rs outside the

gates of a world's series ball game. By 9.4.5 o'clock the

crowd was so <;reat that police reserves had to be called

out to keep the highwav clear for traffic; the sidewalk

was packed with jostling humaanity for a whole half block.

At 10.00 o'clock the doors of the store were opened and

in one hour's lime aooroximatelv 2,000 pieces of alumin-

umware had been sold, wrapned and delivered. It was

necessarv to permit the peonle to leave the store bv the

wav of the rear because of the crowds blocking the street

in front. Trulv
—

"It Pavs to Advertise," snvs Furniture

Age in recording the news.

FURNITURE DEALER'S RESOLUTIONS /or i 922

I
WILL make my window displays attractive, timely and

interesting and will vary them frequenily because I

realize that window displays advertise my goods to

folks verv effecticely at the point where the goods are on

sale and are, therefore, just about as effective and inex-

pensive advertising as I can possibly engagae in.

I will sell customers the sort of goods they want to buy

because in this way I will make friends of them and I will

also reconm^end new things that I know are good because

;n this wav I will increase my business.

I will keep my sales Toom neat and pleasing because

T realize lhat people prefer trading in attractive places

to doing business in poorlv lighted and confused looking

sales rooms.

I will nuike my newspaper advertising as .snappy, in-

teresling and attractive as possible because I realize that

there is so much adverlisin'r of the ordinary kind that it

lakes a different slant from the usual in newspaper pub-

liritv to make people sit up and lake notice.

1 will wa'rh my charge accounts carefully, send bills

regularly and make a real effort to collect overdue acounls

because I realize that the loss on one unpaid account eats

up the profits on a good many cash salaes.

I will read my trade paper carefully and note the var-

ious points it, emphasizes because I realize that it is pub-

lished for the purpose of helping me make money out

of my business and that from it I can secure valuable

pointers.

I will tiike my proper place in civic and commercial

affairs because by so doing I will enhance my prestige

in the community and because I realize that the greater my
prestige is the more busine,ss I will do.

I will see to it that my employees extend to customers

a constaant courtesy and service because I realize that

(ourtesy and service are two of the most important factors

'u building up and keeping a good trade.

1 will be fair and square in mv dealings with customers

and with the houses from whom I purchase goods because

] realize that the Golden Rule is still the best rule for the

successful conduct of modern business.
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ONLY 1 0 PER CENT. OF DEALERS ADVERTISE
I
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Lack of advertising curse of small business—Losing sales to mail order houses in larger ceuties.
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FRED P. MANN. PRESIDKNT R.M.A. OF NORTH DAKOTA.

FOR the past three or four years I have been devoting

abouc half of my time to seeing if I could in some way

be of assistance to the smaller retailers and, being pres-

ident of the Retail Merchant's Association of our stale, I

became deeply interested in trying to help them solve ;heir

problems. One of the greatest problems that confrontrd

Chesterfield Suites
Now is a good tUno to buy a fchesterfleld. The prices are lower
than they have been Hot some years. Yon will find some splen-
did ones here to choose from, different designs upholstered In
rich shades of tapestry with chairs and rockers to match. Your
home Is not complete without a Chesterfield Suite. Drop In
and get the prices.

WRIGHT'S Limited

A Cornwall, Out., dealer who believes in advertising to keep business
at home.

US away out on the plains of North Dakota was the com-
petition of the great mail order houses.

I took a survey of our state to find out why the great
mail order houses were taking out of the state in 1918 one-
third of the business-, estimated by our tax commissioner
at $90,000,000. They estimated that $30,000,000 was going
out of the state. I knew that in our territory, where we
come into competition with the mail order houses, that
they were not doing that large a proportion of business.
I had discovered early in life, fortunately, the great power
of advertising and to that I attribute our great success in
our little store away out west.

The great complaint was that the merchants could not
meet the mail order competition, but I wanted to find out
why, so I hired four men, mapped out one hundred towns
in our state, and sent out these men to send back to me a
little questionnaire. I had it all arranged on a piece of
paper. First, the aDpearanrp of ^he store: Is it pleasins.
the windows clean, display of merrhandise, inside attractive

or unkempt? Do the goods look new or musty and old?

What bookkeeping system is used? Last and most im-

portant ot all, do they believe in advertising? If so, how
much advertising do they do?

To my great surprise I found that 75 per cent of all the

merchants in our state did not believe in advertising and

did not advertise. Fifteen per cent, advertised becaiisi.*

thev wanted to patronize their local paper, believing that

a paper was a good thing for their city or village. Only

10 per cent of the merchants of Morlh Dakota were doing

any constructive advertising four years ago.

Then 1 started on the olher hand to find out what the

mail order houses were doing and I found that in 1918

seventy-two solid carloads of catalogs came into our state,

shipped by freight according to the zone system. Then I

went farther tlian that and found that in the entire nation

lbs mail order people had spen! $7.5,000,000 in advertis-

The Furniture Man
Phone 247 Opposite Royal Bank. Box 220

This Sydney, C.B. firm advertises consistently and persistently one
seasonable idea at a time to keep trade in home town.

ing in 1913 and I allotted $3,000,000 as having bee,, spent

on advertising in North Dakota and then I compared that

with what ])f)ssibly might have been speni l)v the 10 per

cent of the merchants who were advertising in \orth D..kota

D

L

,
You Save Time,

Laboar, Space

and Material

The twenty-one Spe-

cial Features of Knech-
tel Kitchen Cabinets

recommend them abovo
all others to the house-

wife. They save tims

and labour in preparing

meals and on baking

day. Valuable space la

the kitchen and expensive cooking materials are con-

served.

As well the Knechtel provides a handy, permanent

place for cooking utensils, dishes, silverware, etc. It

is equally convenient in fiats, apartments or houses of

any size. Each cabinet 13 handsomely and strongly

made. The Knechtel line com-
prises so many styles ond all TtoJ. u^t
so low in price that you can't

afford to be without one.

SPECIAL SHOWING NOV/.

Call ind see ope.
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four years ago. I knew al once why the merchants were

losing the business and the great mail order houses were

gelling it and I started a campaign.

I went lo the jobbers and manufacturers in our district,

placed the situation before them and showed them the

enormous amount of business that they were losing. I

first insisted that wc must have a price that could meet any

competition. 1 took the ground, and still do take the

ground, that the retailer is the distributing agent for the

jobber, manufacturer and wholesaler, and that unless they

assist the retailer to become more efficient in order to meet

all competition, eventually he will go down and out and

the jobber and manufacturer will have to establish their

own stores to sell their wares and merchandise to the great

mail order houses and the chain stores that are sweeping

the country.

They saw the point and after a month or two of consul-

tation they gave me authority to inform all the members of

our association (we now have over one thousand), and 1

went outside ol that and wrote a personal letter to every

merchant in the state of North Dakota, telling him that the

jobber and manufacturer had promised to furnish him
merchandise at a price at which he could meet all mail

order competition, when the retailer found need of such

cheap goods. But I warned them not to abuse the priv-

ilege and they haveii t. They sell their best goods when-

ever possiblv.

That was over three years ago and up to the present

time I have never had a complaint that the jobber or man-

ufacturer would not assist the retailer in our territory in

meeting the mail order competition.

Then I went to our men and said, "Now you have the

price, get busy on the advertising end and use the same

methods that we use in our Devil's Lake store, the same

that will keep the majority of this business at home.

I found that it was very difficult for the small dealer

to advertise. 1 visited that winter thousands of merchants

in their scores, talked the problem over with them and I

FURNITUI'K DEALER'S ADVERTISING CALENDAR
JANUARY
Clearance Sales
Buyer at MarKi't Copy
Xinas Gif(-Moiify Pur-

chases
Midwinter Home Conil'nit^

Furniture Aids to Milndy
Hostess

FEBRUARY
New Goods Coj-y
Period Kuriiitore I'isplay
Easy Chair Month
A''a.lentine Day

MARCH
New Baliy Mont)i
Nursery Furnituri-

Advance .Si)riiij; Goods
St. Patrick's Dr.y
Refrigerators

APRIL
II on so- '-leaning' Monti'
Labor-savin'^ Pcvices
Cabinet and S'veefer .\ds

Cedar Chest Month
Decorated Kurniture
Movers

MAY
Porch Kur-iitnri' Month
Cotlade Pieces
Wicker Goods
Go-Carts
Lawn I''iirnitiir{!

Podrooiii Pieces

JUNE
Wedding Month
I'ieies for Weddii.s Gifts
Nowlyweds Copy
Home Outfits
Graduation Gifts

JULY
Clearance Sales
Buyer at Marker Co;iy
Dominion Day l-'nr]iilure Displa>
Mid-.Sumnier Specials

AUGUST
Hot Weathi'V I'^nrpiture

Phoni'grai)'i Montli
.\dvance ShoMioK l''all Goods

SEPTEMBT5R
Fall Goods
Labor-.Saviiiic Devices
Stove and Ruj Month
Dininfc Room Furniture

OCTOBER
1 )('Corated Fnni i I ure
Den Pieces
I ;anii)S

Movers

NOVEMBER
Thai) ksKivin^' I'liriiil ore
Karly Xnias Shojiijin^;

WiTiti'r Pieces for Home
OversI iiffed !• nrnitere

DECEMBER
Xmas ("opy

Give l'"urnit>ir" this Xmas SloRun
Lists of Gilt I ii'Ci'S for Every M(

Lists of rne\pensive Gills
Ijists of I'rai'liciil Gifts

DAINTY CURTAINS
AND DRAPERIES
AT LOW PRICES

Draperies are an important detail in homefurnishings.
Tliey put the finishing touch, without which a home, no
matter how rich in furniture, is a hare place indeed.

Fancy border scrim, ecru, a yard 17c.

.Scrim, Double border, tape edge, a yard.. 22c.. 31c.

Voile Scrim, with double border, hemstitched, tape
tape, white, cream or ecru, a yard 40c.

Marquisette, with fancy double border, and hem-
slilrhed tape edge, white and cream, a yard 45c.

Curtains by the pair, ready to hang. Marquisette witii

neat lace edgeing. a pair %'i.ir>

(airtains, by the pair, scrim, with insertion and lace

edge, a pair ; $4.28

Fancy Madras, in white and ecru, a yard 63c, 72c, 81c.

Cietanne in varied light and dark shades in several

pietty designs, a yard 31c. .S8c, 63c.

Marquisette, dainty colors, a pard 68c.

Silkolene, pink blue and yellow, a yard.. 31c and 51c.

WRIGHT'S LIMITED

This Sydney firm also believes it is well to tell the public the price
when advertising their lines.

found that it i= a very difficult task for them to advertise,

as they know nothing about it. It seems so strange to me
thai in al! ihe.'-e years of merchandising no one, until just

recently has come to the smaller retailer with some adver-

tising plan to assist him in the sale of merchandise.

SHORT HINTS ON ADVERTISING

Use plenty of descriptive matter. It arouses interest

in the goods you desire to sell.

Don't try to crowd too much into the space at your
disposal. A crowded ad. doesn't appeal to the eye.

Don't be too long-winded in your introduction, say

something that will catch the eye and arouse interest,

but make it short and to the point.

Better to deal with a few lines and do it so as to in-

duce sales than to mention many in a way that Avill not

bring results.

Quote prices in your ads., even if they are regular

prices. The price is something the customer must know
before buying.

The merchant who stops pushing because times are

dull will be the one who will not wake up when times
begin to get better.

ADVERTISING IS A LOCOMOTIVE
William Wrigley, Jr., relates the Florida Times-Union.

says he is spending $10,000 a day, over three and one-half

million dollars a year, for advertising his popular brand of

chewing gum. To a friend who remonstrated, saying his

product being so well and widely known did not need such

enormous outlay of money for further advertising. Mr.

Wrigley said what should be impressed on the mind of

every advertiser. He said: "My friend, we're riding on a

train. What would happeti to this car if the locomotive

were disconnetted and wont on ahead? Well, that's what

would happen to mv business if I stopped advertising."
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NATURE AS A MODEL WINDOW DRESSER
Making the trim artistic— Dresser should have esthetic taste—See how Nature does work in

care-free manner—Flowers and their aid to window dressers--Plan your display beforehand.
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By H. N. STOVIN, Assiiiiljoia, Sask.

PRIMARILY the man behind the display work
should have highly developed esthetic tastes. If

he has not already got these he should acquire

them.

It seems to me that it is not conclusive to tell a per-

son how displays should be made—arrangement, de-

sign, color scheme, etc. The teacher might even have

the student reproduce under supervision, and yet when
the student comes to rely on his own resources he may
be entirely lost.

Therefore, the development of the esthetic taste, or

sense, becomes highly important. When the student

has succeeded in this he will have surmounted the diffi-

culty of choice of colors to make harmonious designs.

In her work Nature seems to have used a certain

care-free manner. Frequently we get a view of a

peaceful lake set in between majestic hills, the moon-
light shimmering on the tranquil surface ; and for a

frame there are two or more tall, stately trees. Are

these trees alike in form, height, branchings, etc? No;

yet do they not make a very attractive frame for such

a picture?

Too many of us in making a display place a table

in the centre of the window, a chair on one side

and a similar chair on the other side, a mirror on the

wall, and a chair on each side of it. being very

careful all the time that each chair is alike and

placed exactly on the "angle of reflection." The win-

dow builds up, usually overcrowded, and the individual

viewing the display has so much to look at that he
seldom has time to concentrate on any one article, and
thus a great deal of the advertising value is lost.

Such a window may be neat, but it isn't compelling.

Nature the Best Aid to Window Displays

Did you ever see an old rustic garden-seat made from
unbarked boughs, with moss on its legs and a vine

intertwining in and out between the rails of the back?
Suppose then, leaving the aforementioned window in

much the same general design, we add a touch of na-

ture to it. What could be nicer than a small bouquet

JIIIIIIMIIIIMIIIIIIIIIIhlMIMIIMIIIIMIIMIIMIIIIIIIMIIIHIIIMIIMIIIIMIIIIIIIIMIMIMIIIIMIIIIIIIIIIIIIIIIIIIIIMIMIMIMMIMIIIIII^

Improve Your Interior Displays During

The Cold Weather

THE advent of real cold weather should be a cue to the dealer to spruce up his interior displayas. An |

opportunity of increased customer interest and more business is present if the dealer will only take |

= advantage of it. You do not have to search far for the reason. It is obvious. With the mercury |

I flirting with the zero mark there is no denying the fact th-it when people enter a nice comfortable store |

I they are inclined to linger. You don't want to pester them bv direct suggestions but you can secure their |

I interest in many lines by displaying them to advantage. I

I Ex'ra altenlion to interior display at this time will certainly be found well worth while. ?vlake it a |

I point to see that the selling power of your interior displays and store fixtures are increased. 1

I Make irvestment in needed fixtures if necessary. Use more show cards to interest customers in goods on |

I display. |

I Two years ago a dealer arranged an extra large display at one side just inside the entrance to his |

I store. It started well out and sloped gradually upward until the wall was reached. It placed a big |

I - range of lines within sight and reach of all those leaving the store and he reported that many people |

I who stopped at the door to muffle up or draw on gloves before they went out into the cold saw articles in 1

I which they became interested and which they stopped to purchase.
|

I Just in this connection do not forget the value of advertising at this time. Stormy weather will prevent |

I many people from .'-hopping as they usually do, so that your advertising suggesting appropriate lines is |

I bound if) get more than ordinary interest. The use of the phone ior ordering goods can be played up in |

I this connection with your deliveries, but even if you do not the value of advertising is present just the i

I same. People do not shop around as much during cold or stormy weallier. They decide on a certain shop |

I and go theie. Make an appeal by your advertising that will cause them to decide to patronize your store. |

llMIIIMIIMIIMMHMIMIIMIMlMHIMIMMIMIIIIIIMMIIMIMIIIIMIIMIMIIIIMIIMIMIMIMIIIIMIIIIIIillMlinilMMIMMMMMMMinilMIMIIIIMIIIIMIIIJM
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of red and pink carnations amidst the display of period

furniture, not forgetting Nature's careless abondon?
And suppose the flowers used are not cut-flowers,

but merely attractive and yet moderately priced paper
carnations. If you reside where the maples grow, don't

fail, when autumn comes, to make use of the entrancing
foliage with its wealth of color.

I am not opposed to conventional designs, however.

There is nothing that will make a nicer background
than a beautiful conventional design

;
something plain

and almost severe will best display the goods.

Here is a suggestion : Take some Hoekoe rope oi

jcveral colors and tie the ends to make a continuous
string of alternating colors. Next lightly tack naib

pleasing to the eye without distracting attention from
the goods on display. It serves merely as what might
be Lcrmed a border.

Plan Before Starting Your Display

There are a few—perhaps none—of us who are ori-

ginal in the true sense of the word. We associate our
ideas and turn them out in combinations which are so

changed in appearance that they pass for originality,

whereas in reality we have merely given old forms
new dress.

In almost any jiublic library books on art may bv

found. In these are illustrations of various forms ot

Egyptian, Syrian, Grecian and Roman design. You
will have no desire to copy outright, but in j^our mind's

The use of an Oriental background permits of the use of flowers as suggested by Mr. Stovin to enhance the furniture display and double
the worth of the window picture.

at approximately two-foot intervals at the top of the

sides and background of the window; then tie one end
of the rope to the flrst nail on the side, and carry it.

over to the next nail, allowing the rope to sag between
the fastenings—and so on until the end is reached,

when a turn back should be made and the second line

of rope strung along the nails. Hanging from each
nail rosettes, made of the various colored ropes, should
drop, streamer or tassell fashion. This arrangement is

PRIZES FOR WINDOW DISPLAYS

During the corning months the retail trade

hould give special a'tention to window displays,

iiese should be made as attractive and enticing as

ossiblc, to win as many buyers as possible. We
ant photographs of these windows.

WE THEREFORE OFFER

l.').0() for llw Best Window Display of Furniture

1 ().()() jor I Ik; Besl Second Choice

.'').0!J ior ihc Best Third Choice

2.(KJ lor Every I'liotoi^raph Accepted

)o not mount |)ho|fts. Send them well protected

aaainst breakage in mails.

CoMi'ETnioN Ci.osKs ON Fkhkuahy 2')th, 1922
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I Wcllino|„n West TORONTO

eye you will find yourself associating a number of ideas

in the working out of new arrangements. Make draw-
ings on paper and criticize them. In this manner try

to get at basic facts.

And as a result of it all your score will just naturally

brighten up, for you will find the lack of tidiness un-

bearable.

SELLING TO WINDOW SHOPPERS.

Not all sales are made after the customers enter the

store. Often the desire to possess the article and so;nctimes

the decision to purchase are formed when persons are

"window shopping." In practically every town—be it large

or small—many persons spend a portion of their lunch

period in strolling about through the business section. Why
not make up a map of an interesting portion of your town
—say a course covering a mile or so—with vour store as

the principal point of interest? You could have a cut

made from this and cards printed. These cards you could

distribute or send out through the mail. This map is

made graphic by means of lines showing the route or streets

to be travelled and arrows indicatino; the directions to be
taken. The principal points to look at are designated on
the diagram, and, of course, vour store is featured as the

most attractive of these. This map should be entitled,

"The Route for a Good Noon Walk." Because of its

novelty it is very likely to be preserved.

If you find yourself getting into a rut, wake up quick

before it makes you a victim. Keep this thought in

niind---morc men rust out than wear out from activity.
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GETTING OUR SCHOOLS INTO
BETTER HOMES MOVEMENT

Training the youug in Home Furnishing so as to maiie "Better Homes mean Greater Happiness."

T confined itself to educating the adults, but the cam-

future. Thus far, the movement for better homes has

HE children of today are the home makers of the

paign of education must start with the young in the schools

to achieve tlu largest possible success. Thus says an ex-

change dealing with the "Be^Ler Homes Movement" in the

United States, which is modelled on our Canadian "Better

Homes mean-j Greater Happiness " campaign.

The home is the chief source of outlay in modern life,

yet it seems to be assumed that home-making in its varied

phases is instinctive and iherefore need not be learned.

Such is far from ihe truth, if we define home in the larger

and more modern sense. We are slowly realizing that

there is an increasing need of sound prepara'.ion for home-

making, so that succeeding generations may find a fuller

and richer life possible. May it not be that the disintegra-

tion of the homo which we occasionally read about may be

absolutely preveaied by making the home the most attrac-

tive place possible for its inmates? At all events, there

is no gainsaying the fact thai the problem of home-making
is one that confronts every boy and girl in our country.

The largest idea) in educi'tion thus far expressed is found

in the expression, '"fitting for life." Life is a larger thing

than the job, where usually no more than eight hours are

ihe labor-saving devices in contrast with the homes of a

generation igo, when woman's work was never done.

No woman possesses the ability to make a real modern
home unless she has given some thought or study to the

matter. The many angles to the problem of properly fur-

nishing an artistic and livable home make some careful

consideration necessary to achieve the most desirable re-

sults. Comfortable rooms are dependent upon o'.her things

besides bare furniture; a certain understanding of the ele-

men'ary principles of art, as it pertains to making a home
more a tfractive is essential, and these simple ideas can

easily be acquired in a course on "Home Furnishing" in

our schools.

Color is probably the most important factor in the matter

of home furnishing. Interior decoration merely applies

the same principles: of the painter, employing different

materials under varied conditions, to produce a similar

result. Thus is an atmosphere created in a home which

makes a larger and richer life possible. Practical expsr-

ience with actual materials is essential to a sound know-

ledge of color possibilities; the picture must be real and

not imaginary.

An analysis of the actual problem of home furnishing,

in its detail, is necessary to make the most effec ive results

A Eotedale (Toronto) home which has this winter sunroom which being v»eU furnislied ninkes it the principal livinoroom in the house for the
coid months of the year— "Better Furnished Homes Make Greater Happiness."

spent daily. It certainly involves a consideration of the

home, in which we are all profoundly and rightly inter-

ested. The homes cf our children should probably exert

.stronger _ influences upon their lives than our own have

'done upon us; just as the modern home is filled with all

possible. Such questions tit lighting, color combinations,

and the like must be tried out or experimented with to

choose the most desirable elements for the home picture.

Draperies involve a consideration of such factors as tex-

ture, pattern, surface, manner of hanging: while the effect
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of ihe ensemble under artificial light requires careful at-

tention.

Color harmony is based upon fundamental principles of

color combination which may be learned by all. Local

furniture dealers, we believe, would be glad to co-operate

fc some extent in any attempt our schools make to put

"Home Furnishing" into our school curriculum. There

is no insurmountable barrier in the expense that would be

involved In carrving on soundly practical home furnishing

courses in our public schools; for it seems to us that travel-

ing exhibits world increrase in number after the demand

was made apparent, and endowments from public-spirited

citizens, art societies, anada athe furniture industry of the

natioin would shortly be forthcoming.

The furniUire industry is committed to the "Better Homes
Movement," and we can conceive of no larger avenue of

opportunity for the local as well as the national associa-

tion to further that movement than by making immediate

plans to include in its proposed campaign of national pub-

licity a strong plea for "Home Furnishing" courses n our

public schools, followed up bv the co-operation of the

local dealers with school boards in a sound attempt to

introduce such courses without undue delay.

With ^he "Better Homes Movement" and the addition

of courses in "Home Furnishing" in our public schools will

round ou^ a movement that is practically assured of plac-

inc the furniture and home furnishing industry on such a

hieh plane as is possible to but few of man's commercial

activities.

HELPING THE BETTER HOMES MOVEMENT
A short time ago we had something to say on the work

one womana had done to build up a "better home"' fur-

nishings department in one of our larger Canadian depart-

ment stores. This lady is now in the West, and for a

couple of years has conducted classes in applied art at the

Summer School of the University of Alberta at Edmonton.

Here Mis3 Shepherd has found men as interested in good

decorating and good furnishing as women. The Hudson

Bav Co. have assisted her classes by loaning articles to help

out her work.

WHAT HAPPENED TO FURNITURE PRICES

Under the above heading, Ralph F. Windoes, editor of

The Furniture Manufacturer and Artisan, gives in pamphlet

form the facts concerning the rise and fall of furniture

prices from 1913 to October last, and in doing so gives the

prices of various other commodities, showing how the basic

1 NO NATION CAN RAISE ABOVE THE LEVEL \

I
OF ITS HOME LIFE

|

I Raise the standard of living in the home and
|

I the standard of the nation rises with it. There are I

I no people in the world who are in a better posi-
|

t tioiii to afford and to appreciate the best and truest
|

I !hi)n.« in life than we in Canada.

i Make the home a place of cheerfulness, refine-
|

I )iient and heartiness. Make it breathe warmth and
f

I heart inrss. Make it truly hospitable, solidlv com- |

I forlanle— a honif that inspires interest in all that
[

1 \s good and wor'h while in life—and it will mould

I character and develop true pride in family and

1 in race.
|

I I

How McKlUop & Mclntvre, Brampton, Ont., boost In their advertising
"Better HomeB Mean Greater Happiness."

figures as used by the U.S. Department of Labor are in-

correct. Correspondence between the author and the De-

partment is pul)lished, and charts showing the actual rise

and fall of furniture prices are given. It is a conclusive

argument lhata furniture prices were not unduly enhanced

and did not remain at the peak longer than did other com-
modities.

MAKING WALL PAPER SELLING A PLEASURE

A LOS ANGELES store which handles wall paper has

hit on a plan that makes the store a pleasant place

to buv wall paper, and the store makes profitable

sales in quick time. Along the wall of the paper depart-

ment there are settees for the comfort of patrons. In addi-

tion there are many metal panels, devised by the firm, on

which the various patterns of paper are mounted for their

convenience. In one section the dining room patterns are

asst^mbled, in another the breakfast room and so on.

Looking at the mounted swatches the customer selects

one that she thinks will suit her purpose and the salesman

merely lifts up the metal flap and there behind it is the

roll of paper in which she is interested. He quickly .shows

her the piece v.'ithout the necessity of unrolling a number or

turning through a large book. On the back of the flap are

labels bearing the prices, the location and the quantity of

paper in sicck.

Some of the swatches bear colored labels as a guide for

the salesmen. Green stickers mean that there are less than

a dozen rolls in stock; a red sticker means that there are

fifty or less in stock. Back of each swatch are two dupli-

cate rolls so that the same pattern may be working for two
different customers, if necessary.

After a selection is made it is easy to determine the loca-

tion of the stock and fill the order, as the label behind the

metal flap gives all necessary information.

GETTING FARMERS' TRADE THROUGH MAILS

BUILD up an order trade among farmers on rural routes.

An American dealer printed some order blank post

cards with his adress on one side and inserted in a

space at the left of address was a list of special items with

prices quoted.

The other side read:

"Ju.st Fire Me Back." Please send me C.O.D. the fol-

lowing merchandise:"

Spaces were left for writing in items. This scheme with

a slight variation has also been tried by F. F. Morris of

Bowmanville. Ont., and he reports it the best advertising

stunt he has put on.

Ml. Morris' plan is to send out post cards telling of some
particular furniture line or item. These cards are ad-

dressed to farmers in some electoral district. The follow-

ing Saturday and for several Saturdays thereafter furniture

sales from the district canvassed are noticeably increased.

A WINDOW DRESSING SECRET.

Here is a bin! worth remembering: Alwavs try to have

the background of your windows display as lijrht in color

as possible. The reason for this is that a dark background

makes a mirror out of your window. Thus street scenes

are reflected on your window glass and your display is

lost to view.
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1922 EXHIBITIONS TO BE GREATEST EVER
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The three exhibition centres, Stratford, Kitchener, Toronto, vieing to outdo themselves —
Healthy rivalry to put on Canada's Greatest Furniture Exhibition—where the displays are located.
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WHAT is expecled to be the greatest showing of fur-

niture ever assembled in Canada will be displaye<?

this month in the exhibition halls of Stratford,

Kitchener and Toronto.

The dates set, January 9 to 21, should see two weeks

crovs'ded with good furniture things, and if the dealers turn

out in such numbers as the exhibitions deserve, then we
will see the largest and bef-l gathering of furniture and the

largest gathering cf furniture retailers that Canada has

ever known.

Stratford Will Have Its Biggest Display

At Stratford the factories are busily engaged in putting

the exhibits into shape, and besides getting ready space for

out-of-town coiicerns that intend showing at Stratford.

The following local factories will make displays in their

own showrooms—Pv'IcLagan Furniture Co.; McLagan
Phonograph Corporation: Stratford Chair Co.; Kindel Bed
Co.; Globe-Wernicke Co.; Imperial Rattan Co., and Far-

quharson-Gifford Co.

Besides fhe«e the Stratford Bed Co. and Stratford Mfg.

Co. will displav in the Kindel Bed Co's showrooms; the

Meaford Mfg. Co. will exhibit in the Stratford Chair Co's

showrooms, and the Gibbard Furniture Co. of Naoanee will

make a shov/in7 wilh the Farquharson-Giflford exhibit.

The Edison Canadian Appliance Co.. Ltd., will also show

iheir goods in their factory showrooms

Kitchener-Waterloo to Outdo Previous Efforts

The Waterloo County Furniture Manumfacturers are

planning an exhibition on a larser scale than ever before,

and, judgin"; bv the list of exhibitors thev have succeeded

in beating all their previous records. So great is the num-

^MMIMIMIMIIMIMIIIIIIIIMIMIMIMIIMIIMMIIIIIMIMIIIIIIIIIIIMIIIIMIIMIIIIIIIMIIIIIIIMIIIIIMIIIIMIMIMIMIIIIIIIIIIMIIMIIIIIIIIIIMI^ Mlllllllll'l IIIIIIIIIIIIIIIIIIMIMIMIMIIIIIIIIIIIIIM:illlMlllimmllimmilllllimmilllM>:

VISIT THE EXHIBITIONS THIS MONTH
|

T the beginning of the year, when furniture dealers are making their calculations and survey |
ing the needs of their communities, is a very good time to look into the new styles of furni-

|
ture and home furnishings. The best way of doing this is to visit the various furniture ex- |

I
hibitions which are being held in Stratford, Kitchener and Toronto. These furniture exhibitions |

I
are a fruitful source of information, and this year it is expected that the various exhibits will be |

I the greatest and best that have been shown in Can ada up to now. |

I Practically every manufacturer of furniture in Canada will display his latest productions at one |

I
or other of these three big furniture exhibition centres. As the exhibition dates—January 9 to I

I
21—are the same in all three centres, furniture retailers cannot do better than spend a week away |

I from home visiting these three cities. A couple of days spent at each exhibition will instil into the |

I minds of dealers an accurate idea of what they mav expert to sell on their floors during the cur- i

I
rent year. The visit, too, with help in the disssm inalion of useful and remunerative sales ideas, |

I
through dealers getting together and tellins; of their trade experiences of the past vear. |

I And while you are away on this business-hunt ing expedition don't forget the salesman lookins; |

I after vour business at home. Give him also a chance to visit ihr- big shows. When vou get back |

I send him off to the exhibtions. It will be a wise investment which he will repav with interes* in |

I added sales in vour store throughout the year. The visit will do bolb of you good—in health, |

I wealth and hanpiness. 1

I Remember the da'es—January 9 to 21 ; at Strat ford. Kitchener and Toronto. |
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ber of exhibitors that this year difficulty was experienced

in comfortably housing ali who wished to show. But that

impressario, Pat Scully, after a few sleepless nights ar-

ranged the displays in splendid style, with this tentative

layout

:

At the De Luxe factory, on Gaukel street—Art Furniture

Co., Beaver I'urniture Co., De Luxe Uuholstering Co., Geo.

H. Hees & Son, Toronto; Sturgis Baby Carriage Co.,

Toronto.

Malcolm & Hill factory—W. J. Armstrong Co., Guelph;

F. E. Coombe Furniture Co., Kincardine; Andrew Malcolm
Furniture Co., Kincardine: Malcolm & Hill Furniture Co.

In the Y.M.C.A. building—Beach Furniture Co., Crown
Furniture Co., Preston: Fischmann Spring Co.; J. Kreiner

& Co.; J. C. Mundell & Co.. Flora; Schierholtz Furniture

Co.. New Hambouig; Specialty Upholstering Co.

Queen Street Auditorium—G. H. Hachborn & Co.; G.

J. Lippert Table Co.: Lippert Furniture Co.:

At the Jacques Furniture Co. factorv—Strathroy Furni-

ture Co., and the Jacques Furniture Co.

The H. Krug Furniture Co. will show in its own factory

showroom as also will the Gem Crib & Cradle Co. in their

plant on King street, cast.

The Wunder l urnilure Co's exhibit will be displayed in

their down-town showrooms at .'56 Krug street, west.

Over in Waterloo

In Snvder Bros factorv showrooms besides the Snyder

Bros. Upholstering Co's displav of livinirroom and den

suites and pirces and offic" and library furniture, the Bell

Furniture Co. of Southampton will make an exhibit.

At the E. 0. Weber, Ltd., factory a number of concerns
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will show. Among these will be, besides E. O. Weber
Furniture Co., Lid., ihe Gendron Mfg. Co., Toronto: Ches-

ley Furnitur<i Co.; Elmira Furniture Co.; H. E. Furniture

Co.; Krug liros. of Chesley; Orillia I'urniture Co., and
Keitzel Bros.

ihe Waterloo Bedding Co. besides their own exhibit will

also house the displays of the Simmons Bed Co. and the

Wiarton Furniture Co.

Woeller, Bolduc iS Co. will show in their Herbert street

warerooms.

At the Toronto Arena

'Ihe Toronto exhibition will be held in the new Arena

bniidiiig at the Canadian National Exhibition grounds.

This new building, one of the finest of its kind for such

purposes on the continent, will be given over to furniture

displays exclusively during the fortnight the exhibitioin

lasts. The building is heated and special street car service

will be mainlamed right up to [he doors of the Arena.

The list of exhibitors as compiled up to the time of going

to press is: Beach Furniture Co., Ltd., Cornwall; Cana-

dian Feather M;itlress Co., Ltd., Toronto; Canadian

Fea.her & Comforter Co., Toronto; Gibbard Furniture Co.

of Napanee, Ltd., Napanee; Gold Medal Furniture Co.,

Ltd., Toronto; Kilgour Davenport Co., Toronto; Lucknow
Table Co., Lucknow; Lea-Trimble Mfg. Co., Toronto; Le-

Pige Comnumion Cup Co., Toronto; Malcolm & Soutor

Furniture Co., Ltd., Hamilton; Marshall Ventilated Mat-

tress Co., Ltd., Toronto; North Americana Furniture Co.,

Ltd., Owen Sound: North American Bent Chair Co., Ltd.,

Owen Sound; Owen Sound Chair Co., Lid., Owen Sound:

Reliable Mattress Co., Toronto; Toronto Specialty Mfg.

Co., Toronto; Andrew Gray Co., Ltd., Owen Sound; Sid-

way Mercantile Co., Toronto; Carriage Factories Ltd.,

Orillia; Geo. R. Gregg k Co., Toronto: Lloyd Mfg. Co.,

Orillia; Dominion Brass Bed Co., L'd., Montreal; Arrow

Redding Co., Toronto; Dc Luxe Upholstering Co., Ltd.,

Kitchener; Canadaa Mesereau Bed Co.. T.''^

peler Furniture Co., Ltd., Hespeler; Montreal Upholstering

Co., Montreal: Morlock Bros., Ltd., Hanover; Knechtel

Kitchen Cabiner Co.. Ltd.. Hanover; Toronto Bedding Co.,

'i'oronto; McClary Mfg. Co Ltd., London; Renfrew Refrig-

erator Co., Renfrew: .1 B. Watson Furniture Co., Ltd., Kin-

cardine; Peppier Bros., Lid., Hanover.
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No. liOl Arm Chair from the Une of fine furniture being shown in

Kitchener this January by W. J. Armstrong Limited of Guelph.
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CANADA FURNrrURE MANUFACTURERS TO SHO\V

IN OWN SHOWROOMS
We inadvertently omitted the fact in last month's issue

that the Canada J'urniiure Manufacturers, Ltd., will hold
their January exhibition in their permanent showrooms at

136 King street, east, J oronto, where the latest productions
from that company's factories at Woodstock, Walkerton,
Wingham, Waterloo, Kitchener and Seaforth will be shown.
These nev,- goods will show the trend of furniture for the

year 1922.

LUCKNOW TABLE CO. TO SHOW NEW DESIGNS

Among the new furniture designs which The Lucknow
Table Co. will show at this month's furniture exhibition at

Toronto are dining tables in Queen Anne and Adam Broth-

ers periods in quartered and plain oak and in red gum
finished in walnut. Besides, they will also show some new
design library tables in quartered and plain oak; and a

Itedroom table in red gum finished in walnut.

SELLS NEARLY 2,000 WASHERS
An American dealer writing to his local paper tells

how he sold nearly 2,000 electric washing machines in

? year. That the experience may be valuable to Can-
adian dealers we give the article herewith: "We handle,"

says this dealer, "a well-known make of electric washers

manufactured in both copper and galvanized tubs, for

which we make a differential of $L5. The copper machine
fells for ^180 and the galvanized for .S165 on the install-

ment basis, or 5 per cent, dicount for cash. It has been

our policy during the past year to as nearly as possible

make the payments cover a period of twelve months, for

which we do not charge anv interest. However, if af-

ter twelve months these installments are not paid up we
mak an interest chaige."

"We use a great deal of newspaper space and find

that it usually brings us good results. As regards the

first payments that customers make we usually make it for

a very normal amount so as to make it easv to get the

machine into the home, and in many instances we offer a

free demonstration at the home before the customer is

placed under any obligations to buy.

"We employ a woman demonstrator, who is at all times

ready to serve any of our customers in any of their difficul-

ties that mav come up in connection with their washing and

ironing m'lchines. This demonstrator is always sent out

with a new washing machine so that the customer is pro-

perly shown how to operate the wash'^r without difficulty,

which, we believe, is essential in order that the user mav be-

come familiar with the care of the machine.

"We also employ in connection with this department a

service man, who is at all times at the demand of the

washing mnchine users of our city. This service, however
is only free during the first year.

"At the present time we have approximated 1900 wash-

ers in use in the city, which, as a rule, keeps our service

man quite busy everv Mondav mornino. A "rea^ df^al of

other repair work is done bv him and we feel that the ex-

pense connected with this service is money well invested

from an advertisinij standpoint, as we feel that a machine
that is well sold and kept in good runninjr order by our

'icrvice departmcnl will sell many others for us."

THE CANADIAN TIRE AND ACCESSORY JOURNAL
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A LITTLE MORE Thi.s is a good time of the .vear

SYSTEM MOW for the dealer to give considera-

tion to the installation of more
system features in his store that will give him a bet-

ter grasp of aflfairs and enable him to reap a greater

profit out of his efforts.

Admittedly during the Xnias. season one is not

inclined to give much thought to the inauguration of

anything new in the line of system that necessarily

requires some time and attention on the start in order
that it may be properly launched. Holidays over and
the commg of New Year, the dealer will find more
time to give to such important problems.

There are probably some features of your book-
keeping or store procedure that you have seen weak
spots in recently. Why continue to burden yourself

with methods that might be improved? Tt may mean
a little more work now but will probably save you a

great deal of time in the course of a year

THE CHANGE Change of season brings with it a change

IN DEMAND in the charac'er of soods in demand. This

is just as trie of furniture as it is of

wearing apparel. Just as soon as the temperature begins to

go downward the public apne'ite undergoes a change.

There is a craving on the part of the public for the so-called

cold weather lines.

This is very evident in the changed variety of goods in

demand but can be still further stimulated bv intelligent

suggestion on the part of the dealer. If he would make the

most of his onportunities he will anticipate the new re-

auirements of his natrons and suggest appropriate lines to

them even before the weather itself does.

Now is a time when window displays can be used to ex-

cellent advanta.ie. The public are open to suggestion and
the window ofi'ers a good means of offering appropriate

suggestions to them.

5!: * *

BRANCHES VERSUS A anestion which a good many deal-

ONE BIG STORE ers ask themselves when they have at-

tained a certain decree of success In

their initial store is, "Which is the best line of development

for me to follow—to open up branches or build one big

store?"

There is much to be said on either side and there are

outstanding examnles to prove the truth of both lines of

argument. Branch stores allow customers to be aopcaled

to over a wide ran^e. The one his, central store has the

advan'age of a saving in overhead expenses for business

done, while being all under one roof the proprietor can

better keep in touch with his entire business.

A writer in ihis paper recently took the side of the one big

^tore and gave an actual example of an establishment in a

large city that after trying out the branch idea consolidated

Us various stores into one large establishment to better ad-

vantage. In opposition to this is the examples of dealers

who have followed the branch lines of development with

considerable success. However, we do not hear so much of

the many dealers who attempt the branch plan and get

swamped in the attempt. Their big trouble is the difficulty

of controlling and properly managing their branches after

having been used to looking after one store only. Here,

however, lack of system or business ability, may be the

drawback in many instances.

It is probable that the average small dealer of today will

find gradual development of one store better than endea-

voring io branch out too much.

^ ^ ^

DON'T FORGET All dealers should now begin to

THE INVENTORY give thought to the matter of their

inventory—of taking stock and

making out a financial statement for the year. There is

real need of every business man making a practice of mak-

ing out an annual statement of this kind regularly. In

addition to the satisfaction and value to himself, the making
out of an income tax return each year gives an added
reason for giving attention to this matter.

The old days ',vhen the dealer could afford to neglect

the matter of an annual inventory have passed. Profits

are too small and competition too keen to leave the question

of whether sufficient pronress is being made or not to

guess woik. The dealer of to-day nuist know for a

certaintv whether he is going ahead and to what extent and

the only way to accurately gauge this is to get all the par-

ticulars as to his resources and liabilities before him at

least once a year.

Around the turn of the year is an excellent time for this

work. Trad.^ slackens temporarily sufficient to allow this

work to be done. Elsewhere in diis issue will be found

articles offering suggestions for conducting this work to

advantage.

* * *

STOCK AT COST A good manv dealers make a

AND RETAIL practice of taking stock both at

cost and retail. Stock sheets

generally have a space for both 'hese. There is an undoubt-

ed advantage in having both t'.e cost figures and the sell-

ing figures for your stock. They give an excellent gauge
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as to the gross profits both in regard to the whole stock or

any particular line.

For instance, if you found the total cost price of your

stock was $3,000 and ihe selling price at the figures you

have set was $4,000, that would mean a gross profit of

$1,000 on sales of $4,000, or 25 percent. On the other

hand, if the stock cost $3,200 and the total selling price

was represented as $4,000 that would mean that your gross

profits on your stock only ran 20 percent.

You might find that the cost of your furniture and

kindred lines ran $800 and the computed selling price

totalled $1,000. That would mean a gross profit of 20

percent. If the cost was $900 and the selling price $1,000,

the profit would figure out at 10 per cent, and this would

indicate to vou that you were not getting sufficient profit

on vour sales. The lines that were pulling the average

profits down could be located and the selling prices on

them could be readjusted.

It is an easy matter to put down the selling figures at

the same time as the cost prices.

* * *

NEXT YEAR'S A large percentage of dealers make

CALENDARS use of calendars for advertising

purposes and a good many plan

early in the year just what they are going to do in this

connection for the next season. It is a desirable time,

as your experiences with the past year's calendars are

fresh in your mind and some improvement in the type

of calendar sent out or the method of distribution may
have suggested itself to you.

A dealer whom the writer talked with recently said

that during the past few years he not only gets out an

ordinary calendar for customers, but a larger one for

placing in stores and public places. It is a large and

attractive one and other dealers and public institutions

are glad to make use of it. He believes that he receives

a good deal of valuable publicity.

Another dealer who does not issue a yearly calendar

at Christmas time follows the plan of issuing monthly

calendars. These are smaller than the usual ones, but

are dainty and are frequently put in a prominent posi-

tion that would not be given to a large one. Twelve

difiPerent messages are in this way presented during the

year, instead of one.

ANALYSING EXPENSES

The shrewd merchant keeps his cost record book, and

checks over his eleven major expense items as follows:

1. Rent.

2. Light, heal, power and telephone.

3. Salaries of owner and help.

4. Delivery cost.

5. Interest on capital.

6. Insurance, taxes, donations, dues.

7. Bad de])ts and collection expenses.

8. Advertising.

9. epreciation of equipment and stock, repairs and re-

newals.

10. Merchandising expense, such as breakage and spoil-

age, relurned goods, reductions and markdowns.

11. Miscellaneous supulies for the store and office.

—

Credit Mens JouriKil.

|>MIMIIIIIIIIIIIIIIMIIIIIIIIIIIIII|IIIIMIIIIMIMIIIIIIIIIIIIIIIIIIIMIIIIIIIIIII
I Hill IIIIMIIMIMMII I Hill Illlllllllllllllllll-^

I Start 1 922 Off With
(

! An Inventory
|

nilllllllllllllMIIMIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII I , I :l MhllllllMIIII.^

ONE of the best times for the taking of an inventory
and the making out of a financial statement is at the

beginning of the year. It is a time when a slight

lull in business allows an opportunity for the work. Be-

sides, inco.me tax returns are supposed to be for the calen-

dar year.

Remember that taking slock is only the first part of the

work. You should make a complete statement of your re-

sources and liabilities, showing the exact net worth of your
business. Then, when you make out your statement on a

similar basis a year hence it will be a true reflection of your
actual profits or income during the year.

The following sample summary will give the druggist an

idea of how to go about the work of making out such a

statement

Resources

Amount of slock $2470
Accounts on books 1235
Fixtures and equipment 675
Cash in bank 585
Cash on hand 90
Bills receivable 370

$5425

Liabilities

Am^ount due on stock $1365
Drafts and cheques signed 345
Other obligations 90
Resources over liabilities 3625

$5425

Resources over liabilities—this year $3625
Resource? over liabilities—year ago 2500

Net profit for year $1125

THE NAME IN THE ENVELOPE

Select the nam.e of the tenth customer who comes into

your store on Monday morning, write his or her name on

a sheet of paper, insert the paper in a thick envelope and

mount the envelope in centre of a large piece of cardboard

on which is lettered the following sign:

This envelope contains the name of a resident of our

city. It also contains the name of one day of the week.

If the party whose name is written on the inside of

this envelope makes a purchase at our store on the day
of the week identical with that written on the inside

of this envelope, we shall gladly make him or her a

present of five dollars.

If you should adopt this plan it would be well to con-

tinue it for several weeks for its advertising effects are

cumulative. After three or four weeks have passed your

weekly present will have built up a lot of conversational

publicity in your neighborhood.

The Arlrola Co., makers of gramophones at Montreal,

has been registered.
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A REAL NEED FOR TAKING INVENTORY
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Furniture dealers cannot afford to neglect taking and making out financial statement once a year

THERE never was a time when there was a greater need

in the grocery business of those engaged therein mak-

ing a practice of taking stock and making out a

financial statement regularly each year than at the present

time. The business is not the same as it was years ago

when any shipshod methods would do. The man who
would stay in business today must operate on a positive

knowledge that he is headed in the right direction and

that the progress he is making is satisfactory.

Figures Are Needed For Income Tax Returns.

A new need for an accurate tab on business has arisen

since the income tax came into operation. In order to

make satisfactory returns to the Department the dealer

must have a proper statement showing just how much money
he has made. The best kind of a statement is the kind

that shows actual net worth at the begining and end of

each year. Ihe difference gives an exact gauge of the

profit that has been made and the amount that the dealer

will be taxed on. Experience has demonstrated that where

the dealer is not able to give a correct statement showing

his income that he certainly has not benefitted by ihe fact

—

that the collection made by the Department has been larger

than it otherwise would have been if the dealer was able to

submit a statement showing exactly how much he made
during the period.

Know Your Standing For Own Satisfaction.

This is only one of the reasons why the dealer should

take stock and make out a financial statement regularly

—

in short, why he should use modern business methods in

the conduct of his business. As pointed out by a speaker

at a recent meeting of merchants, one of the reasons why
you should know all you can learn about your business is

for your own satisfaction. You would very much like

to satisfy yourself. To render service to the people of

your community cheerfully, faithfully and efficiently, is

some satisfaction. All the time you are looking at the

unselfish view, this thought is still running through your

mind, "I wonder whether or not I am making money; I

wonder if I am getting anything for it; I wonder if, at the

beginning of another year, when the inventory is taken, I am
going to find out that I am no better off than I was last year?

I wonder if, at the end of twenty years of hard work, I am
going to have enough to take care of myself and family,

as a result of this effort I am now putting forth?" So,

for your satisfaction, you are compelled to adopt modern
business.

Manufacturer is Interested

There is .mother fellow who is decidedlv interested in

what you know about your business, stated this speake/

and that fellow is the manufacturer or the jobber, as we may
call him. "T had the extreme pleasure of sitting here to-

day and hearing the representative of the manufacturers
talk to you. He talked to you as a brother of mine might
have talked to me if I had one. He didn't say, 'You
fellows have to do this and that, but he said, 'Fellows, we
are interested in you. We think it is a pretty fair prop-

osition for you fellows to 'tote fair. We would like to

give you certain things: accomodation, credit, and assist-

ance,, and we think that is only a proposition of 'toting fair'

for you to give us a reliable statement of what you have,

how much you owe, and how much you are progressing in

business. We would like to know whether you are going
forward or whether you are going backward. We are with
you all the time, but we have some creditors and some
obligations. We have to protect ourselves. So I say to

you that your jobber or your manufacturer who is selling

you is decidedly interested in what you know of your
business, and he is always ready to help you, provided he
knows."

Your Friend The Banker.

Then there is cinolher who ought to be a very good friend

of yours in your town. I say to you, if this man is not the

friend, he is either not the right kind of man or you are

overlooking an opportunity yourself. That man is the

man we call our banker. A bank is put in a community
for the purpose of serving the interests of that community.
They have a certain definite commodity which they have
to offer to you. Generally speaking, that commodity is

the use of their money, for which they receive remuneration.
They can loan you that money and let you use that facility

provided for you, because of one definite reason. That
definite reason is that you can show them you are entitled

to consideration, that you are not honest alone-—most people
are honest. There are a lot of people in the world who
are willing to pay who have not the ability to pay. So
your banker is decidedly interested in what you know about
your business. He has a right to be, for he is going to let

you have money. It is a legitimate proposition. I may
add just here that the retailer who is not using his local

banker is losing an opportunity.

Value of Inventory in Case of Fire

The next man who is interested in having you know all

about your business is the fellow who is caryring your
insurance policy—the insurance company.

In case of a fire a proper inventory is of immense ad-

vantage in getting a speedy adjustment of claim. This has
been proven time and time again as well as the fact that

the fellow who hasn't made a practice of taking an annual
inventory is greatly handicapped in case of fire.

ANALYZING EXPENSES
The shrewd merchant keeps his cost record book, and

checks over his eleven major expense items as follows:

1. Rent.

2. Light, heat, power and telephone.

3. Salaries of owner and help.

4. Delivery cost.

5. Interest on capital.

6. Insurance, taxes, donations, dues.

7. Bad debts and collection expenses.

8. Advertising.

9. Depreciation of equipment and stock, repairs and
renewals.

10. Merchandising expense, such as breakage and spoil-

age, returned goods, reductions and markdowns.
11. Miscellaneous S)Upplies for the store and office.
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HOW TO DO WORK OF STOCK TAKING
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System should be injected into work—Need of accuracy—Suggestions for speeding up the work.
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STOCK-TAKING cannot be too exact. It is considered

the best business practice not to value your stock at

more than what you paid for it, even if it is worth more

because if you did you would be anticipating profits which

might never be realized. The proper way to inventorv your

stock is lo value it at what you paid for it unless the value

has depreciated, in which case you would take the lessened

value. It doesn't pay to fool yourself on what you are

worth by valuing goods which have been in stock a long

time at prices no one would pay for them.

Value of Loose Leaf

Jn taking invenlory it will be well to use loose leaf sheets

or cards. The use of such slips or cards will systematize

iiiiiiiiiiiiiMimimmmmmmmimmmmmmimmmmmmmimmmmi

Sheet

Calle

Enia

Inventory

Page

191

Prir^H hv
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Extended by
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l.nrfllinn

Excellent form of inventory in which stock is taken at both cost and
retail prices,

your stock-taking and will enable you to check it up readily.

The ^hf-ets or cards can be numbered so that if any are lost

you will know about it.

These sheels should be numbered and filed away in

binders after ihe extensions have been made. Each sheet

should be totaled, but the totals should not be carried from

sheet to sheet. Add up each sheet separately and then add

the tolals of the sheels for each deparlment, both for cost

and retail prices. In this way you will get the total value

of your stock in each department.

Re arrange Stock During Invenlory

At inventory lime il would be a good idea lo arrange the

slock in your store so that goods of one d.-parlment are

brought as close logelher as possible. This will facilitate

checking, and will be a great help in buying and sel ing.

Yon will soon learn lo know where everv article in tour

store is located; you will have no trouble in finding it; and

when new stock comes in you will know where to place it.

You will probably divide your store into sections. If

you do, you can nuniber the sections from 1 up. The use

of such numbers will give you a check on your stock which

you could not very well obtain in any other way.

With the use of these sheets your inventory taking will

be simplified, and any number of people can help to take

stock without interfering v/ith each other.

At best, inventory taking is something that the retail

dealer is not very enthusiastic about. He dreads the

time when he must stay up nigh.s and "take stock'; it

generally means that his store will be turned upside down
for several days. This bug-bear can be eliminated to a

great extent if the stock is divided into departments.

Suggestions for Stock Taking

You should remember to keep track of sales made during

inventory taking, so that when you have finished your in-

ventory sheets will show the actual stock you have on hand.

These inventory sheets will show the department, the

article, its location in the store, the names of the clerks

who call off the quantities and enter them, and also those

who extend and examine the figures. Columns are provided

for the quantity, the unit, a descriptioin of the article, the

unit cost, the unit retail price, ihe total cost, and the to al

retail price. The unit cost is the price for each article,

or for each pound, dozen, gross, eac, and the unit retail

price is the selling price. The total is obtained by multi-

plying the quantity by the unit cost, and the total retail

price is obtained by multiplying the quantity by the unit

retail price.

By having one clerk call and another list the stock, and

then have someone else go over the extensions that you as

proprietor make, accuracy will be insured, and every one

engaged in stock taking will be more careful. You will

also be able to check and trace errors.

MAXIMUM SALES POWER
Maximum sales power springs from the combination of

shelf knowledge and kitchen knowledse—familiarity with

what you offer, and familiarity with what the customer can

use.

Selling is not only simplified when a salesman has these

two brands of knowledge, but through this combination a

tremendous sales power is concentrated on turnover.

The goods are put on the shelves to be sold. Goods
which do not sell readily are liabilities and not assets.

Merchandise can be sold only where it fits. No man will

buy a hat two sizes too small for him, for it would not ans-

wer his need. To sell a man a hat, you must first know the

si/e of the hat and then knoAv the size of the man's head.

Similarly all goods mus' be fitted to the needs of the

community in v/hich they are offered. Goods that are out

of gear with the requirements of the market have poor sales

])ocsibilities.

It is the business of a n^.erchanl to make merchandise fit.

lie (;an do diis only when he knows merchandise and knows
ihe needs of his customers, and then brings the two to-

gether. There is no other way to get maximum sales power.
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DEALER SHOULD STUDY HIS TURNOVER
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Important thing just now — Turnover is not complete until the dollar is back home (with a profit)

ready to be invested again— good advice from an exchange.—Protecting turnover to check stock,
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TURNOVER is the thing right now. Figuring turnover

is a process in accounting, and a merchant needs to

keep his eye on his accounting system during the

present times or he is apt to run against some serious diffi-

culty.

If you do not have an accurate accounting system, you
will find it greatly to your advantage to install one, t

will enable you to tell what goods are profitable and which

are the slow sellers.

On the other hand, a close check-up of turnover often

chases into light of dav some of the worst illus that afflict

a business. It shows just where the profits are oozing

away.

The questions are:

—

How much stock do you carry on the average (figured at

cost) ?

Then take your total sales for the year, deduct about 25

per cent, for gross prdnt. Then divide this figure by the

value at cost of the average stock on hand. This will give

you your present turnover.

That figure shows how spry your dollars are. And the

faster they are the more they are earning for you.

The average normal rate of turnover for grocery stores

is about seven or eight times a year. Is your turnover

above or below the average?

A dollar, ino rder to turn over once must first be invested

in some merchandise, then the merchandise must be sold;

then the amount of the sale must be collected. Turnover
is not complete until the dollar is back home (with a

profit) ready to be invested again.

Unless you watch the dollar carefully as it makes its

rounds; it will run into some serious obstructions. You
must help it over these obstructions or it won't get back
home quickly with its profit.

Protecting the "Turnover" of Your Dollars.

Your dollar when it starts on its journey is apt to en-

counter manv hazards and pitfalls.

First it is likely to get waylaid on your shelves—tied up
in stock that doesn't move.

Or it may get held up in your book of outstanding ac-

counts. This is one of the great perils it has to pass

through.

It may fall into the hole of uncollectible accounts.

Dun and Bradstreet report that a great majority of fail-

ures among small retailers have no accurate accounting

system. This is significant of the importance accounting

has even in a small business.

The wisest thing you can do this month is to install some
system, of accounting that will enable you at all times to tell

the exact condition of vour business.

What You Must Know.

It is necessary first to have an accounting system that

shows you just where the dangers lie.

Certain figures should be barometers that tell vou each

month where the efficiency of your business moved ahead or

dropped behind.

One of these figures should show you the total amount of

outstanding accounts that are overdue.

Another figure should show the average length of time
they are overdue.

As these mount upward they become danger signals and
indicate you must drive harder on collections.

The Value of a Definite Credit System.

Most of the slow payments and bad debts that a merchant
has to contend with are due to a lax credit system—or no
system at all.

Many merchants are overcoming this difficulty by having
a definite form of application for each customer that desires
credit. The form contams a statement of the conditions on
which cderit is granted—for example, "all bills payable
on the first of each month."
is all handled courteously as a matter of business routine.

Then, when it is necessary to press a customer for pay-
ment, you can say, "The operation of our credit system
requires us to make prompt collection on the first of each

Filling out the form and having the customer sign it

month as per agreement. We would respectfully call your
attention to your account which is now overdue—etc."

Polite, but firm and business-like procedure is the only
thing that has or ever will solve the credit problem.

Check-Up Your Stock

Hidden away on your shelves may be some items that

are eating up the profit made by others.

A way to ferret out these offenders is to keep depart-

n'.entalized inventory.

Know how fast this, that and the other line is turning
ever, compared with oiiier.-.

A stock of "A" Miat lurn^ over six liiucs a vear and
give-s you 2 per cent, net pr. fit on ea< \i ti-inover wii! yie! 1

you 12 per cent, year rct;irn ) rj'..;!.! nslmmil.
A stock of "B" ihat tur-,s "iver [\\<t t :tic« a year at a

nc'. profit of 4 perceit. .'ii c.ioh 'uni'iver, u'lvei \( u o j)cr

cent, yearly return on your investment.

By making comparisons you will find what is bringing
you a profit and what is not. And this will help you to re-

vise your stock and perhaps your selling methods.
It has been demonstrated time and again that advertis-

ed, well-known brands bring larger returns on the invest-

ment that obscure brands, even when the margin of pro-

fit on each sale may be smaller.

YOU'LL MAKE IT ALL RIGHT!

If you can't make the hill a-runnin' on high
.Just throw her in low, and never say die.

The first in the start miay finish the last

So keep on a-pluggin'; don't hurr}' too fast.

Keep smilin'; don't worry, you'll -make it all right
If you just keep a-trying' with all your might.
Don 't waste time kiekin ', but throw off your coat
And dig in and root, like an Arkansaw shoat.
If you think with old Fortune you have a i)ull

You're kiddin' j-ourself with a poor line of bull.

If you want to make good you have to go through
A stiff course of trainin' before you will do.

So cut out your kiekin' and turn oflf the bile

And jump in and hustle with a .song and a smile.

—Gillette Blade.
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A LESSON IN PERIOD FURNITURE STYLES
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Evolution of the Modern Chair.
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WHlLE seals and chairs come down to us from an-

tiquity, and great progress was made in the de-

velopment of chair-making on the continent of Eur-

ope, in modern times it was not until the time of Crom-

well that the first real chair was made in England. Tt was

wonderous, with the old, straight, solid back, but had

"open" arms and real legs that were joined together by

very substantial rimgs at their base. These chairs were

contemporaries. They were much taller and narrower,

and the frames were built on slender and dignified lines.

Space was left in the back and also in the seat, and was

filled in with fine rattan, which was then a novelty just

imporied from the East Indies. Carving was popular and

beautiful. It was at this time that the peculiar "twist" which

is now always associated with what is known as Jacobean

furniture, was first invented, although it does not follow

Towards tne end of the reign of tlie

Georges the "sheaf of wheat" back as il-

lustrated in this chair hegan to share popu-

larity with the "heart."

A sample of unippenaaies are during

the reign of the Georges. This chair shows
the heart shape in the back piece elabor-

ated, but still very much in vogue.

The French Revolution brought a return
to simplicity and straight lines, well illus-

xratea by the strictly classic dignity of the
chair above.

m.ade of rich, dark woods and were often heavily carved.

Chairs were still much more the exception than the rule,

and were more for dignity than for comfort.

At practically the same period in the court of the

Stuarts, a chair was developed which was so different as

to be placed in a class quite by itself. This type of chair

is variously known *as the "Stuart," the "Jacobean," or

the "Charles." It may have been through foreign influ-

ence or simply the reflection of the ligh-hearted monarchs

themselves that these chairs should have been so much

lighter and more graceful than their handsome, stolid

that all the chairs of that period possessed the "twist."

The chair of William, and Mary's time had reached a

stage where it looked very much like our modern chairs.

It had slightly curved arms and legs and back, and a wide,

comfortable leather-covered seat. Practically the only

remnant it retained of its "bench" origin was the "up-and-

down" piece in the back, which had lost its old relentless

straightness, and had a space left open on the other side.

Oiher peonies, such as the Italians, have evolved their

chairs from the camp stool, and in these the back is in

i-trips from arm to arm, so that the "up-and-down" back is

really quite significant.

ADVANTAGE OF PRICE SHEETS

A good many retail merchants keep no record of the

prices they pay for merchandise. Whenever they want to

reorder a stock of goods they either have to depend upon

the word of the jobber or manufacturer that a certain price

was paid for the last lot or they must search through a lot

of invoices, v/hich may not be filed in any systematic order.

Price cards or sheets should be kept by every retailer of

everv article carried in stock. This is the onlv wav com-

plete and correct re(;ord will be always on hand ready for

reference in case of necessity. Such a record need not be

made at one time, but the work can be materially lessened

if it is done at the lime inventory is taken, because a good

deal of the information recorded on the inventory .sheets

can also be used on the price cards or sheets. Howev(!r,

such a price card record can be started in a small way

whenever purchases are made and can be built up gradually.

These cards or sheets can be filed by departments in alpha
betical order so that they can be easily referred to. A re-

cord like this will tell you at a glance where you can buy
any item in your store on the best terms.

SAME OLD THING
Same old musty, dusty store,

Same old dealer, time galore.

Same old fixtures, same old stock,

Same old hammer, samae old knock.

Same old books, an awful bore!

Sam.e old ignorance of store.

Same old cobwebs, same old flies.

Same old "I won't advertise."

San-ie old failure, same old wail.

Same old common sheriff's sale!
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TORONTO

No. 830 No. 830A

The largest and most representative exhibition

of our goods ever shown to Canadian buyers

vs^ill be held at the New^ Arena, Toronto

Exhibition Grounds in January.

You simply cannot afford to miss this event

because 1922 will witness a revolution in

furniture designing and finishing.

The North American Furniture Co.
Limited

The Owen Sound Chair Company, Limited

Owen Sound - Ont.

January 9 to 21
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EXHIBITION

THE success of any line is determined by

its value to the dealer. It must be profit-

- able for the dealer to handle and also enhance

his reputation by giving his customers complete

satisfaction. This test applied to our Reed
furniture goes to prove that quality, w^orkman-

ship and design are of the best; and that the

comfort and service which it gives is greatly

appreciated.

Our display at Toronto Furniture Exhibition

will be one of undoubted interest. We cordially

invite you to attend.

The North American Bent Chair Company, Limited

OWEN SOUND - ONTARIO

January 9 to 2 1
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I
Business Suggestions From Many Sources

i Selected by the Exchange Editor. I
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THE SATISFIED CUSTOMER

MUCH has been said and written about the satisfied

customer being the best advertisement for a slore,

and much should have been said about this highly

important matter Successful merchants believe in iyv.ng

to extremes to satisfy every customer. They fully realize

th.at if thev fail to satisfy, their duration a^ successful mer-

chants will be short. They know that a well-pleased cus-

tomer not only gives her own trade but helps business ]>y

telling others. They also know that nothing equals the

trade-killing influence of a dissatisfied customer. The per-

sonal endorsement of its satisfied customers is the biggest

asset any business can boast of.

Advertising will bring customers to a store; salespeople,

satisfactory goods and prices will make the first sale, but

the customers' good will must be secured if the business is

to prosper. The merchant who does not give this vital

subiect the attention he should, will soon be compelled to

seek new customers to leplace those who have left him be-

cause thev did not receive the attention to which they felt

ihey were entitlec]. No matter how large his town may be

his reputativm will spread to cover it and he will quickly

exhaust the available new customers from whom he can

hope to draw trade.

The successful merchant realizes that he is in business

and will remain in business only by virtue of the satisfac-

tion rendered to all who enter his store.

WINDOW SUGGESTIONS
Any shopkeepei- can immediately increase his sales, with

a little trouble and a little expense, by making an improve-

ment in his window display.

The selling power of a v/indow is tremendous, yet plenty

of shops on busy streets are making no profits for lack of

customers.

Make a test of your own shop. Stand near the door and
count the passers-by. Eind out how many stop and look

in. Find out how many turn their heads. Very likely, you
many turn their heads. Very likely, you will find that out

of a hundred people, cnlv seven or eight pay any attention

to vour window.
Your rent mind you is based on the number of people

who pass you door: but your sales depend on the number
of people who see your windov/ and s^op.

The middle of your shop is at the door, for the reason

that you pay at least half vour rent for your window.
Your windows are as valuable to vou as machinerv is to a

manufacturer.

Your problem as a merchant, is to increase the selling

power of your windows, just as the manufacturer has to

increase the producing power of his machinery.

How to stop a passer-by—how to change him into a

customer—that is a jtroblcni to which vou should give at

least one hour a week.

Thousands of people are passing your door with money
in their pockets and with any number of latent wishes fnr

the goods on vour shelves.

Pedestrians make nobody rich, except shoemakers. Most
of them are in a hurry. Nearly all of them are creatures

of habit—dull-eyed and automatic. The problem is to com-
pel their attention.

Here are a few practical suggestions: (1) Use one of

your windows as an eye-catcher. Don't pack it with goods.

Don't put the usual stuff in it. Make it different. Make
it a curiosity window. Dress it with a bright color—

a

red or white or light blue, and put sometbing unusual
in it. Compel the passer-by to ask "Why?" Even if you
have only two windows, one of them should be a"why
window."

(2) Show one variety of goods at a time. Don't put

fifty different things in one window look miscellaneous

unless it is in a poor neighborhood and you are selling

cheap goods only. A window filled with pickles only, or

handerchiefs only, creates a good impression. No one
but a pawnbroker can afford to have his windows look

like a Noah's Ark.

(3) Wherever possible use something that moves. A
:noving object instantly catches the eye. It twists the head
around. A clock-work mechanism—an electric fan that

blows a dozen colored ribbons-—two kittens in a pretty

basket—lights that flash on and off^—a red light swinging

in a pendulum—all such things are very cheap and effec-

tive.

(4) Display one of your own adverti.sements, hand-

somely framed. If you have used a half-page or a whole
page, make the most of it. Put it in one of your windows,
in a costly frame. A cheap frame would ruin it. A
handy way is to paste it on the inside of a sheet of plate

glass.

f5) Have a to-day window.changed every evening. If

you have six or more windows, use one of them as a to-

day window. In this window, display bargains only. As
^oon as the goods in it are sold put in a card.

—
"sold out."

You will soon have women coming at 9 a.m. to see what is

in it.—Credit Men's Journal.

PURE PUBLICITY, BUT GOOD
The sole merit of this idea is to get people to talking

about your store. Such publicity has an indirect advertis-

ing value.

Have your printer make for you a needed quanitv of

6x9 sheets printed across the top with the following: HOW
MANY TIMES CAN YOU WRITE OUR NAME This

is a pleasing little lest of your ability both in writing and

in mathematic.?. Can you figure out a way to write our

name—"The Model"—the most times on this sheet of pap-

er? Suppose tonight you fake a sheet of paper and sit

down under the home lamp, taking a fine pointed pen, and
see how finely you can Avrite our name.

This will call for quite a little figuring on vour part,

town are now trying the very same thing,

of 'his contest, and to help them along would suggest thai

for you must remember that hundreds of others in this

Messrs.Blank and Dot have consented to act as judges

name and place the figures on the back of the sheet. Write

on one side of the sheet only.

lirst prize will be .

Second prize will be-

Third prize will be
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VETERAN FURNITURE DEALER PASSES

Another ol our veteran furniture dealers has passed

away. This time it is Thomas Little of Gait, Ont., who
died at his lesidence on December 16, aged 82 years.

Although he had been in failing health for some time, he

was able to i)e iibout until within a few days of his death.

Mr. Little was ])orn in Lockarbie, Scotland, August 17,

1840, and came to Gait in July, 1847. With the exception

of two years spent in Chicago, he has been a resident of

GaU ever since, a period of about 72 years.

He started lo learn his trade of cabinet-maker with the

late John Barbour in 1856, and he commenced business on

his own account on Ainslie street north, in 1868 and con-

tinued there for one year when he removed to the present

place of business at 20-22 Ainslie street. He carried on

business there until 1880, when he went into partnership

with Guggisberg Bros, under the name of Guggisberg Bros,

and Co., occupying; the store now conducted bv R A.

The late Thos. Little, pioucer furniture dealer of Gait, Ont.

Briscoe, which he maintained to the fall of 1886. At this

time he left Gait for Chicago, returning in October 1889

and reopened business in the old Buchanan block on Main

street and was thcie until 1893, moving from that store

to the present place of business, in which he has succoss-

fuUv carried on ever since.

Mr. Little served his fellow citizens as an alderman in

the vears 1897-98. He was a member of the old volun-

teer Fire Brigade in the early days and remembered when

the biggest pari of the south side of Main street was burn-

ed down.

He was a member of Central church. In his youni'er

days he took a great interest in sports, particularly in base-

ball and cricket, which were hobbies with him. He was

a great book lover and had a remarkable memory for

poems, which he would occasionally recite to his friends.

He was a man of quiet disposition, simple habits nnd

sterling inlegrity respected by all who knew him. He was

particularly fond of checkers and could be seen almost any

day in the summer under a tree on Harris street playing

.H game with his old friend, ihe late James McDougall.

He was a member of the Sons of Scotland and the Chosen

Friends and is survived bv one son, G. J. Little, and !wo

grand-children Brvce and Ruth Linle. One si.ster also

survives, Mrs. David Boomer, of Preston.

The funeral took place from his residence, II Camer-n

street, to Moiinl View cemetary.

LARGEST FLRNITURE STORE IN WORLD

Barker Bros., of Los Angeles, Cal., have completed

additions to (heir buildings which gives them a total of

658,771 square feet floor space, including warehouses.

The firm believes that this is the largest exclusive home
furnishing store in the world.

TELL THE PUBLIC ABOUT FURNITURE STANDARDS

Plans are being formulated in the United States by the

organized 1 ruth-in-Advertising movement of the Associat-

ed Advertising Clubs of the World to carry furniture stand-

ards to the public by enlisting the coperation of magazines,

newspapers, business asscoiations, women's clubs and farm-

ers' organizalif)ns, but these plans will not be put into

effect until final action is taken on this subject by the

National Council of Furniture Associations, in March.

TO CLEAN FIBRE AND MAPLE FURNITURE

One of our readers having asked how to clean his fibre

furniture stock, we give herewith a cleanser which is

vouched for by an exchange editor:

To clean fibre furniture with a varnish finish, the first

step is to remove all dirt from the fibre and crevices,

Loosen the dirt first by brushing the pieces thoroughly

wilh a stiff brush. Then suck the dirt with a vacuum
cleaner. If the fibre is soiled and needs cleaning, wet

a piece of cheese cloth with cold water and wring it out.

Drop a litllr furniture polish or cedar oil on the damp
cloth and rub the dirt off. Then wipe the piece dry with

a clean, dry cloth.

To clean birdseye maple furniture, wash first with a

cloth wet with suds of some neutrical soap, such as Ivory

or Fels Naptha. Wipe the piece clean and drv with an-

other cloth and then thoroughly clean applv a little furn-

iture polish to revive the lustre and wipe again with an

absolute clean, dry cloth.

HAVE A POLICY OF YOUR OWN
A store without a policy is like a ship without a com-

pass.

Policy dictates what kind of goods you are coing to

handle, the sort of service you are going to give, the prices

you are going to charge, and how you are going to treat

evervone that comes in contact with your business.

When vou have formulated vour policy, you should not

waver from it, except for excellent reasons.

But here is a matter in which you can compare notes to

advantage with other merchants. They can help you and

vou can help them.

A merchant in the community that practices cut-throat

competition, does fraudulent advertising or otherwise en-

croaches on the code of unrisiht business, is a menace to

evervone—to dealers and consumers alike. Often a

merchant that is honest in purnose, but ignorant of business

principles, ,can work havoc, also.

You are but serving vour own interests therefore when
von join with other merchants to discuss and uphold

•Policies that are fair and square, and that are efficient.

Therebv vou not onlv protect vourself anraiu'^t the reckless

type of competition, but you do a service for the entire

community as well.
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Invite You
When visiting Toronto Furniture Expos-

ition call at our factory, where we will

be pleased to show you our entire line.

We have many interesting numbers in

our showrooms.

New Mouldings New Framed Pictures

New Trays New Mirrors

No. 382— Pclychrome Mirror No. 50—Serving Tray

No. 41351

Colored Photogravuie

in

Hand Carved, Powdered Gold

Antique Frame.

PHILLIPS MANUFACTURING COMPANY, LIMITED
258-326 Carlaw Ave., (King St. East Car)

TORONTO, ONTARIO
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News of the Canadian Furniture World
?;illllMIIIIIIIMIIMIIIIIIIIIiniMIIIIIIIIIIIIIIIIIIIIMIIIIIi::illlllllMMIIIIIIIIIi:iMIIMMIIIINIIMIIIIMIIIIIIIMIMIM'MIIIIMllMIIM

John McClary, founder of the McClary Mfg. Co., ?aid

to be the largest stove-making concern in the British Em-
pire, died at his home at London, Ont., on Dec 11, aged

93 years.

The annual meeting of the Canadian Lumbermen's

Association is being held in Toronto on Jan. 11 and 12.

The North American Furniture Co. and the Owen Sound

Chair Co. sent out during the recent Christmas season

"hearty greetings and all good wishes from the manager

and staff"' to the trade and the press.

Wes. Walker, who sold out his furniture business at

Goderich, Ont., to J. R. Wheeler, has decided to remain a

citizen of that town.

Thos. Dyer has purchased A. P. MacDonald's furniture

business at Stayner, Ont.

The Digby Furniture and Undertaking Co. has purchased

J. F. Rice's business at Digby, N. S.

T. E. Simpson, M. P., of Sault Ste. Marie, Ont., was re-

elected to the House of Com.mons for West Algoma in the

recent Dominion elections. The result was a foregone con-

clusion. There is no person in the country who can beat

"Tom" in an election. Congratulations!

J. R. Wheeler, embalmer with A. W. Miles, Toron-o,

has purchased Wesley Walker's furniture business at God-

erich, Ont.

A. P. MacDonald. Stayner, Ont., has sold his furniture

and funeral directing business to Thos. Dyer.

The Retail f^urniture Association of the United States

will meet in annual convention at the Pantlind Hotel,

Grand Rapids, Mich., on January 12 to discuss, among
other important matters, the furniture standards suggested

by the trade conference which met at Cleveland last Novem-

ber, and which were published in the last issue of Canadian
Furniture Wort.o.

Mr "Bill" Stern who has been the Northern Ontario rep-

resentative for the McLagan Furniture Co., Ltd., of Strat-

ford, is now covering Western Ontario for this firm starting

with the first of the year. His many friends in the North

will miss Bill's smiling countenance and, we are confident

wish him every success in his new territory. Western On-

tario has been covered by "Asdy" Griffith for the McLagan

Chas. H. Lang, president of the Heywood Wakefield Co.,

with which is associated the Lloyd Mfg. Co., died at his

home in Melrose, Mass., on Dec. 20, aged 71 years.

Co. for several years past.

IMITATION IS FLATTERY
During the recent Christmas holiday season the musical

instrument dealers of Ontario formed a "better the home"
movement—on the lines of fthe Home Furnishings Bureau

to boost the sales of musical instruments.

THE DAYS ARE GONE
"Are you willing to work for $30 a month and your

board?" asked Mr- Cobbies.

"Yes, sir," replied the applicant for a job as a farm hand.

"But if you occasionallv see me pause in my task of man-
icuring the pigs to brush away a tear, think nothing of it.

I was paid $10 a day during the war and it wasn't much of

a day at that."

KNOW THE GOODS AND THE SERVICE OF
THE GOODS.

Knowing goods consists of more than knowing what is

in the store and the price of each article.

Many a clerk thinks if he has gotten this far he has

mastered the subject. He has scarcely made a beginning.

In a well-regulated store, a glance at the shelves and dis-

plays should show what is in stock. Prices can easily be

indicated by a mark on the article of by price tags. These

matters are the A. B. C. of order taking; they do not con-

stitute real salesmanship.

Knowing goods consists of being familiar with their sales

points. And sales points always relate to the use to which

a product is going to be put.

There should be no guessing. Misinformation and in-

acurate statements are worse than none at all.

The manufacturer who makes a product and the sales-

man who represents him are the best sources of sales points

on the product in question. This information can be am-
plified by observations and tests in your own home. Any
product that is worthy a place in your store has one or

more outstanding sales points. It is a part of your selling

equipment to know what these points are.

Remember that customers do not buy mere goods; they

purchase rather what goods will do—the benefit or pleasure

thev will yield.

Only when you sell on this basis, knowing your goods

and knowing what they will do, are you sure of rendering

satisfaction.
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WITH THE SALESMEN ON THE FLOOR
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THE following correspondence has never appeared

in print before. It probably never will again,

so this is your only chance to read it. We have

decided to omit the names of the parties concerned,

partly because of the fact that we are not in possession

of ihis information, though it was sent in by a well-known

furniture traveller.

( J ) Telegram sent by a retail butcher in Kitchener to a

wholesale meat market in Stratford:

"Ship at once to my address fresh carcass beef as

follows: one fair steer, three good cows, one plain bull.

Send immediately as I want these in the worst way."
(2) The reply:

"Dear Sir—
"Your wire to hand. "We are very sorry we can-

not fill your order to the letter but you can rely on us

to do our best.

"We are quite out of fair steers just now. but are

shipping you a blonde cow with blue eyes. No doubt
this will suit you just as well. Brunette steers are

fairly plentiful, but fair steers are out of stock at the

moment.

"With regard to three good cows, we cannot, of

course, vouch definitely for the morals of any cow we
sell. We have, however, picked out three with good
sanctimonious faces and we hope they will turn out

alright. They are well reeonrmended, and have always
lived in the country, so know nothing of the tempta-
tions of city life. One of them, as a calf, was brought
up within sight of the Presbyterian Sunday School,

and the other two are well spoken of by the police

authorities and the local Vigilance Committee. This,

you will understand, is as far as we can go.

"As for the plain bull, the one we are shipping is all

this and still some. As soon as our head buyer saw
the animal he described it as 'the homeliest looking son

of a gun he had ever clapped eyes on.' As a matter of

fact we cannot rememlber, in all our experience, having
seen a harder-visaged, tougher-looking member of the

bovine species than this. 'Plain' did you say? Oh,

boy!
"Inasmuch as you need these in the worst way we

are shipping them via the Freight Smashing Express

TACT AND SUGGESTION

When a patron assures you that he can buy the same
article for less money across the street, there is no use

"^rowing sarcastic and disagreeable. A little tact and soo'h-

ing suggestion as to quality will nearly alway scause that

customer to buy of you.

WHY TRADE IN YOUR STORE

What are the seven main reasons why people should
trade at your store? Why not let your customers tell

of them? Announce that a pair of gloves will be giver
to the man or women who writes you the best letter
giving "7 reasons why people should trade with you."
Place all the letters in your window full against the

glass, and publish the best letters in your newspaper
advertising.

The rewards above are only suggested and merehan-
advisable to have small inexpensive consolation re-
dise from stock can be selected if preferred. It is also
wards for each contestant.

A KEY WITH TWO USES
Here is a direct personal touch which has two uses:

Buy at wholesale a quanity of keys—the cheapest ones
will do. Print some manila envelopes with the words
"Key to Economy." Mail one of these keys together with
a letter of invitation to the heads of new families which
move into your locality.

GERMAN HOUSEWIVES BOYCOTT FTtRNITURE

German housewives have decided to go on a strike as a
protest against the exhorbitant prices which are the direct
result of the low value of the mark and the influx of for-

eigners who are buying up everything they ran lay their

hands on. The articles blacklisted by the German hausfrau
are furniture, carpets, curtains, pianos, musical instruments,
and dry good.?. There is even a movement on foot to

postpone Christmas shopping until after New Years.

To help the eye to travel quickly from a card to the ob-
ject displayed, connect the two with white tape or ribbon.
An arrow will have the same effect.
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YOUR FAILURE DEPENDS ON YOUR CLOSE
ACQUAINTANCE WITH HIM

I am more powerful than the combined armies of
the world.

I have destroyed more men than all the wars of
the world.

I am more deadly than bullets, and I have wrecked
more homes than the deadliest siege-guns.

I steal, in the United States alone, over $300,000,000
each year.

I spare no one, and I find victims among the rich
and poor alike; the young and old; the strong and
weak; widows and orphans know me.

I loom up to such proportions that I east my shadow
over the field of labor from the turning of the grind-
stone to the moving of every railroad train.

I massacre thousands upon thousands of wage earn-
ers in a year.

I lurk in unseen places, and do most of my work
silently. You are warned against me, but you heed
not.

I am relentless. I am everywhere; in the home, on
the streets, in the factory, at the railroad crossings,
and on the sea.

I bring sickness, degrcdation, death, and yet few
seek to avoid me.

I destroy', crush, maim, take all, and give nothing.

I am your worst enemy.

I am CARELESSNESS!
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THE MAXWELL
Sanitary Copper-Alloy Vault

"Positively the best in the World"

ABSOLUTELY GUARANTEED
for FIFTY (50) YEARS

to resist RUST and CORROSION
WATERPROOF - AIR PROOF - VERMIN PROOF

Because

:

Manufactured exclusively of Copper Bearing Steel—the most rust-resisting Steel or Iron

known to the art.

All Seams are Oxy-Acetylene Welded.

The cover is securely fastened by the Famous Patented Maxw^ell Eccentric Sealing Clamps,

and specially prepared Perpetual Gasket positively seals the vault and excludes any possible

penetration of water or air.

Sturdily and Rigidly constructed. Re-inforced Cover. Will withstand the severest re-

quirements of a Burial Vault.

BRILLIANT COPPER FINISH

All Maxwell Vaults are now finished inside and outside with a beautiful, Brilliant Copper
Brorize and this rich color is very attractive.

Dominion Manufacturers, Limited, Toronto, Ont.
Succetaora to

National Casket Company. Toronto, Ont.
The Semmcns & Evel Casket Co. , Ltd, Hamilt'-n, Ont. and

Winnipeg, Man.
Vancouver Casket Company, Vancouver, B.C.
Winnipez Casket Company, Winnipeg, Man.

Succeaaora to

The Glohe Ca«ket, Company, London, Ont.
Girard & Codin, Limited, Three Rivers and Montreal, Que.
Christi** Bros. & Company, Limited, Amherst, N. S.
D. W. Thomson Company, Limited, Toronto. Ont.
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Funeral Service Department
Problems affecting the Profession are here discussed and readers are invited to send letters express-

ing their views on any of the subjects dealt with—News of the profession throughout Canada.

FUNERAL REFORM — THE REAL FACTS
iiiii]iiiiiiii'!:;iiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiNi

Not the "high cost of dying" but the proper ratio of costs— Prices same to all— Service given by

present-day funeral director is of the highest grade—A professional business on a business basis

IIMIIIillllllllllllllllllllllllllllllllllllNIIIIIIIIIIIIIIIMIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIllllll

THE article on "Funeral Reform"' and the "High Cowt

of Dying ' published in last months issue of our paper

in the "Funeral Service Department" has eventually

struck home. Two prominent funeral directors, A. A. Jack-

son of Sudbury and W. J. Stewart of Toronto, have given

their local papers articles telling the truth and giving tlie

real facts about the "cost of dying". If more funeral

directors throughout the country would follow their ox-

ample the public would haave a better conception of the

business and professional sides of funeral directing than

they. seemingly, now have. The Publicity Committer of

the Canadian National Funeral Service Association and the

editor of this paper will be glad to receive copies of local

papers containing articles and references to this important

matter.

We publish below an article which Mr. Stewart had pub-

lished latelv in the Toronto Star Weekly on this subject:

It is in the nature of ana interview between reporter and

funeral director:

DUST to dust—ashes to ashes! The only known system

fair to all classes of society! No price fixing!

Two young Toronto undertakers were refering to the

"costing svstem," which they have instituted for some lime

in the handling of funerals. This has resulted in standard-

ization.

There used to be prevalent a belief that when you called

to arrange a funral the undertaker sized vou up, looked at

your cloths, glanced at your jewelry and charged vou all

the traffic would stand. Under the costing system this is

imnossible.

It is just like buying a pair of gloves, plainly priced,

from a counter in a store. You may be the wealthiest

m.an in Toronto or the ends of your trousers mav be friv.^d

with much wearing—there is just one price for the differ-

ent grades of article, and it is entirely at your discretion

that vou delerniine 'he extente of your snendin"

The old-time undertaker was a s;entleman whose chief

possessions were a lon<T coat, a plua' hat, the sad solenm

air of r^. man who had lost all he owned in the sinking ship

or on th"^ minins market, and a hearse. The modern tvpe

as exemplified hv the two vouns men as aforsaid is part

im-to-date business man, part nrtist, part sf-ientist, part

sanii^arv expert, part tactful friend of the fa^i'Iv, with ex-

pensiA'e pouipment in a regular plant and a skilled staff

—

and with ideals.

"In ten rears' time," thev declared with emphasis, "so-
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called undertaking will have sprung from being a business

to being a profession.

$150 Minimum Cost

A really good, respectable funeral, it may be stated here,

will cost, including the grave, about $150. A pauper may
be hurried for something like $10, but under the cost

system the cheapest funeral comes 'to about $150. But it

will lack nothing requisite to respect to the dead and
service to the living. Its basis is the same as that of the

funeral costing hundreds of dollars. Its proportions are

somewhat less great, that is all.

Under the costing system you may look at the under-

taker's books and see how its charges are made up. He
has analyzed the past five years' business, and knows the

cost of the different grades of funeral. From that the

amount of overhead is calculated and standard prices made
possible.

Under the costing system of funerals, the rich man really

pays more proportionately for overhead than the poor

m.an—in other words, the rich man seems to be taxed to

provide the poor man with a cheaper funeral. That is

not quite true. The rich man simply pays for a wider

choice of seledtion.

Here is how the undertaker put it:

"The person wishing to obtain an inexpensive funeral

xvith all the requirements of decency and good taste hut

without unnecessary trappings, pays the exact cost of the

material and the minimum amount (not the average

amount) of overhead expense involved, commensurate

with the values purchased, plus the minimum percentage

of profit."

There is a sliding scale for adding "overhead" and "per-

centage of profit" to the grade of funeral.

SEASON'S GREETINGS TO ALL READERS
So manv personal greetings have been sent the

editor during the lecent holiday season by readers

of the paper that he is compelled to use this means

to reciprocate all these good wishes and to cx-

nrp'^s llip hope that 1922 will bring blessings of

health, peace and success to all our readers and

friends.

TlTE EniTOK.
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'"When we do an inexpensive funeral," he added, "we do
not get back the cost of the goods and the cost of the over-

head. If we did nothing but inexpensive funerals \\i

would either have to raise the prices for them or go out of

business."

That is why the richly-priced funerals makae the inex-

pensive ones relatively cheaper than they might be.

"The man getting the average funeral pays the average
amount of overhead. The man going in for luxury pays
that much more overhead, and that much freater percent-

age of profit. You say perhaps that under this system we
are making the rich pay for the poor? No. We must be

prepared to care for all classes.

"If we did nothing but cheap funerals, we would have
less expensive equipment, fewer help; we would not then be
able to give service to the most exacting class 24 hours a

day, seven daays in the week.

"When we sell a high priced casket—that's what we
keep the expensive equipment for, that's when we need the

help. You come in here and buy that bronze casket and
a funeral in keeping. I tell my staff, 'We bury that bronze

casket Tuesday. Accept no further business that will in-

terfere with the Smith funeral.' In other words, you have
commandeered the whole plant. You must pay for it.

You mus? pay cost, plus the experience, of the whole staff,

plus their service, plus equipment, plus overhead. You
hav baught the services of the whole place.

The New Service

When you deal with a first class establishment you are

;issured of the services of a thoroughly modern embalmer
which assures health because he is primarily a. sanitarian.

The goorls must be on the establishment and not merely in

pictures. You see the casket before you leave and have a

definite understanding as to cost.

"We charge so much for a funeral, say $125. Your bill

will include a charge for 'service'. WTiat is 'service'? In

the old days it was unheard of ; the undertaker simplv

came in, prepared the body and carried it away for burial.

When the modern man goes into a home to-day he is pre-

pared to tlic limit. He carries linen. He takes a barber.

All you have to do is come down and select a casket.

Your newspaper notices are cared for; your motors order-

ed: the death registered. The minister is consulted as to

the suitability of the hour. He is brought to the house.

We visit the home several times to arrange the flowers and

to watch the body. We keep in constant touch with th.;

In the Rood old summer-time—This is a group of Western Canada and
Canadian National deleg.ates enjoying an auto ride in Winnipeg last July.

family. We are to-day the family's right hand man until

ihe funertl is over.

"We .see that the cemetery end of the funeral is made as

j)leasant as possible. Flowers are sent in advance. The
earth is covered up. The old fashioned straps are dispens-

ed with and a lowering device employed to obviate jerking.

"All this is service."

We spent an hour among the caskets. Each of them
were numbered. The number meant a fixed price for a

certain grade of funeral. It was exactly the same prin-

ciple as buying cigars or any other standard article.

"Some of thes we carry for indefinite periods,"' declared

the undertaker, "until the odd man comes in and fancies

them. That also means modern service—and an invest-

ment."

In a little room were caskets for children, some of them
simple little boxes, others dainty as jewel cases covered

with plush or broadcloth, and lined with satin, silk or

crepe de chine.

HOW TO TELL BIRCH, BEECH AND MAPLE APART
One of the questions brought up at the last C.E.A. con-

vention was that in regard to the woods from which caskets

were made. Some of the country funeral directors being

furniture dealers as well said they had no difficulty in tell-

ing the wood. The citv men were not so fortunate. Here

is a plan to tell some of the woods apart.

P)irch, beech and maple are very similar in appearance,

and have approximately the same weight. Hence, it is

comparatively easy to mistake one of thme for another.

A method which anvone can use to distinguish them is

suggested by the United States Forest Products Laboratory.

The method makes the use of the relative width of the

pores and medullarv rays in the three woods.

If the end grain of birch, beech or maple is cut smooth

with a sharp knife and examined with a hand lens, the

pores will be seen as tiny poles distributed fairly evenly

over the surface, and the medullary rays will appear as

fiarrow lines of a different shade running at right angles to

the growth rings.

In beech some of the rays are very distinct even without

n lens. The large rays are fully twice as wide as the

larger pores.

In maple the rays are less distinct, and the largest are

about the same with as the largest pores.

In birch the rays are very fine, invisible without a lens.

The pores are several times larger than the rays, usually

heing visible to the unaided eyes as minute holes on the

end grain and as fine grooves on dessed faces of the board.

The pores in birch are considerably larger than the pores

in beech or maple.

The appearance of the medullarv rays on a "quartered"

''rface is also distinctive. Here thev appear in beech as

distinct "flakes." the largest beino; between one-sixteenth

"pd one eighlh inch in height when measured along the

'^rairi of the wood. In maple they are considerablv

iiHer. iarelv attaining a height of one-sixteenth inch.

- U'^rch lIiov are comparatively inconspicuous.

Raisins

You've heard abont the rai.sin

With the kick of 10 per cent..

P>ut the raisin vihh the wallop
Is the raisin' of the rent.

—Columbus Dispatch.
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ANNOUNCING
the addition to our Toronto Branch, of a

Car Body Department

In announcing to the trade the addition of a "Car Body Department'*,

to our Toronto Branch, it is but a further step in our endeavor to cater

to every requirement of a modern Funeral Director.

Mr. W. H. Wattman, well known to the trade as a designer and builder

of car bodies, will supervise this department—which means, that every

car body we manufacture will represent the choicest of designs and

the highest grade workmanship and material obtainable.

IVe will specialize in the designing and building of:
—

Funeral Car Bodies Hearse Bodies

Ambulance Bodies Waggon Bodies

Combination Bodies, Etc.

Let us know your requirements.

Mr. Wattman's forty years experience in designing and

building car bodies, will enable you to choose an appro-

priate car body to meet your requirements.

DOMINION MANUFACTURERS, LIMITED
—Head Office and Showroom —

109 Niagara Street - TORONTO, ONTARIO
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-IE way in which this design has been received by Funeral

Directors throughout the Dominion reflects their very favor-

opinion. Your clients will appreciate the simple yet dignified

;n, and the substantial construction of this casket.

NO. 575K PANEL OAK CASKET
TRIMMED COMPLETE WITH 801 JAP SATIN INTERIOR

NO. 1398 EXTENSION HANDLES AND
NO. 577 NAME PLATE

MAY ALSO BE HAD WITH HINGED PANEL
PRICE LISTED IN OUR REVISED PRICE LIST OF NOVEMBER 7th.

Head Office and Showroom ToFOntO, Olltario
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Everything a Funeral Director

May Require

We can be relied upon to supply at the

shortest notice anything a funeral director

may require. We are manufacturers of the

following articles:

-

Solid bronze and steel caskets; solid mahogany,
walnut, quartered oak, birch mahogany, plain

oak, etc., varnished caskets; spartan shaded
hardwood caskets; all designs of adults' and
children's covered caskets; burial robes, suits,

dresses, and casket interiors; casket hardware,
cooling boards, pedestals, etc.

The various lines produced in our manufacturing plants

are the most modern and up to date in the Dominion.

There is always a wide variety to meet all demands,

and the quality is always dependable.

You are cordially invited
to pay us a visit at our up-to-date showrooms

109 Niagara Street

If you come to the Toronto Furniture Exhibition don^t forget

this address. Our display will be very complete and will include

the articles mentioned above.

DOMINION MANUFACTURERS, LIMITED
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LONDON'S BEAUTIFUL "FUNERAL HOME"
iiiiiiiiMiiiiiiiiiiiiiniiiiiiiiiiiiiiiMiiiiiiiiiiiniiiiiiiMiiiiiiiiiiiiiiiiiiiiiHiiiiMiiiiiiiiiiiiiiiiiiiiiiii: illl IIIIIIIIIIIIIIMIIMIMI Ill Ill IIIIIIIMIMIIIIIII IIMIIIIIIIINIIIIIIIIMIIIIIIIII Illlllll Illllll Illl IMIMIIIIIIIII

Description of A. L. Oatman's splendid new quarters at London, Oat. — Service, the keynote of

Success — Features of a fine establishment.—What one director has done to bettei- his quarters.
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T
HE "'Fimcral Home" is the striking and appropriate

title seleeLecl by A. L. Oatman for his funeral direct-

ing business a: London, Ont. Not alone in London,

but throughout the whole of Western On.ario is Mr. Oat-

man known as among the leading funeral directors of the

country.

The fact of having a "Funeral Home" in such a good
residential section of the city is ra.her unique. When
buying a property in London early in 1921, Mr. Oatman
met with a strenuous opposition from the residents in that

vicinity, and eveiuually he sold the property to the objec-

tors for the price he paid for it, at the same time giving

a substantial bonus for not locating there. Immediately
Mr. Oa.nu.ti purchased a property in a bi^.ter localny and
met with no opposition.

"Ou r prescnl premises," says Mr. Oatman, "are located

on the corner of King and Colborne Streets, the re-'^^'^nre

entrance being off King St., and the office and funeral home
and garage entrance on Colb orne street. While our prem-
ises are in the residential district it is within a block of the

business section and just a block off the street car line.

Our frontage on King St. is 88 feet and on Colborne St.

125 feet. On the entire frontage are two rows of maples
which with spacious lawns and shrubbery makes an ideal

spot with pleasing surroundings. The portion of the home
which was already built was entirely refinished outside with

a red granite stucco, and the new addition was built with
buff-colored brick. Entering from Colborne Street,

one is led to the reception room. From this room doors
lead to the tl;e ofiice and the funeral service rooms. The
floor is terraza and the walls are stucco finish. On the

same floor are the office; the back service room, which
serves as a -^lumber room as well as for funeral purjioses;

the front drawing-room used at funeral services, which
contains piano; llie sun room, a convient place for cus-

omers and friends who wish to spend time at our fun-

eral home, and also used as a family room at the fun-

eral service. The last three-mentioned rooms open in one

for a funeral service, and are furnished in a suitably cosy

and home-like fashion.

The preparing room, also on this floor has doors lead-

ing into it fiom the garage and also from the trimming
room as well as the showroom. The showroom is over

the garage on the second story, the size being 23 feet by
36 feet. The floors are hardwood, and the walls are fin-

ished in stucco. The garage, which has two doors, opens

off Colborne Street. The entire building including gar-

age is heated with a hot-water system.

On the second story, over the office is situated the guest

room and bath for out-of-town customers; also assistants'

rooms. On the second story of the main building is Mr.

Oatman's residence.

In addition to the main building and lot there is an

additional lot containing a two-story building 21 feet by

50 feet which is used as extra garage, stock and store

rooms.

On the staff is a lady whose duty is to look after the

general office, and act as lady assistant in caring for the

bodies of women and children.

The motor equipment consists of a black hearse, a

gray combination hearse and service car, a seven-passenger

sedana, a coupe and an ambulance.

"We believe that good service and proper methods are

the greatest assets in our business," says Mr. Oatman. "We
use the best accouiiling systems and also cost systems. We
lielieve in making charges for services, and not makim; the

A. L. Cat-.i.an and tlir; reception room in the CaUiian Funeral ITDme at at London Out.
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Regarding Mr. Oatnian himself he has been connected with

the undertaking business for fiteen years. He was born in

casket bear all the charges. Our method of charging is

along these lines: We prepare a budgel and estimate the cost

per funeral for overhead. This we add to the cosl of

goods, and then add an additional amount for what we

think is fair net profit. We believe this is the only fair

way to treat our customers and ourselves.

"In our opinion one of the greatest helps to the funeral

directors lo-day is the splendid information which is given

out monthly by the trade journals and such l)Ooks as

"Better ways for better business."

Oxford County, Ontario, and received his j)ui)li( and high

school education at Tillsonburg. He spent two years in

training in undertaking al Tillsonburg; then worked for

some of the leading firms at Toronto; and shortly after,

in 1909, engaged in undertaking and furniture in Tillson-

burg, selling out there in the spring of 1920 and buying

the old estaldished business of Smith, Son & Clarke in

London.

The "Funeral Home" provides that homelike, quiel at-

mosphere which is greatly appreciated by those whose

duty it is fo arrange for burial of departed relatives and
friends.
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The splendid street front of the
Oatman "Funeral Home" at

London, Ont.
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A LIVELY AND HAPPY DEAD ONE
"I want my funeral before I die," said the Rev.

Isham Davis, colored pastor of Mt. Lebanon Baptist

Church, at Brentwood, Tenn., and then he announced
from the pulpit that his funeral service would be

held the following Sunday afternoon. At the hour
named the church was packed, and in regular fashion,

hymns were sung and then, one by one, pillars of the

church arose and paid tribute to their faithful jias-

tor, who sat listening with evident pleasure to the

eulogies. He is only fifty-three years old, by the way,
and apparently in robust health.

JOHN SNOV, INJURED IN AUTO ACCIDENT.

John Snow, Sr., president of Snow and Co., the well

kno\>'n funeral directors of Halifax met with a serious and

painful accident on Argvle St., which will incapacitate

him for several months. Mr. Snow had walked up the

north side of St.Paul's Hill and had crossed Argyle on the

way to his premises. Just as he was about to put his foot

on the edge of the sidewalk he made one step sideways

".nd that instant an automobile "hugging" the -flutter struck

Mr. Snow kno«;king him down. A number of people who
saw the a-cident sav that it was unavoidable. It was not

thought It first that Mr. Snow was badly hurt, but as he

attempted to walk he found he was unable to do so, and

he was cari ied to his premises and physician* summoned.
The V. 0. Hospital amlndanse was summoned and he was

taken to the hospital where an x-ray examination was made
which revealed the fact lhal his hip had been broken and
also a coiinle ribs broken. He was later removed to his

h'lme on South Street.

Mack Paul was re-elected Mavor of Woodstock, Out., in

the recent municipal eleclions there.
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I
THE QUESTION BOX

|
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Q.—What is .scarlet fever?

A.—It is an infectious specific form of fever, char-

acterized by a diffused scarlet rash spreading pro-

gressively from the face over the body and extending

along the mucous membrane of the throat, followed

on subsidence of the fever by the sealing of the skin.

Q.—What causes this fever?

A.—The specific micro-organism of contagion has

not yet been found.

Q.—W^hat are the first signs of scarlet fever?

A.—Sore throat, fever, especially accompanied by

a rash.

Q.—How is scarlet fever .spread?

A.—By personal coniad, by infected ai-ticles, such

as clolhing. rags, hair, paper, or discharges from an

irifected person.
Q.—How long is scarlet fever contagious?

A.—As long as the desquamation lasts.

Q.—How long must quarantine of patient and house

holder last?

A.—Until all peeling or scaling has ceased.

(}.—What precautions should be taken Avith articles

taken from the sick room?
A.—Every article should be disinfected in carbolic

acid before being taken from the sick room, to the

kitchen or to any other part of the house.

Q.—What .''hould be done upon recovery or death

of ])atieiit?

A.— Premises should be thoroughly disinfected.

Q.—May a public funer.Tl be held or may exposure

of Ihe remains of person dead from searlet fever be

jxM-mitted ?

A.-No.
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CAN EMBALMING BE SAVED ?

IS EMBALMING WORTH SAVING }

Written for Canadian Furniture World and The Undertaker

By HOWARD S. ECKELS

NATURE never yet has made a mistake. This is accept-

ed as an axiom by every scientific man. No true

scientist attempts to alter Nature. His efforts are

centered upon understanding WHY Nature does a thing in

a certain way and thereafter he follows in every particular

the course Nature outlines.

The men who are urging you to use the vein injection

method are trying to get you to alter Nature—for their

profit and at your loss.

The most complicated piece of mechanism ever designed

is Man, because, his spiritual nature aside, Man is simplv

an infinitely complex piece of machinery. Indeed, there is

no principle of mechanics employed in any man-construct-

ed piece of machinery which is not to be found in the

human body. Every organ has its specific use and the

more we learn regarding anatomy the more thoroughly we

comprehend thata in the selection of its materials and in

the construction of the individual parts of the machine

called Man. Na'ure has worked with infinite precision.

Man has solved most of the intricacies of the human
anatomy. Todav he knows the use of practically everv

organ in the bodv; the reason for its form and construction

and the mechanical purposes which the Infinite had in

view.

Our knowledge of no part of our anatomy is more
thorough than is our understanding of the circulatory

system. Few of its secrets are hidden from us. There no

longer is room for guess-work nor opportunity for

camouflage.

We know what we know and we know that we know it

—

and we know that when Nature sets the blood in circula-

tion it invariably traverses the various parts of the system

alic circulation in one invariable order—heart, arteries

and capillaries, the veins being used for DRAINAGE pur-

poses only.

Now since it must be conceded that Nature has a purpose

in all thingj; and that there could not have been an error

in the anatomy of a self-perpetuating race which has re-

mained on earth for many thousands of years, it follows

that each })art of the circulatory system is not only perfect-

ly adapted to the purpose for which it was designed, but

also is so formed as to absolutely meet everv requirement

which might be jjlaced upon it.

The heart is the great engine of propulsion. It is a

An Explanation

and a Tribute

DID YOU know that, when you purchase a copy of "Better Ways
for Better Business" through a friend of ours, this jobber or man-
ufacturer does not receive a cent of discount from us 7 Do you

realize further that he is actually out of pocket, both because of the ex-

pense of handling the transaction and the cost of postage.' These are

true statements, however.

We are taking the trouble to state these facts publicly in order that the

unselfishness of our friendly distributors may be properly appreciated.

Knowing that we ourselves take no profit on the book, and realizing how
much the profession will be benefited when as large a distribution of

the book as possible shall have been obtained, these genuine co-operators

are willing to go to the trouble and expense of helping us to distribute it.

CINCINNATI, OHIO. U.S.A.
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pump which musi never cease its work, else life instantly

becomes extinct.

INothing, therefore, must be allowed to interfere with its

action. J^'or this reason an adequate ouJet must be pro-

vided for the blood which is pumped by it. Since pump-

ing induces pressure and since pressure transformed iiuo

motion is necessary to distribution, the aricries are con-

s.ructed ir. such a manner as best to resist and transmit

pressure. Thev arc flexible because they must needs con-

form to the movements of the body, but iniernal pressure

makes practically no variation in either their diameter or

their capacity. In other words, they will not stretch side-

ways and since they will not stretch, any pressure which

is introduced into them by the heart in life or by the em-

balmer's injection pump after death is unfailingly di.-'ri-

buted through the arteries, their branches and sub-branches,

in proper proportion to the next link in the cycle of cir-

culation, the capillaraies.

It really can be understood that if the arteries were U'jt

so construc'.ed as to resist side stress, the slightest clol,

hindrance or obstruction in a minor artery or at ihe cap-

illaries or the slightest variation in the degree of fluidity

of the blood would impede circulation and the force of

the heart would be diffused sideways instead of forward,

compellin,; the blood to travel onward and ever onward.

So it was while life existed. And after death, what?

All of the physical structure remains, for a time at least,

exactly as it Avas. We are called in to embalm.

It may be elementary, but let us for a moment consider

what our duties are to be:

First, we must destroy the germs of decomposition and of

disease. These things we must do because if we do not do

them, ours ceases to be a ]jrofession and by failing to pro-

tect the public from the elements of danger that lie in every

dead human body, we have fortified our right to the pro-

tection which the license system affords.

But, besides disinfection, we have still another obje-jt in

view. Having protected the public by destroying the germs

of decomposition and disease, we desire to butify the body
for funeral purposes in order that the sorrow of family

and friends may be alleviated as far as possible and their

appreciation of our service increased.

But, mind you, this latler object is entirely a secondary

one. It must not be our first motive and to it our thoughts

musL not be direcicd except in so far as we can accomplish

this purpose without interferring with our primary object

of disinfection. That is clear, I take it; and if it is, let us

proceed to discover by what ways and means we may
accomplish our desires.

How best may we accomplish this?

It is universally conceded that embalming is the best

course to pusue and until recently at least it has been

quite as universally accepted that this meant arterial em-

balming or theutilization of Nature's cycle of circulation

—

in other words, using the blood chanels for the distribution

of our disinfecting fluid after death exactly and in the

same order as Nature utilized them for the distribution of

the life-giving and purifying blood before death.

So far, so good! Now, sinc'e Nature makes no mistakes,

what process could possibly be better than our imitating

Nature's methods as closely asa we possibly can?

Thaat means first, thata we should inject our fluid

where Nature's pump, the heart, injects the life-giving

blood—into the arch of the aorta, the primary artery of the

body and of which all arteries in the systemic circulation

are either branches or sub-branches.

The aorta, we find, is a nonelastic conduit fashioned by

Nature to withstand pressure and transmit it in proper pro-

portion to the arteries which have their origin here and

which, like the aorta, are nonelastic, pressure-resisting and

transmitting conduits for the passage of our fluid.

We may rightly assume that Nature in regulating the

size, length and number of these conduits has seen to it

that each part of the body is adequately supplied with

blood during life and therefore we may with equal assur-

ance assume that a proper proportion of fluid will be dis-

tributed through them after death if we follow a proper

procedure, use a scientific fluid and release from the veins

a sufficient quan'ity of blood to permit the pressure on

our fluid iloottle to be effective.

(To be continued)

PAID THE MOURNERS
The friends and acciuamtances of a rich man. v'no

died recently in Timaru, a seaport of South Island,

New Zealand, attended his funeral, and thev were all

much surprised to receive a cheipio for •'{^2.") each for

having done so. The dead man's will luid so decreed
One iialurally Avoiidei's whetlier this niuiiifieence was to

rebuke tlio.se who. while pretending to be friends of a

man, refuse to show their grief by attending his fnn-

(>ral, or to give them a hint to make merry—as they
shouhl -at his entry into a better world.

Examination
—By The—

Board of Examiners
—To Be Held At—

TORONTO
Commencing Wednesday, February, 8th, 1922

Tlie (^overnmenl Board of Examiners, under the Embal-

r.'crs' and Undertakers' ACT, will conduct an Examina-

tion in liie Anatomical Section of the Toronto University,

fypninifiicin^ Wednesday Morning, February 8th, at 9.30

o'clock, and contiiuiinij; Thursday, February 9th.

fltindidalcs wishing to take the examination for Quali-

(icalidti anil Government License as Embalmers will send

in their application and fee of $20.00 to tlie Secretary,

no; later llian Frhrnary 1st, 1922. Blank forms of a|i-

plic.-ilioii (an he had cm applicalion to the Secretary.

T. E. SIMPSON,

Secretary-Treasurer,

Sault Ste. Marie, Ont. Policeman—Lost yer mammy, 'ave yer?

Why didn't yer keep hold of her skirt?

T,illle Alfred— T coii-roii-coiddn'l reach it.
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IMPORTANCE OF DEATH REGISTRATION
Address delivered at recent Toronto convention of the C. E. A.

BY .S. J. MANrltKSTKK, ONTARIO REGISRAR GKNKRA 1/ 8 DEPAR TMI' NT,

MY name appears on your programme for an address

the relation of the undertaker to that duty. I shall

on "Registration," i.e., the registration of deaths and

try to he brief.

1 have been given to unders".and that I am meeting with

directors of funeral service; that "undertakers" no longer

exist: that funeral fittings and caskets are no longer your

chief stock-in-trade, but that "service" is now your main
line. I trust that you will forgive me if I use the word
"undertaker" sometimes as the law, being ignorant of the

change in your nomenclature, still uses the time-honored

word, and just now I am dealing with the law as it relates to

the registration of deaths and I shall consider that I am
speaking to undertakers.

Some of you may be surprised to learn that men of your

profession have no responsibility under the Vital Statistics

Act in regard to the registration of deaths. That is the duty

of the "occupier" of the house in which the death occurs.

The word "house", by the way, has a much wider meaning
than a dwelling-house. It is intended to apply,practicallv,

to any sort of building in which persons happen to dwell,

?uch as a gaol, asylum, etc., and the word "occupier" is

described by the Vital Statistics Act to include "the gover-

nor, keeper, warden or superintendent of a goal, prison,

penitentiary, lunatic asylum, poor asylum, hospital, in-

dustrial home, and house of refuge, and of a public or pri-

vate charitable institution". On the other hand you may
not bury a body; indeed, you may not remove a body for

embalming until you have definite knodledge that the death

has been registered and a burial permit obtained. Not-

withstanding that undertakers have no responsibility, I

venture to say that considerably more than 99% of dealhs

are registered by the undertaker. This is done for two

reasons. First, for expedition, since the law requires that

registration take place before anything is done with the

body. Secondly, to relieve his client.

So lar as registration is concerned there seems to be two
kind of undeitakers. They both obey the law. The one

because he is a law-abiding citizen: the other, because he
has to do 30. His great object in life is to have funerals

of bury bodies without regard as to how he gets them.

The first man described, when he registers a death, has

his return as complete as he can have it. The return of

the second man is as incomplete asa he can have it and
get away with it, i.e., get a burial permit. The returns of

death when so incomplete may be valuable as a record of a

death and may be sufficient to prove a death, but for

statistical purposes they are useless. As it is, it is seldom
that all the questions are completed.

Value of Vital Statistics

Well, of what value are vital statistics anyway? The

One Gallo n

Containe r ARAN A
EMBALMING-FLUID

Embodies all recent advances of knowledge in the

compounding of embalming preparations.

It is a combination of the most pov^^erful antiseptics

and preservatives known to the science of chemistry.

These are compounded to the limits of concentratior,

and it is impossible to produce a stronger or more

active preparation.

No rouge or coloring is required, as any effect de-

sired can be produced by following directions. An
order will convince you of its merits, direct, through

our representatives, or through your jobber.

CARANAC LABORATORY
PETERBORO, ONTARIO, CANADA
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answer to ihis question, that "vital statistics are the index

to the health of a coinnumity," is an old one and not for

discussion at this time, but directors of funeral service are

!)ecoming more and more cognizant of the fact thai vital

statistics are essential to an intelligent study of such mat-

ters as sanitation, sociaal welfare and preventive medicine.

It may interest you to know ihat the average span of man's

life has been increased by four years in the last twenty-

five years. At least such is the statement from Dr. George

W. Hoagland, Sec'y of the American Insurance Nnion

(;Toronlo Star, Aug. 31, 1921). He arrived at his con-

clusion from statistics. The statislics were compiled fro!!!

registrations of death. (Insurance statistics).

The department appreciates any effort made by the dir-

ector of funeral service in in'.eresting himself in the re-

gistration of deaths. His assuming this duty places at

the disposal of the Department a responsible person with

wliom the Department caan correspond when necessary.

Some of you may ask "Why so many questions on the

registration form?" Well, this is a day when a great deal

of information is required on all subjects, and all infor-

mation may be useful. When dependable information is

secured, dependable conclusions are arrived at and intell-

igent measures may be undertaken. The form now in use

is not the offspring of the Registrar-General's Department

of Ontario.

It may be confessed thai a good deal of the information

asked for in the registration form has nevev been compil-

ed. This is due, as already intimated, to the incomplete-

ness of the returns, but we are improving, and I am sure

that you, gentlemen, will see to it that complete returns are

made so far as you are concerned. This will doubtless

result in improvement in public health.

As an example of the use to which these returns are

put. "You have been circulized by the Department at

the request of the division of Industrial Hygiene of the

Provincial Board of Health touching the occupation of the

deceased in registering deaths. This Division is attemp-

ting to provide information as to good practice in the pro-

vention of sickness in industry. The first essential for

such program is a knoledge of the conditions in industry

which produce, or are contributory to, disease. The mort-

ality experience in Ontario as recorded on certificates of

death under "Cause of Death", "Last Occupation" and For-

mer Occupation" is a necessary preliminary. The Depart-

ment has been unable to provide this information because

those who register deaths have not been careful, or have not

realized the important use to which it can be put.

In Cases of Infantile deaths

Something m.ay be said respecting still-births. This is

a vexed question and bothers a good many people. The

question of "What is a still-birth?" is answered in the

Act where it says that "A child is not alive at the moment

oT liirth shall be deemed to be a still-born child." Al-

though still-births are not considered statistically, never-

theless, when computing rates of death from puerperal

causes it is well to know the number of still-births which

have occurred, as there is no doubt a certain number of

women die from pueral couses and at the same time the

child is still-born.

In registering deaths of infants section one. The Vital

Statistics Act, says "In the case of the death of an infant

under one year of age the division register shall not is-

sue a burial permit until he has ascertained the place of

birth of the child, and, if the birth hcis taken place in the

division of which he is re^'islrar, he shall not issue a burial

peririit imlil hv is satisfied that the birth has been regis-

tered." This provision seems to enlail a hardship on

directors of funeral service but directors of funeral service

were not considered when this provision was made, for the

reason that directors of funeral .service are not obliged, by
the law, to register a death. If, however, directors of fun-

eral service will register deaths they must be willing to be
governed by the Act and its provisions. In such cases the

undertaker < ould keep himself supplied with birth cards,

as lie do(>s with death cards and make eiu|uiry as to whether
or not the birth is regislered and if he has any good reason

to suspect 'hat il is not he could obtain the necessary infor-

mation be.'fore going to the division registrar.

This provision was fornmlated with a view of making
sure that the birth of an infant should be registered whelher
the child wa-5 still-born or not. It is a fact that there ar«

more still-births: registered as deaths than as births, and in

checking over the deaths of infants under one year of age,

and searching back for the births of these infants, it was
found that a large number had never been registered as

births. You v.ill readily appreciate the fac'. that if a large

number of deaths of infants are registered, and there is no
corresponding registration of birth, the result will be a

lieavy mortality rate and a light birth rate which is not good
for the country.

99 per cent of Deaths Registered

I am personally of the opinion that considerably more
than 99% of all the deaths which occur in Ontario arc

registered (.) 1,000). This is because of the perfect machin-

ery of The Vital Statistics Act and the short time allowed
for registration. Nevertheless, a number of burials take

place every year without the death having been registered.

And this, too, with rejiutable directors of funeral service in

charge.

This happens in any one of several ways. It is most
often, however, due to carelessness and ignorance. Ignor-

ance on the part of the relatives of the deceased and care-

lessness on the part of the undertaker, the cemetery author-

ities, and possibly the doctor. The relatives of the deceased

do not think about the matter of registration and don't

register. The undertaker goes to work and buries the body
and no demand perhaps has been made for the burial per-

mit at the cemetery, and the thing is forgotten. This

occurs, when it does occur, most often in rural municipali-

ties. Neverlheless, it occurs sometimes in the cities, and

an instance of it came to my mind which occurred right

here in Toronto withi nthe last six weeks.

An undertaker in this city received word from an under-

taker in the western part of the province to go to a hospital

and receive a body. The undertaker went to the hospital,

received the body without having a burial permit or taking

any sleps wlialever to register the death and actually ship-

ped it out of the city. The hospital authorities were to

])ianie as much as the undertaker.

Another instance: The undertaker went to a hospital and

took the body of a child and buried it in some manner with-

out a permit. It was a pauper child and the hospital

authorities in this ease claimed to have no knowledge what-

ever. Nevertheless the hospital authorities are the ones

wiio were directly responsible and the undertaker could

have refused t(( touch the body until they had registered

the death.

Tlir doctor may have been careless too, and did not write

out a cerlificale of the cause of death. Indeed, I have often

been told by undertakers that they have difficulty and trouble

in obtaining a medical certificate of death from the physic-

ian. Let me assure you, gentlemen, that if any of you are

experiencing such difficulties and will })e good enough to

advise the Department, the Department will be happy !o

take sleps I.) correct the trouble.
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ONTARIO
Aylmer

—

F'ierce & Co.

Baruie, Ont.

W. D. Minnikin,

Phone No. 431.

Bobcaygeon

—

Byng, G. C.

Bowmanville, Ont.

—

Morris & Son, L. 'Phone 10.

Williams & Ciann.

Brantford—
Thorpe Bros.

Funeral Directors.

Successors to H. S. Peirce.

Both phones, 200.

Chatham -

A. L. Jahnke.

Dungannon —
Sproiil, William

Elmira

—

Chris. Dreisinger.

Fergus—
Geo. B. Thomson. Office phone,

194. Residence phone 209.

Hamilton

—

Blachford & Sons.

57 King Street West

Dodsworth, A. H.
59 King St. W.
Robinson, J- H- & Co.,

19-21 John St. N.
Ingersoll

—

McTnt.yres.

F. W. Keeler, proprietor

Kingston

—

Reid, Jas-, 254 Princess St.

London

—

FcMOiUSon 's Sons, John
174 to 180 King St.

Midland—
A. Barrie.

Mount Forest-
Walsh & Weston.

North Bay

—

F. J. Martyn.
Wagar Furniture Co. Ltd.

Orillia

—

Mundell. J. A. Phone 126

150 Mississaga St

Ottawa—
Geo. B. Burney, formerly of

Rogers & Burney, 338 Som-
erset St., Phone, Queen 81.

Geo. B. Burney, H. B. Bur-

ney.

Oshawa

—

Luke Burial Co.

D. W. Dalton, Motor Equip-
ment.

Disney Undertaking Co.

Owen Sound
Chas. H. Fulton.

Phone No. 118.

R. A. Breckenridge.

Paris—

H Hudson & Son

Schomberg

—

l'\ Skinner.

St. Catharines

—

Grobb Bros.

144-146 St. Paul St-

St. Thomas

—

William, P. R., & Sons, 519
Talbot St.

P. R. Williams & Sons.

Stratford

—

Greenwood & Vivian, Ltd.
88-92 Ontario St.

White & Co., 80 Ontario St.

Downs & Fleming.

Toronto

—

Uobbledick, N. B.

1508 Danforth Ave., and
2068 Queen St. E.

Auto equipment for all

branches of service.

Phone Beach 73.

W. N. Knechtel,
1202 Yonge St.

Motor equipment for all

branches of service.

Motor ambulance.
Phone North 4400.

The Fleury Burial Co.

685 Queen St. E.

Washington & Johnston,
707 Queen St. E.

Corner of Broadview.

Walkerville —
A. Norris & Son.

Welland—
J. J. Patterson & Sons.

Sutherland, G. W-
Whitby—

Nicholson & Seldon.
Windsor—

A. Norris & Son.

J. A. Oates.

Woodstock

—

Paul Bedford.

MANITOBA
Brandon

—

Campbell & Campbell.
Dauphin

—

Farrell, A. F.

Winnipeg

—

Thom])son Co., J., 501 Mais

SASKATCHEWAN
Moose Jaw

—

Broadfoot Bros.

ALBERTA
Banff-
las. A. Reid

346 Otter Street.

P.O. Box 53. Phone 99.

QUEBEC
Montreal

—

Geo. Vaudelac. 1329-1332 Rue
Cadieux and 68-70 Rue
Rachel. Phone. St. Louis
1203.

Tees & Co.,

912 St. Catherine St. W.
NEW BRUNSWICK

Moncton

—

Tuttle Bros.,

171 Lutz St.

St. John
P. J. Fitzjkatrick,

98 Waterloo St.

The Canadian Dollar

Is Worth 100 Cents

At the Canadian establishment of H. S. Eckels & Co. (Robert S. Flint,

Manager, Toronto, Ont.), because your cheques are deposited in a

Canadian bank at full face value. That is why, despite the temporary

unfavorable exchange situation with the United States, we are enabled

to make you a very considerable saving.

The Eckels embalmmg fluids are prepared in Canada from materials com-

pounded by H. S. Eckels, according to formulae known to him alone.

H. S. ECKELS & GO'S CANADIAN LABORATORIES
Robert S. Flint, Manager, 142 Quebec Ave., Toronto, Ont.
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Index to Advertisers

A

AnlhesBaptz Furnitiiro Co 17
Armstrong Co., W. il ..i.f.c.

Art Furiiitiirp Co
Audiforimn, Kitclieiicr 20

B
Biu'tz Bros. E'urniture Co 17
Baetz Bros. Specialty Co 17
Brandt, F. C 20
Beaver l''urnitnre Co 34
Board of Examiners 86

0

Cemnbe Furn. Co., Ltd., F. E 24
Canadian Fcatlier & Mattress Co.. 4S
Caranac I/al)oratory 87
Clian-.pion Cliemical Co i.b.c

Caiiicula Cliemical Co !)H

Ciiinl & Breed Mfg. Co 8.')

Cliesley Furniture Co., Btd 33

Dinniiiion Mfr.s. Ltd 70-79-80 SI
l)n l.u.xc Uiiliiilsterins Co

E

Kcliles, II. S. & Co 89
Egyi)tian Chemical Co 90
Ftmira Furn. Co. Ltd 30
Engcl Upholstering Co 38

Far(iuh:irson Giflford Co 13

G
Gcndron Mfg. Co 40
Gem Crib & Cradle Co 2(1

Gold Medal Furniture Co
(ilady Uph. Co., H. \V
(ilobe-Werwieke Co., Ltd., The . .

(iihbard Furniture Co. of Napanee

•laciinex Furn. Co. Ltd.

Kindel Bed Co
Kneclitel Furniture Co
Kruff Furniture Co., Ltd
Kitchener E.\hibition
Knerhtel Kitchen Kabinet Limited.

Lloyd Mfg. Co
iiipi)ert Table Co.
l.,ueknow Table Co.

Ltd..
Ltd.

44
38

IG

H
ILirtshorn, C. H 20
lluurd & Co :>l)

liespeler Furniture Co., Ltd 4.')

Ilachboni Co., Geo. H 20

Imperial Rattan Co..
Irish, G. L

8 9
r,i

18
3-4

4r.

11

42

M
Malcolm Furniture Co.. .\ndrew... '2!i

Malcolm & Hill Furniture Co 19
Marshall Ventilated Mattress Co.. n.b.c.

Mi.ltliew Bros .")0

Mundell & Co., Ltd.. .T. C 24
Ma.wvell .Steel Vault Co. Ltd 66
McLagan Furniture Co., Ltd (>-7

Meaford Mfg. Co 12

N

Nirtli .American l''urniture Co 09
Kcirth .\merican Bent Chair oC 70
Novelty Reed Manufacturing Co... 36

O
Owen Sound Chair Co 09
Ottervillc Mfg. Co r>0

P
I'liillips Mfg. Co 73
l'( pi)ler Bros. Limited 47

R
Liitzil Bros 39

S

Sidway Mi'rcantile Co 49
St.el & Co., .Tas 90
Stratford Chair Co 10-11
S,ncialty IJph. (;o. Ltd 36
.S-ratferd Mfg. Co. Ltd 15
Si-Iiierholtz Furn. Co. Ltd 29
SIratford Kxhibition 3-4
S ratford Bed Co., Ltd 14
.Slrathi'oy Furn. Co. Ltd 22
.Snyder iiros. Uph. Co.. Ltd 27

W
.1. B. Watson Furn. Co., Ltd 43
'•' () Weber Limited 31
Waterloo Bedding Co. Ltd 39
Wander Furn. Mfg. Co. Ltd 28
Woeller Bolduc & Co 37
W:xnt Ads 90
AViartcm Furn. Co. Ltd 32
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The Original

Patented

Concentrated

Fluid
Patented Formula
Strongest and Best

Essential Oil Base, com-

bined with Alcoliol, Glycer-

ine, Oxidized Formaldehyde

and Boron-Dioxide.

Ask others for I heir Formula

Special Canadutn Agents

National Casket Co.
Toronto, Oot.

GLOBE CASKET CO.
London, Ont.

SEMMEN.S & EVEi. CASKET CO.

Hamilton, Ont.

GIRARD & GODIN
Three Rivers, Que.

JAS. S. ELLIOTT & SON
Prescoft, Ont.

CHRISTIE BROS.
Amherst, N.S. Lnrger Battles tilled up with water |

i Egyptian Chemical Co. Boston, u.s.a |
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FOR SALE—WANTED
50 cents per insertion up to twenty- tive words. Eacli additiona
word two cents. If box is required 5 cents extra to cover postage

TO AUCTIONEERS—Young man wants position to qualify for

auctioneer; some experience; can furnish good references; not

afraid of work. Apply Dox 130, Canadian Furniture World, .51

Wellington W., Toronto.

LICENSED EMBALMER AND FUNERAL DIRECTOR desires

position. Have had nearly two years experience with a reliable

linn; twenty-four years old; single; good education and api)ear-

ance. Can drive motor. Masonic affiliation. Apply Box 76,

Canadian Furniture World, 51 Wellington Sl W.. Toronto.

Advertiser wants one furniture line on commission for Western
Onlario. Toronto. W;-si and .South to Windsor and Sarnia.., North tc

Wiarlon and the NiMcara Peninsula. At present carrying only the

Gendron Maniifac.i'irii'g Co. line Over 15 years experience on ilir

grouiui. W. 11. f'uleir.an. 42 Parkway Ave., Toronto.
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Upholstery Springs |

Highest quality Upholslery Springs. |
made from the finest grade High Car- =

bon Steel Wire, oil tempered after =

the coiling op. ration, thus insuring |

uniform strength and "No Set.' Re- =

member, the quality o( your High-
|

Grade Upholstering depends entirely |

on the quality of the s,)rings you are =

using. I

HELICAL SPRINGS j

for spring bed and mattress fabrics. |

Get the habit ; buy Canadian springs |

James Steele, Limited i

"no Guelph, Canada |
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JAUNDEXO

K05M0LEUM ^^-^^^rVT^ g^R A N cTT-^ CAVITY
CHAMPION
CONCENTRATED

SUCCESSX MAIN LINE CMAnPION

CITY

COOLING
BOARDS CASKET

CARRIAGES

MORGUE

ANCE
BASKETS

CHAMPION CHEMICAL CO.
Dr.G.W. Ferguson, Canadian Manager, 38 Leuty Ave., Kew Beach, TORONTO

Canadian Manufacturing Plant, WINDSOR



TORONTO
NOTICE

TO

MARSHALL AGENTS
We have something special to

offer Marshall Agents.

Be sure Jer^^plfceur Exhibit

or FacSl^aOT

Exhibition.

If you are not a Marshall Agent

enquire about our agency pro-

position.

The Marshall Ventilated Mattress Co.
Limited

98-100 Lombard Street, TORONTO
LONDON, (England) WINNIPEG CHICAGO, III.

January 9 to 21
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In This Issue

NEW LINES SHOWN AT CANADA'S
GREATEST FURNITURE EXHIBITIONS

FURNITURE MANUFACTURERS
ADOPT TRAINING COURSE

FOR CABINET-WORKERS

BETTERING THE HOME AN OPPOR-
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TRADE FROM COAST TO COAST
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Sterling

Upholstered

Furniture

J?urniture
Our aim Is to make goods up to

the standard our trade-mark

i mplies— "Sterling"

in eoer}) respect

No. 1456. Arm Chair.

^ The surpassing beauty of this Chesterfield and Arm Chair makes

instant appeal to every lover of good furniture.

^ The numerous productions of the "Sterling" Line are designed

with the idea of satisfying the taste of your particular customers.

Every piece is made from materials of highest quality. Comfort

and individuality play no small part in their popularity.

No. 1455. Chesterfield

W. J. ARMSTRONG, LIMITED - GUELPH, ONTARIO
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FURNITURE

KROEHLER DAVEN-O

KROEHLER
FURNITURE

Kroehler Furniture is the choice of no special class

of patrons, but rather the selection of every class.

Its utility and beauty are just as welcome in one

home as in another. Considering this the field for

sales is very large, and the dealer who does not

make the most of it is practically handing away
profit. "Procrastination is the thief of time" and

time is money, so decide now to make this line an

active one in your store.

The
KINDEL BED COMPANY, Limited

STRATFORD - ONTARIO
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No.4498—Bench

Ch bamoer
There are few lines of merchandise where

a high reputation does not influence sales

to a very great extent. With furniture,

which is usually a purchase made once in

many years, the reputation of the manu-

facturer carries unusual weight. Wherever

the name McLagan appears in connection

with furniture, absolute reliability comes

instantly to mind.

The McLagan Fuif
Stratford

N0.449R—Rocker No. 449—Chair

No. 447- No. 442—Vanity Dresser
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Furniture
Apart from quality of materials McLagan
furniture is the embodiment of refinement,

distinction and comfort. Wherever a dis-

play of McLagan furniture is made there

can be no doubt that unusual interest will

be shown by patrons of the store, which
ultimately leads to greater sales Any in-

formation desired will be promptly given.

Write us now.

niture Co., Limited
Ontario

No. 449D—Chair No. 446—Table

No.440—Dresser No. 443-Chiffonette
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niltNlTURB

The new three piece

Divanette Suite and
our exceptional line

of Living Room Fur-

niture are product-

ions that every dealer

should know about.

ROYAL
EASY CHAIRS

The World^s Easiest

Easy Chair

You should be showing this

nationally advertised line.

Our travellers will show
you samples of the cov-

erings of this unusually

attractive line.

THE

Farquharson, Gifford
COMPANY

Stratford, Ontario

i] nnrr^nnnp]
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FURNITURE

Slobc^Vernickc Sectional Bookcases

THE NEW UNIVERSAL STYLE

Another Step

Forward in the

Art of Book-
case Building

Made in

Quartered Oak
Imitation Mahogany
Imitation Walnut

There are few people to whom this elegant 9lobc~Vv^rwiekc
Sectional Bookcase will not make a strong appeal. Like all the

9lobc~V^riliekc productions The New Universal is simple in

design, beautiful in itself, yet fits harmoniously in every decorative

scheme.

The only exterior metal part is the small unbreakable knob. The
cabinet work on this bookcase is so exact that sections can be

placed together so that the division is hardly noticeable.

9lol>C~\i^rwieko Sectional Bookcases are known from coast to

coast because of their exclusive patented features. The New
Universal will prove a worthy member of the 9lobc-\^riliekc
family. Dealers owe it to their customers to supply their demands

for bookcases of highest merit.

STRATFORD ONTARIO
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STOATFOAOOTH roiiiiiymtB

Get Acquainted
Stratford Chair Furniture

We have found that by producing

furniture that is attractive in appear-

ance and is absolutely dependable,

pricing it strictly according to quality,

we have been able to cope with the

changing conditions of the trade.

We have also found that by so doing we
have created confidence in our line, and vv^e

have done our utmost to give satisfaction to

each one of our customers.

The Stratford Chair Company
Stratford - Ontario
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Dining Room Furniture

A good Dining Room Suite is prized above

other furniture in almost any home. It de-

mands the admiration of the family as well

as being the pride of the hostess.

Suite No. 683 illustrated below will prove

to be a quick seller during 1 922. It is built

after the standard of all the Stratford Chair

products and should find a place of the floors

of progressive dealers.

Suite No. 683

The Stratford Chair Company
Stratford Ontario
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rURNITURC

Reed Furniture
will bring you dividends

There is room for reed furniture

in every home, and the continued

favor in vs^hich it is held should

induce furniture men to handle it

more extensively. Genuine Reed
Furniture vv^ill bring you good re-

turns, v^^ill give your customers long

service, and w^ill retain its hand-

some appearance.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD - ONTARIO

Decide Now On Your Summer Stock
In order to make the most of summer lines, you should

decide now on what you will require. By starting

early your profit will be considerably greater. There
is always a demand for verandah and lawn furniture

made in Stratford, and this class of furniture opens a

wide field for the progressive dealer.

Lawn Swings Folding Chairs Camp Stools and Cots
Folding Tables Children's Furniture Adjustable Lawn Chairs

ly Folding Extension Gates Suspended Verandah Swings

No. 15 No. 22 No. 0 Ontario

The STRATFORD MANUFACTURING CO., Limited
STRATFORD - ONTARIO
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NO. 1043 BUFFET

PERIOD FURNITURE
You can never go wrong by appealing to your customers'

sense of beauty and appreciation of quality. The Strathroy

line therefore can be offered with the greatest assurance of

success. It is a line in which beauty of design is carefully

considered from every standpoint—always with the idea of

satisfaction in view.

The quality of Strathroy Furniture is the foundation on

which the dealer can build up a business that

has that valuable asset attached to it — a

high reputation.

STRATHROY FURNITURE COMPANY, Limited
STRATHROY ONTARIO
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WHAT'S IN A NAME?
Sometimes a name signifies very little, but to the dealer

who features Art Furniture, that name very often repre-

sents the reason for his success.

Whether it be in our established line of bedroom suites

or in our recent productions in dinmgroom suites the

dealer will find that Art Furniture is a sure seller that

wins his confidence from the start and gives his customers

that satisfaction and service that means profit and valu-

able reputation for him.

The Art Furniture Company, Limited
Kitchener - Ontario

Glady Upholstered Furniture

To those dealers who are ever aiming to increase their

prestige it is hardly necessary to point out that furniture of

real merit must be their choice for their patrons.

By supplying Glady Upholstered Furniture an undeniable

prestige is built up, and a class of trade is attracted that

makes it worth while for the dealer. Every Glady produc-

tion possesses an atmosphere of quality, which is the result of

the quality being built into every piece.

H.W. GLADY UPHOLSTERING COMPANY
Corner Union & Herbert Streets. Phone 400

WATERLOO ONTARIO
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"^HE long service which every

purchaser of furniture expects

is assured them in Malcolm & Hill

productions. Not only in service,

w^hich of course depends upon gen-

uine quality, but also in beauty and

charm of design this line holds a

high reputation and meets with

customers* approval. Such a rep-

utation cannot but influence the

reputation of every dealer who
handles Malcolm & Hill furniture.

MALCOLM & HILL, LIMITED
Head Office Branch Factory

KITCHENER LISTOWEL
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To Oar Friends

We are setting the Re-
tail selling price of the

Gold Medal Felt Mattress

at $22.50. Send for our

splendid series of 12 Deal-
er Advertisements. One
of which is here reproduc-

ed and arrange for a

business -pulling Window
Display. Write us jor

further information or see

our travellers.

Visit our new permanent

show rooms at Toronto

Factory.

RETAIL PRICE

$22.50

Another
Mystery
Dispelled

The ordinary mattress

you buy "on faith. "

. It

may have a cotton filling—or be filled with un-
sanitary .stuffing — you
cannot tell.

But here is a mattress

that has no secrets. You
may examine the filling

before you buy. This is

an exclusive feature of
the

COLD MEDALft MMtHESS

J oj qouT life

THIS Mattress has a Patent In-

spection Pocket. By lifting the
flap you actually see the pure, new
cotton filling. You also see that it

is exceptionally well-made. Such
a Mattress, on top of a Hercules
Bed Spring, makes the ideal com-
bination for sleep-comfort.

A spring, sturdy, and resilient

—

ensuring the requisite "give" with-

out sagging.

A Mattress soft, yet compact

—

which comes to you in a dust-proof

carton.

It will pay you to insist

on the Gold Medal Trade
Mark when buying bed-
ding.

A Profitable

Talking Point

Is the Patent Inspection Pocket lohich instantly instils confidence in your customer. She can see for herself the pure,

white layer felt inside the

GOLD MEDAL FELT MATTRESS
As a proposition this Mattress is unique. You make a generous profit, yet sell at a de-

cidedly reasonable price. An extensive advertising campaign in Newspapers and out-

door signs k^eps the "Gold Medal" name before millions of the buying public constantly.

CASH IN NOW ON THIS PROFITABLE AND FAST SELLING MATTRESS

GOLD MEDAL FURNITURE MFG. CO. LIMITED
TORONTO UXBRIDGE WINNIPEG

Gold Medal Bedding Co. Limited — Montreal
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Buffet No. 220

We desire to express our sincere appre-

ciation of the interest manifested in our

exhibit during the Kitchener Furniture

Exhibition.

It was very encouraging to say the least.

We feel that the number of orders placed

with us reflects the high favor in which

our line is held by the trade. These

orders, for which we thank our patrons,

are being given careful attention and our

best efforts are being put forward to en-

sure complete satisfaction.

To those who could not attend

our exhibit we shall be pleased to

send one of our loose leaf catalogs,

for which new illustrated sheets

are sent out as occasion demands.

The Andrew Malcolm Furniture Company
Limited

KINCARDINE LISTOWEL
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[TUJmJMiiriiriiriiUiiiiiiiTiiMiri nnnniTaimTTTnTmrnfT

The Gendron Mfg. Company, Limited

Our New Line

for this season has created a sensa-

tion at the January Exhibition and
any buyer that has not seen our line

should now wait until our traveller

calls upon him. We are makers
of a large and complete line and can

supply all requirements.

Have you received our new
window card ?

The Gendron Mfg. Co., Limited, Toronto
Children's Carriages, Reed Furniture,

G Tapestry, Armchair or Rocker $36.00. Chesterfield $67.00.

Chesterfield 84 in. long; 34 in. high: 35 in. deep.

Specialty Upholstered Furniture is worthy of a place along side of your other

high grade lines, and can take its place in any living room, to the entire satis-

faction of the purchaser.

Why not connect up with a line that represents a means of greater advance-

ment in your business. Let Specialty Upholstered Furniture do it.

SPECIALTY UPHOLSTERING CO, - WATERLOO, ONTARIO
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KRUG Furniture enjoys a lasting popularity,

which is maintained by the unusual service it

gives and the beauty and grace of its design. The
charm of this furniture increases rather than de-

creases with age.

The merchandising of Krug Furniture is not hard

work for the dealer — a minimum of effort on

his part is required.

The H. Krug Furniture Co., Limited
Kitchener, Ontario

lipiXrmnTiTTTniiiiiiiQilin
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-4. 1'

/\ LEADER THAT GETS BUSINESS
ll it decidedly useful for many purposes. It is handy.
It can be conveniently stored away. It is right in appear-

ance. These are reasons why your customers will like

il. You will like it because it bring* business to your
store.

Our Special Offer to buyers in gross lots will interest
you. Write for particulars.

Sole Licensees and
Manufacturers

DEPT. W
LONDONHourd & Co., Limited

HAVE YOU LOOKED INTO MATTHEWS
MIRRORS?

THEY REFLECT PLEASED CUSTOMERS

See our new framed line.

MATTHEWS BROS., limited
THE BIG CANADIAN MOULDING HOUSE

1906 DUIMDAS STREET WEST TORONTO, CANADA

You are Sure to Have Enquiries for

FOLDING CHAIRS AND CARD TABLES
During the Present Season for Card Parties, etc.

The Chair and Table
shown are especially ad-

apted for such purposes.

They fold perfectly

flat, are made from the

best materials and are

attractive, stron<;f and
reliable.

The No. 16 Chair is

specially constructed ; it

cannot tip forward ; it

is an excellent chair for

Theatres, Halls, etc.

No. 22. Card Table.Write us for Quotations.

No. Hi. Non Tip Chair

OTTERVILLE MANUFACTURING COMPANY, LIMITED
Otterville - Ontario
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FURNITURE ^ ^iitmiiiiw CANADA
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Kapok Mattresses, Royal Box Springs,

Felt Mattresses, Comforters, Pillows,Etc.

THERE ARE POSSIBILITIES FOR

Bigger Profits
IN YOUR BEDDING DEPARTMENT IF YOU CARRY THIS LINE

PASSING AN OPPORTUNITY FOR BETTER BUSINESS LEADS TO STAGNATION DECIDE NOW

The Canadian Feather & Mattress Co. Limited
TORONTO and OTTAWA

Win NEW BUSINESS
by featuring

New Year

New Designs

New Prices

New Catalogue

"Made in Canada"

BABY VEHICLES

PULLMAN & COLLAPSIBLE
CARRIAGES

SULKIES & STROLLERS

Reach out after bigger business! The SIDWAY
line is winning new successes everywhere—by sheer

ineril

!

The 1922 SIDWAY styles feature new shapes—new
ilciorative ideas—improved mechanical features

—

more comfort—greater variety.

A new list of attractive Prices that make selling

easy and show a good profit-margin.

Just off the press. Illustrates the complete SID-

WAY liiie, with full specifications for each model.
'• lie finest catalogue we have ever produced.

We make
what sells

best

in your
territory

If you hav(! not yd received your copy of this handsome book, let us know and we will mail it to you at once.

Sidway Mercantile Company
864 Dufferin Street Toronto, Ontario
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Satisfaction
and

Goodwill

Every dealer tries to create goodwill. After all sat-

isfaction is only another name for goodwill, because

goodwill is created through satisfaction. The Knechtel

line of furniture is produced with the idea of giving

complete satisfaction, which means in the long run

greater goodwill for the dealer.

The more you know about this line the more you will

feature it.

// you have not received our new catalog — drop us a line.

THE KNECHTEL FURNITURE CO.
LIMITED

HANOVER ONTARIO

•
i

III

I

No.511—Centre Table

Red Gum. 26 X 26
No.688—Smoker's

Stand. Oak.
No. 497—Smoker's

Stand, Oak or

Maple.

No. 496 -Smoker's
Stand, Oak or

Maple.
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G. L. IRISH
497-499 Queen Street West, Toronto

Manufacturer and Importer of

Picture Frames - Mirrors - Mouldings - Serving Trays

Floor Lamps - Silk Shades - Statuary, Etc.

Big reductions in prices in all lines since January I st — we
wish to thank the dealers who placed orders with us at our

$5000 display at the furniture exhibition in the million dollar

arena—we were not the only ones who did a big business as

exhibitors did a rousing business, those who saw our display all

went away satisfied that we had the up-to-date goods at right

prices and we will sell them in the future.

Weshowed an extensive line of Silk Shades ranging in price

from $5.00 to $40.00 in Silk, Parchment and Crystal Glaze

—all the latest Floor Lamps in Mahogany, Gold, Polychrome

and ornamental patterns from $7.00 to $30.00.

Table Lamps and Shades complete in Mahogany, Polychrome,

etc. from $3.50 to $20.00.

In our Statuary display we did a big business in our gross

assortments of different finishes at $90.00.

Our Serving Tray assortment at $75.00 in squares and ovals

in mahogany, walnut and oaks made a big hit.

Write for circulars of above goods.

G. L. IRISH
497 to 499 Queen Street, West

Toronto
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BELL FURNITURE
will speed up your turnover
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HERE is a certain class of

trade on which every dealer

depends for volume of sales.

Bell furniture is particular-

ly designed and produced to appeal

to this trade, because it is attract-

ively priced, neat in design, and has

genuine value as its foundation.

Bell furniture is a popular line, and therefore can be

depended upon to speed up your turnover. An in-

vestment in this merchandise will be a profitable

one for you. Our new catalogue will be mailed

shortly, and if by chance you do not receive it, let

us know and one will be sent to you right away.

THE BELL FURNITURE CO.
LIMITED

SOUTHAMPTON - ONTARIO
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"BETTER QUALITY" FURNITURE
Always popular with the trade

It only needs a trial order to

convince you that "Coombe
Creations" are well worth feat-

uring. ^ Real values, excellent

designs, and all-round quality are

evident in this line.

You should have our

catalog and latest

price list—write now.

Tea Waggon No. 2141

THE F. E. COOMBE FURNITURE CO., LIMITED
KINCARDINE ONTARIO

We are now showing some very attractive new designs in

MOULDINGS and FRAMED PICTURES
for Spring delivery

Illustration shows our No. 42201
an antique gold frame in greyish

tone with light blue hollow at

back, fitted with hand colored

Gravures in Art Design in a good

range of figure subjects from the

Old Masters.

No. 42201 The Blue Boy

Phillips Manufacturing Co.

Toronto, Ont.
Limited

258 Carlaw Ave.
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Don't Confuse

Price with

Quality

Price is only of interest when its

relationship to quality is taken

into consideration. By this test

you will find that Meaford furniture

will exceed your expectations. It

is a line that meets your customers

demand for true value, and also

meets your demand for a ready

selling line that brmgs profit to

you. We have a very wide range

of productions, which you should

know about, and a line from you

will bring full information.

The Meaford Manufacturing Co., Limited
Meaford Ontario

'
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DOMINION LINOLEUMS
Are Stocked by Your Jobber

He will Supply you Promptly

It is a real advantage to have your source of supply close at hard. When
checking over your needs in linoleum, oilcloth, linoleum and oilcloth rugs,

you can always be sure of obtaining stock quickly.

Be prepared for the early buyers by going over your stock now. Customers

will come to you for their needs, and many will come this year earlier than

usual. Be prepared to secure their orders by having an array from which

they can select what they want. Every merchant who carries a big se-

lection will obtain more orders.

POMIMION LIMOLEUM

oilcloth, linoleum and oilcloth rugs are fast replacing worn-out carpets and

rugs in many Canadian homes. They have advantages with which every

merchant is familiar, and housewives are being made acquainted with these

good points in our extensive advertising. Sell the customer early — while

in buying mood.

Our new 64-page pattern hook for 1 922
will he in the mails this month. If you

do not receive a copy write us direct.

DOMINION OILCLOTH & LINOLEUM CO., LIMITED
MONTREAL
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THE SMALL STORE WITH A BIG BUSINESS
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Advertising and sales contest have helped Prince Edward Island firm build up a big trade.
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By W. E. DALEY

BRACE, McKay & Co., Ltd., can be called "the small

store with the big business", founded by Mr. J. A.

Brace of Summerside P. E. 1., thirty years ago, created

into a joint stock company in 1913, having Creelman Mac-

Arthur as President, L. R. Allen, Viice-President; A. S. Mc-

Kay, Secretary-Treasurer, under the thorough supervision

of these executive officers the business has flourished

greatly till it has assumed its present-day standing and it is

still going strong.

A very good way of displaying furniture to advantage is

in having several rooms so furnished as to give one the

idea of being in a private dwelling—having such an ar-

rangement enables us to present furniture to the best pos-

sible advantage, brmging into effect the different color

schemes, and showing the better grade of furniture. Three

or four of these furnished rooms which represent an entire

house, become a very convincing and forceful argument

along the selling line.

Furniture is only one of our lines, hardware and groc-

eries being the others. Fox wire netting is one of our

leading harware items and is an item which is becoming

more and more important and receiving a greater demand
each year. The raising of the silver fox on P. E. Island

about fifteen years ago created a demand for a wire net-

ting which possessed qualities that were lacking in the

ordinary farm or poultry grade of netting. Having an in-

timate knowledge of the requirements and also with an

eye toward the sale of such a material as an extra commod-
ity, our managers secured an oversea agency from the man-

ufacturers, perfected a specification for a special made-to-

order galvanized fox netting

that was instantly approved by

all the leading ranchers

throughout the country, and

today enjoy a demand that is

second to none—as we are

selling it all over Canada from

the Atlantic to the Pacific,

throughout the U.S. and New-

foundland. So much for the

fox wire netting.

The policy of this firm has

always been to give the cus-

tomer every attention—to keep

old ones, and create new ones,

giving each individual a fair

and square deal and selling

only the best of everything

—

such as nan always be recom-

mended. This method pays.

One of the most successful

methods for increasing sales

we have found is to get sev-

eral of the leading stores to

nool their interest in obtain-

ing special trains from the

Eastern and Western extremities of the Island which gives

the people an opportunity of travelling on these trains at

greatly reduced rates, and at the same time save money on
many items of the big special sales which are held.

One of our recent plans to induce bigger buying was the

giving of a duplicate ticket free with every purchase of a

dollar's worth of goods in the store and enabling the holder
to guess the number of beans in a sealed jar. This jar

was on exhibition in another store, so that no unfairness

could be charged. Over fifty prizes were offered running
from a flashlight to a phonograph. This contest lasted a

week.

Brace, Mcl<ay & Co.

lorfrl ilui Brmccv la (he b

CHAUTAUQUA WEEK
Ju>y aetK—Aug i»t

Seo Our Line of

Buy at Braces'
Tha Sion Thai Savrs Vou Muoct

BRACES

BUYAT BRACES'

SOLID ASH DININO ROOM TABLE

Big Valuer Jn

Kitchen Cabiaets

Jusi Wh«: vou Want
(]

ilLS.T' Hammo-Coiichm
IMtMi, UkiVT TlMcx SM< a*vty Cklu

BRACE. McKAY & CO., LIMITED
Th* 3tor« That Savaa Vou Mon«v

161 PHONCS 102

ace, McKay & Co. take big space in their local pap»r to tell

the public their store's story.

WHAT ADVERTISING IS DOING

HERE was a time when a furniture dealer believed

that a satisfied customer was his best advertising.

Therefore he thought that was all the advertising he

needed. In a way he was right, but think for a minute.

How much time do you spend boosting the other fellow?

It is true that you should satisfy and keep old customers

by delivering the goods and rendering a service, but you

cannot grow simply by holding your own. You must sell

more merchandise to more people. You can create a de-

mand by telling al)out usefulness, value and quality and

say les about the price. Price advertising produces one-

time results and is a good thing occasionally, but it is

generally overworked.

Adverlising that builds for a future will not always

create an instant demand, but it will sell the idea and the

use of the article—then the

sale can be made easily.

In your advertising you
should not ask for business.

You should advertise to edu-

cate your customers so that

they would know what benefit

your merchandise and vour
store are to them. Advertising

is merely doing something and
then telling folks about what
you are doing.

When business is good ad-

vertising is an opportunity,

when business is bad advertis-

ing is a necessity. A splurge
now and then does not produce
results.

It is necessary occasionallv

to have a full-page advertise-

ment in a dance program or a

page in a cookbook, but from
an advertising standpoint it is

mostly waste of monev. It

renders good-will and should be
chanred !o donation.

BRACE^ McKAY &,CO^_LTD.
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A GOOD NAME IS BETTER THAN
GREAT RICHES

From the hand-made furniture of Chippendale, He ppleuhiie, Sheraton, the brothers

Adam, and other famous designers and maimers of Jurnilure to present-day Cana-
dian Furniture is, indeed, a far cry. From the pioneer days oj the Furniture

Industry in Canada to the present day is a short period in comparison; but what
Wonderfully different furniture! How much more sl^iljully designed, and how
much more attention is paid to artistic details, which are so necessary to complete

the pieces.

One of the pioneers of the Furniture Industry^ in Canada, the late Mr. fohnS. Anthes,

the founder of the Anthes Furniture Company; recently re-organized as the Anthes
Baetz Furniture Co., Limited, was a real builder of High Qrade Furniture. Certain

standards of quality were set, and were lived up to. His name to-day, to the older

furniture dealers of Canada brings to mind immediately, the thought of Anthes
Furniture as the best furniture made in Canada m his time. In the original Anthes

Manufacturing Company, preceding the Anthes Furniture Company, the father oi

Baetz Brothers was interested, and was President of this original Company for

many ^ears.

It was at the original Anthes manufacturing Company that Charles f. Baetz learned

the trade of Cabinef-makirig and in those da\)s training was training. This training

was under the most capable mechanics in the factor}) recognized as makwg the best

of High-Grade Furniture. Later on 'Post-graduate" Cabinet-malting coupled with

actual Worl^ at the various machines in some of the largest and best furniture shops

in Michigan has given "Charley" an experience such as a few men have in the

furniture Industry^.

In 1908 Baetz Brothers commenced making Furniture. The high ideals imparted

through inheritance and association with pioneer high-grade furniture manu-

facturers, Were nailed to the mast then, and have not been deviatedfrom since.

To-day three shops are ready to serve you in this organization:

Anthes Baetz Furniture Company Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited

Furniture for the Living Room

Baetz Brothers Specialty Company, Limited

Portable Electric Lamps and Shades

Each of these specialize in their own line, but each have the same ideals "Quality

and Character".

Managing Director

!
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FURNITURE NiAN'F'RS.
^<^2KEX 1-1 1 B IT i O -fN 21.

Group of manufacturers and their representatives at the Toronto Furni'.ure Exhibition.

A SUCCESSFUL EXHIBITION AT TORONTO
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New Arena building best house the metropolis has had so far— Prepare for bigger show in 1923.
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JUDGING by the splendour of the various furniture

samples displayed at the recent shows and the attend-

ance of visitors from both east and west, it can safely

be said that the 1922 furniture exhibitions have been a

success. It can further be said, after interviewing a num-

ber of prominent furniture manufacturers, that the indus-

try has rounded the corner and is climbing the hill to better

things.

Last year was a medicine year. It was hard and bitter

lor most of us, but it was seemingly a necessary proceeding,

and now we are in a liealthier condition.

The Toronto exhibition was a success. If it had been

possible to make sure of getting the Arena building earlier

no doubt a larger number of exhibits would have been

housed there. However, there was a large number of

manufacturers represented, and no doubt next year this

number will be increased, for the Exhibition Arena is cap-

able of holding four times the number of displays as were

seen there this year, for there is another wing to the build-

ing as large as was used this January, and the ground floors

could be utilized as well.

The Arena may not be an ideal furniture show building,

but it is the best building the Toronto committee have had

so far, and it is a splendid general exhibition building.

Something About the Exhibits

ONE of the biggest displays at the Toronto Exhibition

was that of the Gold Medal Furniture Company.
Of a number of new Chesterfield suites coming

through the companv specialized on three all-over uphol-

stered suites-Nos. 831, 818 and 8181/1j—and seven new cane

suites. Very noticeable was the high quality if tapestry

used, and the comfortable loose cushions.

Also featured was the improved and perfected Bell pat-

em Gold Medal divanette. which lays claim to being one

of the quickest and easiest working bed-divanettes made.

No bolts are used in its construction, so purchasers can

set up the divanette themselves. It takes a six-foot spring

mattress, which forms a J-fold when closed, and when
opened is the same height as a brass bed with no bars or

obstructions. Seven different divanette suites were shown.

One of the most interesting parts of the Gold Medal dis-

play were the Chesterfield-davenports, easily made into a

bed and taking a fuH-sized bed mattress. The cushions

used in all the upholslered productions of the company are

the new machine patented Gold Medal cushions, which are

now made in the Toronto factory as well as at Montreal.

The mattress line was featured with the new Gold Medal
inspection pocket, a contrivance by which purchasers can

see exactly what the contents are. New coil spring mat-

tresses; several new parlor suites; and the Gold Medal
phonograph in various period designs, with cabinet benches,

also formed part of the display. And a large showing of

tapestry, mohair and vclour coverings also were displayed.

The Canadian Feather and Mattress Co. besides an at-

tractive showing of their kapok and felt mattresses, Royal

box springs, comforters and pillows, made a strong play on

their new lamb's wool mattress and on their new colored

ribbon ticking for mattresses. The claim is made for this

company's line that its productions are the cleanest and

most sanitary in Canada. Five grades of felt mattresses

were displayed in addition to their high-grade kapok mat-

tress with Imperial and French roll edge. A line of

feather pillows was also shown, filled with feathers from

chickens to the finest down.

The Hespeler Furniture Co's display was one of the best

in the Toronto Exhibition. The whole exhibit was new. and

c:onsisted of dii\ing uutes in both walruit and mahogany. In

bedroom furniture, thirteen new suites were set out. A sim-

ilar number of diiiingroom suites was as well shown, with

four new suiles coming through.

All the exhibits were built on period lines, with Italian.

Renaissance, Chippendale, and modified William and Mary
and Queen Anne predominating. The display was well

worth seeing. One example of beautiful furniture was a

Oueen Anne mahogany bedroom suite wilh twin beds.

Noticeable in this and the other suites were the long mirrors

on the vanity cases, and the fool rests with most of the dressj-

ing table benches.

In the diningroom suiles some of the extension tables

had ihe gate-leg drop-leaf feature, making them economical

suites for apartment house use. Smokers' stands and ped-

estals were plso features of this dis|)lay.

TJie Lloyd Mfg. Co. showt>d a very com[)lele line of some
fi rl\ baliv carriage-:, sulkies and slolh-rs. all of tht-iu new
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models. Samples from theii line of doll carriages were as

well displayed. All these carriages are of the famous

Lloyd loom weave fibre. An outstanding feature ol the

display, which attracted a great deal of attention, was a

" Lloyd-loom" bassinette, it was about the last word in this

line of goods for the baby.

In addition to the extensive line of baby and doll carri-

ages was the new Lloyd-loom furniture. Constructed on the

same lines as the carriages, this fibre furniture had all the

beauty and utility of reed and rattan furniture, and is

adaptable to upholsfering. 'Ihe several linvingroom suites

shown were splendid examples of what can be accomplish-

ed by this method of furniture-making. Complete suites

of this line are expected to be made in the company's Can-

adian factory at Orillia in about three month's time.

The Canadian Mersereau Co., Lid., featured very strong-

ly their new wood-finished beds in steel and prominently

displayaed seven or eight cane panel models, some with

lloral decorations. These wood finished beds harmonize

with suites of v^alnut or mahogany, and were shown in

double-bed size and also twins.

The "Way sagless springs'" used on Mersereau beds were

likewise well displayed, and a big line of brass and enamel

beds were as well shown.

The Arrow Bedding Co. featured their "Snowflake"

white cotton mattresses along with their felt mattresses and

their Arrow upholstered box springs. Varied colored

lickings added much to the samples on display and brought

out the features of the Arrow lines.

The De Luxe Upholstering Co., Ltd., made an elaborate

showing of their newest suites. Particularly noticeable

were the suites in combination effects of cut velours. Rich

lapestry and mohair suites were also shown. About eight

suites in all were displayed, two of these Chesterfield suites

being particularly beautiful. A new fireside chair was the

novelty of the De Luxe display and was very favorably

commented on.

Matthews Bros., Ltd., Toronto, made a very pretty show-

ing of their latest pictures, frames and mirrors. For these

latter the company lays claim that they always please, and

judging from the samples shown they live up to their

reputation. Bathroom cabinets in enamel and tea trays in

many combinations and colorings were attractive features

of a very pleasing display.

The Queen Cily Upholstering Co. featured their nev,'

five-in-one chair, which with little adjustment can be turn-

ed into an arm or a morris chair, a convalescent chair, a

couch and a bed. Also this company displayed low-priced

Chesterfield suites and couches.

The Toronto Specialty Mfg. Co., Bradford, Ont., make

doll and baby carriaties, strollers, shoofly rockers and kin-

dergarten sets, and tiiese articles formed the base of their

display. The company is at present going in strong for

strollers. Their line; has large beds, as large as a baby

carriage. The doll carriage line shown was very good.

The Ceo. ('TCgg Co., Toronto, importers of sea grass

furniture and grass rugs, showed several examples of their

lines in both adult and children's furniture for livingroom,

sunroorn and porch, in suites and individual pieces.

The Lungslow Co , Ltd.. Cobourg, made an exhibit of

•heir complete lines inf:luding their recent addition of

livingroom suites uid library tables. Specially featured

were two den oak suites, made lo sell at a low price. This

company are makers of th(, patented Moulthrop adjustable

school chairs. These were shown, as also was the line ol

office desks and chairs,

The J. B. Watson Furniture Co., Kincardine, made an ex-

cellent exhibit of their high grade reed furniture. Four
i'cw livingroom suites were on display, upholstered in cre-

tonnes, tapestry and shadow-cloths. Several parlor suites

were also shown, and pieces for den, livingroom and sun-

room.

A fernery-aquarium made a showy central piece, and

other fancy pieces were floor lamps, bird cages, writing

desks, card tables, dinner wagons and other similar gift

tines. All of these were shown in various finishes. A
blue livingroom suite with henna trimmings looked start-

ling at first, but wore well on the eyes on second glance.

The display was one of the most beautiful in the whole

Arena.

G. L. Irish showed complete samples from his various

lines. In floor lamjjs attention was directed to the new
ishable. These were shown in several exclusive designs

—

.-hades of crystal-glazed silk, which is said to be non-per-

Tudor, Winchester anil Empire styles. The standards for

these lamps are antiques in polychrome patterns and some
m mahogany finishes. Tiffany, polychrome and gold of

Romanesque period were the newer patterns of standards

for the all-silk lamp lines.

In serving trays a nice new line of ovals and squares

.vere shown in walnut and mahogany finishes with plain

and ornamental bottoms. Some of the bases had transfers,

others silk and still others linen under the glass.

The new pictures and mirrors had polychrome frames.

Polychrome, too, fe.itures the book rests, table ornaments,

fruit bowls and candlesticks.

In table lamp shades parchment still holds, and in stat-

uary the new thing is the Tiffany finish.

The newest novel Ly line runs to silhouette picture lamp
shades, china doll shades and electric boudoir dolls.

The Lucknow Table Co. featured their line of pedestal

and Queen Anne tables in quartered and plain oak and red

pumu with walnut finish. As well they showed a new line

(»f library tables in oak. and some new oak bedroom and

kitchen tables.

The company expecrs to have four or five more new de-

signs in library tables very shortly. All their eight-foot

pedestal extensions are made in solid pillar, with drop-leg

bracket.

The H. E. Furniture Co., Milverton, displayed two new
lines of kitchen cabinets—a large size, 48 inches wide, and

a small size, 36 inches wide. Another feature has been

added to their cabinets in a small cutlery drawer. This

will be added to all their cabinets in future.

In cedar chests four new patterns were shown and seven-

teen samples of their regular line. A couple of kitchen

tables, in enamel and oak, also featured this display.

The Kilgour Davenport Co. showed a dozen bed and

'livanette suites in show wood frames, covered with silks,

'apestries and velours, and loose cushions. Mahogany and

walnut were the predominating woods. One new living-

loom suite had cane backs and ends.

A couple of "library-diner" tables were as well seen.

Dominion Bedstead (.o., Montreal, featured in this year's

display their hand-grained wood-finish bow-end beds.

I?oth twins and double size beds were shown in walnut and

mahogany finishes. The main feature of these beds is the

patented lock, no thumb-screws being necessary.

V
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Progress Spring Bed Mfg. Co., Montreal, showed their

anti-sway Pullman feature, which protects the mattress

from sliding off the bed and keeps the edge from sagging.

The spring is made of Globe-link, one continuous spring.

Adjustable tastings make this spring fit any sized bed.

Owen Sound Factories' Displays

The North American furniture Co. and The Owen Sound
Chair Co. made a notable joint display, one of the finest at

ihe exhibition. A Venetian grey suite was the central

feature in the bedroom furniture section. Decorated with

light green trimmings and green and red polychrome it

made an ideal show piece.

In livingroom stuff there were many pretty and comfort-

able chairs and rockers and seats, upholstered and with

cane or decorated backs, most of them on period lines.

The all-wood line o: chairs ran principally to Windsors.

In fact Windsor design was a strong one with the Owen
Sound factories. Several Chesterfield tables and library

tables were featured in this section.

The Chair Co's. display of livingroom chairs on period

lines was splendid. A modified Queen Anne suite and a

William and Mary were prominent in these. Chesterfield

. suites in cane were as well featured. These . with their

loose cushions and bolsters were very nice.

In the dining furniture section a very fine Jacobean suite

was to be seen, and another period suit in quartered oak.

The new bed suites were prominently featured. An ivory

enamelled Louis XVI and a chrome walnut Chippendale

suite were very much admired.

The Owen Sound Chair Co. also displayed a new line of

office chairs in oak; some theatre chairs, and some restaur-

ant chairs. Chrome walnut, oak, kyonyx and walnut were

!he woods chiefly used.

The Andrew Gray Uuholslering Co. showed fine suites

of upholstered three-piece livingroom suites in tapestrv.

figured velours and siik damaask. They made up a beauti-

ful line.

The Nortli American Bent Chair Co. featured their new
reed line, this being th first time this line was shown at an

exhibition ,as it was only last year the company began mak-
ing this class of goods. About ten reed suites were shown,

in addition to a large number of individual chairs.

Three new breafast suites were also shown; one in pol-

ychrome, one in ivory enamel with dark blue and one in

brown and white. Like the other Owen Sound companies
the new chairs ran to Windsor design, six xdifferent lines in

this design being shown.

While making furniture for livingroom, diningroom and
bedroom chairs and rockers are a big line. They run from
baby chairs to the most ornate chaair for the livingroom,

some fine pianc benches and dressing table benches being

shown.

The Knechtel Kitchen Cabinet Co. made a fine showmg
of about two dozen cabinets and a dozen combination kitch-

en work tables. The newer and later models of both tab-

les of both cabinets have enamel sanitary tops, while the

enamel, maple and oak finishes are used in the cases.

The porcelain-topped work tables for kitchens were

decidedly fine and caught the eyes of the women who vis-

ited the show when it was opened for the public.

The Marshall Ventilated Mattress Co. made a fine

showing of their products. The floor of the booth was
covered with cotton and the sides were fenced and lined

with Marshall spring mattresses. Two display stands, one
at either end of the booth contained samples of the filling

used in the Marshall mattresses and sections of them as

well. These are the display stands for dealers' use.

The company featured their new style sanitary mattress,

which has deeper springs than last year's make. The
deeper springs increase comfort and restfulness, and as

A neat display at the Toronto Furniture Exhibition by the The Marshall Ventilated Mattress Co., Ltd., Toronto.
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well add to ihe appearance of the mttress. To give distinc-

tion to this new Marshall a specially-designed high grade

licking of striped fawn and white has been adopted as a

covering.

Peppier Bros., Hanover, made one of the biggest and

finest displays at this year's exhibition. The whole ex-

hibit was a splendid one. Both bed and diningroom furni-

ture in period suites were featured, and all in walnut.

Some of the bedroom suites had polychrome finish and

others were decorated in two-tone effects.

It was noticed in the dining section that most of the

buffets came with low rail and no glass, anad most of

the beds had bow ends. Queen Anne and William and

Mary were the periods most favored. About seven new
suites of dining room furniture and the same number of

bed suites were in the display.

The Sidwuy Mercantile Co. this year featured their new

fibre carriages and then- new colors, the latter being frost-

ed blues and frosted browns and a siver-blue finish.

The fibre line of carriages are entirely new this year,

and are being made in the Toronto fac'ory. Fibre is being

used also in the new carts and strollers.

The Allwin line of carts and carriages have either wire

or wood wheels and are all rubber-tired. A "Dan Patch"

waffon has been added as well to the line.

The whole exhibit was the best the Sidway people have

ever put on and all told was a beautiful show, neirlv 100

different styles of carriages beingshown in various colors

and finishes.

Morlock Bros.. Hjmover. displayed their latest produc-

tions in parlor and li\'in£rroom unholstered furniture.

Marshall cushions are used bv this firm, and these added

much to the appearance of the Chesterfield suites. All

stvles of coverings are used.

The couch line and librarv suites were as well displayed,

as also were the extra chair and rocker lines.

Malcolm & Soutcr made a solendid displav of bed and

dininsr sui'es in periods. Walnut and mahosanv mostly

prevailed, though a gum\\ '^orl hed suite on simple Adam

lines was prominent. A couple of two-tone bed suites

were in the centre of the display and a suite in the white

was on the floor to show the high quality of the woods used

by the company.

Italian and Queen Anne periods figured in the dining

suites, and the gift line was represented by some fine lib-

rary tables, sewing cabinets, Chesterfield tables and sick-

bed tables.

Carnage Facloiies, Ltd.. Orillia, showed children's ve-

hicles, doll carriages and tov furniture. Their baby car-

riages were in natural reed and some enamel samples.

One carriage in wood and reed combinatiton, the body
dark and the reedwork light, with small side windows made
an attractive show piece. The doll cabs followed the large

carriage line, and the children's furn-lure came in reed

• hairs, rockers and couches.

A toy furniture line in suites were shown in metal fr.mies

and reed seats and backr.

The Preston Furriitujc Co. showed half a dozen of their

productions. A walnut and a mahoganv office desk were
|iart of the exhibit, but the feature was th? "corkoleum"
topped desks and tabales for offices, kitchens, restaurants

and for card playimr. The kitchen suites in white enamel
were much adm.ired.

The Montreal U nholsterinp; Co. showed a beautiful line

of upholstered stuff in velours, tapestry ."nd velvets in a

big ran<re of colors and designs. The Chesterfield suites

were rich in color and comfortable to use.

Toronto Beddina; Co. showed a nice line of mattresses for

lieds and couches. These are filled with the finest of cotton

felt and kapok. A speciallv s'rong line is their baby crib

mattresses which are covered wi^h tickiuT denictins fairv

stenf^s in lijrht colors. The general cretonne ticking line,

too, is good, manv fine colors and combinations bein-2 noted.

Th" Reliable Mattress Cn featured their various Jap-

nra knpok mattresses, wh'ch, thev claim, are filled, not
'itiiffed. Thf^ir laver-feU mattresses are o-viaran'eed to be
all la\er and not loose centre.

NOTES OF THE TORONTO SHOW
L. E. Wallington (the 'T)u!<e of Wellington") of the

Lang.slow Co. and h"- cc :;ipanion, Frank Phii^q)'-, a Ki'ig.--

ton fill iilii'e Vetera. 1, ic]' ried good busine-.s Jnrit -.: the

re. iMit Torcnto e^chibi ir>n. It wr.f. the firs', rime '.!;•• : ecm

pa 'V '. ff! goods .
' .en:r'.r in CoboMf^'

The National Picture Frame & Art Co., Toronto, made a

showinj^ of their mirror? for bathroom and kitchen and

their newer polychrome picture frames at the Arena.

The MrCli'rv Mf;;. C ). .«howed s'oves, furnaces and cook-

in'- u'ensils in gr.mifc ware and enatiiehvare.

The Lee-Trimb!'" Co. displaved children's furniture, fea-

turing their kiddie-kooii.

The Imperial Oil ltd. showed plain and fanev candles,

"Toco" liquid 'dos.s, "Imperial" floor dressing, and "Imper-

ial" household lubricant

Stiiar' & Des Rosiers, Montreal, displaved and d"mon-

.s'rafed their "Coddard" health bed, for outdoor use.

The T-ePage Connnunion Cup Co. showed and demon-

strated sevo'ral of their "Silverlone" phonographs, which,

in various pi-riod design-', caused much interest.

The Canadian Car?)rl and Comforter Mfg. Co., displayed

rrmforters, pillow-- ciishi<ms, carpels, rugs, s'air-pads aii'^

mattreE.=«es.

The exhibit of the Ilespeler Furniture Co. at Toronto was

a duplicate of the Company's showing at their permanent

warerooms at the Hespeler factory. These showrooms
iiave dimensions 110 bv 75 feet.

The Lloyd Mfg. Co. expect to be turning out livingroom

••iiites of Llovd-loom woven furniture about the beginning

of May.

Raymond W^alker, the "Gold Medal" man, now a good
Shriner, claims to be eligible for the Knights of Columbus.
He went down to Ottawa recently to see a cousin ordained

priest, and then hurried to Montreal 'o see his half-brother

received info the Anglican ministry/.

The Hall /.rvd Foiindrv Co.. Hesn?lpr, inade a display of

their "Pilot'" furnaces and ranges at 'he Toronto Furniture

Show.

The C. P. Fill)' en Refrigerator Co . Ltd.. Montreal, made
their first showing of refrigerators in Ontario. The com-

panv makes Iwentv-'wo styles of household refri.ierators,

built upon ''11') frills, but utililv rrid nr'iclicibilil v."

An agreeable and hap|)V i^roup of Maritime furniture

dealers came up to tlie exhibi'ions. The partv included:

Ernest Everett of St. .Tohn, ..Tas. Lanui^ian, of Halifax: D.

W Burns, New Glasgow, and B. E. Smith of Moncton, N.B.
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STRATFORD'S GREATEST FURNITURESHOW
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S^endid displays made by all factories in the Classic city during last month's furniture exhibition.
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STRATFORD made its greatest furniture show last

month, ?nd the way visitors were handled reflects the

greater credit on the officials who looked after the de-

tail of arrangements. The shows were well worth visiting

and the number of ueople who turned out were all satis-

fied with what they saw.

The McLagan Furniture Co. always make a splendid and

elaborate display, and this year's show was no exception

With their diningroom suites in rooms along one side and

bedroom suites in rooms on the opposite side, a very good

arrangement was arrived at. Colored lamps and banks of

ferns interspersed amid the furniture brought out many of

its beauties.

In dining suites a Spanish Chippendale period design

was much ddmircd. Its enclosed cabinet and the gold

touches for decorations made it very classy. Another note-

able suite was a Louis XVI period, with semi-enclosed cab-

inet and duo-tone decorative effect.

There was a beautiful mahogany suite displayed, built

on period I'r.es, quit? simple as to design, but very rich.

This, too, applies wiih equal truth to an Italian suite in

two-tone effect.

A Jacobean suite in both walnut and oak, with a slight

touch of color on mould, high light effect, and low-backed

diners created much comment. The lacquer finish on

'.his and some of the other suites was especially good,

bringing out flake and figure not possible with ordinary

lacquer. The low-backed diners with this suite had burl-

veneered banisters.

A conventional suite of Gothic Chippendale with burl

walnut front and grey overlav veneer was much admired

by the better class of dealers. This was shown in poly-

chrome, but is mada also in walnut.

A Queen Anne brcakfas! suite and a hand carved suite

of the Tudor period in walnut elicited much favorable com-

ment. In all a da^en new dining suites and six new bed-

room suites were displayed

The new hall furniture fhis vear has a slight touch of

color, in fact polychrome has worked its way into almost

every room in the house.

A livingroom suite on Italian lines with an odd-construc-

tion tnble showed very good tas^e. And spinnet desks with

almost every suite seem to be the fhin^; at present.

The bedroom suites this year have moveable hand mirr-

ors in addition to the stationary ones in the case, and low-

foot beds are very popular. French designs are favorites

in bed suites, both Louis XV and Louis XVI featuring in

many desisjns.

In small goods the usual ran<Te of furniture items figure

with polych'-orae and color effects.

The McLaf^ari Phonntrjriph Corporation featured Italian

designs and a Chippendale table ohonoijraph as cen're

pieces. An Italian consol table with polychrome and gold

decorations made a beautiful exhibition piece.

A pedestal phonograph on Italian lines in grew with

polychrome decorations caused much favorable comment.

In the Farquharson-Gifford Plant

The Gibbard Furniture Co. of Napanee, specializing on

solid walnut furniture and some solid mahogany suites,

made a tasty grouping of their lines. The point was

emphasized in the display that "solid" means no substitute

or veneer—the piece of furniture is as it is marked.

The company miakes tables, and they feature them is

made to match any suite. They have branched out into

solid mahogany suites in bedroom furniture, the sides and

backs of which are also solid. Every piece of furniture is

stamped and tagged with the Gibbard guarantee, which

lells of the kind of wood used in its manufacture.

In all some ten suites were shown around th outside of

the booth, all of them period suites. Library tables, din-

ing tables, buffets and china cabinets occupied the centre.

The buffets were shown with wall mirrors above and not

attached to the buffet.

The Farquharson-Gifford Co. made a fine display of

their better grade livingroom suites in some eight rooms
on one side of their showroom, and their Chesterfield lines

in the main section of their display booth. Racks of tap-

estries, velours and mohairs were interspersed through the

exhibit, to show what a big range of coverings the company
is using this year.

In some of the newest suites fireside chairs formed part

of suite in addition to the arm chair or rocker. One suite

showed a stool as an extra piece with a small sized Chester-

field.

A blue and gold damask suite made a verv showy exhib-

ition suite. The showwood frame was very fine. A mul-

bury-colored suite wa.s also remarkable.

"Royal" easy chairs and davenport-bed lines completed

a very praise-worthv display.

In the Kindel Bed Building

The Stratford Mfg. Co. featured their new dinner wag-

gon line, a number of samples taking the space in the

centre of the booth. Around the side walls the newest

screens were displayed, real burlap with decorated panels

running to historical and Oriental scenes being this year's

favorites.

Some nev/ folding card tables, cretonne being used as a

covering instead of baize, were shown for the first time.

The range of novelties is extending and embraces pedestals,

library tables, smokers' stands, umbrella stands, and similar

pieces.

Lawn swings, sea's, kindergarten sets and theatre seats

completed the display.

The Kindel Bed Go's display was beautifully set off with

floor lamps and colored ceiling lights, enhancing the worth

of the show. Kroehier davenos and bed-davenports were

shown in a great A'arietv of patterns, ihe light rail feature

being noted on all the new exhibits.

Several new period suites were in old English oak:

others had cane panels: quite a few had showwood frames

in period designs. A couple of partly-manufactured chairs
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to show construclion and to enable dealers to dissect were

ihe centre for many visitors.

A glance through this splendid exhibit sent home the

fact of the company's greatly enlarged Chesterfield line,

and made noticeable the new additions, among which were

some fine fireside chairs.

At The Stratford Chair Factory

The Stratford Chair Go's, display of new furniture show-

ed how strong is that company's diningroom suites, several

of which were shown. There was an Italian suite in oak

with Windsor-shaped upholstered diners and gateleg table.

A new walnut dining suite on simple period lines had a

66-inch buffet and chairs with cane back. Hitherto 60-inch

buffets had been the limit. Two other dining suites were

in plain oak. All told this company showed five new din-

ing suites.

The new bedroom lines were two suites, one in plain oak

and one in gumwood. Several new livingroom chairs were

on exhibition, and a great many other chairs and office

furniture were displayed.

The Stratford Bed Co. had no new lines on exhibition,

but they displayed about two dozen of their standard and

most modern brass beds in various finishes.

The Meaford Manufacturing Co. made an outstanding

display, one of the features of the 1922 exhibition, and

the best that company ever displayed. The principal

feature of this display was a seven-piece bedroom suite in

grey enamel with ivory-colored side panels and colored

floral transfer ornaments on the various pieces. The bed

had bow ends, there was vanity, dresser, chefforette, and

three chairs.

The Meaford Co. is going in for furniture of better grade

and style, and are now using all woods and finishes. Be-

sides the centrepiece above-mentioned there were several

other bedroom suites in walnut, ivory and mahogany shown,

besides bathroom cabinets, wardrobes, writing tables, desks,

book-cases, parlor and library tables, small seats, etc. A
walnut dining suite. Colonial period, was also shown.

Fine Reed Furniture

The Imperial Rattan Co. made an exceedingly striking

display ot their livingroom and diningroom reed suites set

out in eleven distinct and separate rooms. Of the living-

room suites one in grey enamel, Gothic period, with light

blue touches; and another in ivory were decidedly pretty.

These suites were complete with table, settee, rocker, arm-

chair, writing desk and chair, floor lamps and flower-

stand.

In the dining suiies an oak finished suite looked both

neat and serviceable. It had table and four diners, dinner

wagon, serving table, flower-box and smokers' stand.

A childrens suite in ivory with rocker, table with glass

top, arm chair, bassinette, fern-box and sewing-stand all

on a miniature scale was much adinired.

In all some seven livingroom and three dining suites

were displayed, in colors oi ivory, walnut and French grev.

In the centre of the showroom were set out a number of

livingroom suites and odd chairs amid a bower of floral

decorations cdong both sides on the pillar basis. Another

long room contained "old hickory" furniture for lawns,

varandahs and outdoor use.

The Globe-W ernicke Co. featured their newest production

iheir "Universal' de.sk and bookcase, the principal feature

being the doing away with the metal strip seen on other

elastic cases, yet not losing the elastic features. The "uni-

versal" comes in birch walnut, birch mahogany and quarter-

ed oak, with fumed and golden finishes. The samples dis-

played made the line look like a good, clean-cut finish.

In office desks six or seven new ones were set out in solid

mahogany and oak. A new typewriter desk with a horizon-

tal drop looked a dandy. The company is going strong on

office desks again, after being out of the manufacturing of

them for a time.

The "Clemco" typcAvriter combination desk fall quarter-

ed and semi-quartered) was an attractive proposition, as

also were the office cabinets, files and stationary lines.

Stratford's Exhibition Notes

The Stralford manufacturers went to Kitchener to their

Jjanquet on January 18th, and they returned the compliment

hy inviting the Kitchener and Waterloo manufacturers to

Stratford on Friday Janu?ry 20th for lunch. About twelve

or fifteen took advariiage of the invitation.

Mr. H. W. Strudley, president of the Stratford Associa-

t'on, acted as chairman. Mayor Gregory welcomed the

Kitchenerites to Stratford, and Mr. Baetz replied for the

Kitchener bunch. A musical program during the lunch

was given by some of the girls from the different Stratford

offices, and the visitors were afterwards shown over the

different displays, returning to Kitchener in the afternoon.

It might be of interest tc know that Mr. W. E. Sinden,

late of the J. C. Henry Company, Sudbury, has taken the

Globe Wernicke Company, Imperial Rattan, Stratford Mfg.

Go's lines for Northern Ontario, including Owen Sound,

Palmerston and that section.
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WALTER IS BOTH AN ARTIST AND A
BOOSTER

Olio of the visitors to the Stratford exhi-
liilion was Walter .leiinings of Fredericton,
N.B. One eveniiifr at the Club Rooms he
WHS talking about the recent bis race at

Halifax whereliy the Canadian boat "Blue-
nose'' beat the American. The first picture
is his conception of the "BUienose, '' and
the second is a map of New Brunswick show-
inn th(^ relative size of Fredericton and St.
.lolin, according to Walter.
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KITCHENER'S SPLENDID FURNITURE SHOW
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Half a hundred different exhibits made at Kitchener-Waterloo— Brief description of new goods
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KITCHENER oulaid itself in its exhibitions this year.

Never before were its arrangements so complete; its

displays so big and varied; its entertainments so

pleasing; or the numbers of visitors so great. Several days

were necessary even to hurriedly run through the exhibits.

The Baetz Bros. Furniture Co. made in conjunction with

the Anthes-Baetz Furniture Co. and the Baetz Bros. Spec-

ialty Co. a splendid display in the Anthes-Baetz factory,

two floors of that building being allocated for display pur-

poses.

The Anthes-Baetz line, covering bed and diningroom

suites, were shown on one floor. One of the first exhibits

to be seen in this display was a new breakfast suite in Ital-

ian oak. Italian and Spanish were quite prominent in

much of the ew furniture displayed. One of the former

suites was in walnut, polychrome finish, with bolstered

diners. The Spanish suite had that tattooing so noticeable

in last year's newer departures.

The diningroom furniture occupied the centre of the dis-

play, and some seven new suites were shown in all. It was
noted, too, that practically all the buffets on display had
low rail backs.

The very newest dining suite was an Adam design in wal-

nut. The side table instead of the closed compartment had

an open full-sized shelf. A mahogany suite, also of Adam
design, was as well beautiful. The table was octagon-

shaped.

In bedroom furniture, grouped in suites about the walls,

were a great number of new designs. They were mostly in

walnut and enamel of period designs; and on the beds and

dressers were featured electric lamps in fancy styles and

v.'ith silk shades. One of the enamel suites in ivory had a

very fine cheval mirror, and the suite was decorated with

light colored floral transfers. Hand mirrors were on the

dresser, and, as was the case with so many of the new
suites, the bed had bow ends.

Another enamel suite was in grey, two-tone eff^ect, with

\ery large mirrors. A walnut suite had two ornamental

candle-light holders on dresser.

A Florentine suite in dusty walnut finish was perhaps

the most striking of tlie new bedroom suites; and a post-

Colonial suite in walnut, with four-poster bed, was among
the most striking of th'" new things shown at this year's ex-

hibition. Colored floor lights and table lamps greatly en-

hanced the display.

In the Specialty Co's. display was a great showing of

candle-sticks in various sizes for both wax and electric

lights. All the shades shown were new and exclusive

colors. Some of them were in combinations of colors, so

beautiful that they are hard to describe. They made a

riot of gold and red, {-.ink, blue, green and other tints and

shades. To see the exhibil lighted was a most beautiful

;^ight.

In floor lamps several new polychrome finished stands

were shown. Their combination colors of blue and gold

and red made th'^m verv attractive. A number of dinner

wagons also formed part of this display, as did, too, the

line of pedestals.

The Baetz Bros, upholstered line of livingroom furniture

showed many new items. The suites were in many periods

and finishes. A Louis XVl suite in blue and gold, was of

walnut with cane backs and loose cushions.

A fireside suite—chair, rocker, arm and davenport with

end table and library or reading table, was a striking first

object on entering. Then there was a suite with tapesttry

covering of dark pattern with wine-colored rosette cushions,

making a big color contrast.

Four Spanish suites were shown, and some high-backed

hall chairs, some ferneries and some book racks. A Wilton

upholstered Chesterfield suite was much commented on.

Wilton as a covering is somewha:t new; it makes a soft cov-

ering. Club chairs, too, were shown in this group in a

rich red leather covering.

One whole side of the display was given over to tapestry

upholstered suites, jhowing samples of the range and var-

iety of this year's coverings. Several figured velours were

a« well shown.

A new library table with a bench, table ornament and

candlesticks, all of Tudor period was a outstanding feature,

as also was a library suite with old-fashion Roman chair.

New consols and wall mirrors were as well part of this fine

display.

Jacobean Still to the Fore

The H. Krug Furniture Co. always make a distinct show-

ing of elaborately carved furniture, and their exhibit this

year was no exception. The Krug line is a real Jacobean

line, and the great care exercised by the cabinet-makers

was strikingly shown in the splendid exhibition of consol

tables, library tables and Chesterfields, which were beauti-

ful examples of hand carving.

The Krug Co. has a big line of hall furniture—wall mir-

rors, hall chairs, costumiers, umbrella stands, candle sticks

—and all these, too, showed the care and lovely hand carv-

ing of the expert workmen. Then their were the living-

room chairs and rockers, all of them both ornate and com-

fortable. The cane seated line and the upholstered suites

showed their fine carving. In this section were a number
of gift pieces—ferneries and flower-stands, card tables,

gate-leg fancy tables, and other drop-leaf tables.

One of the show pieces was an English arm chair, with

cane seat, loose cushions and low back. It always attracted

the attention of every visitor to he display.

The bentwood chair and office line is growing, manv
patterns being shown in mahogany and oak. Writing tab-

les and parlor tables Avere also shown in this section.

At Malrolm and Hill Factory

The Malcolm and Hill Furniture Co. made a nuich huii-

er showing than last vear. The line has been extended

and manv new suites added. Set out in rooms visitors

were enabled to judge the merits and distinctiveness of the

various designs.

Enamel bed suites were shown in white, ivor\ and gre\.

One in irrev Avith seocock blue combination made an at-

tractive show piece, and another in grey with gold trimin-

inss was also attractive. Perhaps for distinctiveness a
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Windsor design suite in enamel, two finishes, was very fine.

Other suites were shoun in mahogany and walnut, all of

them of period design.

Two two-lone enamel suites called forth much favor-

able commenl. One ol these was an ivory with light brown,

the other a light grey with e. dark grey relief.

Library tables and writing desks in walnut also formed

j)art of this splendii^ exhibit, and Windsor chairs came
with many of the suites.

The W. J. Armstrotif; Co. are now making two grades

of upholstered furniture-medium as well as high grade.

Both grades are guaranteed, the medium is as good as the

better grade, the only difference being that some non-es-

.^entials and extra ornamentations are left off.

The company showed four Chesterfield suites—two in

velours and two in tapestry, besides a number of sample

coverings. The colors v.ore quiet and dignified, nothing

gaudy about them, but rather restful to the eye.

The F. E. Coombe Furniture Go's, exhibit partook quite

ii deal of English lines. One of the chief features of their

display was a copy of an English livingroom suite, the

upholstery being down filling in both seats and backs,

'.he covering being a reproduction of hand-embroidered

work. The reclining chair in this suite was very com-

fortable.

All the suites shown carried loose cushions, and many
of them had winged chairs instead of the formal rockers.

Hand-carving was featured in most of the pieces, even

ihe feet of the heavily upholstered chesterfields had special

carvings in the wood-show frames.

The color combinalions of the tapestry and velour suites

were very effective, and there were many beautiful ex-

amples of these two-tone effects. A taupe and old rose

was, perhaps the most tiriking example.

In gift and small furniture lines were many new feat-

ures. There were old-fashioned spinnel desks and a flock

of tea wagons, which is a strong line with this company,
gate-leg and library tables, chestehfield tables and tele-

phone stands, English desks and English piano benches,

iolding side-lables and drop-leaf tables.

The Andrew Malcolm Furnilure Co. had a particularly

striking suite right at the entrance to their displav in a de-

A LESSON IN PERIOD FURNITURE STYLES
Evolution of the Modern English Chair.

A GOOD example of the William and Mary type of

chair is the Bishop of Oxford's chair, which is among
the exhibits in the Royal Ontario Museum at Toron-

to. It is a very comfortable-looking armchair, whose

leather-covered seat may be raised or lowered to the oc-

cupant's comfort.

The chair had pretty definitely "arrived" by the time

these two monarchs reigned in England. It was comfort-

able and portable and practical. No more startling im-

provements in form seemed to present themselves, so the

designers began to exercise their ingenuity in regard *o

decorations. The Queen Anne period chair acquired a

"heart shape" in the middle of its "up-and-down" back,

which became so stylish th.at all chairs began to affect the

"heart shape."

A beautiful example of Chippendale's art in the middle

of the reign of the Georges shows the "heart shape"—very

ornate, but quite distinct. Towards the end of the Georges

a variation was introduced by way of a highly-conventional-

ized "sheaf of wheat."

The French Revolution was reflected in chair architec-

ture by the introduction of simple, classic lines. Chairs

were made to have several straight up-and-down pieces in

the back instead of the original one. These took the form
of tiny Grecian pillars, which were the predecessors of our

familiar modern kitchen chair.

J

(^ui-i-n A"i"' 'liiiii' sliiiuiiif; llic

(lcv<-lopiticiil lit llii' ''licarl sl'^po"

in the up anil down hack a liuie

conccil which Iwld ils place f(ir

many years in English chair con-

-IrMiliiin.

I"]arly (Irornwrll chaii' ol liravy

i;ak with clalioralc carvinjis anil

solid uj) anad down hack. It is cs-

senlially a "conlraclcd bench"
cliair, liul ilie arms am! h'fjs have
hern made eoiisi(|rrahly less solid.

The Bish()I) oi Oxford's chair at

time of William and Mary, substan-

tial and graceful, though much less

ornate than earlier types. Notice

the straight '"u]) and down"- back of

ihe '"eoiitraeled bench" with space
li fl for lightness still persists.
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forated ivory enamelled bed suite with mottled gold and

j-ed and blue trimmings. A more quiet and dignified tone

was a similiar suite in ivory minus the extra colors and

ornamentations. Separate hand mirrors were on all dress-

ers, and extra trays and drawers compartments found

place in the chefforettes.

A two-tone grey enamel suite was another main feature.

Twin beds v/ere in this suite with cane panels on beds

and chefrobe. Most of the enamel suites carried floor

lamps or small table lamps as added pieces.

There were as well three new mahogany and three new
walnut suites. Four poster beds figured in two suites, the

other being bow-end twins. Burl decorations, too, were

the ornaments in some suites.

In the diningroom section ten new suites were shown.

A breafast suite in this section, in walnut, was much ad-

mired. It had buri ornamentation, drop leaf table and

high-backed diners.

Muffin stands, sewing cabinets, flower boxes, ferneries,

and floor lamps figured in the smaller line of furniture

shown. The dining suites favored Louis, Adam, Italian

and Queen Anne periods.

In the Y.M.C.A. Building

John C. Mundell & Co. of Flora made a very eff^ective

showing of living-room furniture, featuring their Mundell

Chesterfield bed. A couple of new breakfast suites were

also shown. This line seems to have taken the fancy of

buyers very much ot late. The gate-leg and folding-leaf

tables in these suites make them seemingly desirable for

apartment use, and their distinctive colors and strong con-

trast eff^ects make them attractive to new home owners. In

fact the demand for these breakfast suites has prevailed to

induce the Mundell Company to bring out diningroom and

livingroom suites on somewhat distinctive lines to fit apart-

ment house uses.

Two of these miniature diningroom suites with gateleg

table were displayed. They are built on period lines in

oak and birch and in all finishes. The diners in cane may
be had also upholstered, and the chairs are suitable for

livingroom as well as diningroom.

One of the newest things of the whole exhibition was an

Italian livingroom suite with figured tapestry trimmings,

desk and footstool, library table and desk chair, all the

pieces ornamented with polychrome.

The Schierholtz Furniture Co. of New Hamburg are

branching out inot solid walnut goods, these new lines being

shown for the first 'time at the exhibition. These new lines

include library tables, chesterfields, some odd chairs and

bed davenports.

Along with their well-known diners, known from coast to

coast, this first adventure into walnut has started the com-

pany into making a better grade of livingroom and dining-

room furniture.

The Beach Furniture Co. combined their display with

the Schierholtz Co., showing bedroom suites in mahogany,

gums and enamels of period designs.

The Novelty Reed Mfg. Co., Brantford, made a splendid

display of reed furniture, specializing on sunroom and

den upholstered suites in enamel and fumed finishes.

Among the novelty exhibits shown were library tables,

dinner wagons, flower-boxes, lamps, fern stands, window
boxes, etc.

The Crown Furniture Co. featured their newer desk and

office furniture lines in addition to making a good display

of their enamel bed suites. A light grey enamel suite

with dark grey trimmings and rose-colored ornamentation

of Adam period was particulariy attractive and was the

show-piece of the display.

The Specialty Upholstering Co. showed eight new two

and three-piece livingroom suites in velours and tapestries,

some of them with show-wood frames. Several couches,

tapestry covered, with loose cushions and extra rosetts and
bolsters were among the finest serviceable couches to be

seen at this year's exhibition. Marshall springs are used

in all the Specialty Upholstering Co's productions.

Exhibits at Auditorium

G. H. Hachborn & Co., makers of medium-priced furni-

ture, made a bigger show than ever before of their newer

lines among them a couple of new den suites in fumed.

They showed a very large range of new couches, and sever-

al examples of their new library tables, book racks and
table lamps.

The G. J. Lippert Table Co. brought out this year a

large range of new novelties. Among these is a new-style

Martha Washington sewing cabinet, a new smokers' cabinet

with humidor attachment, and other cabinets on the Martha
Washington line.

In the newer tables were 1922 gate-legs, consol tables

and mirror, and chesterfield table.

The Lippert Furniture Co showed a new type of Queen
Anne period diningroom suite. Other new suites were a

Victorian, a French Chippendale, and a Louis XVI. An
Elizabethan suite with two-tone burl effect was very beauti-

ful as also was a solid mahogany suite.

Among other new things were several examples of gold-

leaf furniture, which this year is making its first appear-

ance since before the war.

In livingroom furniture were several suites in cane; a

reception chair in gilt on solid mahogany, and a number of

new chesterfields.

In "Lyraphones" only a few machines were displayed, the

stock having been depleted during the recent Christmas

season and little time being left to get new stocks before

exhibition time. The firm report good business in all the

better grades of furniture.

In the De Luxe Building

The De Luxe Upholsteriiig Co. made a splendid showing

of their upholstered livingroom furniture in suites. One
elaborate suite of floral velour, wine-colored, with large

Chesterfield, was a striking exhibit. The gold braid trim-

mings and gold tassels gave a new, rich effect. A low,

long Chesterfield footstool made of good adjunct to an al-

ready fine suite.

Other splendid suites were displayed in art silk coverings,

set off amono; palms, floor lamps and adjunrts that added

much to the beauty of the exhibit. Manv of the Chester-

fields in the new suites had showwood frames.

The Art Furniture Co. put on displav several of their

new diningroom suites, which are a new line with this com-

pany. In addition some new library furniture was shown.

Both the library and diningroom furniture displav was in

walnut.

In bedroom suites the new suites were a Queen Anne
nnd a Louis modified. Thev made a splendid exhibit.

The coinpanv will keep a |)ernianent dis[)lav in the De-

Luxe buildi ig.
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The Sturgis Baby Carriage Go's, display ran principally

to reed bodies, with enamel in various finishes. This com-

pany prides itself on its finishes, and they are coming

more and more into various color finishes, mahoganies

and frosted blues being amang the newest.

The splendid features of the Sturgis carriages are the

automatic hood adjusters; by means of a push-button the

hood is adjusted; they have quick-detachable wheels; are

light because built of hollow steel; have "luxury" springs,

preventing all jars; an automatic break which locks the

wheel.

/. Kreiner & Co. in their display showed several samples

from their new lines The company is going into library

tables, and these were shown in mahogany and walnut fin-

ishes on birch.

The novelty line is larger than ever, some very fine ex-

amples of flower and fern boxes were shown. Ferneries

have become a strong line with Kreiners. Many of the

new boxes have cane panels. Other specialties displayed

were waste baskets, telephone sets, pedestals, umbrella

stands and smokers' sets.

Many new desks were also shown.

The Beaver FurnUurp Co. made an effective showing of

several of their new nine and ten-piece dining suites. One

suite, a solid black walnut of Louis design, was especially

attractive. Another new suite was a Chippendale in oak,

also very attractive. The Beaver Company are using the

"Perfection" slide now on all their extention dining tables.

Round about Kitchener

The Jacques Furniture Co. showed a number of new

period bedroom suites, among them a walnut Hepple-

white with bow end bed, a walnut Queen Anne, and a

walnut Louis XVI.

A new suite (No. llS'i in both walnut and maho<rany

had small jewel drawers in the top of dresser, and silver-

steel hardware trimmings. Several new two-tone suites

were shown—a Queen Anne, an Italian antique, and a

Louis.

A walnut Italian Renaissance suite with polychrome

ornamentation and wood drawer-pulls was very pretty;

<ind a Cromwellian-fmished oak suite, with square bed was

a very fine example of the company's medium-priced line.

In the showroom on the second floor were several o^her

suites, one an odd suite in gum, lacquered with floral dec-

orations.

The Slratlirny Furnllure Co. displayed their line at the

Jacques Furniture Co. Building in Kitchener. Italian and

Spanish Renaissance suites for the diningroom were the

predominating feature of their display and some particu-

larly choice designs in these periods were in evidence.

One suite in Italian design made in walnut, antique finish,

two-tone eff^ect, a fine black line emphasizing the redwood

ornaments which appears in centre of doors of china cab-

inet, buffet and side table, attracted the eye of all visitors.

Another Italian Renaissance suite with boxwood and ebony

inlay and redwood overlay was very attractive. Designs in

;he periods of Queen Anne, Florentine, Sheraton and Hep-

plewhite were well represented in this display, the square

and oblong tables being a feature in ])ractically all of

'hem.

The Wunder Furniture Co. made their permanent show-

rooms at 36 King street their exhibition headquarters, and

their display this year was entirely different from any they

have put on in recent years. They had a big display of all-

wood rockers in mahogany and walunt, which they are

specially driving on this year.

Another big line with the Wunder Company is hall furn-

iture, and they showed some of the best consol tables and

mirrors seen this year at any exhibition centre.

Livingroom suites, loo, seem to be enlarged greatly, and

a large variety of coverings—tapestries, velours and mo-

hair—were to be seen. Cane, too, is much used in the

livingroom furniture.

In a separate room a new three-piece livingroom suite

was shown, upholstered with Marshall springs, tapestry

covering and loose cushions. Parlor furniture, too, was

displayed in another room, the frames of carved mahogany
and the upholstering covered in art silk.

The Gem Crib and Cradle Co. combined with the Ontario

Woodworking Co. and C. H. Hartshorn to make a showing

on King street east.

The Gem Crib line of carriages and furniture presented

some fifteen new features. Three were additions in high

chairs, bathioom chairs, stools, baby chairs, children's

rockers and similar Hues. The new baby cribs are fly-

proof and they were shown in several new designs.

The Hartshorn line featured their "fibre-weave" strollers

and carriajjes, which looked very fine and had a finish

which made them attractive. Interchangeable wheels are

on all these carriages.

The Ontario line of tovs featured rocking and gliding

horses, slei-^ihs, plav-vards. scooters, flvinsr-machines, an-

imol rockers, end Vi^rious kinds of wagons.
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EXHIBITS IN WATERLOO FACTORIES
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ONE of the outstanding displays of the 1922 exhibition

was that of Snyder Bros. Upholstering Co. in their

factory showrooms at Waterloo. Decorators had ren-

ovated the showroom before the display went in and tinted

'.he walls a neutral color to set off at true value the wealth

and the worth of the fine furniture shown. Where there

was suth a weallli of display it is imjjossible to minutely

describe the exhibits shown.

Amon'i the man*' new furniture shown were Italian

livingroom suites, wood sliow suites. Chesterfield suites on

very fine lines. The upholstering covers ran quite a lot

to hand-blocked mohairs and high grade velours, though

hundreds of new tapestry patterns were also much in

evidence.

In the better lines of Snyder furniture all-down filling

is used. The company is now making a comj)lete line of

livingroom furniture— low-priced, medium and best grades;

and have added a nuinlicr of new consol tables and mirror

.'iii'es for halls.

One of the features of this fine display was the complete-
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Reitzel Bros, are making diningroom furniture only

ly furnished livingroom wilh suites set out in homey sur-

roundings. One of these was a dark-colored mohair, the

other a figured wine-colored mohair. The fireside with

Chesterfield and hassock conveniently placed, and tele-

phone stand and sewing-table close by set out to advantage

the buties of Snyder furniture.

Among the novelties was a line of walnut and mahogany
gift pieces. These ran to Chesterfield tables, book and

newspaper racks, sewing baskets, smokers' stands, spinnel

desks umbrella stands, nests of small tables, and some

muffin stands. A couple of chaise lounges with arm chair

to match attracted much attention.

Simmons, Ltd., showed in Snyder Bros, factory at Water-

loo saiTiples from their latest designs in beds, springs,

mattresses and pillows. Besides the brass and enamel bed

lines their newer wood-finish period designs were as well

shown.

The Bell Furniture Co., Southampton, made a neat and

tasty exhibit in Snyder Bros, factory at Waterloo, display-

ing seven nine-piece dining suites in oak. The diners had

the latest low backs, and while no distinct period was

followed popular and modern styles were followed.

In bedroom furniture the Bell Company showed three

ivory enamel suites, two of them decorated with raised

floral effect, one with blue trimmings. One of these suites

had twin beds. Besides, four fine walnut bedroom suites

were also showD.

IN THE WEBER BUILDING

The Gendron Mfg. Co., Toronto, featured in their furn-

iture section a new line of reed suites finished in any

coloring to match the chintz covering chosen. These colors

run to the lighter tints as well as the darker hues.

In baby carriages and strollers many new finishes were

noted, amang them a '"baronial" frosted brown and a frost-

ed blue. All the exhibits were new and it was noticed

that all Gendron carriages and strollers are now equipped

with ball bearings. Some new models of strollers with

slat sides in combination colors were shown, and several

The new strollers and go-carts were shown in white,

blach and other one-color and two-color combinations, a

new cars with "California top," a folding extension for

strollers, received much favorable comment,

blue trimmed with grey, and a blue trimmed with a light-

er blue being very pretty. Three or four high English

"prams" were in ihe display. The Gendron Company are

the only makers of this style of carriage in Canada. "Alice

Blue" was another new color used on some of the Gendron
carriages.

The Gendron "beaver" coaster for boys is a new line.

This coaster comes with disc wheels and ball bearings, no

grease being necessary to make it run smoothly and easily.

Krug Bros, of Chesley showed bedroom and dining

suites and library tables. A "Belgian grey" oak suite

was easily the centre of attraction in this exhibit. A pol-

ished oak burl was centred on every piece in the suite, and
the trimmings were in blue and gold. This suite is also

made in a light English brown finish. The dressing table

of this suite has side hand mirrors as well as large centre

mirror.

Another feature was a Windsor suite in Italian brown,

made in quartered oak and walnut. Other noticeable fea-

tures were a Queen Anne suite, and a Colonial enamel

suite, all in bedroom furniture. The diningroom furniture

were in suites of oak, walnut and mahogany.

The Chesley Chair Co. exhibited their chair line in con-

junction with Krug Bros, display which embraced diners,

rockers, library chairs.

The H. E. furniture Company put on display nine of

iheir "Kitchen-aid" cabinets in solid oak and enamel.

These cabinets have roll frorfts, rustproof hardware,

porcelain extension tops, linen and cutlery drawers, and

are built on dovetail construction and finished with steam-

proof flat varnishes. A line of kitchen and cabinet tables

Avith vitreons tops was pIso shown, as well as some med-

icine chests and cabinets.

The "Red Seal" cedar chests formed part of the dis-

play, as also did a line of bedroom boxes finished in en-

amel anad covered with chintz.

E. O. Weber. Limited, made a splendid exhibit of their

iivingroom and drawing room furniture in chesterfield

suites and cane suites. Chaise lounges were featured

prominently in the better suites, and a fireside cair with

iiench to match any suite was a decided novel addition to

I his grade of furniture

The wood lines in library tables consol mirrors and

tables, Cheisterfield tables and parlor tables, all showed
:'xquisite hand carving. One of the consol sets, showed
mirror below table as an aid to my lady in noting the

bottom of coat or skirt. All this line was shown in wal-

nut and mahogany.

Among other notable novelties was a chaise lounge in

black cream covering and several hand-carved chairs.

A Combination Display

One whole floor of the Weber building was given over

to a combined sho^\'ing of diningroom furniture. The
Elmira Furniture Company, specializing in diningroom

chairs also made a splendid showing of their other new
lines which made a favorable impression on all who saw
;he exhibit, and it reflected credit on the company to see

the advances made during the past year.

Among these new things were magazine stands in wal-

nut and fumed, three-legged tables, fern stands, small

tables, chesterfield end tables and telephone stands. All

these were shown in peiiod lines, Italian designs being

popular and hand-carvings being prominent.

This company is now also making caneback livingroom

suites, and library suites of period designs, Italian and

Windsor being popular. Five new suites were shown in

this class.

On all the furniture an especially fine line of cushions

used, with tapestry coverings of a nice range. The Elmira

Co., are also now making a line of bolted chairs for school

and office use, in addition to the big range of diners.

The Orillia Furniture Company, specializing in quart-

ered oak in medium-priced buffets and china cabinets,

madae a fine showing of their goods in period designs,

three in prticuliar being especially commendable, aa Col-

onial, a Queen Anne and an Italian.

The Chesley Furniture Company made an extensive show-

ing of their 20th Century and Tilt-top twin tables, nearlv

half a hundred of them being showing in different styles

and finishes. These tables come in periods and finishes

to match up with the Orillia Furniture Co"s case goods

and the Elmira diners. All the designs of she Chesley

Furniture Co. are protected by patents.

A line of (cntre tallies and jardinere stands in mahoganv.

golden and fumed iaso found pari of this company's ex-

hibit.
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and they featured in their display a anew suite in walnut

of Italian design. The buffet of this suite had a drop

door instead of the useful swing hinge. Another suite,

also Italian, had 'a fine brown finish and decorations of

a Persian effect with burl walnut insets. This suite is

made in both walnut and oak. A third suite was a Queen
Anne period in Walnut—very pretty and much favorable

comment was passed on it.

H. W. Glady Upholsle.ring Co. displayer their new living-

room stuff in their factory showrooms. In quality of mater-

ials, in workmanship and in design the exhibits measured up
well with other displays. The company made a feature of

their three-piece suites.

KITCHENER EXHIBITION NOTES
One of the visitors to this year's exhibition was H. A.

Moore of Medicine Hat, Alta. Mr. Moore was for some
fifteen years a member of the Gendron Mfg. Co's. office

staff.

Two visitors who c^ine from a distance in the far and

wooly West were Mr. Bovd of Vancouver and Mr. Wolf of

Spencers, Calgary.

A couple of Hourd & Co's. latest style folding tables

were displayed in the office of the Anthes-Baetz building

where they were the centre of much interesting comment.

Blue Bird electric clothes washers and Barnet refriger-

ators were displayd in the De Luxe building at the Kitchener

exhibition. Geo. H. Hees & Son also showed samples.

Mr. Humphries, buyer for the Wilson Furniture Co.,

Winnipeg, was a visitor to the furniture exhibitions. Speak-

ing in Kitchener, he said he had come through from Chi-

cago and Grand Rapids and after seeing the Canadian ex-

hibits he could say that "Canadian furniture was equally

well-made and was at a lower price than it was in the

United States
"

The Fischman Spring Co. made a display in the Y.M.C.A.

Building of their combination box spring mattresses and

ventilated spring mattresses and pillows.

Among other Kitchener exhibitors were the Walker Bin

X' Store Fixture Co., which shower their grates at the De-

Luxe factory; the Engel Upholstering Co., which made a

display of nine suites in the basement of the Windsor

Hotel; and Cutten & Foster, who showed samples of up-

holstering cloth at the Walker House.

EXHIBITION NOTES FROM WATERLOO
Snyder Bros. Upholstering Co. have opened permanent

showrooms at Montreal and Vancouver, where the trade

may visit and inspect the latest productions of the Waterloo

factory.

The Salisbury Mfg. Co., Toronto, displayed a rich line

of their lamps, shades, cushions and novelties in Snyder

Bros. Upholstering Co's. showroom at Waterloo during

the fortnight of the furniture exhibition.

The newly decorated .ehowrooms at Snyder Bros, factory

in Waterloo were favorably commented on by all visitors

threw a riot of color over the exhibits and greatly enhanc-

th rough a riot of color over the exhibits and greatly enhanc-

ed the value of the display.

Snyder Bros, at Waterloo are now making in furniture

everything for the livin^room: fancy and end lables accom-

panying the Chesterfield suites.

Alf. Robf rts is now representing in Western On'nrio the

Dotriiriion Be dstead C(<., Lid., of Montreal.
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I ENTERTAINMF.NTS AT KITCHENER
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THE arrangements made at Kitchener for the entertain-

ment of visiting dealers was first class. Secretary

Pat Scully was the busiest man in town during the

whole period of the show, and was a veritable encyclopedia

of information. All one had to do was to register at the

furniture headquarters on King street and his worries were

ended.

Every day at the noon hour lunch was served, and every

evening at 6.30 dinner was put on. Short pithy speeches

were made daily by visiting dealers, who had commenda-
tions to pass and suggestions to make in regard to furni-

fure exhibitions generally and the 1922 shows particularly.

At one of these luncheons, Mr. A. Campbell, a British Col-

umbia dealer, asked for co-operation among manufactur-

ers to get a lower raliway rate for all Canada so that buy-

ers and dealers from all over the Dominion could be in-

duced to visit the furniture centres.

A permanent building was also a lively topic, and

rumors were afloat that the De Luxe factory would add two

or three floors to take care of more displays. In this con-

nection, Mr. E. 0. Weber stated at one noon-day luncheon

that if outside manufacturers would take stock in a build-

ing society for this purpose, or agree to lease a certain

amount of space for ten years, the Kitchener-Waterloo

manufacturers would erect a building.

A hockey game between Kitchener and Hamilton on the

evening of Jan. 11 provided an opportunitv for many visit-

ing dealers to see some real sport, but the defeat of the

home team dampened the ardent spirits and allowed no

lung exercise except for Jim Dore and Bert Menzie, the

only Hamillonians present.

But the b]g event of the Kitchener show was the banquet

on the evening of Jan. 18, when a whole vaudeville enter-

tainment was put on. An orchestra provided music dur-

ing the dinner, the menu running from soup to nuts, with

fom Biggar and his staff busy with the pitchers.

Jules Brazil livened up the crowd and got them working

harmoniously with his choruses; Otto Thies brought down
the hous with his solos; Dr. Koeppel handled the piano,

and Archie Caya also contributed, besides being master of

ceremonies of the dinner arrangements.

Speeches were made by J. A. Baetz who welcomed all

visitors. Mr. H. W. Strudley responded for the Stratford

m.anufacturers who were present; Wm. Quirmback of

Brockville ard Norman Brandon of St. Mary's spoke from
the retailers' angle; and Jas. Acton made a good chairman

and toastmaster.

A house party v/as tendered a number of visitors at the

home of Mr. H. E. Schreiter on the evening of Jan. 18.

Jules Brazil, Tom Chadwick, Otto Thies, Tom Melville and

olliers sang, and Mr.-. A. G. S(;hr'-iter, Mrs. Armand Schrei-

ter. Mrs. Voelker, Mib.- Kitchinf and Mi'. I'-lcli served

refreshments.

Levi H. Greenwood has been elected president of the

Heywood-Wakefield Company, of which the Lloyd Mfg. Co.

is a part. Mr. Greenwood has been a vice-president for

some time and served on the executive committee along

with the late Mr. Lang and Selh Heywood.



February, 1922 CANADIAN FFRNITUIIE WORLD AND THE UNDERTAKER 41

View of banquet hall at CESiadian Feather & Mattress Go's, tenth ann ual friread.

CANADIAN FEATHER and MATTRESS FEAST
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Tenth annual function of this company, biggest and best yet held—Some of the features and some

of the speeches—An excellent and practical talk by Dr. Currelly of the Royal Ontario Museum
IIIIIIIIIIIIIIIIIMIMIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIMIIMIIIIIIIIIIIIIIIMIIIIIIIIIMIMIIIIII IIIIIIIIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIIIIIIIIIIMIIIIMIIMIIIIMIIIIMIIIIIUUIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII Illlllllllllllllllllllllllllllllllllllllllllll IIIIIIMIIII

THE tenth annual banquet of the Canadian Feather and

Mattress Co., held in the Rainbow Room of Bingham's

Restaurant, Toronto, January 19, was the largest and

best of these series of yearly gatherings. About 300 furn-

iture men sat down to a menu board fit for a king.

Mr. Smith, general manager, was chairman and toast-

master, and seated with him at the head table were Presi-

dent Love, Dr. Currelly of the Royal Ontario Museum,
and the guest of the evening, Jas. Ccton, Secretary Stevens,

James O'Hagan, and Messrs. Everett, St. John; Lanigan

and Morris of Halifax, and George Somers, who was assist-

ant at the thione, seeing thai the program worked out prop-

erly.

Jules Brazil with his monologue stunts and his chorus

directing soon had his audience with him and there was
not a dull moment during the evening.

After doing justice to all the good things provided, Mr.
Smith told how pleased he was to welcome all his dealer

friends. Mr. Stevens seconded these remarks by telling all

how delighted he was to see so many present; and president

Love grew leminiscenl of the early days of the company,
when it started in a small way nearly thirtv vears ago over

on Melinda street.

A number of dealer guests followed, Mr. Smith intro-

ducing each speaker with a few neat and pointed references.

Mr. New, of the T. Eaton Co., said such a gathering as

this was stimulating to salesmen. They came into touch

with the makers of the things they were selling, and it made
them have a more intimate connection with the three prin-

ciple things that mad:; for successful salesmanship—confi-^

dence in the firm we are working for; confidence in the

goods we are selling; and confidence in ourselves.

Geo. Jeffries of McLaren & Co., St.Catharines, and
Arthur Grant of Mui ray-Kays also spoke, the latter waxing
poetic on the "soft, downey mattresses to sleep on; the soft

downy pillows to rest our heads on; and the soft, downy
comforters to draw over us when we went to rest," not to

mention life preservers.

Mr. Andrews of Simpsons had a few words to say. and
Mr. Hardy of the Oltawa plant liked to come to these ann-

ual gatherings in Toronto to get acquainted and to hear of

new ideas and the new things brought out bv the company.
Mr. Kauffman spoke for F. C. Burroughes & Co; Mr.

Zoellner spoke for the West, while Messrs. Everett, Lanigan

and Morris spoke for the maritime dealers.

The speech of the evening was delivered by Prof. Curr-

elly of the Royal Ontario Museum. He told a couple of

new stories leading up to his discourse, which was a treat

to all who take a pride in the artistic side of the furniture

business. The gist of this address will be found elsewhere

in this paper.

Reference was made to the illness of 0. P. Johnson, and
on motion of Mr. Acton, seconded by Geo. Somers, a res-

olution of sympathy was asked to be sent through Secretary

Stevens to Mr. Johnson. This was carried on a standing,

vote, and the merry-makers adjourned.

LONDON FURNITURE STORE BURNED
Loss of about $30,000 was caused by fire on January 18

in the Trafford Furniture Go's store, Dundas street, west,

London, Ont. The fire starated in Cowan's hardware
store nearby and spread to the neighboring premises. For
a time it looked a very serious affair, but prompt action

by the firem.en subdued the conflageration after a stubborn

fight.
'

REPLANTING FRANCE'S FORESTS
Many of ihe forest« of France were badly shot to pieces

in ihe war and other'i were cut down to provide war mater-

ial. The people of France in the years since the armistice

have boldly attacked these forest problems and are rapidly

getting the forests back into shape to again begin to grow
timber, though it will lake at least seventv-five vears to

restore them to the state of productiveness they were in

when war broke out.

IDENTIFICATION OF CANADIAN WOODS
As competition in manufacturing and merchandising in-

creases between country and country, Canadians need to

have all the assistance science can give them. In the case

of forest products this is provided by the Fores' Products

Laboratories of th(> Department of ihe Interior, at Montre-

al. The laboratories are fullv equipped for identifying

woods of all kinds and do this withou' chanTe for any

citizen of Canada. This service has been nnich utilized bv

Canadian manufa'-Uirers and olhers in llie pasi venr and the

nimilii'i of t'xaminalioiis made is coiislau'l
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MANUFACTURERS HOLD ANNUAL MEETING
Many interesting addresses delivered— Glues, kiln-drying and technical education discussed—

The officers for 1922—Some of the things proposed—A cabinet-workers training course.
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THE annual meeting of the Furniture Manufacturers As-

sociation was held in the offices of the Association at

8 Colborne street, on Wednesday and Thursday, Feb.

1 and 2.

The first dav's session was given over to a gathering of

superintendanats and factory men, with about 60 of them

present. Chairman J. H. Baetz presided at all the gather-

ings.

Following hi? opening remarks, F. G. Lovell, of the In-

dustrial Accident's Prevention Association, spoke on acci-

dents during 1921, their causes and prevention. He men-

. lilliMIIIIIMIIIIIIIIIIIIIIIIIIIIMIIIIMIIIMIIIIIIIIIIIIIIIMIMIMIIIIMIMIIIIIMMIIIIIMIMIMIIIrMIIIIMIIIIMIIMIMIMIMIMIMIIMIIIIMIMIMIMII^

I United We Stick

Divided We're Stuck
|
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Last year's slogan.

tioned the facal that in the furniture section there were .SOO

days of production lost to furniure factories because of ac-

cidents, and emphasized the importance of foremen instruct-

ing new men, and warning them of the dangers, and im-

pressing on them the necessity of care in the use of the

guards provided.

Following this address the meeting took up a discussion

on the proposed cabinet-workers' training course, Mr. J. E.

Ferguson outlining the scheme, and covering the ground

from its inception to the present time.

Glues used in Furniture

Mr. W. G. Feldkamp, of the Canada Glue Co., read a

treatise on the various glues used in the furniture industry,

and he descrjbcd in detail, and in an interesting manner,

the various glues used—animal, liquid and vegetable.

Upon reassemblying after lunch. Dr. F. W. Merchant,

Director of Techincal Education for Ontario gave an ad-

dress on technical education, pointing out what the Pro-

vince was doing for technical education, and what it was

doing for men in the furniture trade. He emphasized the

fact that the youth of the country was our greatest nation-

al asset, but in order to insure its greatest productivity it

was necessary that our youths be properly trained to take

its part in the different industries of our country.

Dr. Merchant illustialed his point by telling of the de-

struction of walnut trees in Ontario by farmers cleaning

their land in the early days. These walnut trees were cut

down and burned. Today a root from one of these trees

ws worth the |)rice ihe farmer originally paid for his farm.

After tendering a vote of thanks to Dr. Merchant the

meeting further considered the course of training as drafted,

and on motion, which was carried, it was decided to adoj)t

ific course for cahincl-workers and have it carried on by the

Association.

Kiln-drying of Lumber

Thos. I). I^crrv, vice-|)r('sidenl and general manager of

the (/rand Rapids Veneer Works, gave a lecture illustrating

it with stereopticon slides, on the kiln-drying of lumber.

He treated the matter very fully and described the features

of various main kilns in use on this continent in the dry-

ig of lumber.

The lecture was altogether a successful one, and interest

was maintained from start to finish.

The general meeting of the Association was held on

Thursday morning-—the second day. After reading the

minutes. Chairman Baetz delivered his annual address.

This will be published in full in our next issue. He was
then presented with a mahogany gavel by his confreres in

the Association. The secretary's report and the reports of

the various committees—credit, cost accounting, labor,

better merchandising, and training course for cabinet-

workers—followed.

The New Offiers

In the afternoon the elections took place. This year's

chairman is Wm. Krug, Chesley; vice-chairman J. A. Minch-

ner, Owen Sound.

Executive Committee—W. .T. Anderson, J. H. Baetz, J. E.

Campbell, G. A. Greutzner, P. R. Hilborn, J. S. Knechtel,

jas. Malcolm., J. R. Shaw, E. 0. Weber and D. M. Wright.

Chairmen of Sections—Case Goods: D. E. Maclntyre,

L. Malcolm, J. J. Spiesz; Tables, Geo. J. Lippert; Chairs,

W. G. Hay; Upholstering, F. W. Trebell; Office, H. Ford;

Filing, F. E. Mason.

Labor Committee—W. J. Anderson, J. H. Baetz, G. A.

Greutzner, P. R. Hilborn, J. S. Knechtal, A. Malcolm, D.

E. Macintyre, A. H. Smyth, H. M. Snyder, J. Spiesz, D. M.
Wright, A. H. Watson.

Tariff—R. J. Ball, Thos Dillon, G. A. Greutzner, 0. A.

Keffer, J. H. Kennedy, H. R. Magwood, N. Peppier, W. T.

Sass, W. T. P. Seyler, I. Wegenest.

Transportation—J. Bailey, F. E. Coombe, W. G. Durst,

Carl Greutzner, W. G. Hay, J. H. Kennedy, C. McMurtry,

S. Taylor, F. W. Trebell, J. H. Woolner.
'

Merchandising—J. H. Baetz, W. Cawkell, W. E. Dolan,

J. S. Knechtel, J. Malcolm, D. E. Macintyre, J. McPherson,

J. Orr, D. M. Wright, E. 0. Weber.
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Play The Game Hard I

I
BUT

I

Play The Game Square I
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The slogan adopted for 1922.

Purc hasing—W. J. Anderson, W. G. Hay, P. R. Hilborn,

I-:. O. Weber
Credits—M. S. Armstrong, W. J. Flieschaeur, Jas. Gar-

vie, R. Gomery, J. H. Kennedy, E. R. Purtle, Mark Rowe,

H. B. Shortt, L J. Slater.

Following the el.iction Mr. Kenneth Redman, of the B.

F. Sturtevant Co., gave an address on the kiln-drying of

lumber, illustrating it with a working model in full action.
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When a Man Buys An
Office Chair

He wants one that will last for years, that will not wobble
nor become loose at the joints. He expects the finish to

remain good as long as the chair lasts and if it is a tilter,

he wants the chair to be properly balanced and the tilting

iron strongly made and easily adjusted.

He gets all this when he buys one of our Office Chairs

and if you are not handling them you are losing an oppor-

tunity for acquiring some pleased customers.

No. 50

THE OWEN SOUND CHAIR COMPANY
LIMITED

OWEN SOUND ONTARIO



44 CANADIAN FURNITURE WORLD AND THE UNDERTAKER February, 1922

The Demand
is there

Why not supply it?

The fact that people in your vicinity

use furniture in their homes every day

does not mean that they have no de-

sire to buy furniture that is more

beautiful and up-to-date. The desire

to make the home more attractive and

comfortable is there, and it can be

stimulated by featuring furniture that

will attract attention and suit your cus-

tomers' pockets as well as their tastes.

If well displayed, North American
Bent Chair Furniture will do a great

deal to build up your sales. The sat-

isfaction it gives and the service it

renders will be long appreciated by

the purchaser.

Reed Chairs and Reed Furniture
of all kinds. Dining Room Suites

and Chairs. Windsor Chairs.
Living Room Chairs.

Bentwood Chairs.

Do not hesitate

to enquire about

this line. A note

to us will bring

you prices and
full particulars.

THE NORTH AMERICAN BENT CHAIR CO.
LIMITED

OWEN SOUND ONTARIO
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Let Us Make It

A Furniture Year
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SECRETARY Wm. Cawkell of the Furniture Manufactur- j
ers' Association made a very acceptable speech at the g
Kitchener banquet last month, and one well worth g

considering by all Canadian furniture dealers whether they g
were present or not. ^
He said that the pronounced feeling of trade today was g

not liquidation but deflation. A student, he had delved g
into the trade statistics and found that last year Canada g
had 2,451 mercantile failures, involvino; some $73,000,000. 1
This was the highest figure touched in trade failures in g
Canada some 16,283 new resdiences. There is still over- g
totalled $27,000,000, and in 1919 $16,000,000. The high-

-

est previous record for failures was $41,000,000 in 1915.

Despite this s*ate of affairs Mr. Cawkell was no nessi-

.mis^ and said that 1922 should be a good year, but to

make it so all of us must work. He instanced the Stude-

baker Co. whose stock at the beginning of last year was

listed at 40, but todf>y is listed at 80, due to the pushing

for business which that company had done.

It is always an indication of better times and a presag-

ing of good business when stocks go up, and not a few

listed stocks are now higher in Value.

So far as we in the furniture business are concerned there

was this hopeful feature: Last year there were erected in

Canada some 16,283 nw residences. There is still over-

crowding in the largo centres. So it is not unreasonable to

expect that 25,000 new homes will be erected this year.

]f these homes need new furniture—and they do—there

should be spent, on an average, $1,000 in each home. That

means $25,000,000 of potential replacements, which is

sufficient to keep all our furniture factories busy.

Manufacturers did not make as much money in 1921 as

they did in 1920. Thai comes about through the deflation

of prices. The year of 1921 came in with securities at a

iow figure but it went out at a rising rate.

We should do more to encourage the buying of Canadian-

made furniture; we should do more to put this before the

ladies of Canada, for they are largely the buyers of furni-

ture. If W3 do this we can make the year of 1922 a year

of better sa^es. Let us make it a "furniture vear."

FURNITURE FACTORY SPREADING OUT

The Andrew Malcolm Furniture Co. at Kincardine, Ont.,

has been working full time during the entire war period,

and during the past year has maintained its full force on

a phonograph contract. This contract is about to expire,

when the factory will be turned back to the making of furn-

iture at full capacity. Mr. Malcolm has plans completed

for an extention to the buildings and dry kilns at a cost of

$ 15,000, which will increase the labor capacity to 100 men.

This is one of the strongest furniture concerns in the

country, operating factories at Listowel, Kincardine and
Kitchener.

MARSHALL CUSHIONS for
j

CHESTERFIELDS 1

AND CHAIRS
j

are used by the best Upholster- |

ed Furniture Manufacturers in j
the United States and Canada. 1

fPADE<^54|[|SpRlN;

The above label is attached to all

genuine Marshall Cushions.

BEWARE OF IMITATIONS

Marshall Cushions contain

more springs and are luxu-

rious and soft on account

of the free action of the

springs.

Our patented safety top

spring used in cushions are

the same as those used m
the celebrated Marshall

Mattress. Fully guaranteed.

Marshall Ventilated Mattress Co.
Limited

Toronto Winnipeg London, (Eng.) Chicago

The Parkhill Bedding Co., Limited, Winnipeg

James P. Libby, the inventor of the sprinjj; bed, died at

his home at Cliaumonl. N.\., last month, aged 93.
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OPPORTUNITIES FOR BETTERING THE HOME
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Gist of address by John G. Gronberg, Grand Rapids, before Plouse Furnishings Bureau members.

THAT the puljlio i? becoming more interested in the

question of better furniture in the home was strikingly

brought out in the address of John G. Gronberg before

ihe members of the Home Furnishings Bureau of the Furni-

ture Manufacturers' Association on Thursday afternoon,

Feb. 2. Mr. Gronberj;, who is president of the Deen-Hicks

Co., Grand Rapids, publishers of "Good Furniture" and

other publications, is one of the pioneers in the movement

that lay before the matiufacturers of furniture. People

were anxious to hear about furniture, and it was increasing-

ly evident that an educational propaganda conducted on

broad lines was the cryinp; need of the industry.

Mr. Gronberg pointed out that the competition furniture

manufacturers had to face was not within the industry, but

came from without—from other industries that were alrtady

organized for propaganda purposes, and which had al-

leady reaped a rich harvest.

Boquet For Canadians

After describing the steps that had been taken in the

IJnited States for organizing for the "Better Homes Move-

ment", Mr. Gronberg complimented the Canadian furniture

manufacturers in that thev had actually done something in

1920 and 1921, and that their advertising had been spoken

of most favorably throughout the United States furniture

manufacturing industry, and had undoubtedly been a great

incentive to the United States manufacturers to be up and

doing.

In concluding his address the speaker invited questions

from his audience, and as a result several of the manufac-

turers present asked him questions as to what he would con-

lor "Better Homes" in the United States.

In his talk he em.phasized the greatness of the thing, and

jiointed out the vast opportunities for educational work

sider the best methods and channels of reaching the pur-

chasing public. Mr. Gronberg, by reason of his knowledge

of furniture and of his experience as a journalist in the

furniture field was able to give the desired information

very fully and in a convincing manner.

HAJiOLD MAGWOOD
Wlio j.j iiov/ covering for tlio McLaL'an Furniture Co. the territory north

of Toronto, formerly covered by Bill Stern,

After a vote of thanks to Mr. Gronberg a motion that

' the Furniture Manufacturers Association endorse in prin-

ciple the publicity campaign carried out by the Home
Furnishings Bureau and promise their moral and financial

support to what extent they can possibly give" was carried

unanimously.

Questions and Answers

Several important points were brought out in the question

box discussion. Mr. Gronberg on the power of advertis-

ing said that at a recent convention he attended in Cleve-

land, one of the principle speakers made the point that of

all goods sold 93 per cent, was due to advertising. He also

stated the same speaker made the point that 63 per cent,

of advertising was Wc-sted because it lacked some essential

elements, among which were honesty and truth.

Referring to the new 1922 motto, Mr. Gronberg said

there would be more money in the till by "playing the

game square" in our advertising, in our credits, and in

other ways, thana bv using unfair tactics.

Furniture came inlo being when men gathered together

to live in cities and take up community life. Before that

they were continually moving about and so did not need

to possess personal property that could not easily be moved.

The furniture trade in the United States had been left

largely to "pikers" and "bunkum" ruled, due principally lo

manufacturers being slow and negligent in thinking their

business ended when their products were sold. Canadian

manufacturers were ahead of the U.S. furniture makers in

acquainting the public with the utility, the use and the

beauty of furniture.

Mr. Macintyre mentioned the case of a business girls'

club in Owen Sound bringing up a speaker, hiring the larg-

est hall in town, and filling it at a charge . The subject

was home furnishings, the speaker illustrating his points

by utilizing furniture cn the stage borrowed from furniture

slores and factories.

Mr. Gronberg mentioned a similar incident at Decatur,

111., where Ross Crane gave an address, the outcome of

which was that every piece used on the stage waas sold to

interested auditors.

Mr. D. M. Wright told of a teacher from his town who
in speaking with him expressed the wish that she might

utilize her talents in educating home owners in the use of

better honje furnishings; and Mr. J. H. Shaw instanced a

friend of his who owned one of the best makes of car buy-

ing a fair suite of furniture and thinking he had done

wonders to beautify his home. Mr. Shaw undeceived him.

LIPPERT SUITE NO. 2049 -

The suite for the diningroom shown on page 19 of this

issue is one of the new productions of the Lippert Furni-

alure Company, Ltd., of Kitchener, Ont. Built after the

Jacobean period, which is rapidly comins; into favor again,

this suite will command the attention of buyers of good

furniture, and should have a good run during the coming

reason.
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Verandah Furniture
Should be ordered now

The successful handling of seasonable furniture is pretty

much like a race— get a good start and keep at it, is a good

principle to follow. Verandah furniture should be ordered

now so that you can get the full benefit of the selling season.

The Canadian Rattan line is accepted by dealers as being

an ideal combination of quality, comfort and design, so do

not hesitate to get a good start and keep right at it.

The Canadian Rattan Chair Company
LIMITED

Victoriaville, P.Q.
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NEW FURNITURE STORE AT TORONTO

Woodhouse & Co., the British house-furnishers whose

Canadian headquarters have been in Montreal for some

years, opened their first Ontario branch on February 1st,

at 384-5 Yonge street Toronto, where they have stocked

some very fine lines of high-grade furniture—all made in

Canada—and carpeis and rugs from famous mills of Eng-

land and Scotland.

I he head office of Woodhouse & Co. is at 29 Curtain

Road, London, E. C, England, and their various branches

are at 79-83 St.Cathcrine street, Montreal; Lugate Hill,

London; Lord street Liverpool; Leith streetj Nicolson

street, Edinburgh; Union street, Sauchiehall street, Glas-

gow; Sunderland, Newcastle-on-Tynt; Bishop Auckland

Middlesbrough; West Hartlepool; Chester-le-Slreet, Eng-

land; Falkirk, Scotland, and elsewhere—a total of twenty-

one Branches,

HARDY BULMER ON ROAD FOR BAETZ COMPANIES

Mr. H. T. Bulmer, who has occupied an executive posi-

tion in the office of the Anthes-Baetz Furniture Co., Limited,

at Kitchener, Ont., for several years, will represent that

company, the Baetz Bros. Furniture Co., Ltd., and the Baetz

Bros. Specialty Co., Limited, in Weslern Ontario this year.

"Hardy" is a new man on the road and one who is bound

to make good on this territory.

ONTARIO R.M. A HOLD ANNUAL CONVENTION

"It is not the retailer who is keeping up the price of

commodities," declared B. W. Ziemann of Preston, Ont.,

president of the Ontario R. M. A at its recent annual meet-

ing in Toronto.

"The reduction of retail prices has everywhere been com-

Jlm Lot;an of the Alox Lo"an furniture store, Parry Sound, la some

curler as weU as tennin pla^rer. He was married last fall, but says he

will be in the pame ai'aiii this Kuramer.

mensurate with the reduction of the wholesalers' and man-

ufacturers' prices. The knife has been applied to profits,

and the merchants as a whole have taken considerable loss-

es during the past year. Wages have not come down to the

same extent as raw material, and to this is attributable the

fact that present reail prices of finished products are high-

er than before the war. Legislation being asked for will

be of considerable help to the retailers. Now that busin-

ess is gelling down to a normal basis the retailers should

enjoy a good year of prosperity."

Important matters were dealt with by the convention.

A new president was elected to replace Mr. Ziemann in the

person of W. J. McCulley of Stratford, who was chosen to

fill this important office, and the memljers who were pres-

ent expressed their confidence that he will represent the

interests of retail merchants faithfully and well during

his tenure of office.

C F.M. SHOW AT TORONTO WAREHOUSE

The Canada Furniture Manufacturers made a display of

their furniture lines in the permanent showrooms at 136

King St., East, Toronto, where were set out on the various

floors of that big building samples from all their factories,

covering furniture for all the rooms in the house.

The company this year showed a big range of new reed

furniture for the livingroom, and in upholstered livingroom

suites a great many new designs and new coverings were

shown.

The diningroom furniture in period suites occupied a

floor of the building. Most of the new suites were in wal-

nut and mahogany. Breakfast suites in enamel of strong

color combinations were on display in this section also.

I he diners were the last word in design, a great number
running to Windsor design, which makes a very pretty and

attractive suite.

Bedroom furniture; also had a floor to itself to display

the charmes of the new goods. Like the dining furmture

the suites ran to period designs in walnut, mahogany and

enamel principally. The novelty, gift and small goods

section was filled with the newest library tables, dinner

wagons, spinnet desks, and similar furniture pieces. The
whole show was one of the most complete shown by any

manufacturer and about the best this company ever put on.

HANOVER FACTORIES FORM SELLING

ORGANIZATION

The furniture trade will be interesied to know that four

of the Hanover furniture factories—Peppier Bros. Co. Ltd.,

Morlock Bros. Ltd., Knechtel Kitchen Cabinet Co. Ltd.

and Ball Furniture Co,—have formed a selling and ship-

ping association which will give their many customers a

chance to save freight charges by buying assorted carload

lots.

With the beginning of 1922 they are being represented

in the Maritime provinces and Newfoundland by Mr.

Bernard Loob and in the province of Quebec by J. C.

Comeau. Both are well known in the trade, having for

many years been the representatives of Phillips Mfg. Co.,

Ltd., of Toronto, and of Gelinas Ltee. of Three Rivers in

the said provinces, and they will continue to represent

these firms in the future too. This new combination should

bring results to all parties concerned.



February, 1922 CANADIAN FURNfTURE WORLD AND THE UNDERTAKER 49

.'IMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIMIIMIIIIMIIMIIIIIMIIIIIIIIIMMIMIIIIIIIIIIIIIII IIIIIIIIIIIIIIIIIIIIMi: IIIIIIIIMIIIIIMIIIIMIIIIMIIIIIIIIIIII!IMIIIIIIIIIIIII(Mllllllllllllllllllllllllllllllllllllllllllllllllir.'

News Of The Canadian Furniture World
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A. G. Walson has purchased the furniture business of

James Irwin at Campbellford, Ont., and will conduct it un-

der the name of A. G. Watson & Co.

Leduc & Rochefort, whose furniture store at Point St.

Maurice, Que., was recently destroyed by fire, intend to

have their new store leady for business in the spring.

T. H. McKillip of McKillip & Mclntyre, Brampton, Ont.,

the proud father of a young son born last month.

Bert C. Burroughes received a New Year's" present from

Mrs. Burroughes in the shape of a cute little daughter

early last month.

J. B. LaRose's mattress factory at Hull, Que., was damag-

ed by fire recently.

J. N. Archaumbalt has registered his furniture business

at Montreal.

The Guaranteed Upholstering Works, Montreal, has been

registered.

R. S. Coryell of the Adams Furniture Co., Toronto, has

been elected a member of the executive of Boy Life coun-

cil, which is intended to be organized throughout the

length and breadth of Canada.

The Star House Furnishing Co., Toronto, has been reg-

istered.

Fire damaged John J. Ridpath's furniture store at 548

Yonge St., Toronto, recently.

The Great Western Furniture Co (1914) Ltd., Regina,

Sask., has changed its name to the Great Western Furn-

iture Co., Ltd.

The Trafford Furniture Go's store at London, Ont., was

damaged by fire during the past month.

H. Solomon & Co., Furniture dealers, Montreal, have

dissolved and reregistered under the same name.

The fifth annual short course for retail merchants and

retail salespeople is to be held in the Science Building of

the University of Manitoba, Winnipeg, February 28 and

March 1, 2, and 3. The committee in charge have this

year made special endeavors to include in the course al-

most every subject essential to the success of retail merchan-

dising, and they will be intended to cover the various steps

of retail selling right from the office to the consumer.

Mr. J. C. Summers is now covering Montreal and Eastern

territory for the DeLuxe Upholstering Co. of Kitchener.

A by-law to extend for a further two years the repayment

of a loan by the Milverton Furniture Co. was passed by the

ratepayers of that Ontario town at the commencement of

the year.

A by-law to give partial extention to the Andrew Malcolm
Furniture Co. was carried by Listowel, Ont., ratepayers

on New Year's day.

The Arnprior Cabinet Go's bonds for $45,000 were re-

newed by the ratepayers of Arnprior, Ont., at the civic

election on January 2.

The Alexandra Furniture Co , Montreal, has been

registered.

M. H. Stewart, who for the past twelve years, has been

the Alberta representative of the McLagan Furniture Co.,

Stratford, has severed his connection with that company,

and has organized the Stewart Sales Company at Edmon-
ton, and will conduct a jobbing business in furniture ,^nd

bedding. This will be the only exclusively wholesale furn-

iture and bedding jobbing house in Northern Alberta.

Warehouse space has been secured in the Kelly Building,

104th street, Edmonton. Mr. Stewart was in the east dur-

ing January and attended the various furniture exhibiions.

Fire damaged the Leggatt & Piatt Bed Spring Go's, plant

vt Windsor, during the month just past. An explosion in

one of the enamelling ovens caused the fire.

The Beach Furniture Co. are now operating their plan'

at Cornwall, Ont., 55 hours per week, and have as well in-

creased their factory staff.

The Robert Simpson Go's. (Toronto) furniture staff

recently held their annual banquet.

P. L. Convoy's furniture store at Arnprior, Ont., was

recently damaged by fire.

There are 270 furniture-making plants in Canada, capital-

ized at $25,000,000, and employing 9,000 hands.

House & Home Specialties Ltd., Windsor, Ont., has been

incorporated.

S. R. Rudd, of Arnprior, Ont., has taken into partner-

ship E. A. Scott, formerly of Prince Albert, Sask. The new
firm name is Rudd & Scott.

The Geo. H. Ross Go's, furniture business at Fort Frances,

Ont., has been sold to J. Tiefenbacher.

Greenwood & Vivian will erect a new furniture store at

Strafford, Ont., in the spring.

Furniture Gloss is a new concern commencing at Mont-

real to make polishes.

The Albert Furniture Co., Montreal, has been incorpor-

ated with a capital of $250,000.

The Owen Sound Furniture Co. has sold its business to

'he Legatt Furniture Co.

The Gold Medal Bedding Co., an affiliation of the Gold
Medal Furniture Mfg. Co., has opened a warehouse at

Moncton, N.B., to take care of its Maritime business. M.
H. Nelson is in charge.

The Alexandria Furniture Co. has been registered at

Montreal.
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Upholstery Springs l

Highest quality Upholstery Springs, i

made fiom the finest grade High Car- |
bon Steel Wire, oil tempered after |
the coiling operation, thus insuring |
uniform strength and "No Set." Re- |
member, the quality of your High- |
Grade Upholstering depends entirely f
on the quality of the springs you are |
using. I

HELICAL SPRINGS |
for spring bed and mattress fabrics. i

Get the habit ; buy Canadian springs =

James Steele, Limited |

"mo 26 Guelph, Canada |
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THE MAXWELL
Sanitary Copper-Alloy Vault

"Positively the best in the World"

ABSOLUTELY GUARANTEED
for FIFTY (50) YEARS

to resist RUST and CORROSION
WATERPROOF - AIR PROOF VERMIN PROOF

Because:
Manufactured exclusively of Copper Bearing Steel—the most rust-resisting Steel or Iron

known to the art.

All Seams are Oxy -Acetylene Welded.

The cover is securely fastened by the Famous Patented Maxwell Eccentric Sealing Clamps,

and specially prepared Perpetual Gasket positively seals the vault and excludes any possible

penetration of water or air.

Sturdily and Rigidly constructed. Re-inforced Cover. Will withstand the severest re-

quirements of a Burial Vault.

BRILLIANT COPPER FINISH

All Maxwell Vaults are now finished inside and outside with a beautiful, Brilliant Copper

Bronze and this rich color is very attractive.

Dominion Manufacturers, Limited, Toronto, Ont.
SucceBMort to

Nntional CasUet Company, Toronto, Ont.
The SemmenB & Evel Casket Co. , Ltd» Hamilt n. Ont. and

Winnipeg, Man.
Vancouver Casket Company. Vancouver, B.C.
WinnipeK Casket Company, Winnipeg, Man.

Successors to

The Globe Casket, Company, London, Ont.
Girard & Godin, Limited, Three Rivers and Montreal, Que.
Christif> Bros. & Company, Limited, Amherst, N. S.
D. W. Thomson Company, Limited, Toronto, Ont.
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Funeral Service Department
Problems affecting the Profession are here discussed and readers are invited to send letters express-

ing their vieus on any of the subjects dealt with—News of the profession throughout Canada.

ST. CATHARINES' LARGEST CIVIC FUNERAL
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Grobb Brothers of that city take charge of one of the largest funerals held in Niagara Peninsula
iiiiiniiiii:iiniiii:i,iiii!i:iiiiii.:iiiiiii:iiiiiiirii IIIIIIIIIMIMIII

THE largest and most imposing funeral which St. Cath-

erines ever witnessed was that of the late W. B. Bur-

goyne, held on January 3rd, and conducted by Grobb

Brothers, funeral directors.

Ihere was, first, a brief service at the family home, fol-

lowed by a public service at St. Thomas' Church, in which

over a thousand citizens of all creeds and walks of life part-

icipated. The funeral service was held under the uspices of

the Masonic fraternity, who attended in a body 300 strong.

Military, parlimenlary, civic, sports, the boy scouts and girl

guides, as well as many other public bodies were in attend-

ance.

Following the service at the St. Thomas Church the cor-

lege proceeded to Victoria Lawn Cemetery, the streets all

along the way being thronged by citizens anxious to pay a

last tribute of respect to a true patriot. The cortege was

escorted by police and included the 19th band, military

officers, Masons <'ind the employees of the St. Catherines

Standard, of which Mr. Burgoyne was president.

The late W. B. Burgoyne was a native of St. Catharines,

a man who rose fiom the humble walks of life to a position

of high esteem in his municipality. He was ex-Mayor of

St. Catharines and for the past 25 years one of the out-

standing citizens cf the city. He was president of the

Hydro Radial Union of ihe Niagara District, president of

the Horticultural Society since its inauguration, a fellow

of the Royal Colonial Institute of London, Eng., chairman

of the Suburban Roads Commission of Lincoln and St.

Catharines, a staunch temperance leader and formerly

Most Worthy Patriarch of the National Division, Sons
of Temperance, and represented the National Division at

the British National Division at London in 1906. He was
a justice of the peace and a member of Ontario committee
of 100 for the prosecution of the war; was a member of the

L.O.A.; A.O.U.W.; O.C.H.C.; C.O.O.F. and S.O.E.

One of his piominent achievements was the construction

of the Burgoyne bridge, a high level bridge connecting the

main and west.^rn portions of the city, for which the de-

ceased struggled for over a decade

As a mark of distinction for special service rendered in

ihe war, and because of his leadership in supplying canned
fruit for the soldiers at the front and in military hospitals,

he was made a Life member of the Canadian Red Cross

Society. He was also the Canadian representative of the

Inland Daily Press Association of America.

In the passing of Mr. Burgoyne, St. Catherines lost its

most conspicuous figure, and the large crowd in attendance

al his funeral wa= a fitting tribute to his works for the

betterment of the city.

The hrndlinff of this funeral, in which so nianv organiza-

Scenes at the iniblic funeral given the late W. B. Kurgoyii^ at St. Catharines. The funeral was con-

aucted by Gobb Brothers.



52 CANADIAN FURNITURE WORLD AND THE UNDERTAKEN February, 1922

tions participater!. and in which so many thousands of

citizens joined, was a credit to Grobb Brothers.

The late W. B. Burgoyne was a native of St. Catherines,

a man who rose from the humble walks of life to a position

of high esteem in his municipality. He was ex-Mayor of

St. Catherines and for the past 25 years one of the outstand-

ing citizens of the city. He was president of the Hydro

Radial Union of the Niagara District, president of the Hort-

icultural Society since its inauguration, a fellow of the Roy-

al Colonial Institute of London, Eng., chairman of the Sur-

burban Roads Commission of Lincoln and St. Catherines,

a staunch temperance leader and formerly Worthy Patriach

of the National Division.

DEATH OF FUNERAL DIRECTOR

Benjamin Johnson, one of the pioneers of Southwold,

passed away towards the end of January at the home of his

son-in-law, B. J. Schultz, funeral director of Du'ton, OnL

Mr Johnson was born on the old homestead, just west of

Fingal, where he spent nearly all his life. In his boyhood

he attended the Fingal public school and Methodist Sun-

day school and church, later becomine; an honored member

and trustee of the same church. In 1867, he married Miss

Mary Haviland, of Boston, Norfolk county, and settled on

the front half of the home farm in a new house, which he

had built, facing Talbot street, where he lived for many

years and where his three children were born. His wife

predeceased him eighteen years ago. In 1908 he retired

into Fingal and four years ago came to Dutton and made

his home with his daughter, Mrs. Schultz, assisting Mr.

Schultz with many funerals. Besides his sons. Rev John

H. Essex, and Dr. Jasper, Edmonton; and daughter Mrs.

Schultz, Mr. Johnston is survived by several brolhers and

sisters: Rev Hugh Johnston, Baltimore, Md.; Jack, May-

ville, Mich.; Mahlon, Watrous, Sask.; Mrs. Agnes Fowler,

Dutton, and Mrs. James Orchard, Shedden.

DOMINION MANUFACTURERS ADD CAR BODY
DEPARTMENT

Dominion Manufacturers, Ltd., Toronto announce that

they have added a new department to their business in a

car body department, thus completing their service of

catering to every requirement of the funeral director. W.

H. Wattman, who has for forty years been building car

bodies on his own account, has been engaged to supervise

this new department, which will specialize on funeral car,
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I SOME FLOWERS FROM THE DEACON
|

I Enclosed find One Dollar, my subscription for
|

I Canadian Furniti re World and The Under-
|

I TAKHK for 1922. I sure enjoy receiving and read-
|

I ing same from month to month, and must say the
|

1 Xmas number from every standpoint must have
|

I been a great treat to all who were privileged to
|

I receive same |

1 Trusting that 1022 will be all and more than
|

1 you are looking for and in every way mark an ad-
|

I \ance. |

I Season's Greetings,
|

1 W. II. Henderson. |

I Oilawa, Jnn. 2, 1922.
|
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hearse, ambulance, wagon, and combination bodies. The
car body factory is attached to the Toronto plant.
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PROFESSIONAL NOTES
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P. L. Convey's funeral parlors at Arnprior, Ont., were

recently damaged by fire.

The Ontario Casket & Supply Co. has been registered at

Toronto.

S. R. Rudd, Arnprior, Ont., has sold a half interest in

his business to E. A. Scott, formerly of Prince Albert,

Sask. The new firm name is now Rudd & Scott.

Robt. J. Reid & Sons, Kingston, Ont., have recently

greatly revamped their premises. Mr. Reid when in Toron-

to for the furniture show said to The Furniture World
lhat he had now one of the finest funeral parlors in East-

ern Canada.

CANADIANS AT BUFFALO DEMONSTRATION

The annual post-graduatae demonstration conducted by
the Central Casket Co. at Buffalo was held this year on Jan.

I and 5 at the new quarters of that company at 317 Frank-

lin street. A number of our Ontario funeral directors were

present to hear Prof. Eccles expound his new theories and

demonstrate his new methods. To say he succeeded is to

speak a truth for he held his audience from nine in the

morning until close to nine at night.

Following the close of the lectures a mock trial was held

to see if a funeral director could collect an account in the

case of a debt owing by an estate.

"Sir" Chas. Connors was the dead person, and Bob Flint

says he looked very natural. Bob Stone was prosecutor

with Wm. Slewai't as his solicitor. A Buffalo lawyer acted

as executor and defended, but he was eventually forced to

admit that the Toronto boys were too much for him on the

various points raised. The dead man came to life, and all

ended happily.

Among the other Canadians noticed at the function were

Norman Craig, Art McCabe, N. B. Cobbledick, Toronto;

Alex Robinson, of Hamilton; Harry Dell of Ridgeway; J.

Atwell of Bridgeburg; and Joe Tavlor of Tillsonburg.

One of the subjects handled by Prof. Eccles was a demi-

surgery case. All present gave the professor great credit

for the appearance of the body when he concluded.

SHOW CASKETS AT FURNITURE EXHIBITION

The Guelph Casket Works made a display of their pro-

dustions in the Y.M.C.A. building at Kitchener during the

furniture exhibition period last month. It was the most

ambitious display this company ever put on and reflects

credit on the producers of the work. The company is spec-

ializing on hardwoods and "quality and service" is its

trade slogan.

Six different styles of hardwood were shown, and a great

number of cloth-covered cases. One of these latter was a

"gates-ajar" in grey embossed plush. Another was a Bur-

mese velour case in grev yand black, verv handsome. A
purple case and a rose case were centra! features, and a

black plush case was much admired.

Several children's caskets in white embossed plush were

shown. A noticeable feature of all caskets was the trim-

Tning and u!)holsterv (»f all the exhibits. They were shown
in great variety and s|)lendid workmanship.
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A Dominant Factor
We maintain that the Car Bodies we manufacture represent the best

workmanship and materials obtainable—a most dominant factor in Car
Body building.

An artisan without a peer in Car Body designing and building —
Mr. W. H. Wattman—supervises all branches of the designing and

building of our Car Bodies; from the selecting of materials and fittings to

the mounting on chassis and painting of the finished body.

Materials are carefully selected, with particular regard to their strength,

weight, and wearing qualities, so that when the finished Car Body is

mounted on the chassis, it will be of sufficient weight to insure perfect rid-

ing and of sufficient strength and wearing qualities to stand up for years,

under the severest service.

We specialize in the designing and building of:~

Funeral Cars Hearse Bodies

Combination Bodies Wagon Bodies

Ambulance Bodies, Etc.

DOMINION MANUFACTURERS, LIMITED
Head Office and Showrooms, Toronto, Ontario
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Service —
A promise that we live up to

There is no doubt that through its injudicious use, the word "Service" has lost a great deal of

its true force. Failure on the part of many to fulfill their promises of service has greatly reduc-

ed the significance of the word. In the face of this we do not hesitate to put forward

"Service" as a basis for your patronage because we know we can make good our promise

—we are doing it every day— all over Canada.

There is no funeral director who is not aware of the most important part seivice plays in his

professional duties. To be able to rely upon the prompt and correct execution of instructions

given us relieves the funeral director of a great deal of worry, and assures satisfaction for

his client.

Every detail is carefully attended to, and we make a point of co-operating with the director

to the fullest extent We fully realize the responsibility that is placed upon us, especially in

the case of rush orders, and we do everything in our power to obviate delays, mistakes, etc.

We want you to take full advantage of the service we offer you, our nearest branch will

handle your orders to your entire satisfaction.

DOMINION MANUFACTURERS, LIMITED
Head Office and Show Rooms, Toronto, Canada
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CAN EMBALMING BE SAVED?
IS EMBALMING WORTH SAVING?

UNLESS we drain from the vein while injecting through

the artery, we cannot properly transform pressure in-

to motion sufficiently to secure a thorough and even

distribution of our fluid. Failure to drain produces back-

pressure and faulty distribution. Injection of the vein

does exactly the same think, at least as far as the face and

upper trunk are concerned.

Nature has provided two great reservoirs in the body for

impure blood. One of these is the vena cava; the other is

the lungs. Since by the elimination of a large part of this

blood we not only provide a place for our disinfecting

fluid, but also promote our second object of beautifying

the body for funeral purposes by withdrawing from the

system the discoloring element, blood, it is highly desir-

able that we withdraw such blood as we can obtain from

the superior vena cava, because it is the great reservoir in-

to which drain the veins from the parats of the body which

we wish to beautify for funeral purposes.

This is best accomplished through the axilliary vein

which is the most accessible and located in the most incon-

spicuous part of the body, the armpit. Through it a tube

can be passed beyond the last valve in the innominate vein,

which empties into the superior vena cava itself.

Direct drainage, therefore, can thus be effected from the

veins in those parts of the body in whose cosmetic effect

we are most interested.

At the same time we relieve the counter-pressure on the

veins and prmit our fluid, after passing through the cap-

illaries, to occupy the space where the impure veinous

blood had been before we drained it from the veins by way
of the superior vena cava.

In addition to being the most complex of all of Nature's

machinery, the human anatomy is a series of checks and
balances. While nature presumes that every organ will

unfailingly do its duty, there always is provided some
"safety valve" to act in the emergency of a failure of one

organ to function temporarily.

One of these safety valves exists in the fact that the

walls of the arteries, while resisting stretching under press-

ure, are to a certain extent at least permeable in order that

the heavy, fibrous walls of the arteries themselves may re-

ceive the life-giving fluid, blood, and that those portions

of the tissue adjacent to them can be nourished.

But the heart pumps on and on. The blood continues to

course through the arteries and capillaries where, after

having performed its function and having gathered the im-

purities of the body, it is accimiulated in the vein for

transportation to the heart and thence to the lungs for

purification and oxygenation.

Every embalmer knows that arterial blood is pure, that

veinous blood is impure. It must be apparent, therefore,

that Nature would provide that the veins be not permeable

and that Nature would see to it that the poisons of the

human system did not penetrate the walls of the veins and

thus carry death to the surrounding tissue.

Nature provides a check against another disaster when
she makes the walls of the veins elestic so that in the event

of an obstruction, whether it be from external pressure or

from internal clot of consestion, that the heart still may
beat on and not be choked into inaction by back-pressure

from blood-gorged veins.

The elasticity of the vein is another one of Nature's

checks and balances. It forms another safety valve which

Nature has provided .

But it also points out the reason why sufficient pressure

could not be obtained to secure an even distribution

through the veins even if they did not contain valves.

To be continued

A. G. Watson has purchased Jas. Irwin's at Campbellford,

Ont., and will conduct the same under the name of A. G.

Watson & Co.

Richard G. Winter of Grobb Bros., St. Catharines, Ont.,

came over to Toronto to witness the Joseph Oliver funeral,

conducted by F. W. Matthews & Co. last month. Richard

is one of those young fellows who wants to learn all he can

about funeral directing and is always willing to make a

sacrifice in time and money to achieve that end.

FRONT SERVICE ROOM
Two of the rocms ii\ the splendidly-eciuipped Funeral Home of A. L.

THE OFFICE
Oatmau, Loudou. Out.
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This IS our Combination Casket Wagon, to be used for hearse when required, or for

ambulance as well. This body is made of the best white ash, with large panels of 20-ounce

steel that does not check the same as wood will in time. Here you have a complete

casket wagon, and to make a hearse of it we furnish full sides as shown on illustration,

and you have a hearse complete. We also furnish yet other sides for ambulance. These

sides we paint dark green or maroon, letter it in gold, large letters, "ambulance. * Then,

we make panel on top large panel, and on it a red cross lined with gold, and you have a perfect

ambulance. These ambulance sides are all made from yellow poplar, ^8 in. thick. We
make these of wood, as we can use /".s in., which makes them strong; and they are light

as well, weighing less than 501bs. each. You can also have yet other sides, when required,

for delivering furniture; have a fairly plain side painted dark green or maroon, and lettered

to suit. In this way you have four rigs on one chassis—wagon, hearse, ambulance, and

delivery rig—and it will look fine in either, and no o-ne need know it is the same rig, for

every change is a complete change in itself.

Patented, Canada and United States.

Write us for further particulars.

MITCHELL & COMPANY
INGERSOLL
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Our new model Combination, one of the handsomest bodies made, and is entirely in a

class by itself. It gets away from the sameness you see in all hearses, four columns to a

side and short panels, and when you see one you see them all. When you see this you

see one continuous masterpiece of art and two distinct rigs on one chassis. When you

have taken off your hearse side you have an entirely different rig— a rig that you can,t

produce by taking out panels. The frame is made of the best of white ash. The balance

of body is made from yellow poplar. Now for panels on wagon, we give you steel or wood

The driver's compartment is trimmed in leather, dome light in rear, and rear lined with

three-ply walnut, mahogany, quartered oak, or B.C.fir, as customers desire. These veneers

are perfect, lining where water can't get to them to open them up. We use all-silver mount-

ings. Lamps of the best, electric lighted. Now we give you any hearse that we make in a

combination or in hearse only, at LESS COST.

Patented, Canada and United States.

Quotations sent promptly on request.

MITCHELL & COMPANY
INGERSOLL
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CHANGE IN SARNIA FIRM

MR. GEORGE L. PHILLIPS has retired from ihe

undenaking business so successfully carried on

by him for many years at Sarnia. The busi-

ness will in the future be conducted by his two

sons, W. L. Phillip? and H. N. Phillips, under the

former name, "Geo. L. Phillips." In transferring the bus-

iness the new owners hope to merit and to receive the favor-

able consideration and liberal patronage which the business

has so long enjoyed; and in the matter of service, terms and

credit they will continue the policy heretofore pursued.

Since retiring Mr. Geo. L. Phillips has taken unto him-

self a wife, Mrs. Mina R. Johnson, of Delroit, the cerimony

having taken place on Saturday, Jan. 14, at the laatter city.

Mr. and Mrs. Phillips will spend the winter in California.

G. L. Phillips, who has retired from the funeral directing

business which he ha? carried on in Sarnia for the past

years, is an example of the unusually successful business

man who after a very active life is in the fortunate position

to be able to take a respite from the cares of business while

he is still in a state of health and vigor to enjoy a period

of recreation.

Mr. Phillips can be regarded as one of the pioneer man-

ufacturers and business men of Western Ontario. Forty-five

years ago he moved from Bath, Ont., in the Kingston dis-

trict, and established a furniture factory at Camlachie.

The latter point was at that time a somewhai important

link in the operation? of the Grand Trunk Railway in this

MR. GEO. L. PHILLIPS
Pioneer funeral director of Sarnia, who has retired from business.

part of the province. The river terminal of the railway

was then at Point Edward where car ferries transported the

trains across the St. Clair river before the tunnel was built.

Camlachie was therefore an important centre for railway

men and Mr. Phillips' furniture factory did a big business

with the employees who were able to buy their furniture

direct and trans|)ort il on their vans to their homes at little

cost.

Formerly in I'liniiture Manufacturing

When the St. Chiir IuhmcI was » onslrucled, however, it

changed the course of tradic and directly affected busi-

ness at Camlachie. Mr. Phillips recognized that he would
have to move his factory in order to gel into the right

channel as regards population. He first moved to Point

Edward and after a brief period there went to Sarnia,

which was at that time a small, but promising town. That

was thirty-six years ago.

Mr. Phillips speaks with some pride of his early factory.

He employed at times almost a score of men and competed
successfully against more pretentious forms at Oshawa,
London and Bowmanville which al that time were making
strong bids for the furniture trade of the country. Mr.

Phillips made a specialty of lodge furniture and the evi

dence of proficiency which he gained in this department

remains todciy in the furniture of the various lodges of the

city. At Point Edward the Oddfellow lodge contains the

furniture which Mr. Phillips manufactured for it 42 years

ago. He believed in turning out articles that would sur-

vive the ravages of time and in this he established a high

reputation for quality. Love of the artistic side of furn-

iture-making has remained with him always and in his

spare moments during the past two years he constructed a

grandfather's clock from walnut which he brought with him
from the east '15 years ago. It was all done by hand and
is a magnificent specimen of work.

Located on Front Street

When Mr. Phillips first came to Sarnia he located on
Front street where George Reeves' store stands now. Later

he moved across the street to the block where Mr. Brode-

rick's place of business is. Front street was then very in-

consequential compared with its present standing. In fact

there were great unbuilt spaces throughout the town.

When laer Mr. Phillips moved to his present location the

area around there was practically devoid of buildings.

On north Vidal street where Mr. Phillips' commodious
home is, there was practically no buildings in that block.

Mr. Phillips recognizing the possibilities of the city secured

a considerable amount of property in the vicinity of his

place of business which has since justified his business

acumen and confidencf: in the future of Sarnia.

The Change to Motors

When Mr. Phillips abandoned the furniture manufactur-

ing 25 years ago to turn his energies exclusively to funeral

direction his devotion to constructive art was exemplified

in the fact that he built his first wo horse-drawn hearses

himself and he has constructed the majority of caskets to

this day. Eventually he had eight vehicles in his funeral

equipment before the motor driven cars came into use.

Five years ago the first operation in the change to motor-

driven cars was made by Mr. Phillips. Mr. Phillips des-

cribes the event as follows: He had secured a small car

to be used more in making calls than for actual funeral

service. At that time a number of prominent citizens had
died and the families expressed the wish that a motor hearse

be used. This was done and these were the first occasions

upon which a motor hearse was used in Sarnia. Thereafter

the change to the motor hearse came with remarkable rapid-

ity until today there is practically no demand for horse-

drawn funeral carriages, either in the city of the country.

The Phillips firm now has six funeral cars and a motor-

driven ambulance, the motor hearse being among the finest

in Canada.

Alex. Lang, funeral director at Kirby, Ont., died at his

home there on January 25. He was buried at Orno. Mr.
F. F. Morris of Bowmanville conducted the funeral.
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I
Annual Report I
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THE annual report of the Board of Examiners of On-

tario for 1921 has just been issued. In that sum-

mary Secretary T. E. Simpson reports that the Board

has experienced no special difficulty in the discharge of its

duties during the year.

"We have, however, found more than the ordinary num-

ber of changes in the location of our members: some have

disposed of their business and retired temporarily; others

have disposed of their business and re-established them-

selves in some other locality; while a great many assistants

have for various reasons found it necessary to change their

place of employment. This, we believe, is not peculiar to

our membership alone but is common to all lines of human
activity during this period of reconstruction through which

we are passing, and I hope our members will realize the

necessity of informing the Secretary of any change in their

address so that our records may at all times be complete

and up-to-date.

"As the Board has no official inspector the work of in-

spection has to be carried on by the members of the Board
individually. Many sections of the Province have been

visited during the year and everywhere we have found,

with very few exceptions, general approval of the "ACT"
and a willingness to assist in its enforcement, and our ob-

servations have shown conclusively that the great majority

of our members are much better equipped to serve the

public than they were prior to the passing of the "Embal-
mers' and Undertakers' Act" and the regulations authorized

therein. We have, however, experienced some difficulty

with some of our members in the renewal of their licenses

and in a few cases we found it necessary to institute legal

proceedings against the offender, but I am pleased to report

that each case was satisfactorily settled before going to trial.

"The Board have for some time felt the need of more
uniformity in the Laws and Regulations governing the prac-

tice of embalming in the different Provinces in the Domin-
ion as well asa the regulations governing the transportation

of dead human bodies. This can only be accomplished by
those interested from each Province meeting together in

conference from time to time and agreeing on a Standard of

Qualification that would be acceptable to all the Provinces.

Having this in mind wc welcome the formation of the Dom-
inion Association of Directors of Funeral Service, which
was formally organized during the past year and which we
believe will be the proper organization to deal with ques-

tions of this kind and we hope this important matter will

not escape their early attention.

"On February 8th, 1921, the Lieutenant-Governor-in-

Council approved of a number of regulations under the

Act. These are given in full in this report for the benefit

of the members and others concerned.

"The Board appreciates the assistance of Mr. A. D. Le-

Pan, Superintendent of Toronto University, in placing at

our disposal at a nominal charge the Anatomical Section

of the University Building for examination purposes.

"The Board held three meetings during the year, viz. :

—

in February, September and December. An accurate ac-

count of the transactions of the Board has been recorded

in the Minute Book, and may be seen at any time by those

interested, by calling on the Secretary.

"The Books aand Accounts of the Board have been care-

fully audited by a chartered accountant as required by the

Ac-t. His statement of Receipt and Disbursements is given

on another page of this report and shows the finances to be

in splendid shape.

"There were two examinations held during the year for

those desiring to qualify as Embalmers. The examination

included a written paper consisting of forty questions deal-

ing chiefly with the following subjects:—Anatomy, the Cir-

culatory Systems and Sanitation. In addition a practical

demonstration is required to show that the candidate is

competent to carry out in actual practice, the theories which

he has written on his paper. The number of candidates

ihis year was greater than any previous year and the splen-

did papers written and the practical demonstrations given

by most of them, showed evidence of careful preparation.

At the February examination there were thirty-one candi-

dates, twenty of whom were successful in passing, three ob-

taining honors; and in September fifty-seven candidates

presented themselves, thirty-two of whom were successful,

three obtaining honors.

"Two examinations are held each year, in the Anatomical

Section of the University Building, Toronto, one in Febru-

ary and the other in September. Forms of application and

full information can be obtained from the Secretary.

"Attached to this report will be found a list giving the

name and address of every Undertaker and Embalmer in

the Province of Ontario, who has, up to the 1 Ith of Janu-

ary, 1922, taken out his license for the year 1922.

"Attention has been particularly directed to the follow-

ing; Section 15, subsection 1, of the Act reads as follows:

"Every person who as an Undertaker conducts or directs
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I The Supreme Achievement 1

in Embalming Fluid

I The next time you want Embalm-
|

I
ing Fluid, do not merely mention |

I "Fluid," but insist on "CaranaC. "

|

I
CaranaC Embalming Fluid

|

I is a specially compounded chemical |

I
which will not alter in strength, and

|

I a fluid you can depend upon. |

I We Ship Promptly |

I
CaranaC Laboratory |

I "The All-Canadian Houte" =

1 Peterborough - Ontario - Canada |
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the burial of any human body shall forlhwith upon the

form prescribed by the Regulations of the Provincial Board

of Health notify the Secretary of the Provincial Board of

Health of such burial." Blank cards for making returns

of all burials may be secured from Dr. J. W. S. McCul-

lough, Chief Officer of Health, Toronto, and every Under-

taker is required to use them regularly.

"All assistants who are engaged wholly or in part on ac-

count of their ability to embalm, must hold a Certificate of

GE'tlALD F. STEELE
Elected Eilderman at Forest, Ont., for 1922.

Q)ualificatiori and also an Embalmer's License for the cur-

rent year in order to meet the requirements of Section 13

of the Act. Employers are expected to see that their assist-

ants are duly qualified under this Section.

"Every Undertaker carrying on business in the Province

of Ontario must have an "Undertaker's License" as required

by Section 14 of the Act. The annual fee for such license

is $1,00 and applicatioi; should be made to the Secretary of

the Board of Examiners. If the business is conducted

under a partnership each partner who takes charge of the

burials, should have an Undertakers' License and any assist-

ant who may be engaged to assist in the Undertaking busi-

ness and who may have charge of any of the burials should

have an Undertaker's License.

"Embalmers locating in Ontario who have passed the

prescribed examination before any State Board of Examin-

ers in the United States or Provincial Board in any Pro-

vince in the Dominion of Canada, where such examina-

tion requires an equal or higher standard of qualification

to that required by the Examining Board of this Province,

will, upon furnishing such evidence as the Board may re-

quire, be granted a Certificate of Qualification to practice

in the Province of Ontario without examination, upon the

payment of the fee of .120.00."

hen follows the amendments added lasi year and which

were published a year ago in Canadian Furniture World.

The number f)f cerlificales granted on examination last

year .52: number of ait|)lications held over flack of exper-

ience) 4; am()urit of fees received, including interest

S4'928.91 ; travelling and other expenses of the Board, sal-

ary of Secretary, postage, etc.. $.'561 0.0'>; Undcrlakcrs' Fees

paid Provincial Board of Health, .$989.00.

ONTARIO FUNERAL SERVICE EXECUTIVE MEET

The Executive Committee of the Ontario Funeral Ser-

vice Association met for the first time in 1922 in Secre-

tary W. Hulbig's office on Monday and Tuesday, Feb. 6 and

7, to discuss ways and means for improving the Association

and to deal with outstanding matters and take up a tenta-

tive program for this year's convention.

The Legislative Committee met with the Executive on

the first day and thoroughly discussed the questions of

license, transportation, qualification, etc., and asked the

Executive Committee lo present their recommendations be-

fore the Orilario Government, after consultation with the

Ontario Board of Examiners.

On the second day an executive meeting was held and

plans prepared for this year's convention. At noon the

Executive and members of the Board of Examiners were

the guests of the secretary at luncheon at the Ontario Club.

There were but two absentees, one of whom, T. H. Mc-

Killip, came in for the afternoon meeting. Those present

were Jos. Tickell, chairman; T. E. Simpson, M.P., secre-

tary; and W. G. Burrows and C. N. Greenwood, members
of the Examining Board: President Wm. Britton of the

O.F.S.A.; Secretary W. Hulbig; Treasurer N. B. Cobble-

dick; and F. W. Matthews, A. A. Jackson, F. F. Morris and

James O'Hagan.

After justice was done the good things provided the vari-

ous boards came together in joint meeting and discussed

matters for improving the standing of the profession.

A second joint meeting was held to discuss plans for the

meeting of the Canadian National Funeral Service Associa-

liion, and a resolutioji was passed to hold both conventions

during the second week of Exhibition in September next.

A further Executive meeting will be held in April.

Mr. Scott, second vice-president, who is ill was unable

to be present.

DOMINION MANUFACTURERS MAKE CASKET
DISPLAY

The Dominicm Manufaclurers, Ltd., made a display of

their complete casket lines in their own showrooms at

The 'Sunroom, one of the rooms in the splendidly-equipped Funeral Home
of A,. L. Oatman, Loudon, Out.

I'oronto for the benefit of visitors attending he Toronto

Furniure Exhibition last month as well as featuring the

latest styles and models a great showing was made of their

hardware, costumes and other accessories. It was a dis-

play well worth while.
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ONTARIO
Aylnier

—

Pierce & Co.

Barrie, Ont.
W. D. Minnikin,

Phone No. 431.

Botacaygeon

—

Byng, G. C.

Bowmanville, Ont.

—

i\rnii is & Son, L. 'Phone 10.

Williams & Ciann.

Brantford

—

Thorpe Bros.

Puneral Directors.

Successors to H. S. Peirce.

Both phones, 200.

Chatham—
A. L. Jahnke.

Dimgannon —
Sproiil, William

Elmira

—

Chris. Dreisinger.

Fergus—
Geo. B. Thomson. Office phone,

194. Residence phone 209

Hamilton

—

Blaehford & Sons.

57 King Street West

Dodsworth, A. H.
59 King St. W.
Eobinson, J- H- & Co.,

19-21 John St. N.
Ingersoll

—

^iFclntyres.

F. W. Keeler, proprietor

Kingston

—

Reid, Jas-, 254 Princess St.

London

—

Ferguson 's Sons, John
174 to 180 King St.

Midland—
A. Barrie.

Mount Forest-
Walsh & Weston.

North Bay

—

F. J. Martyn.
Wagar Furniture Co. Ltd.

OriUia

—

Mniidpll. J. A. Phone 126

150 Mississaga St

Ottawa—
Geo. B. Burney, formerly of

Rogers & Burney, 338 Som-
erset St., Phone, Queen 81.

Geo. B. Burney, H. B. Bur-

ney.

Oshawa

—

Luke Burial Co.

D. W. Dalton, Motor Equip-
ment.

Disney Undertaking Co.

Owen Sound
Chas. H. Fulton.

Phone No. 118.

R. A. Breckenridge.

Paris—

H Hudson & Son

Schomberg

—

b'. Skinner.

St. Catharines

—

Grobb Bros.
144-146 St. Paul St-

St. Thomas

—

William, P. R-, & Sons, 519

Talbot St.

P. R. Williams & Sons.

Stratford-

Greenwood & Vivian, Ltd.
88-92 Ontario St.

White & Co,, 80 Ontario St.

Downs & Fleming.

Toronto

—

Cobbledick, N. B.

1508 Danforth Ave., and
2068 Queen St. E.

Auto equipment for all

branches of service.

Phone Beach 73.

W. N. Knechtel,
1202 Yonge St.

Motor equipment for all

branches of service.

Motor ambulance.
Phone North 4400.

The Fleury Burial Co.

685 Queen St. E.

Washington & Johnston,
707 Queen St. E.

Corner of Broadview.

Walkerville-
A. Norris & Son.

Welland—
J. J. Patterson & Sons.

Sutherland, G. W-
Whitby—

Nicholson & Seldon.
Windsor-

A. Norris & Son.

J. A. Oates.

Woodstock

—

Paul Bedford.

MANITOBA
Brandon

—

Canii>bell & Campbell.
Dauphin

—

Farrell, A. F.

Winnipeg

—

Thomj)son Co., J., 50] Maic
SASKATCHEWAN

Moose Jaw

—

Bioadfoot Bros.

ALBERTA
Banff-
las. A. Reid

346 Otter Street.

P.O. Box 53. Phone 99.

QUEBEC
Montreal

—

Geo. Vaudelac. 1329-1332 Rue
Cadieux and 6870 Rue
Rachel. Phone. St. Louis
1203.

Tees & Co.,

912 St. Catherine St. W.
NEW BRUNSWICK

Moncton

—

Tuttle Bros.,

171 Lutz St.

St. John
P. J. Fitzjiatrick,

98 Waterloo St.

The Canadian Dollar

Is Worth 100 Cents

At the Canadian establishment of H. S. Eckels & Co. (Robert S. Flint,

Manager, Toronto, Ont.), because your cheques are deposited in a

Canadian bank at full face value. That is why, despite the temporary

unfavorable exchange situation with the United States, we are enabled

to make you a very considerable saving.

The Eckels embalming fluids are prepared in Canada from materials com-

pounded by H. S. Eckels, according to formulae known to him alone.

H. S. ECKELS & GO'S CANADIAN LABORATORIES
Robert S. Flint, Manager, 142 Quebec Ave., Toronto, Ont.
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Index to Advertisers

A
Aiitlies-Bai'fz Funiiture Co 28
Armstrong Co., W. J i.f.c.

Art Furniture Co 12

B
Baetz Bros. Furniture Co 28
Baetz Bros. Specialty Co 28
Bell Furn. Co. Ltd 23

0

Coomhe Furn. Co., Ltd., P. E 24
Canadian Feather & Mattress Co... 20
Canadian Rattan Chair 47
Caranac Laliertory 59
Chpmpion Chemical Co i.b.c.

D
Dominion Mfrs. Ltd 50-,'53-.54

Dominion Oilcloth 26

E

Eckle.s, H. S. & Co 61
Egyptian Chemical Co 62

Karquharson Gifford Co.

6
Gendron Mfg. Co 16

Gold Medal Furniture Co 14
Glady Uph. Co., H, W 12
Glolie-Werwieke Co., Ltd., The 7

H
Hfiurd & Co 18

I

Imperial Rattan Co 10
Iri.sh, G. L 22

E
Kindel Bed Co 3
Knechtel Furniture Co 21
Krug Furniture Co., Ltd 17

L
Lippert Table Co., Ltd 19
Legf—x X- Piatt Spring Bed Co . . . . o.b.c.

M
Malcolm Furniture Co.. Andrew. . . 1.5

Malcolm & Hill Furniture Co 13
Marshall Ventilated Mattress Co... 4.5

Ma.tthew Bros 18
Maxwell Steel Vault Co. Ltd 50

McLagan Furniture Co., Ltd 4-5
Meaford Mfg. Co 25
Mitchell & Co 56-57

N
North American Furniture Co.... .. 43
North American Bent Chair Co .44

O
Owen .S<'und Chair Co 43
Otterville Mfg. Co 18

P
Phillips Mfg. Co 24

s

Sidway Mercantile Co 20
Steel & Co., .las 47
.Stratford Chair Co 8-9

Specialty Uph. Co. Ltd 16
Stratford Mfg. Co. Ltd 10
Strathroy Furn. Co Ltd 11

Snyder Bros. Uph. Co., Ltd 27

W
Want Ads 62
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The Original

Patented

Concentrated

Fluid
Patented Formula
Strongest and Best

Essential Oil Base, com-

bined with Alcohol, Glycer-

ine, Oxidized Formaldehyde

and Boron-Dioxide.

Ask others for their Formula

Special Canadian Agents

National Casket Co.
Toronto, Ont.

GLOBE CASKET CO.

London, Ont.

SEMMENS & EVEL CASKET CO.

Hamilton, Ont.

GIRARD & GODIN
Three Rivers, Que.

JAS. S. ELLIOTT & SON
Prescott, Ont.

CHRISTIE BROS.
Amherst, N.S. Larger Bottles tilled up with water

|

Egyptian Chemical Co. Boston, u.s.a

FOR SALE-WANTED
50 cents per insertion up to twenty^five words. Each additional
word two cents. If box is required 5 cents extra to cover postage

WANTED—P'irs; Assistant and Embalmer; married; not afraid to

work; firm doing more than 1000 orders a year. Such a man with

years of experience (about 35 years of age preferred. None but

the very chcicesl of persons in this business need apply. Box 142,

Canadian Furniture World. 51 Wellington St W., Toronto 2-22-1

FOR SALE—An old established Undertaking and Furniture Busi-

ness in one of the best towns in Ontario. Doing a first class busi-

ness in both lines, average about eighty funerals a year; my yearly

turnover is about $25000.00; the stock and equipment is the very

best. Don't miss this chance if you have the cash and want a

business. Apply to Box 141, Canadian Furniture World, 51 Wel-

lington St. W.. Toronto. 2-22-1

FOR SALE— Casket Wagon and Detachable Sleighs, Pair Hearse

Team Nets. I'air Dark Wool Extra Large Blankets. Wheel Ambul-

ance Cot, llsed Miiior Ambulance, Good. Box 142, Furniture

World, Toronto. 2-22-1.

S.\l.lv -To clo'ic an estate, a casket wagon with bobsleighs, in

good ( (HKiiiidM, ,$100. Api)ly Mrs. R. J. Porte, Picton, Ontario.

2-22-1
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TAKETHE MAIN UNE
CHAMPION CITY

FROM

KOSMOLEUn

JAUNDEXO
CAVITY

CHAMPION
CONCENTRATED

SUCCESS QIAnPION

CITY

COOLING
BOARDS CASKET

CARRIAGES

MORGUE TABLE

AMBULANCE
BASKETS

Any branch of the "CHAMPION LINE" will

bring you to SUCCESS but the only express train

is through ENTIRE PRODUCTS.

By ordering ALL of your supplies from the

"Champion ' you save valuable time, avoid mishaps

from experimenting with untried goods, and obtain

the best quality at the best price.

CHAMPION CHEMICAL CO.
Dr. G. W. Ferguson, Canadian Manager, 28 Leuty Ave., Kew Beach, TORONTO

Canadian Manufacturing Plant, WINDSOR



We have perfected a New Spring embodyiDg the following exclu-

sive features :

A double strength bottom frame with special

composition angle iron side rail; a double
support under each coil ; an all spring wire

flexible top which eliminates all sway ; this

spring is sanitary, durable and absolutely

noiseless.

For The Best Name Submitted For This Spring
We will give first prise $50.00: second $25.00: third $15.00: fourth

$10.00. This contest is open to all Furniture Dealers and their em-
ployees. All suggestions must be submitted by February 25th and
the names of the winners will be published in the March issue of this

Magazine. Address replies to:

—

Advertising Manager

:

LEGGETT & PLATT SPRING BED CO.
WINDSOR - ONTARIO
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Read

HOW A TORONTO DEALER BUILT
UP A $20,000 FURNITURE BUSINESS

IN LESS THAN SIX YEARS

PRESENT STATUS OF CANADIAN
FURNITURE INDUSTRY; AND THE

FURNITURE BUSINESS IN 1921

DOLLAR DAY SALES AND OTHER
METHODS THAT INCREASED TRADE

OF ONTARIO DEALERS

GOOD FURNITURE AS A NATIONAL ASSET

Toronto, March, 1922
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Furniture

That Is

Appreciated In The Home

THERE is no furniture that is more appreciated and admired

in the home than upholstered furniture, and appreciation

reaches its highest level when "Sterling " creations are sup-

plied. Beautiful coverings; graceful, attractive designs, and

comfortable proportions all combine to make a "Sterling" pro-

duction. Quality of material and con-

struction, however, is the foundation upon

which these other features are built.

There can be no mistake in handling this

line—upholstered furniture is always pop-

ular, and the logical thing to do is to give

your customers what they want in value,

quality and design—this is summed up in

the word "Sterling".

J?"urniture
Our aim is lo make goods up to

the standard our trade-mark
implies— "Sterling

"

in every respect.

W. J. ARMSTRONG, LIMITED GUELPH, ONTARIO
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FUltNITURK

KROEHLER
Chesterfields

The prices of these

suites are in Hne with

your customers' desires,

and the designs and

workmanship are sure

to give satisfaction.

No. 236

Kroehler Chesterfields stimulate business. They are well

known and you have but to let your patrons know that you

carry them to set the ball rolling.

No. 804

The Kindel Bed Company, Limited
STRATFORD ONTARIO
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No. 5207— Extension Table

Sell Sat
The ever dependable quality of

McLagan Furniture brings it

naturally to the fore when
dealers are ordering their re-

quirements for Spring and
Summer.

No matter what the design,

the individuality of McLagan
Furniture is always present, and

the dependability of this line

as a builder of trade is recog-

nized by every dealer who
handles it.

The McLagan Fu
Stratford

No. 765 1 —Mirror

No. 5 I 59-Diner
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sfaction
The Queen Anne Suite illus-

trated here is in Walnut, and is

marked by the McLagan indi-

viduality of construction and
design~a suite that truly responds

to the tastes of discriminating

buyers. Behind the quality of

each piece is the name McLagan,
which is a guarantee in itself.

There can be only one result of

supplying furniture that pleases

your patrons and at the same
time brings profit to you, and
that is—greater business.

niture Co., Limited
Ontario

No. 5204—China Cabinet

No. 5 1 59A—Arm Chair No. 5 208-Side Table
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The World*s Easiest Easy Chair

ROYAL
EASY CHAIRS

The Royal line is an all year

round seller, and includes

period and over-stuffed models,

designed, finished and upholst-

ered to harmonize with every

room in the house.

The Royal line is nationally ad-

vertised, but you should also

feature it in your own ads. Let

your patrons know you stock it.

Drop us a line for particulars of

our new three piece divanette

suites and our unusual line of liv-

ing room furniture.

THE

Farquharson, Gifford
COMPANY

Stratford, Ontario
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Slobc^Virptcke Sectional Bookcases

A New Style Bookcase That Will Be Popular

THE NEW
UNIVERSAL
STYLE

Made in

Quartered Oak
Imitation Mahogany
Imitation Walnut

The Universal Sectional Bookcase is the latest and most up-to-date

product of our factory, and will undoubtedly win for itself a high

place in the 01olJS~Vv^rwiekc family of Sectional Bookcases.

One of the new features of this bookcase is the absence of all ex-

terior metal parts, except a small unbreakable knob on each door.

The cabinet work is so exact that the sections can be placed side

by side in such a manner that the divisions are hardly noticeable.

Our first output of the "Universal " met with such a demand that

we were completely sold out, but it will only be a matter of a few

weeks before we can fill all orders again. It is therefore advisable

to consider your order now so that shipment can be made at the

earliest possible moment.

Your customers want sectional bookcases of real merit and it is up

to you to supply them.

STRATFORD - ONTARIO
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No. 686 Buffet

Show Stratford

This

Goodwill may be known by different names,

but the fact remams that it is absolutely

necessary to a successful business. In the

furniture trade honest dealing and good serv-

ice must be backed by genuine values in

furniture of unquestionable quality and attrac-

tive design. Furniture built by the Stratford

Chair Company has a reputation for building

goodwill for the dealer, which means that in

No. 686 China Cabinet No. 686 Arm Diner

The Stratford Chair Company
Stratford - Ontario
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Chair Furniture

Spring
quality, value and design it is correct, and an-

swers the demand of the buying public. The
greatest purchasers of Stratford Chair Furniture

are people of moderate means, who demand

real value as well as dependability. Dealers

who handle this Hne can satisfy the greatest

percentage of their prospective customers.

Illustrations are from our No. 686 Suite in

Plain Oak.

No. 686 Diner

No. 686 Buffet

No. 686;Table

The Stratford Chair Company
Stratford - Ontario
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Genuine Reed Furniture

There is a market today for Gen-

uine Reed Furniture. It is not a

"holiday" special but a good seller

all the year round. Few people

would select an imitation when the

genuine can be had at the same

price. Dealers who have tried this

out know that Imperial Rattan Fur-

niture always nets good business.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD - ONTARIO

Verandah and Lawn Furniture
An early start on Summer lines is absolutely necessary

in order to make the most of the season. The progressive

dealer has no hesitation in stocking verandah and lawn

furniture made in Stratford because he knows there will

be a demand for it. Send in your order now.

Lawn Swings
Folding Tables

Folding Chairs
Children's Furniture

Folding Extension Gates

Camp Stools and Cots
Adjustable Lawn Chairs

Suspended Verandah Swings

No. 22 No. 0 Onta

THE STRATFORD MANUFACTURING CO., Limited
STRATFORD - ONTARIO
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Suite
No. 86
Quartered Oak
Italian Design

<§>

New Rennaissance

Finish

I
'HE dresser illustrated here is from

a complete suite—No. 86. It IS a

decidedly attractive suite, and is made in

Quartered Oak in an Italian design, and

is being featured in the new Rennaissance

finish. ^ To feature this suite m your

spring displays is a step m the right dir-

ection, because it cannot fail to draw cus-

tomers. Its beauty alone makes a marked

impression, but the quality that is so de-

cided an element in Jacques productions

always carries weight in making sales.

THE JACQUES FURNITURE COMPANY, LIMITED
KITCHEHER - ONTARIO
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LLOYD LOOM PRODUCTS BABY CARRIAGES DOLL BUGGIES WICKER FURNITURE

ANNOUNCING
The Incorporation of

Heywood-Wakefield Company of Canada
Succeators to LIMITED

THE LLOYD MANUFACTURING COMPANY
Manufacturers of

V ^ Pat. Process^ LQONI

Bahy Carriages&Furniture

The new compaay will coatinue the splendid co-operative spirit manifested

by the old one toward dealers and consumers alike. Every possible attempt

will be mide to increase coasumer demand for Lloyd Loom Products so as

to help build better business for the dealers. There will be no changes in

the designs of the famous Lloyd Loom Baby Carriages except as improve-

ments are developed from time to time. A new line of furniture will be

added which will be the finest in the wicker line made in Canada. New
Doll Buggies will also be manufactured in our Orillia factory. The Furniture

and Doll Buggy line will be announced later. In the meantime stock up
with Lloyd Baby Carriages so as to be prepared for the great Spring rush

which will sooa be here. We have a big factory but even it has its limitations.

Heywood-Wakefield Company of Canada
LIMITED

ORILLIA, CANADA

Made in Canada Made by Canadians Made for Canadians
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Furniture that arouses

the impulse to buy.

WHEN you buy Malcolm & Hill

furniture you are concentrating on

your store the knowledge of an organiz-

ation with real experience behind it.

Constant endeavor to satisfy has placed

Malcolm & Hill furniture high in the

estimation of dealers who have proved

its business-building qualities.

Its beauty of finish and design are qual-

ities that immediately arouse the impulse

to buy, and its moderate price appeals

to the large range of patrons on which
most dealers depend.

Your stock for spring is not complete

if you have omitted this line.

MALCOLM & HILL, LIMITED
Head Office

KITCHENER
Branch Factory

LISTOWEL
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Royal Box Springs

Kapok Mattresses

Felt Mattresses

Comforters

Pillows, Etc.

DO YOU WANT

MORE BUSINESS
IN YOUR BEDDING DEPARTMENT

DURING 1922 ?

By handling and featuring this reliable, dependable line you are

giving your department a boost m the right direction. Profit and

satisfaction are two words intimately connected with our line.

The Canadian Feather & Mattress Co. Limited
TORONTO and OTTAWA

No. 391

A New Art Mirror

Popularly Priced

The Printer Has It.

OUR NEW CATALOGUE V
is on the press, and will be distrib-

uted shortly. It has the newest in

Mouldings, Frames

Framed Pictures, Framed Mirrors

Picture Framers' Sundries
|

We want your name on our mailing list
I

f
Write for a copy now

Phillips Manufacturing Company, Limited
258 to 326 Carlaw Ave. TORONTO ONT. »
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Excl Nxciusive iNcw i^esigns

Furniture dealers will be sur-

prised at the value contained

in the exclusive new designs

that we are offering from time

to time to the furniture trade.

Be on the lookout for the

Hespeler traveller. He has

something worth while for you.

Hespeler productions should

form part of your spring and

summer displays—they make
sales and build up your profit.

The HESPELER
FURNITURE CO. Limited

HESPELER ONTARIO



16 CANADIAN FURNITURE WORLD AND THE UNDERTAKER March, 1922

The Beaver Line
One Sale Leads To Another

Every piece of Beaver Furniture that you sell is making another

booster for your store. Entire satisfaction is given and the purchajer

is sure to make the fact known.

Beaver Dining Room Furniture creates business long after it has

passed from your hands. A little consideration therefore will con-

vince you that Beaver Furniture should form an important part of

your displays.

The Beaver Furniture Company
Limited

Kitchener -:- Ontario

Chesterfield 82" long. 37" high, 33" deep

When in daily use there is a delight and comfort derived from Specialty Uphols-

tered Furniture that every one appreciates. Your customers are naturally drawn

to such creations. By catering to this demand no dealer can go wrong, and

within a short time the results will justify the regular handling of this line.

SPECIALTY UPHOLSTERING CO, WATERLOO, ONTARIO
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Most dealers would like to make a business asset out of every

sale. When it comes to furniture there is one sure way —
Malcolm Furniture. The sale is merely the beginning of the

good feeling that is created through supplying good furniture.

Increased business is sure to follow.

Your customers are instantly attracted by the beautiful designs

and finish of Malcolm Furniture. The word "sell
* implies effort

on the dealer's part, but of this line it can be said that the

customer "buys*' it.

The

ANDREW MALCOLM FURNITURE CO.
LIMITED

KINCARDINE LISTOWEL
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It Pays to feature

ARISTOCRAT and WELLWORTH
MATTRESSES

A customer usually pays considerable attention to the purchase of a mattrf ss, and in-

variably is impressed with the guarantee that goes with the Aristocrat and the

Wellworth. The quality of the ticking, appearance, and carefulness of manufacture

first make their appeal, then the guarantee satisfies any doubt as to the high quality of

filling. We guarantee the filling to be 1 00% pure Java Kapok.

Your mattress sales can be increased by featuring these two ready sellers,

also meet your requirements with regard to other grades of mattresses.

we can

The Standard Bedding Company
27-29 Davies Avenue Toronto. Ontario

No. 4«2 Chair

Seat 19" X 19" Hcighl of Back 26"

No. 482 Rocker

Seat 19" X 19" Height o( Back 26"

I The Brantford Willow Works,

Willow

Furniture

for the

Livingroom

Sunroom
or

Verandah

The Chairs illustra-

ted are two of our

best sellers—uphol-

stered in Tapestry

with reversible cush-

ions. Finished in

Natural White. Buff

or Fumed. Order

your requirements

in Willow Furniture

today to insure de-

livery.

Brantford Ont.
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rHERE is no doubt that almost any grade of furniture i

sells principally on price and appearance. But after ^
|

the furniture has left your store it remains for service, I

sound construction and quality of materials to play I

their parts. After months of use the genuine qual-
|

ities of Krug Furniture command the admiration of
|

the purchaser just as did its appearance to start
|

with. For the dealer Krug Furniture means satis- J

j faction on every side, an increase of goodwill and |

! a bigger profit shown at the end of the year.
|

I ^•k>x....
1

I
Z THE I

I
H. KRUG FURNITURE CO., LIMITED

I KITCHENER ONTARIO 1

!lllllllllllllllllllllMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIII:ili:':l ' I||:IIIIIIII|i!IIIIII'IIIIIIIIIIIIIMIIIIIMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII'II'II'II'IIMIIII Mli:i ll|l||{||{|<ll|||||{||||||||||||lll!II|l|||inllir.lll IMIMIillllll(IMIII;lir|llll,\
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HAVE YOU LOOKED INTO MATTHEWS
MIRRORS?

THEY REFLECT PLEASED CUSTOMERS

Sec our new framed line.

MATTHEWS BROS, limited
THE BIG CANADIAN MOULDING HOUSE

1906 DUNDAS SRTEET WEST TORONTO, CANADA

CANADA BED

NON TIP

We manufacture the most complete line in Canada.

A display of Camp, Lawn and Verandah Furniture will

bring profitable business to you this season. Make your

selection and order early.

If you have not received our new Catalogue No.49 with

complete line, a postcard will insure it being forwarded by

first mail.

OUR GOODS ARE GUARANTEED TO
GIVE SATISFACTION

NON TIP

OTTERVILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE ONTARIO
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No. 487 Elm Dining Room Suite

No. 487 Elm Dining Room Suite—Satin Walnut or Fume Finish.

By experiment and at considerable

cost we have developed a Walnut

Finish on Elm unapproachable by

other manufacturers. It has taken the

trade by storm. If you haven t had

any of it you should have.

Write for further particulars

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO
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The Gendron Mfg. Company, Limited

Our New Line

for this season has created a sensa-

tion at the eJanuary Exhibition and

any buyer that has not seen our line

should now wait until our traveller

calls upon him. We are makers
of a large and complete line and can

supply all requirements.

Have you received our new
window card ?

The Gendron Mfg. Co., Limited, Toronto
Children's Carriages, Reed Furniture, Invalid Chairs.

Art Furniture

A creator of

more business

While Art Furniture has established

a favorable reputation for itself, that

reputation must be upheld by every

piece of furniture produced. Every

piece must build that reputation for

itself, because in the long run it is service and dependability that tells. Ait Cham-

ber and Dining Room Furniture can be relied upon to uphold its reputation and

in 80 doing upholds that of the dealer handling it. Art Furniture should be

well represented on your floors; its appearance alone is sufficient to arouse the in-

terest that leads to sales.

The Art Furniture Company, Limited
Kitchener - Ontario
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UPHOLSTERED FURNITURE

Built throughout from

first quahty materials,

neatly designed and

priced to meet the re-

quirements of the pre-

sent market, this suite

- No. 1 1 6 - will prove

a fast seller.

Write Jor pricesNo. 1 16 Arm Chair

H. W. GLADY UPHOLSTERING COMPANY
CORNER UNION AND HERBERT STREETS. PHONE 400

WATERLOO - ONTARIO
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Linoleum Rugs'
Put Your Stock in Order Early

Each year brings an increased demand for Linoleum Rugs. They
appeal to women as a most sensible, clean, attractive floor-covering,

and new buyers are in the market whom you can easily secure if you

solicit their trade.

PLAN ON BIG SALES
and You Will Make Them

Order a good supply of DOMINION LINOLEUM RUGS NOW,
from your jobber. The new patterns are ready in all sizes. Think of

what our full page color advertisements mean to you in interesting

customers and link up with our selling campaign

by keeping your stock complete.

Order while Stocks are Unbroken

^^^^

Dominion

NOTE: Write us for window display material, newspaper

electros and booklet for distribution. They are free.

Oilcloth & Linoleum Co.
Limited

MONTREAL
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Furniture
You're Proud

To Sell

Meaford Furniture is a line that

the dealer is proud to offer to his

customers. He knows that it will

appeal to their tastes, and that

the results of constant use will

only serve to increase the good-

will already created for his store.

Real value, excellent designs, and

all-round quality are characteristics

of this line that a perspective

buyer observes with pleasure.

You should know about the wide

range of our productions. Let us

send you further particulars.

The Meaford Manufacturing Co., Limited
Meaford Ontario
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THE BETTER LINE OF UPHOLSTERED FURNITURE

if

NNOUNCING
The Opening of

PERMANENT
SHOWROOMS
<5=^==r5) (S=*5=S) <S====^) <?=*5^ (r==5:=?)

^ The Montreal Upholstering

Company opened permanent

showrooms at 99 King Street

West, Toronto, (in the same

building as that occupied by The

Ives Bedding Company Limited).

^ It will now be possible for

Ontario dealers to examine our

complete line in Toronto, thus

enabling them to make better

selections to meet the require-

ments of their many customers.

The MONTREAL UPHOLSTERING COMPANY
' Head Office

1613 CLARK STREET
MONTREAL, QUEBEC

Showrooms

99 KING STREET WEST
TORONTO ONTARIO



March. 1922 CANADIAN FURNITURE WORLD AND THE UNDERTAKER 27

$500 FURNITURE STOCK GROWS TO $20,000

How J. Leviuter, Toronto furniture dealer, with small stock and little capital opened his store

—

Sales yield $200 first day—Strictly cash business—Mail orders, window displays and advertising.
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THE day, now nearly six years ago, that J. Levinter

opened his furniture store at 1169 Bloor street, west,

Toronto, the proprietor had very little cash on hand

to start in business, his capital being tied up in stock. Today

Mr. Levinter has doubled the size of his original store

(and is planning to still further enlarge it), is the owner

of the property, has stock and equipment paid for, and is

building up a custom that is confined not to the city only,

but to the country surrounding Toronto.

It was on Saturday afternoon, July 8, 1916, that J. Le-

vinter, having left his father's employ, opened up a furni-

ture store on his own account. He rented 1169 Bloor street,

west, at $40 a month, purchased a small stock of good fur-

niture, and after spending the morning in washing the win-

dow, and then dressing it, and putting

some finishing touches to the interior,

declared the store open for business at

two in the afternoon.

Mrs Levinter was called in to assist

her husband, these two constituting at

that time the whole staff.

Making the First Sale

This first customer was some buyer,

said J. Levinter. It took the utmost

salesman ship to handle him. Yes, it

was a man. He had been attracted by

the window display—a neat showing of

a bedroom suite—and liking it and the

clean, fresh appearance of the store,

thought he could obtain a kitchen cup-

board if he went inside. He was the

kind of man "who wants what he wants

when he wants it." Well, after some

little inducement on Mr. Levinter's part

towards the first

customer on the

first day of busi-

ness, and a great

deal of sales' talk,

the sale was com-

pleted.

Other customers

came in that after-

The window dis-

play sold two bed-

room suiles, and ihe

inside staff sold a

dining suite and
some kitchen furni-

ture. When the

day's story was (old

some $200 was the

net result

From then on

business increased

slowly but ^urelv.

In the early days

Mr. Levinter was proprietor, salesman, deliveryman,

window dresser and porter. He had a horse and

wagon then, and when away on a delivery call (or

perhaps to pick up some consignment at the freight sheds)

Mrs. Levinter took his place in the store and opened up

the cases, polished the furniture and acted as sales clerk

until the boss came home.

Those were strenuous days, said Mr. Levinter. Often it

was eleven at night before he could get into the window to

clean and dress it for the next day, and mostly every night

it was after midniglit Itcfore he could tumble into b-irl.

But he was up every morning at seven and ready for busi-

ness by eight.

Enlarging the Store

It was not long before the original

20x50 ft. store was enlarged to 40x.50

ft., by taking in 1171 Bloor, next door,

which was done by purchasing the

whole property, and now this summer
a 10-ft. addition will be built at the

rear making the store have a ground

floor space 40x90 ft. The front, too,

will be altered. Instead of the two

doors, east and west, a central doorway
with display windows on either side

will take their place.

The store at present is not large

enough to hold all the stock, so a ware-

house nearby has been taken over to

hold the surplus stock, and the basement

of 1169 and 1171 Bloor has also been

requisitioned to take its share of the

furniture lines.

When first opened J. Levinter's store

had a $574 stock. Now the stock is

valued at $20,000.

And the horse and

wagon have given

place to an up-to-

date motor truck.
»3 95 V195 $9 75 $1345 $16 45 J18 45

$22.95 i247S
129 ;s

J1245

THE SENSATION OF THE DAY $50,000 WORTH OF NEW
Furnituire At Prices That Fairly Sweep You Of Your Feet »9.76

10 UAYS
ONLY

10 DAYS
OlffLY

il42.so sieeoo $29.50 $.3960

ai^"TheWHfflSOFl
To Turn SwiHIy Wednesday
THIS CREATED FOR PEOPLE V

tfERCI
Decembe
mo ARE E

IAN
r 14th

ARNC

IWQV SELLIN
JiOh BEG

1 at Nine O'Cloc
ST ABOUT SAVir

> WILL
IN

k

J. LEVINTER
1169-71 Bloor St. West

Toronto

The dodger with which J. Levinter successfully opened up his special Christmas sale. Above
is portrait of the proprietor.

Business on Cash
Basis

Tlie outstanding

feature of this store

located in a section

that seemed well

supplied with furni-

ture stores, is that

only a cash busi-

ness is transacted,

no credits lieing al-

lowed.

The customers

come from all over

the citv. though
being located in the

west end most of

the trade naturally
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HOME FURNISHING AND THE
ITALIAN RENAISSANCE

In England in the Sixteenth Century "Home Furnishings" first was recognized as one of the

Arts to be fostered. True, it was in the Castles and Palaces where appreciation of the artistic

as well as the useful was centred. But thankful we should all be that these centres existed, and
that in this way at least, a start was made in the "Belter Furnished Homes" movement, which
has grown in strength from generation to generation.

IVhat a difference between the practical and artistically furnished homes of today, and the large,

roomy castles of centuries ago. The Castle of those days, however, was not only the home of the

Master, but also the "Keep" of the people of the Estate in troublous times. The Castle, besides

being a home, was a fortress— a show of strength, and a pride to the Master and his clcn. Nat-
urally, it was furnished in a manner befitting the rank, and station of the owner.

It was in those days that furniture craftsmen laid the foundation for present day artistic as well

as utilitarian pieces of furniture. Designs were made by Architects, by fourneymen Crajtirr.er,

not only of England but foreign countries also, and quite often, too, according to ideas of the

Masters themselves.

But even before England of the Sixteenth Century became interested in beautifying the then

necessary pieces of furniture for their Castles, the Italian Renaissance began. This was a re-

vival of the much earlier styles of the Greeks and Romans adapted to the requirements of the

times. Italy then was recognized as the centre of world culture, and Italians as a highly polished

and cultured people, accustomed to all the refinements of life ae were then k^own.

During this period, sons of educated people in other European Countries were sent to Italy to

onplete thzir education. Naturally, they were influenced by their environment, and the princi-

ples of Italian Art in decoration were adapted to their own needs when they returned again to

their native heath.

Since today, education is not confined to any one country, so appreciation of beauty in utilitarian

articles offurniture is not confined to the country in which it originated. Art is universal, and
the rapid spread of k^owlet ge, possible through many agencies, has made possible again the

adiplion of the older Renaissance to present day needs.

Principles of design do not change, although designs themselves do. As the Italians then took

their inspirations from the earlier Greeks and Romans, We, today go back 'o the Renaissance of

Art in the Eighteenth Century for inspiration. IVe again adapt the features in their Art which

can be used in filling our present needs, without disturbing their beauty, and often enhancing it.

The strength, beauty and virility of the Italian Renaissance is its great appeal today, and the

reason for the Vogue of the Italian Renaissance.

Lei us show Vo" the Italian Renaissance styles we make for the Living Room, Chamber, and

Dining Room. The style is particularly good for Living Room Furniture, and we have a large

range to choose from.

Anthes Baetz Furniture Company Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited

Furniture for the Living Room

Baetz Brothers Specialty Company, Limited

Portable Electric Lamps and Shades

Each of these shops specialize in their own line, but each have the same ideals—"Quality and Character".

Managing Director
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comes from that section. But there is good and steadily ex-

panding custom growing up outside the city. Many cus-

tomers who have purchased goods from J. Levinter's store

PXPANSION SAL
Ij We Are Going to Double Our Present Floor Space

,

We Musi Han Room Eiery Square Foot Of This Store Is Paclieij To Die Very Unit I

With High Grade FURNITURE Bedding And Rugs More Bought And Coming For Spring

CONTRACTORS AND WORKMEN MUST HAVE ROOM TO DO THEIR WORK
Regardless Of Price

Out It Goes
Buy Now! Save Money!
Shop Early and Ohen

A COMPlXTt UNE OF
SIMMOMS BEDS AND BLDING

THBOWN ON THE BARGAIN BLOC*

$179 $2.45
$4 95 $9 75

Vital Facts Read This No Down Town Prices Here
Costs Forgotten

Profits Wiped Out
Goods Must Go
REMEMBE* Mtil IS HtSr

WE MUST SELl Wf Mt'ST HAVE ROOM
AND 10V MUST 61^ AI THEiE WilS

Congoleum Rug Bargai

!$15.45 $16 45 $18 45 jJi'/g's

BUY FURNITURE NOW:

$5.75 19.95 $13 95

%2\ 95
SJ3 45

SI94S

Sale Starts Thorxlay January 1 2Ui.

$44 95 $2975 5347S

Be Here WlcD rbe Doors Otteo

S21.4

S29.50

SI 94.55

1169-71
Bloor St. W.

S39.I

Levanter
The "Expansion Sale" dodser which J. Levinter is using this month

to make room for store enlargements.

and who have been pleased have helped increase the store's

sales in their sections. This, more than anything else, says

Mr Levinter, has built up his mail order business. An in-

ducement that has helped out-of-town sales is that freight

is paid on all sales within a radius of 100 miles from the

store.

As has been said Mr. Levinter himself is an AT window
dresser. The dav this interview was obtained two fine dis-

plays were on view. One window was given over to a dis

play of baby carriages, strollers and go-carts; the other

window being dressed with a walnut bedroom suite trim

with brass bed as a centrepiece. On the dressing table was
a lighted polychrome lamp, to give a little color and homey
effect to the display.

The interior of the store while somewihat crowded for

effective display, yet contained a comprehensive range of

furniture for every room in the house. In fact, everything

for the home is carried in the furnis)hings line, except

graniteware and china. Lighted floor and table lamps with

their colored shades helped beautify the interior display.

Strong on Displays and Advertising

Advertising, too, is a strong card with the J. Levinter store.

Being located in a residential section away from the centre

of the town, dodgers have been found the most effective.

On the first day of the past four months—December, Janu-

ary, February and March—some 15,000 dodgers each month
have been distril)uted in the homes of the west end of Toron-
to. These dodgers undoubtedly brought business to the

store for two recent sales advertised therein have been very

successful.

At present an "Expansion Sale" is being conducted

through which means it is hoped to reduce the stocks and

enable the eiilargint;, of the store to go on without interrup-

ting business.

A large electric name sign hangs in front of the store,

which, illum.inated at night, can be seen for a mile along

Bloor street either way, and the building itself is outlined

in a changing lighted frame. Suggestive signs drawing at-

tention to the "Expansion Sale" are on the building, win-

dows, delivery truck and on the walls of the interior, tell-

ing the purchasing public "we must build," "we are cramp-

ed for room," and "buy furniture now," all of which no

doubt will help J. Levinter to build up a newer store and a

larger business.

THIRTY MILLION DOLLAR CHAIR

In the Shah's palace at Teheran may be seen the cele-

brataed Peacock Throne, valued at more than $30,000,000.

It was taken from the Grand Mogul a^ Delhi by the victor-

ious Nadir Shah. It is in many ways a curious and wonder-

ful article, virtually a single chair, upon which the Shah sits

when he holds displomatic receptions. The wood is of the

finest ebony, and most elaborately carved, and ornamented

with sheets of gold on which are enamelled fantastic birds,

and chimeras set with precious stones, culminating in a

diamond sun.

LARGE RUG ATTRACTS CROWD

A Los Angeles furniture store recently purchased the

largest oriental rug in America (and the second largest in

the world)—471/2 feet by 28i/o feet—for S35,000, and ex-

J. Levinter is a good window dresser as this display in the east window
of his store shows.

hibited it in its store after a newspaper announcement.

10,000 people visited the store to see the rug and inspect

the store's furniture stock.

WASHING MACHINE DISPLAY STARTED BUY-
ERS CO]\riNG

A g-lass-eneasod olectric wasliiiig machine filled with

water and a few colored lights arranged to rotate and

reflect pleasing i-ainbow shades on the water was all that

was required by tlio Hydro SIiop, St. Thomas, rooently,

to develop a desirable little I'uii on washer.s. The exhibi-

tion machine was kept operating niglit and day, and a

considerable lot of tlie salesmaiishi]) was aeeomplished

by the use of calcliily-Monled disi^lay cards in tiie

window.
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The Truth in

Business
By Dr. Frank Crane

LISTEN, young man! The cleverest man in the world is the man who tells the

truth, and tells it all the time, not occasionally. Sometimes you can profit by
a lie, but it is like dodging bullets; you never know when you are going to

get hurt.

Lying is a game. Sometimes it is a very exciting game. But it is essentially

gambling. And gambling, any sort of gambling, is not business.

The fundamental laws of business are just as accurate and as well established

as the principles of geometry.

It is hard to see this, for our visual range is limited. Most of us can see the

crooked dollar coming today, but not the ten straight dollars it is going to lose us

tomorrow.

Real business success is cumulative. It grows like a snowball. And the one

thing that makes it keep on growing, even while we sleep, is our persistent truthful-

ness and dependableness.

If you put an advertisement in the paper announcing goods worth five dollars for

sale at two dollars, and if the people come and buy, and find out the stuff is not

worth ten cents, you may make a one day's gain, but you have alienated a lot of

indignant customers and have started to saw away the posts that sustain your repu-

tation.

If you have a store rented for a week only and purpose to conduct a sacrifice sale

of goods that will make everybody disgusted who buys them, then perhaps you may
lie with a high hand and a stretched-out- arm.

But if you are in business to stay, and want regular, returning, increasing, satis-

fied ai-d friendly customers, it will pay you to stick to the old-fashioned truth.

Exaggeration is lying. It does not take long for the people to get the habit of

discounting twenty-five per cert, of all you say.

If you continually overstate and vociferate you must keep on getting louder, until

you soon become incoherent.

But if you habitually state only what is soberly, honestly true, by and by every-

thing you say will be away above par.

A man's repute for truthfulness is as much a part of his capital as are his store

and stock; so much so that he can raise money on it.

As civilization progresses, business becomes more and more an affair of credit,

of trust. The very foundation of big business is trustworthiness. Therefore, if

you are ever going to get beyond the peanut-stand and push-cart stage of merchan-

dise you must establish a basis of dependableness.

There is not one thing in this world, vouui: man, that can be of as much value

to you as building up a reputation such that men will say, "his word is as good

as his bond."

It is well to be clever and keen and Johnnv-on-the-spot, it is well to look out for

number one and to know a good bargain, but best of all is to have the world say

of you:

"Whatever that man savs can absolutely be relied upon."
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STATUS 0/CANADIAN FURNITURE INDUSTRY
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J. EI. Baetz, retiring president of Furniture Manufacturers Assn., presents his annual report for 1921
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IN
presenting my report as retiring president of the Fur-

niture Manufacturers' Association of Canada, I wish

first of all to pay a tribute to the officers whose whole-

hearted interest in the continued progress of this association

has made possible, even during the difficult year through

which we have just passed, the maintenance and improve-

ment of the services which this association renders its mem-
bers.

It was a year ago that dire predictions were made that

our association would not have strength to weather the

storm of deflation; that members would again resume their

individualistic selfishness and that the industry would slip

back once more to the position it held seven or eight vears

ago. That these dire predictions failed

is due in large measure to the broad

gauge methods of our officials, and to

the extension of ourselves.

The day of successful individualistic

effort may not yet be passed, but no

one can successfully deny that it is

lapidly passing, and that the day of co-

ordination of effort and experience has

dawned. The furniture industry in

Canada, unfortunately, had largely gone
the way of all industrv employing
craftsmen, and those industries reiving

mainly on machine production had ben-

efited at our expense, until the pressnl

organization was formed some eight or

nine years ago. Since that time con-

tinuous progress has been made. Ser-

vice after service has been inaugurated,

until oui members realize that the small
cost of maintaining our organization is

often paid for in the service rendered
by one branch alone. If we can, in

maintaining our association as an effic-

cient organization, make the furniture

business a s'aple, well maintained business, then we can feel

our business is worth 100 cents on the dollar and one that

would not have to be discounted from 50 to 7S per cent, as

his been the case in the past, when the organizer of the

business passed to his reward, or the business was sold to

o her interests. Thi.^ phase alone is sufficient reason for

maintaining our association as an efficient body.

Day of Co-ordinatioin of Effort

But the day of co-ordination of effort is here. Bv con-
sidering ourselves not as individual furniture manufactur-
ers, but as n'.embeis of the furniture industry .who meet at

our association offices as directors of the industry, further

great progress can be made. More efficiently operated fac-

tories, better furniture, more artistic designs and more prac-

tical finishes can b - arrived at by exchange of information.

Better marketing of our products and creating a demand
for our products is another phase of this effort to really

establish our iiidus'ry as a basic industrv of Canada, and
one which can be accomplished only bv co-ordination of

effort, such as this Association provides for.

We can recall without any effort, because the changed
conditions came about during the same time as the progress
of our association, the improved roads in our province.
Probably all of us remember the rutty, muddy, bumpy
roads that formerly connected Toronto with Hamilton, and
over which a motor ridr; was anything but a pleasure, es-

pecially to the owner of the car.

Let us consider the comparison of the former unimproved
roads in the province, and the many remaining to be im-
proved, with our own industry of seven or eight years ago.
The going was bumpy, rutty, and muddy. Let us ithen com-
pare the present concrete highways with these unimproved
roads I do not think that anyone of us would choose to go

over unimproved roads where pave-
ments are available on which to drive.

To carry the comparison along a
little farther, let us compare the joint

efforts of our furniture manufacturers
to the efforts of the men who had vision
enough to build permanent improved
roads. The road builders are not getl-

ing the most out of these roads, as they
are there to be used by anyone, the
builders included. They are there for
the good of the community, and having
been established, we would not do with-
out them. The road we have built is

the Association Road.

The Association Road

It is not necessary for every manufac-
turer to travel this road. He still can.
if he chooses, use the old bumpy, rutty,

muddy side roads and probably reach
his destination. The paved road of de-

velopment of industrv bv association or
by co-ordinated effort is, however, a
much safer, smoother, cleaner method,

and the destination is reached earlier. Travelling over a

pavement leaves the mind freer of worry, and also avoids

the tendency to constantly remain in the same rut in the

road.

Continuing the comparison of association cffiut witli im-

proved roads, let us consider the various services offered by

our association as service stations along the road to success.

First we have the service station of Assistance in Factory

Problems. This station is equpped to assist our members

in efficient operation of factories, to secure accur-

ate records of production and costs, and to render any
general service in llie maintenance of an efficient organiza-

tion. This service station is being enlarged so lhat il will

also provide—purchasing information, standardization of

material used in the industry, tests and inspections of maler-

als such as coal, lumber and other supplies.

When these are added, (he service will be complete. Even
now this service provides for ihe installation of cost sys-

tems, a guide through schedules as to llie average prices,
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and general iiifoiniatior as to business c onditions as issued
in periodical bulletins

Next we have the service station of Marketing. This is

also being enlarged so that modern marketing methods will

be used in dislributing our merchandise. The first branch
of this service. The Home Furnishing Bureau is operating
successfully, as witness the great interest taken by dealers,

and the public generally. A special Merchandising Com-
mittee has been appointed, and information is being gather-

ed to be placed before this committee for early considera-

tion.

This committee should also consider the advisability of

bringing our salesmen together for joint meetings such as

we had yesterday for our superintendents. At these meet-

ings addresses on salesmanship, design, etc., might well be

given from which everyone could learn of both methods in

selling, and the fundamentals of the furniture business.

The service in existence for the longest period, and con-

sequently a very efficient one, is the Credit Service. This

serves as a check on overbuying on the part of certain deal-

ers, and also as a check against unfair claims on manufac-

turers. It reports as to payments, renewals and other mat-

ters 01 interest to members on any furniture dealer in Can-

ada. This indeed is a valuable service, and alone pays, 1

believe, in savings to members the entire cost of association

services.

Future services planned include the adoption of a prac-

tical apprenticeship training course; one which will fit the

need of changed educational and economic conditions, and

which we heard discussed yesterday. A system of re-affor-

estation to provide in Canada at least a portion of the cab-

inet woods required, and a scheme of lectures of technical

subjects by experts, some of which were discussed yester-

day, and which among other subjects will include dry kiln-

ing, fabric con.struction, etc.

I do not feel that I am drawing an unwarranted parallel

between association methods and improved roads; one is as

necessary to progress as the other.

Rights of Others a Consideration

I further appeal, however, to our association members to

recognize the rights of others on this asscjciation road.
While as on modern roadways, certain rules have to be ob-
served, so they must also govern our conduct towards o'.her

members on the same road. The road is wide enough for
all, and recognition of each others' nights will help to make
the journey more pleasant, and we will reach the end in a
better frame of mind and in better condition.

Reports of the various standing committees w^hich have
had any work to do during the year will be submitted to

you this afternoon, among them being the Labor Committee
Mr. Ferguson, Chairman, and Credit Men's Committee, Mr.
Rowe, Chairman. A report on business conditions by Mr.
Ferguson will also be presenled. The Tariff Committee has
had no occasion to meet during the year, nor has the Trans-
portation Committee.

In regard to transportation, I am informed that no impor-
tant changes will be made in Freight Classification No. 17
as compared with Classification No, 16 now in force. Pro-
j)o.sed Classification No. 17 will probably come before the

Board of Railway Commissioners some time this year, when
our new Transportation Committee should carefully scrut-

inize the proceedings, so as to at least maintain the status

quo in classification.

A strong Tariff Committee shouhl be appointed this year
to deal with any tariff questions that may be raised follow-

ing the change in government.

Volume of Sales by Members

During the year the total business of our members fell

from 19 millions to 12 millions The figures for the vari-

ous years in the immediate past are as follows:

Sale of household furniture in Canada by members of

the association.

191.5 6.162,L33.00

1916 7.283,388.00

1921 12,000.000 00 (estimated)

Just at this point it would seem well to point out that in

1921 total sales dropped from 19 millions in 1920 to 12

millions in 1921, the reductions in prices of approximately
one-third during the year leaves the physical volume of

shipments at about 90 per cent, of the physical volume of

No. 496 Chair and Rocker- two handsome new pieces from the line of The Brantford Willow Works, Brantford, Ont.



March, 1922 CANADIAN FURNITURE WORLD AND THE UNDERTAKER 33

1920. That the reductions in prices early in the year 1921

while not warranted by conditions prevailing at that time,

were wise decisions nevertheless, is proven by the total vol-

ume of sales. Wc assumed our loss early in the period of

deflation, and the whole industry has benefited by the fact

to say, it has been a great pleasure to have been of some
slight service to m.y fellow manufacturers, and I have very
much appreciated the opportunity. To the best of my
ability I have lived up to this position of honor and wish
to record my thanks to every member for the kindness.

that the situation was handled well by our association.

Failures in these trying times, 'however, in proportion to

volume of turnover are remarkably small. Averaging def-
inite returns of failures made by many of the larger mem-
bers, for 1921, we have estimated, and I think safely, fail-

ure losses to members of this association at 0.38 per cent,

of sales. The failure losses registered in the period from
1921 to 1917, a six-year period, were 0.8-5 per cent., so
that during the past year we have, as a result of our Credit
Service to members, reduced our losses through bad debts
by over 50 per cent. This saving alone has paid for the
entire cost of maintaining our association for the year, and
besides paid a dividend on our investment in the associa-
tion of 100 per cent, on the year's operation.

Our imports and exports of furniture for the first eleven
months of 1921, or to the end of November, which are the

latest available figures, are as follows:

—

Imports Expor's
1921 1,174,728 298,336
For the same period of

1920 they stood at 609,217 773,886

The Home Furnishing Bureau Campaign in 1921 wrs
carried on with an expenditure of $19,000.00, wr'h, I a'n

sure, good results, although direct results are hard to

check. An attempt to provide some check on results was
the issue of the series of the advertisments in portfolio

form, which were sent to inquiries on payment of a normal
charge of 10 cents each. Approximately 1,000 of these

portfolios were mailed to those enquiring, which ill iis rates

to some extent the interest of the public in B:^tter Home
Furnishing. Quite a number of appreciative letters from
furniture merchants were also received.

During the fall of 1921 vour officials endeavored to

call personally on all members. Unfortunately it was not

possible to complete the program, Waterloo, Kitchener,

Hespeler, Preston, Avr, Hamilton and Eastern On'rr'o
centres were not visited. owin<i to lack of time. The vi'^i's

made, however, were of considerable value,

I have endeavored to outline in condensed form (he

various activities of our association. Much work was done
that cannot be touched upon in such a review. Needless

consideration and assistance which they have rendered Mr.
Ferguson, Mr. Cawkel] and the other officials of the associ-

ation as well as myself during the past year. In this way
all have helped to maintain our assooiation as the most
progressive and best organized Trade Association in our
Dominion, as it is recognized to be.

In conclusion may I bespeak for my successor, the
various committees to be selected to govern this association
in 1922, and the officers, the same loyalty, and co-opera-
tion you have given the various committees, officials and
myself during 1921.

CANADIAN MANUFACTURERS INTERVIEW
GOVERNMENT

James Malcolm. M.P. for North Bruce, introduced a dep-
utation from the Canadian Manufacturers Association
headed by first vice-president John R. Shaw of Woodstock,
to the Cabinet at Ottawa on Feb. 23. The deputation sub-
mitted some memoranda on the following subjects:

(1) "French Treaty," by James Picard of the Rock City
Tobacco Company of Quebec.

(2) "Canadian Customs Appraisal of Depreciated Cur-
rencies," by W. H. Cane of William Cane & Sons, Limited,
Newmarket, Ont.

(3) "An i-dumping Legislation," by R, P. Sparks & Har-
rison, Ottawa.

( ! ) "Marking of Country of Origin of Imported Goods,"
by J. H. Fortin of P. T. Legare Co., Limited, Quebec.

(5) "Taxation," by J. F. M. Stewart of the British Em-
pire Sleel Corporation.

(6) "Preferential Tariff Witli Austr:=lia and New Zeal-

and," by J. B, Thomson of J. Thomson & Son. Limited. Van-
couver.

(7) "Produced-in-Canada Tr/'in lo France." bv C. B.

Beaubien of the Canada Car Fcnmdrv Company. Montreal.

(8) "Bureau of Scientific and Industrial Research." by
Robert Hobson of the Steel Companv of Canada,

(9) "Trade and Commerce Department." Iiv .\ngus Mc-
Lean of the Bathurst Lumber Companv of Bathurst IN. B.
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I Echoes From The I

I
Furniture Exhibitions I
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In connection with the Hespeler Furniture Go's, display

at Toronto, Wm. Craig showed some forty samples of im-

ported bent-wood chairs in cane, upholstered and various

wood finishes.

George Hughes of the Gold Medal Furniture Mfg. Co.

was chairman of the committee which put on the big

smoker in the Empire Room at the Prince George Hotel,

"1 oronto, on the evening of Monday, Jan. 16. The program

was certainly a tip-too one. Beginning with Jules Brazil,

the artists and entertainers were all top-notch. The boxing

ptunts at the end, especially the draw between Clarence

(Coryell and Percy Brown, were Al. The committee de-

serves great credit for putting on such a good show. Here

are the boys who put it over: G. A. Greutzner, J. Minch-

rier, J. Gillbard, W. H. Pearson, P. E. Brown and chairman

Geo. Hughes.

The Gendron Mfs;. Co. made a display of their produc-

tions at their Toronto showrooms similar to the exhibit

thev put on in the Webei building at Waterloo.

WATERLOO FURNITURE SHOW
The Waterloo Bedding Co. made a fine showing of their

"Qualitv" maltresses at their factory showrooms, together

with a full range of samples of their box springs and pill-

ows. The cotton felf and kapok material used in filling

was also set out, as were. too. the various new tickings

Uiey are using in their coverings.

A particularly atlractive window display of Quality

iTiattresses was put in during the exhibition \veeks bv the

Zinkan Furniture Co., and Quality mattresses were shown

on the beds a' the Anthes-Baetz exhibit.

The Wiarton Furniture Co. had a neat displav of their

medium priced bedroom, line in the Waterloo Bedding Co..

Building. This line was a new one at the exhibition, and

was highly spoken of bv visiting dealers.

The Woeller-Bolduc Co. made a showing of their com-

plete lines ir their own showrooms. Chesterfield suites

'vere featured, seven new designs being .shown this year.

The other general lines of this company were as well set

off—librarv tables, club chairs, umbrella stands, gift

pieces and office chairs.

FURNITURE EXHIBITION AT HANOVER
The Knechlel Furniture Co. Ltd., Hanover. Ont., made a

showing of iheir complete lines durin?; th" whole month
(if January. As this firm makes furniture for the entire

house a splendid showing was made of their varied lines.

There was a big showing of new goods, |>rnbably the largest

'hey ever brought oui in one season.

POLICE HELP MONTY TO BED

Mr. R. (/. Monlgoincrv of the Adams Fnitiiture Company,

Toronto, was out to ;i dance given bv the Slralford manu-

facturers for soinc (if the dealers, and afterwards went to

one of the manufa(!urer"s homes. Il liapjx'ned thai the

crowd did not break uj) until about three o'clock jn the

morning, and when '"Monty" got back to the hotel he

found it closed, and he had to get the assistance of a police-

man to break into the hotel so that he could get some rest.

The policeman at thai was suspicious that "Monty" might
have been one of tho.'^c bootleggers, and he wanted to see

how far he was carrying the game.

Part of the Imperial Raltan Go's showroom was set

apart as a diningroom, where everv dav at the noon hour
all the manufacturers their representatives and the visiting

dealers in town wended their way. An excellent luncheon
was provided, and music was supplied by some of Strat-

ford's best young lady singers and players who are employ-
ed at the various furniture plants. On several occasions
some of the comedians playing at the local theatre came
around to add variety to the program.

PREACHING AND PRACTISING OPTIMISM
Two manufacturers, at least, are talking optimism and are

helping on the movement for more and better buying. They
will win out, too. One of these concerns is the Canadian
Feather & Mattress Co., which since August last has been
sending out on the first of every month a cheery leilter giv-

ing evidence of the increasing better tone to business gener-

ally and to their own line in partticular.

The other company is likewise a bedding manufacturing
concern—The Marshall Ventilated Mattress Co.—which
under the heading "Roger W. Babson, the great business

forecaster, in his January report says:" issues a circular

containing this information:

"Those who attempt to sacrifice quality to reach a low
price, will be disappointed. Strange though it may seem
in a time of depression, the better grades of goods in many
lines are now moving faster than the cheap grades. This
tendency will probably continue during this year.

"When the depression first started, the well-to-do-people

felt it the most. Security markers broke with a crash, and
shortly afterward commoditv prices. Hence during the

first part of the depression the investors and business men
were hardest hit. Nov.% however, the security markets have

begun to advance and the investing public is feeling bet-

ter. The wage-earning classes, on the contrary, still have
a severe period of readjustment ahead. This means that

the best business this year should be found in the grades

of goods bought by the more well-to-do classes rather than

laboring classes.

"Various indications of this trend are apparent. For ex-

ample, rug and carpet manufacturers are reporting that

the cheaper grades are mov)n<i more slowly than the better

qualities. Manufacturers of butter substitutes are not find-

ing the stimulus to their business which at first thought

would be expected in times of depression. In fact the sub-

stitutes seem to be worse affected than genuine butter. The
same experience is encountered by makers of women's
shoes and hosiery. Perhaps the recent slump in sales of

the chain stores reflects the same conditions."

And then comes the Marshall Company's summing up:

Clients should recognize this shifting in trade and plan

accordingly. This year price will still be the best sales

argument, but qualitv must be main'ained. Our ladvice is

to stress GOOD QUALITY, moderate priced merchandise,

and not to be stampeded in'o stocking up with cheap stuff

to meet the present depression in trade."

Mr. James Pres'on, 284 Beaver Hall Hill, Montreal, is

representing the Stratford Mfg. Co., for the Province of

Quebec, and is also representing the Globe-Wernicke Co.

for the city of Montreal.
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GOOD FURNITURE IS A NATIONAL ASSET
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Address oq good furniture delivered before Toronto gathering of furniture dealers and salesmen.
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By PROF. CURRKLI-Y. Curator Royal Ontario Museum

DURING the past month Prof. Currelly of the Royal

Ontario Museum was the guest of honor at a banquet

tendered by the Canadian Feather & Mattress Co.

to their customers and their salesmen. The Professor made
a speech, and in that speech he said some things that were

well worth hearing by all the furniture men present, and

it would be well if his words of advice could be heard by

all furniture dealers in Canada, because he told how ne-

cessary it was for a man dealing in furniture to know a

great deal about the goods he was handling, and also be-

cause by being thus equipped he could aid greatly in better-

ing the community life of our Canadian people.

"The Englishman and his home," said the Professor, "is

a trite phrase. It is one we hear of frequently. It is said

that 'the Englishman's home is his castle.' But it is the

linking up of the 'Englishman' and 'home' that you furni-

ture men are now interested in. We don't hear so much
of other peoples and their home."

Toronto is a home city, and it is well it is so. If

Toronto was on the European continent it would be com-
pressed within a small space, and would not be the home
city it is.

—
Now when we think of home we think of the thinirs that

20 to furnish that home and make for comfort. While we

ered with rushes; the seats were benches; and sleep was

taken in tents. Yet with it all the Englishman took an in-

terest in his home and looked after his comfort.

The Early Cabinet-makers

It is a commendable thing to say that when furniture be-

gan to stridf forward it was not royalty that fostered it,

but the artistic and ingenius workmen who took the old

bench seats and with artistic pictures in mind made those

first chairs whose lines are followed today.

Take the 18th century period: Then we had Chippen-

dale, Hepplewhite, Shcritan and the Adam brothers who
designed and gave us those artistic pieces of furniture that

live todav.

In every period and in every country there are people

who are pivots on whom the comfort and well-being of the

community rest. And in connection with your business

there are those of you to whom the average person looks for

advice in furnishing the home and making it more pleas-

ing. These men are real assets.

Too many furniture men look on the monetarv side of

their business. Let me say right now that good furniture

is a national asset: but we have not in Canada a great deal

of good furniture.

EilltMrillMMUIIIIII'MIIIIMItllllllMlllillllMliill'

This is the Elizabethan lib-

rary in the Toronto residence
of one of Canada's best-known
bankers. It is furni?hed. as
Prof. Currelly would say, along
the lines of utility and l)?a..;y.
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take pride in the "Englishman's home," we must remember
that the hom.e, or rather the home comforts such as we en-

joy today, are really modern. Even Queen Elizabeth and
her court moved about from one castel to another very

frequently. The floors of the royal palaces were then cov-

We hear a lot just now about solvent and insolvent coun-

tries. Canada today is looked upon as one of the most

solvent countries in the world.

To show what a national asset good furniture is. a friend

of mine was recently in Italy trying to pick up some antique
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furniture, bul he stated that the prices asked for these an-

tiques had gone to fantastic figures.

Austria also is asking fancy and enormous prices for its

furniture heirlooms, although it is using a great deal of

printing-press money.

Crossing Siberia on the Siberian railway a friend told me
that it took two suitcases filled with this paper money to

purchase food for hmself and family for the day. The
time may come when the rouble will not be worth the cost

of the engraving.

In Austria and in Germany you may invest 5,000 krouen

and get back only J)alf of your investment because of de-

preciation. That is the reason fine furniture and jewels

are among the only real assets man may possess and may
get. It may seem a strange thing but furniture and dia-

monds are the only real things one may safely invest in, in

those almost bankrupt European countries. These things

may go down a little in value now and then, but they will

recover. And that is the reason these mad prices for fur-

niture prevail.

Be a Pivot in Your Community

Good furniture may be purchased and sold again after

twenty years and it will have increased in value; while

cheap furniture once it is scratched will be useless. That

is why you are an important pivot in your community. If

you are going to sell cheap furniture, you are a detriment,

but if you are going to give the very best value you can you

are an incredible asset to this country.

I would like to be very serious. We should take more

notice of the home, we should have faith in people, and not

leave everything to chance. With most dealers the selling

of furniture is a matter of price. People want to "keep

up with the Joneses," so "we give them what they want."

That is whv we hear so often that "we are pushing so and

so."

You are the people who are forming the tastes of the

people. I am convinced of that. Every effort you make to

improve the taste of the people, and every effort you make

to improve the home is a step towards building up the

assets of this country.

We did make some of the rottenest furniture in the his-

tory of the world here in Canada in the past, but I am
pleased to say this has changed.

You know the making of money is not the whole thing.

Most of you are in the game for the pleasure you get out

of it.

There is another side to this pleasure—and you will get

it if you study the history of the furniture you are selling

—

and that is the esthetic side. I was speaking recently to a
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I Beautiful furniture transforms an ordinary, unintercst- |

I in,? liouso into a real liome, in which it is a pleasure to |

I livr". Tt brings an atmosphero of cheerfulness anil bright- |
rf.^s into every room. Tt delights the eye. It gives rest |

g and comfort to the body. It brings contentment to ths |
'A mind. Il gladdens the heart. It makes home life more 1

i attractive. It makes people take more pride in their |

I homes. Notliing that you can buy will give your f.T.-^ily |

5 more years of happiness and solid satisfaction ;han mod |

y em furnilun;. And beautiful, well-made, ranadi;ut furnt- |

1 ture is obtainable in !n()d"ralely-i'ri""d s-^ts .itul inrlividnal |

I nieces, as well as in the more elaborate and exp^n'Ive |

I suites i
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McKillop & Mclntyre, Bramiiton, in a recent circular sent out, had this

Uttle preachment on better furniture in the home.

man who said the Ontario man was able to take care of

himself in any endeavor, and I quite believe it.

Thanks to the generosity of the Eaton Company we are

enabled to build up in our museum quite a department
showing the evolutin of furniture. There was just the

bench, then the chest ,and next the chest of drawers, then

the desk.

If you would take pleasure in your work learn the hist-

ory of your work.-, learn what is good and what is not.

You will then be helping to build up a great nation.

I do not believe men are .^elfish at heart. If you give

yourself inLo the work of building up your country you
are the one who will get most out of it.

Europe is going to have a terrible time before it gets

back to normal. The United States is going to have a

hard time. We in Canada are going to have a lot of new
people, and a lot new homes, let us see that we make of

these homes real, comfortaible homes. Selling trashy

furniture is like pouring money down a sink. If we find

we have to sell rough chairs let them be the best we can

get. We have gone through our first period—the period

of the farm home with its two livingrooms, the kitchen

and the parlor which was more like a morgue.

Beauty and utility go together. The shotgun is a beauti-

ful thing; its lines are perfect. The fdying-pan is also a

thing of beautv; so is machinery. Pictures are verv rarely

works of art, but furniture is a piece of art. So, furniture

dealers, look vpon yourselves as art dealers. The aver-

age person cannot get to the centres where he may see

what is artistic, so you must take this artistic sense to them.

DECLINES IN COST OF LIVING

The Retail Merchants Association of Canada recently

conducted an investigataion into retail j)rices as charged in

stores during 1920 and 1921.

Notwithstanding an increased burden of municipal tax-

ation and increased rents paid in 1921 by the retail merch-

ants throughout Canada, a decided drop in prices is shown

by their report, averaging approximately thirty per cent,

declines as follows:

—

Furs, 37.3 per cent

31.6

Hats, Men's, 31.25
»9

Ladies' Wear, 30.9
»»

29.16
»>

Men's Wear & Furnishings, .... 28.8
J5

26.3
n

Merchant Tailors, 20.8
»5

17.8
»J

Butchers, 15.0
»5

The foregoing statement clearly shows say the R. M. A.

officers that retail prices have been keeping pace with the

declines taking place in the market, and that the public has

been treated fairly by the retail merchants, who, after all,

are but the servants of the public in providing the necess-

ities of life.

SALESMANSHIP CLASSES FORMED

A school of "retail salesinanship" has been opened in

the Y.M.C.A. building, Toronto, and 75 voung incn arc at-

tending. The course consists of sixteen lectu -es on retail

selling and sixteen lectures o nmerchandise, or knowlod-.7,e

of goods. Furniture and house fiirnishiniis ar" among th"

subjects taken up.
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GOOD WINDOW DISPLAYS INCREASE SALES
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Importance of this publicity medium to draw trade—Easter displays bring added sales—Windows
that win— St Patrick's Day window—Helps for the window dresser.

II<IIIIIIIIIIIII<IIIIIIIIIIIIIIMIIM:i|!IIIIIIIIiIIIIIIIIIIIIIIMIIIIMIIMIIIIIIIIIIIIIIIIIIIM IJIIIIIIIIIIIIIIIMIMIIMIMIMIIIIMIIMIMIMMIIMIiniMMIIMIIIMIIMIIIIMIIIIMIIIIIIIIIIIIIIIIMIIIIinillllllllllllllMIMIIMIIIIIIIIIIMIIIIIMII^

THE show window is constantly being recognized
as of greater importance as a medium of attract-

ing business to the store and increasing sales.

The standard of window trimming in Canada has
shown marked improvement in recent years, but there
is still room for betterment.

Even those druggists Avho recognize the window as a
valuable sales agent sometimes do not take full ad-
vantage of it. I have heard a man make the declara-
tion, "take away my windows and you take away my
business," and yet that man Avas not reaping the full

possibilities from them. They are getting a good deal
of business, but that is absolutely no r'eason why they
should not secure even greater advantages, which
would frequently be possible if greater attention were
only given to this work.
By giving more time so as to turn out attractive dis-

plays and by changing them oftener, it is possible to

make the windows draw greater business. The extra
time taken up will more than be made up for by the
additional business.

MAKE A SPECIAL EASTER WINDOW

IT
is becoming more and more the vogue each year as

Easter approaches to herald the event with a spectacu-

lar window display. This is because Easter now ranks
second with Christmas in the all important matter of gift

giving. Not so many years ago chiefly the florist and the

confectioner benefited by Easter, but now that the custom
of gift giving at this time of the year has spread, furniture

dealers and in fact merchants in all lines of business can
participate in the extra profits to be had.

An American dealer, says an exchange, stinuda'ed Easter

business during the week previous by giving away a basket

of candy Easier eggs with each purchase. This offer was
called attention to by a window card held in the paws of a

large rabbit. The central window exhibit comprised a

brooder with real chicks running in and out of il. The
brooder was trimmed with artificial flowers, while the win-

dow floor was covered with sand. At the rear right was a

fair-sized doll's house, and through the open door and win-

dow miniature furniture appropriately arranged in the tiny

rooms could be seen. Elowers grew on the roof as well as

in window boxes. At the rear left was a plaster paris egg,

about a foot in diameter. The egg was purposely cracked
large enough in the middle to hold several colored eggs,

and tissue paper, while some of the real chicks made them-

selves at home in the egg for brief spells. In the middle
came a lake made of a large sheet of glass and populated
by celluloid swans. While many colored and candy eggs
were scattered over the floor, room was found there for an
exhibit of the goods carried in stock by this establishment.

It was a window that could be duplicated by stores in prac-

tically all trades.

SHOW WINDOWS THAT WIN
By James Edward Hungerford

A show window's jusl like a good or bad face,

And shows if a shop is a good or bad place;

The one that's attractive, attracts the good trade

—

And that is the wav that good business is made!
The one that's unplcasing, affects folks that way

—

Instead of inviting— it turns 'em away.

The "snappy" show window, just draws 'em right in

—

And tfwse are the kind of show windows that WIN!

A show \viiidovv shous if a shop is firsl-rale;

"Pep"—full and picigressive—or plain oul-of-dale:

The one that is sliahby, and has no appeal.

Is iust like a j;ent thrt's run-down at the heel:

Folks know that h!s under-duds. liidden from \iew.

Are apt to be threadbare, and down-and-out. too!

The "niftv" show window, shows what is within—
And those are the kind of show windows that WIN!

Folks fl( ih," shn-i where die show windows shine.

And everything's fixed to look fancy and fine!

Artistic arrangement—and goods that look good—
Folks want !o trade there—and you would—and / would!

So get some new "ideps"—and sprinn some new "stunts"

—

The world uan's tii shop in the shojts with "sood fronts."

The winnin sliovs' window, shows what is ivithiu—
And those are the kind of gbow windows that WIN!
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FURNITURE MANUFACTURERS ARE OPTIMISTIC

FURNITURE men are of the opinion that the situation

during the past few months has been much improved.

The snnual exhibitions just concluded at Stratford,

Kitchener. Waterloo, Hanover and Toronto gave excellent

opportunities to judge conditions in the trade and the out-

lo'^k for the coining year. After visiting all these shows

and observing the interest manifested in them by the trade,

I can forsee that 1922 will be a first class year in rhe

furniture trade.

The attendance at the shows was very encouraging, there

being a larger iiumber visiting the various centres. Prob-

ably fifty per cent, more attended the shows this year in

comparistn with last year.

A feature of ihe retailers' visits this year was that they

took careful notes, the idea being to compare styles

and prices. A fair am.ount of business was done at the

shows but since their close there has been a steady flow of

orders by. mail.

As to the shows, the stvles were far in advance of any

previous season. Taking all the centres into consider-

.ition it was the best exhibiiion of Canadian furniture ever

shown. In looking back over the improvements in furn-

iture making in Canada we can safely .state that the pro-

gress made here has been as great as, if not greater than,

in any other country in the world.

Very few of the old patterns were in evidence. The
most noticeable new style was probably the Italian Ren-

aissance which was prominently featured. More early

English period furniture was in evidence than formerly,

the Gothic and 1 udor being shown, while Queen Anne
which has been popular for the last few years, was still a

favorite.

Jacobean was seen in several of the exhibits and the de-

mand for it was greater than for the past three or four

years.

Furniture prices are about 30 per cent below last vear

and have about reached rock bottom. As evidence of this

it may be noted that the tendencv since last November is

for prices to stiffen especially in case goods lines.

The furniture business generally is in good shape, though

production is not vet up to maximum. Some few factories

are running ten hours, and others are operating for 9 or

eight hours so that they are up to about eighty per cent of

capacity.

In 1921 there were 16.2^.3 houses built and the nroba-

bilitv is thai this figure will be exceeded bv 8,000 houses

in 1922 Estimating that the furniture in each home has

an average value of $1,000 this will mean an expenditure of

about $25,000,000 for furniture this year. This is suffic-

ient to keep all the factories in Canada busy.

* 4;. *

THE BUSINESS OUTLOOK.
SIR VINCENT MEREDITH, President Bank of Montreal

In the most propitious circumstances of trade, prophesy
is rash, and in the complicated conditions that now. beset
us I will refrain from the risk of forecast. What we do
know is that Canada has withstood the shock of deflation
and readjusitraent in a manner which has afforded gratifi-

cation to our own people and has caused much favorable
comment abroad, but a return to pre-war standards cannot
be expected at once and probably not for a considerable
time to come. The position is still full of difficulties, and
the way to sustained improvement is not yet clear. While
there has been a revival in some lines of business, in others
deflation has not yet run its course and stocks are being
carried which possibly may have to be written down to

lower replacement values.

The revival now being experienced, possibly based upon
a demand in consequence of depleted stocks giving 'a tem-
porary spurt in buying, will probably not be long-lived.

In any event,, I look for a period of rises and falls as de-

mand exceeds supply, or otherwise. A return to normality
will be hastened when labor realizes that war iriflation

wages cannot be continued and that the changed economic
conditions necessitate more efficiencv and greater produc-
tion if we are to compete successfully in the world's mar-
kels. Increased productiion will without doubt be follow-
ed by a lowering of prices, larger consumption and fuller

employment.
* * *

CONFIDENCE MEANS RETURN OF NORMAL
CONDITIONS

Business will im])rove in exact ratio to the confidence
shown by all classes. The manufacturer can continue to

invest capital in stock for a limited time only unless the
lines he manufactures produce a steary return o£ capital

irrespective of the confidence the individual manufacturer
may feel. The working man with a job. receivinu his week-
ly wage as regularly as he did one month, one year, or two
years ago, can see no reason to believe conditions^ are not
favorable while those unimployed see the matter from an
entirely different angle.

We are confident that ih.c future of Canada is assured.

Progress, delayed iemporaril v. is sure. The confidence of

all classes will has'en the return of more normal conditions.
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I Canadian Furniture

I
Industry In 1921

\

I
Thomas McGill, President of McGill 1

I
Chains Ltd., in The Imperial

|

1 Industrial Review. 1

THE state of the furniture trade throughout the Domin-
ion of Canada during the past twelve months has par-

alleled 'that of most of the other great industries, i.e.,

labor has been scarce and materials high-priced and very
difficult to obtain. The demand has been great, and
despite increased production, impossible to satisfy, al-

though there are about seventy large factories in Canada
producing over thirty million dollars worth of furniture

annually. These factories are of a large average with

about 100,000 square feet floor space to an average plant,

the value of a plant of this size being about a quarter oi

a million dollars, fully equipped with all necessary mach-
inery.

The furniture manufacturing industry has for the last

decade or more been making the most satisfactory pro-

gress in Canada, both in the extending of the business in

volume and in the marked improvements in the method of

manufaoture. Generally speaking the product has become
highly standardized, a factory manufacturing in a number
of designs which, when finished ready for the market, dif-

fer very much in appearance from each other, but having

the component parts of the whole product so standardized

that the same ends, backs, doors, drawer sides drawer

bottoms, drawer ends, etc., fit into each of all the designs

produced. This means that while a maker mav be produc-

ing, say, one 'hundred sideboards a week of each of six

designs, or six hundred in all, he is really manufacturing

the component parts on a much larger scale, which brings

the cost of manufacture down to an absolute minimum.
Again, most factories specialize in one class of furniture

to the exclusion of any other classes. Thus the factories

of Messrs. McGill Chairs, Limited, at Cornwall, specialize

entirely in the production of chairs and tea wagons, and

no ofher class of furniture is produced by the firm, so

that by laying themselves out to produce these only and

organizing and equipping their factories to that end ihey

are able to greatly reduce running costs and in addition in-

crease the volume of goods made, which tends to lower

the cost to the eventual purchaser.

Among the seventy factories in this industry, there is one

manufacturing chairs, which produces fifty designs of

(;hairs, all with the same style of front legs, front stretch-

ers and back legs and spindles. Another manufacturer

makes only four designs of bed-room suites, all made out

f)f the same standardized parts, and so on. Of late years

it has become th'- custom to make up complete suites in

each factory. The fadory making dining suites, makes

sideboards, tables, china cabinets and dining chairs all

to match, and dealers have to be careful to sell these only

in com[)lele suites tft avoid confusion, as it may be poss-

ible to replace odd suites from the manufacturers at or

near the time they would be wanted. There are possibly

about twf) thousand retail dealers throughout Canada.

Messrs. McGill Chairs, Limited, have to report a fairly

satisfactory progress during the past few years, the condi-
tions in their district during the last twelve months as re-

gards labor, raw materials and general operations having
been better than in many other quarters. Production has
increased and there h;i.s been a very brisk demand for the
most part, for the better class of furniture than in the

past. The firm have done a very considerable export
trade but the increase in prices, rendered inevitable by
reason of higher wages and rising cost of materials, has
militated against the development of this phase of their

activities during the last year. The home market, how-
ever, has absorbed all their output and could comfortably
have taken more had they been able to turn it out.

Since the war the prices of furniture have more than
doubled. The demand is fully up to the supply at the

present time, but there is a time coming when the Canad-
ian factories will be compelled to send part of their output

into other corners of the empire. They will then be able to

meet the situation as their facilities are not surpassed in

any part of the world, and Canada certainly has the raw
material.

LLOYD COMPANY INCREASE CANADIAN SALES.

Alfred Lloyd, manager of the Canadian factory of the

Lloyd Manufacturing Co., Orillia, Ont., and William Bu-

chanan, salesman for the province of Ontario, visited the

factory recently. Both are enthusiastic over the possibili-

ties for increasing the sale of Lloy Loom products in

Canada as a result of the Canadian plant.

" There is a great campaign in our country on 'Buy

Canadian Goods'," said Alf. Lloyd. "The States have
flooded Canada witli manufactured merchandise until the

Canadian factories have been badly hurt. This has re-

flected on labor and the entire country until the people

now want Canadian-m.adc merchandise and none other.

"Our import duties are heavy so that American merch-

andise has a high price when it reaches our trade. Now
that we are manufacturing in Canada we should be able to

increase our sales. We will make baby carriages, doll

buggies and furniture."—Lloyd Shop News.
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I
CANDIDATES FOR THE ARK. |

I Who are the five biggest men in the Canadian |

I furniture world. |

I Canadian Furniture World isn't going to under- i

I take the responsibility of naming them, but we |

I will gladly print comments that any of our sub- I

I scribers may see fit to send in. 1

I Put is this way: Suppose the world got word
|

I there was going to be another flood, that Mr. Wil-
|

I Ham Cawkell had been commissioned to build an
|

I ark, and that five and five only representatives
|

I of each calling — the law, the ministry, agricul-
|

I ture, medicine, furniture, etc. — would be spared,
|

I these five in each calling to be that particular
|

I line of endeavor's top-notchers — under such
|

I conditions for whom would you vote? |

I Step away from the common pursuits of life
|

I a moment and let your mind run out over the \

I furniture field. Make out a list and mail it to us. i

.^IIIIIIIIIIIIIIIIIIIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIII IMIIIIIIIIMIMMIMIIMllllllliJ,;
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Methods That Brought Business To Canadian Dealers

i How some Furniture Dealers and other Ketailers Increased their Sales. 1

SELLING WASHING MACHINES

A house furnishings dealer in Hamilton, Ont., recently

made a hit with a novel window display. He placed an

ordinary laundry tub and an old-fashioned wash board in

the window, together with a figure of a woman ten feet

tall. A card neatly lettered read: This perfectly good

tub and wash board for sale cheap, as I will have no

further use for tliem after this week. I'm going to have a

^bwashing machine. Ever see one? Step inside and

have a look. It co9t« nothing to look."

The suggestion that the tub and wash board was out of

date soaked into the minds of many men, and women, too,

Washing machines sold anyway, showing that a little soft

soap may be useful in selling laundry appliances.

BUILDING UP A COMMUNITY ORGANIZATION

Just what may be done in developing some outlying

business section of a large city—or the whole commercial

centre of a smaller place—and keeping the trade at home
has been amply demonstrated iby theSt. Clair avenue

district merchants of Toronto. Less than a dozen years

ago this street was nothing more than a beautifully irregu-

lar, unpaved road, flanked on either side by grand old shade

trees, under which a narrow two-planked sidewalk provided

walking accommodation.

In the march of progress incident to a growing munici-

pality this outlying district was taken into the city and the

old township road replaced by a widened, carefully-graded,

paved highway.

Early in 1921 an organization was formed known as "The
St. Clair Avenue and District Business Men's Association,"

separate from but working in conjunction with the Retail

Merchants' Association. One of the first actions of this

new body was to declare itself under the proper title, con-

tending that the name "Earlscourt" was too localized for

a thoroughfare which extended through several subdivisions

of the northern part of the city. The membership of this

organization at the end of 1921 comprised nearly three

hundred St. Clair retailers, and in a new membership drive

which they anticipate undertaking in the, near future they

expect to increase their number to nearly four hundred.

Such is the enthusiasm among the members of this retail-

ing body that they are able without difficulty to secure an

average attendance of from 60 to 70 at the special function

scheduled for each week—a meeting, a dinner, a lecture,

etc. They invite speakers versed in merchandising and in-

dustrial matters, both from their own and other cities, to

address them—all of which has been of great assistance in

bringing the organization up to its present standard.

SCHEME OF CO-OPERATION

A merchandising scheme is being tried out by a ring of

eleven merchants in the St. Clair Avenue dis'rict of Toronto,

each of whom represents a different line of business. Each
issues a coupon representing a certain percentage of the

value of the purchase. These are interchangeable, and

may be redeemed any time at any of the stores in the ring.

Premiums of Community silverware are given in exchange,

varying according to the value of the coupons proffered by

the customer.

"ELECTRIC HOME" SELLS EQUIPMENT

From Januarv 21 to February 4, the Electric Home
League of Toronto exhibited an "electric home" in one of

the high-class residential districts of the city. A modern
bungalow, completely furnished by one of the large furni-

ture houses, was used for the purpose of demonstrating all

electrical equipment that lightens housework, safeguards

health and adds to the comfort and health of the entire

household.

The home was scientifically lighted with fixtures that add
charm to the decorative and furnishing scheme, and it was

an object lesson on how proper wiring makes electricity

an efficient servant in the house. Nothing was for sale in

the Electric Home, although the house as furnished and

equipped was to be sold after the exhibition closed, and

newspaper advertising was carried in Toronto papers dur-

ing the exhibit week. Here is a hint that might profitably

be used by furniture dealers to spread abroad a better

knowledge of better home furniture and furnishings.

ST. THOMAS MERCHANTS PLAN TO PREVENT
FRAUD

To guard the merchants of St. Thomas, Ont., from sol-

icitors for undesirable or Avorthless advertising the Chamber
of Commerce has prepared cards setting forth the principles

of the chamber governing all solicitations for donations.

Subscriptions and donations must be for worthy causes

and satisfactory assurance must be given that at least 70 per

cent, of the gross receipts will go for the causo for which

thev are solicited.

MADE-IN-ST.THOMAS EXHIBITION

A "Made-in-St.Thomas" exhibition that will be open to

all retail merchants of that Ontario city as well as all man-
ufacturers is to be staged in a short while under the direct-

ion of the newly-organized St. Thomas Chamber of Com-
merce. No person will be restricted from displaying goods

at the show, and the largest building in the city is being

procured for the occasion. The committee in charge plan

to make it the most successful event of its kind ever held

in Wes'ern Ontario, and it will be designed after some of

the huee exhibitions of the kind that are held in several of

the old countries of Europe. Everything will be free to

the general public, and attractive entertainments will be

furnished daily as well as other special features.
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I
Dollar Day Sales

Stir Up Big Business |
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THE sejni-anmial Dollar Day event featured by the

merthaiits of the Border Cities of Windsor, Walker-

ville. Ford, Sandwich and Ojibway, was held last

month and proved to be one of the best ever experienced by

the merchants co-operating. Merchants report an excellent

business from the surrounding territory, as well as from the

local buyers.

The advertising of the event included signs placed on the

main highways giving the date of the event, newspaper ad-

vertisements, window display material in the form of price

tickets and pennants, etc.

Miss Dollar, the mysterious, paraded from store to store,

but was caught early in the day by an enterprising amateur

detective who received $25 for her achievement.

A drawing for prizes was also a feature of the day, each

purchaser of a dollar's worth being given a coupon bearing

a duplicate nuinber.

London Also Had Dollar Day

Dollar day in London proved one thing above all others

—there is plenty of money in this part of Ontario if the

people can be shown good reasons for parting with it.

Formerly London merchants held one dollar day in the year

—^now there are two.

Much Merchandise Moved at Woodstock

The mid-winter dollar day held by Woodstock, Ont., mer-

chants, under the auspices of the Retail Committee of the

Board of Trade, was one of the most successful ever held,

and the merchants were greatly pleased with the manner

in which it moved goods from their shelves and set the

cash registers ringing. The special feature of the sale was

a contest in which competitors were required to guess the

number of coppers contained in a large glass jar. There

were thousands of entries, and each entry represented one

dollar spent at one of the forty stores participating in the

event. A prize of $50 was offered, and it was split evenly

between three competitors who came witiwn two of the

correct figure, which was 8,028.

Brantford Sells Big Volume of Goods

Brantford's annual mid-winter Dollar Day has again gone

into history, and this time, though carried on under the

ARE YOU WITH US?

Boost and the world boosts with you.

Knock and you're on the shelf.

For the world gfts sick of the man who'll kick

And wishes he'd kick himself.

Boost when llie sun is shining.

Boost when il starts to rain.

If down on your face don't lie there and bawl.

But get up and boosl again.

Boost for your own advancement.

Boost for the things sublime.

For the c^'haj) that lands on tlic lop mosi round

Is the booster every time!

—Exchange.

greatest difficulties, owing to the depression existing in this

agricultural implement manufacturing city has again

scored a notable success. It was, perhaps, most significant

that this year it seemed to show that the dollar had come
back into its own as an entity in itself.

The usual coupon drawing for prizes to a total value of

$125 was held, but in place of one "Mysterious Miss Dol-

lar," there were two, both being caught before the noon
hour. The captors received ten dollars each.

CANADA HAS WONDERFUL OPPORTUNITIES

"It is our candid opinion." says the United States Invest-

or, Babson, "thai we shall see greater development in Cana-

da during the next few years than any other part of the

American continent. This country is rich in natural re-

sources which are yet undeveloped, and capital is being

steadily attracted to them. The majority of people in this

country, however, do not appear to be fully awake to the

opportunities for safe and remunerative returns on capital

placed in the Dominion, but as time goes on, they are going

to realize more and more the wonderful opportunities af-

forded."

PHONOGRAPH-FURNACE; WHAT NEXT?

A clever designer has developed a heater which many
people who object to a stove in the parlor will welcome,

says the daily press. It has all the appearance of a cabinet

phonograph, ^et it works as a pipeless furnace. It is, how-

ever, miade of steel plates, but they are finished to look like

mahogany, grained like rare old wood, polished to the fine

lustre of expensive furniture.

Starting with the name which ends with a "rola," the re-

semblance to a phonograph is carried out in the design of

the front, the sides, top and supporting legs. Ornamenta-

tion such as one finds on a wooden cabinet is used.

This affair is in reality a pipeless furnace which will

heat from three to six connecting rooms. It will burn any

kind of coal and holds fire for fifty hours.

It is claimed for this heater that housewives will find it

more easily kept clean, as the polished mahogany finish

requires but to be rubbed with a cloth just as furniture is

handled.

One of these "phonograph stoves" or superheaters, was
on view during the past few days in a Welch & Son's furni-

lure store on Queen street, west, Toronto.

FURNITURE STORE HELPS FAMINE FUND
An unusual appeal for funds to help the famine-stricken

children of Russia is being made within the ranks of a

Toronto business organization. Convinced by reports of

the dreadful conditions in the famine areas that it was a

matter of prime importance to render assistance M. God-

dard, advertising manager of the Adams Furniture Com-

pany, has organized a "Save the Children" drive among
the employees of the company. A set of show-cards post-

ed up in the salesmen's room and elsewhere throughout the

store and warehouse carry pictures showing scenes among
the famine victims, newspaper clippings, and appeals to

all possible for the little sufferers.

The result of the drive, which lasted for two days,

exceeded Mr. Goddard's expectations. The first day's col-

lections amounted to $250. The money will be administer-

ed l)y the Friends, and contributors have been assured that

it will reach Russia in its entirety, no deductions whatever

being made for overhead expenses.
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Furniture and Chairs

made in these factories demand recognition

from buyers m your store. They are never

passed over lightly because they arrest the

attention of the house furnisher on account

of their individuality and charm.

THE NORTH AMERICAN FURNITURE CO., LIMITED

THE OWEN SOUND CHAIR CO., LIMITED
OWEN SOUND, ONTARIO
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NORTH AMERICAN
BENT CHAIR FURNITURE

One of our greatest cares in the past has been to produce

good quality chairs at the right price, and as conditions grad-

ually change we have this in mind more than ever.

If demand is a criterion of good value— then good value is

one of the chief features of our line.

Our productions are many and varied

in style, including Windsor Chairs —
admirably suited for the breakfast cr

morning room. Bentwood Chairs —
always in demand for home, office,

store, factory and restaurant. Reed

Chairs—of beautiful design and up-

holstery, particularly suitable for the

library, den, living room, or sun room.

Reed Furniture of all kinds. Dining

Room Suites and Chairs. Living

Room Chairs, etc.

The North American Bent Chair Co.
Limited

Owen Sound, Ontario
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HOW TO FIGURE THE INCOME TAX

We are again around to the income tax days. Here' is

Will Whyte's plan for fillinp; out the form:

First take your home.

Add your wife's income.

Divide by your eldest son's age.

Add your telephone number.

Subtract auto license number.

Add electric light bill.

Divide by number of kilowats.

Multiply by your fa'her's age.

Add number of gold fillings in teeth.

Add your house number.

Subtract wife's age (approximate).

Divide by number of aunts you have.

Add the number of uncles.

Subtract number of daughters.

Multiply by number of times you have gone up in ai. air-

plane.

Subtract your best golf score.

Add a pinch of salt.

And then go out and borrow the money and pay the tax.

an interesting book for business men and one that should
be helpful to those who are contemplating changing an in-

dividual's business into a privately incorporated company.

INCORPORATING A BUSINESS

Herbert W. Jordan, of Jordan & Sons, Ltd., publishers of

London, Eng., has just published a little 48-page book en-

titled "Converting a business into a private company."

The author, who is a company registration agent, goes into

his argument briefly, yet thoroughly, taking up a hypo-

thetical case and following i' through to its conclusion.

The case is dealt with according to English company law,

on which some part of our own legislation is based. It is

HUNDRED DOLLARS FOR A NAME
The Leggett & Platl Spring Bed Co., of Windsor, Out.,

have extended the time limit of their contest for dealers sub-

mitting the best name for their newrodbottom bed-spring

until March 25. For the best name submitted and chosen

the prize is $50; for the second best name the prize is $25;
for the third name, $15 is the prize; and for the fourth

name $10 is the prize. The contest is open to all furni-

ture dealers and their employer?. So get busy, only a few

days left. Make a try; it ma} land you a winner.

FURNITURE MEN IN MUNICIPAL LIFE

In listing the furniture men who are holding municipal

office this year we omitted the name of Fred Skinner, fur-

niture dealer of Schomberg, Ont., who was recently elected

to ihe town council for the fifth time, this year by acclama-

tion. A year ago a hard battle was put up against Mr.
Skinner. There were five candidates in the field for three

offices, and Mr. Skinner was put at the head of the poll, re-

ceiving within 26 votes of the total ballots cast, and the

largest vote ever received by a candidate in Schomberg.

Among other furniture men serving their municipalities

are A. E. Malcolm, of the Andrew Malcolm Furniture Co.,

Ltd., re-elected mayor of Listowel; Chas. Baetz. of Baetz

Bros. Upholstering Co., re-elected alderman at Kitchener;

R. Magwood of the F. E. Coombe Furniture Co., re-elected

reeve at Kincardine.

We Want a Marshall Agent in Every
Town and City in Canada

The Agency for the Marshall Mattress stamps your store

as the best in the community.

Write for Special Offer to Agents

RADE<^^[[|SPR|N.

Ask about the New Marshall Mattress and our fine new line of pillows

Marshall Ventilated Mattress Company, Ltd.
Toronto Winnipeg, (Parkhill) Chicago London, (Eng.)
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BIG FURNITURE BUILDING PROPOSED

ONE of ihe largest real estate deals !o be transacted

in Toronto since llie close of the war came about
early this monith when the Sterling Furniture Com-

pany purchased the building the company is occupying at

291-293-295 Yonge street. The purchase price obiained
by the sellers—Cough & Sellers Investments, Limited—

-

was a quarter of a million dollars.

The stores of the Sterling Furniture Co. are locaLed in a

five-story, stone-trimmed red brick building, on the east

side of Yonge street, Toronto's main street.

The property has a frontage of 50 feet and a depth of

137 feet. The real price per foot was $1,100, while at

the time the Coughs bought this site, some ten years ago,

they paid only $2,200 a foot for the same land. The in-

crease in i'tr. value, according to the purchase price, there-

fore amounts to 100 per cent.

Improvements planned

It is the intention of the Sterling Furni'ture Company to

improve ihe building and at once place two more stories

on the building, while the interior will be entirely renew-

ed, and alterations to the extent of $75,000 to $100,000
will be commenced at an early date. When the new store

is finished il will materially add to the business-like ap-

pearance of Yonge street, as upon completion it will, it is

said, be the largest cash furniture store in the Bri'ish Em-
pire.

The property between thr^ store purchased and ihe cor-

ner of Dundas street i-' still owned by the Cough Company,
although a deal is now pending for the sale of this land

to the Sterling Furniture Company. In the event of the

two firms coming to terms another large building will be

erected by the Sterling Company, imrnedirtely adjoining

the present building. There is a total of fifty feet from
llie Sterling building to the corner, valued ait $6,000 a foot,

Now is llie ?eason to stock

loldirg chairs. Willi Ihe

coming ol summer the de-

mand is increaicd, as ihfy

are parlicu'arly convenient

for all out-door purposes.

Dealeis c n also rent ihem

at all ti 1 es cf the year (or

social gatherings etc.

This i» a live line to

carry— decide on your

order now.

Chair No. 112
Natural Gloss

Finish

THE CHESLEY CHAIR CO., limited
CHESLEY - ONTARIO

or $300,000 for the whole frontage

The Sterling furniture building was erected in 1911 by
the Cough Company, and was built for the sole purpose

ijii:;:::iiii<i!i'><iiiiiiiiiMriiiiiiiiiiji:iiiini|iii|>i)i|i:iiii|i{,|{i||i|i|iiih

Pen and ink sKetch cf tLs Sterlin?; CompaDy's present store front.

of being leased to a furniture company. So difficult is

it to lease space in Yonge street buildings that it was
thought that the furniture company would be forced to go
out of business if the Dundas street cross-town line ne-
cessitated the tearing down of the building which it was
occupying. When it was definitely established that the
building would not be interfered with in the transportation
extension scheme, the present big deal was finally com-
pleted.

In announcing its purchase the Sterling Furniture Co.
advertised

:

Wc Keep Our Promise

"At the beginning of our great Removal Sale on Jan.
18:h, we made the statement that wc were on Yonge street

to stay. At that time wc were trying to close three differ-

ent leases on the street and were unable to renew our pres-

ent lease, all of these aticmpts were unsuccessful, but after

the wonderful way the public has supported us and know-
ing that they really wanted an exclusive Cash Furniture
Store where they could always get the benefit of lower
prices, there was only one thing for us to do, we put our
faith in you and bought outrigiht the building we are now
in. A late survey .shows the Dundas street ex'ension will

go through just north of our : tore and will not interfere

with us. We will always be here to serve you in the same
courteous way as in the past, and with the landlord men-
ace a thing of the past we can sell yon at .«till lower prices."
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I
Dining Room Furniture

Table No. 1028. Size 60x15 inches.

This line of dining room
furniture solves the problem

of price and quality for the

average purchaser and is a

line that any dealer can

handle with great success.

No. 1028

Made in plain oak in the

different finishes.

Also in gum, walnut finisli.

China Cabinet No. 1028. Riiflrt No. 1028. Size .54 inches.

The Krug Bros. Company, Limited
Chesley Ontario
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SPECIALIZING ON SPECIAL SALES STUNTS
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All address on ' ineruliaadising and sales" delivered recently at Toronto by Frank Stockdale.
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This is an age of specialists and the man who can be-

come known as an authority, as the one best man in his

particular line, is assured of success. In storekeeping thi^

can be applied to the man who has the best store of its kind

in a particular community, or his store may become known
a;, headquarters for a certain article or line of goods. Th\i

distinction may also be attained through a special kind of

service rendered or through puting out a unique or "differ-

BLt" package. Many a merchant has specialized to such a.n

extent that his entire time is devoted to selling profitable,

fast-moving merchandise, and the problems of turnovers and

leftovers have no terrors for him.

In New York, Abercrombie & Fitch, for example, have

built up an international reputation as specialists in sport-

ing goods and camping outfits. Whether it be for a fishin;^

trip in Maine, a camp in the Canadian wilds, a hunting trip

in Africa, or an exploration party in South America, they

vvill supply just the right thing at the right time and place.

This matter of specialization can be carried forward

in another direction, offering rich possibilities, and which

n)ay be termed "extending the store beyond the store's

limits". For example:

How many dealers go to the trouble of telephoning

their customers when they get in something new ? How
many call up the customer regularly, just as the wide-

awake grocer does, to see if anything is wanted in his line?

How many have ever sent a man out or gone out themselves

during the dull part of the day to pick up business?

The Sales Manager of a well-known electric washing

machine company asserted recently that 90 per cent, of

their sales are made on demonstrations and yet the dealers

v^ill not go out or send out demonstrators. A leading vac-

uum cleaner manufacturer has statistics showing that 47.7

per cent, of their sales are effected through satisfied users;

2?> per cent, of their sales through their advertising- and

only 12 per cent, through dealer effort.

Let me give you a few examples of what has been done

elsewhere in the way of ixtending the store beyond the

store's limits.

Out in Minneapolis the people who can afford it spend

the summer in cottages at Lake Minnetonka. Recognizing

the trade possibilities several years ago, one of the leading

Minneapolis department stores stationed a merchandising

expert at the Lake for the summer. A lady who wanted
to give a bridge or dinner party and who didn't want to

run up into the city to do the necessary shopping on a hot

day simply called in the expert, explained her wants and
everything was taken care of and on hand when needed.

The idea proved so profitable that it has since been follov/-

ed in one form or another all over the country. Examples
are Bamberger's extension in the Public Service Terminal

at Newark; Macy's stand in the Hudson Terminal, New
York; and the display of a Burlington. Vermont, department
store in the leading hotel there.

A variation of the idea is practiced by Eaton's, a big

department store in Toronto. They have a professional

shopper, whose business it is to take care of the wants of

sick customers, weddings, etc.

Another example is that of a retail grocer in South

Dakota, who does the amazing thing of ordering from his

wholesaler three or four carloads of groceries at a time.

He accomplishes this by going around among the farmers

and showing them how they can save money by buying

groceries in case lots.

Ihere are merchants who never miss an opportunity

to have booths at circuses, county fairs, summer resorts,

etc., and who find that it pays them in sales and adver-

tising value.

Prices can at times be cut materially and still yield

£> profit. Every merchant knows the advantage of special

sales and the profits they bring from stimulating the move-

ment of regular merchandise. It is, however, more profit-

able to plan an occasional big drive that will really bring

the people to the store than to continually be offering bar-

gains which the public soon find out really are not bargains.

In some towns dealers offer their biggest inducement",

just before pay day. They reason that it is a simple mat-

ter to get people to buy when they have money, but that

it is very difficult to mak'; sales when money is scarce.

Furniture merchants should be, and usually are, good

judges of what their customers want Ball Chairs are

always included in the stock of merchants who know,

because they produce good results.

Real service, correctness of design, and quality of construction are found in every

Ball Chair. These are the features that have built the reputation of this reliable line.

BALL
CHAIRS

BALL FURNITURE CO., Limited. HANOVER, ONT.
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GUARANTEED,

PRODUCTS

Gold Medal Spring Cushions

We are fully equipped with up-to-date machinery to

supply the upholstering trade with cushion forms made
to size. We use the finest grade of tempered spring

wire encased in strong cotton pockets and covered with

white cotton felt. Write us for quotations on your

requirements.

Upholstering Springs

Open ends or knotted. Manufactured in our own fac-

tory of best grade American Premier Spring Wire.

Prompt shipment at lowest prices.

Upholsterers^ Supplies

We have a special department for jobbing all kinds of

upholstery materials. Tow, Moss, Hair, Webbing, Can-

vas, Tacks, Gimp, Needles, Etc.

TapestrieSj Mohairs and Velours

Our stock of the finest imported upholstery Fabrics in-

cludes all the best productions of the largest French and

English Mills. We have an immense range of patterns

priced without regard to actual cost. Our values in these

lines cannot be equalled.

Samples supplied on request

GOLD MEDAL FURNITURE MFG. CO. LIMITED
TORONTO UXBRIDGE WINNIPEG

Gold Medal Bedding Co., Limited --- Montreal
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I Why Some Dealers Get Business 1

I Advice For The Furniture Dealer |
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IN
our town, says an exchange, there are some dealers who

are no get ing very good business, and there are some
who are making money right along, through dull times

as well as good times.

What essential dilierence do you see in these merchants

particularly at the present time? Perhaps you have noticed

thai the men who are doing a good business are optimistic

and cheerful, and make no complaints of dull times, while

those who are not doing much business are long-faced and

gloomy and pessimislic. Perhaps you have thought the

cheerful merchants were cheerful because business was

good, and the gloomy merchants gloomy because business

was bad. It is entirely possible that you have put the cart

before the horse, h is very likely that the cheerful mer-

chants are getting more business because they are cheerful

while the pessimistic are getting less because they are

gloomy. Did you ever think of it in that way?

If any thing will discourage the prospective customer

from buying, it is a man behind the counter who shows by

his face that he does not expecl anyone to buy, that hardly

anyone is buying, that it is a mistake to buy.

Walk down your business street, go into each store

for a few minutes, long enough to note the mental attitude

of the merchant in each place. Then check them over and

see if the list of gloomy pessimists doesn't coincide with the

list of those doing comparatively little business.

The merchants who are getting the business are those

who know there is good business to be had and are going

after it with a smile, and welcoming whatever comes with

a smile.

COLLECT YOUR BILLS PROMPTLY

Render and collect your bills promptly. Don't be afraid

nf losing business by such a policy. The real business man
will like it, for he wants to pay promptly; the "slow-nay"'

WM. KRUG
Cheslcy, Out., 1922 President Furniture Manufacturers' Association.

man may kick—but any business actually lost on that ac-

count is business that is best losL Good credit is necessary

for the contractor, but the banks are not going to loan

mone)' to anyone with too many charge accounis long over-

due. Dne banker and public accountant estim.ates that .50

per cent, of business failures are due to extending more
credit than capital warrants. Whatever the percentage is,

watch your credit business. And render and collect your
bills promptly.

D0.\ !' RUiN A MUSEt

A museum is an interesting place to visit, now and then

And there's a business moral in it, too.

Founding museums costs money. So does running them.

Some nmseums represent a tremendous investment.

Yet a museum has no turnover, and so it makes no profit.

It performs its service to the community—yes! But leave

that kind of service to the museums.

You don't want your slore to become a museum of goods

that won't sell.

Yet the store that doesn't advertise its offerings is in

danger of becoming nothing more than that.

A musty old store, with antiquated goods on its shelves

that nobody wants, is sometimes as entertaining as a mus-

eum to ramble through.

But we don't believe you want to run that kind of a

store.

CHATHAM DEALER BONUSES EMPLOYEES

Recently in an elecliic shop in Chatham, Ont., -where

they employ several journeymen and assistants our sub-

scription representative picked up a copy of a letter to their

employees which read as follows:

Anv employee effecting the sale of washing machines will

receive a bonus of 7 per cent of the sale; electric ranges

5 per cent; fixtures 10 per cent; getting contracts 5 per

cent; irons, toasters, etc. 7 per cent. All work finished

within two hours of specified time employees will receive

two per cent, of contract to be divided among those on the

job.

On repair work any employee who induces customer to

have extra convenience outlets installed will receive a bon-

us of 25 cents for each outlet.

The proprietors find that by giving these bonuses it

speeds employees uji on the job and increases their

efficiency.

TODAY'S THE DAY

The present hour is the only one a man controls. In it

he finds his sole opportunity for service, for achievement,

for happiness. He may plan and provide for the future,

but he lives only in the present. Tomorrow, next month,

next year, if they come, turn out to be only todays. It is

what a man does now that makes or breaks him.

We build only in the present. This does not mean that

we are responsible only for the nresent, We all owe much
to the future; but ihe future of our lives faces us today.

There is no time for us to do rnything worth while but in

ih;' present hour.—Exchange.

P!i(^ralon of'( n r'ni)loved Anielica Kauffman, the fatnou*

woman artist, lo p;:iiil lu-r designs on his fines^ tabV-.
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Evershine Fiirniiiure Polish and Starch Enamel has been

registered at Toronto.

C. Gamelin's upholsteiy shop at Montreal was damaged

by fire recently.

The National Stove Mfg. Co., dealers in furniture and

stoves at Montreal, suslained a fire loss recently.

The Corona Phonograph Co., Montreal, has been reg-

istered.

The Progress Spring Bed Mfg. Co., of Montreal, intend

opening a warehouse in Toronto.

E. C. Greenwood has purchased the auto and garage bus-

iness of the Kemp Furniture Co. at A

The Powell Furniture^ Co. have sold their business at

Cochrane, Onl., to D. Cameron.
Fire damaged the Gibbard Furniture Go's, premises at

Napanee, Ont., recently.

Wm. Crane, a retired Owen Sound furniture dealer, died

at his home in Burlington. Ont., last month, aged 75 years.

Chris. Dreisinger is enlarging and improving his furni-

ture store premises at Elmira, Ont.

D. Goldblatt is opening up a furniture store on Second

Avenue, Owen Sound, Ont.

C. Gamelin's upholstering shop at Montreal was dam-
aged by fire recently.

Watson & Co. are enlarging their furniture store on Bar-

ton street, Hamilton, Ont.

The Da-Nite Furniture Co. are looking for a factory site

in one of the Ontario towns.

The Empire Mattress Co., Toronto, have secured a fac-

tory at St. Thomas, Ont., and will remove there within the

next few weeks.

J. Kalbfleisch has sold liis furniture and undertaking

business at Tavistock, Ont., to Zeller Heinbach. The ne'v

owners were formerly in Stratford, Mr. Zeller wi'h th^ ,T.

A. Duggan Co., and Mr. Heinbach with Greenwood & Viv-

ian.

J. A. Minchner has a very fine article in the curren^^ is-

sue of "The Fuvnilure Future," published by the North
American Furniture Co., Ltd., on "Veneer—its use in fur-

niture manufacture."

"Better Homes" exhibitions are takin i hold across the

border. Detroit will this month hold a "Furniture Fashions

Exhibiticn" and St. Louis will do likewise in April.

Wm. Thomnson, furniture manufacturer of Belleville,

On-., recently had a letter in the Toronto Globe headed

"A mpnufacturer op the unemployed" in which thp writer

contends thai if the banking institutions of CanadT would
co-operate more with industrial plants a decided advantai'e

would be given mam'facturers and much of the present un-

employment v/ould be wiped out.

Reid & McLa2;an, Montreal, have registered their part-

nership, to job upholstered furniture.

,T. E. Burnett & Son, Alliston, Ont., contemplate enlarg-

in'T their phonograph factory.

The Superior Furniture Co., Ltd., Norwood, Ont., has

been incorporated wi'h a capital of $40,000 to make and
deal in furniture, baby cj'rriages, toys and other wood pro-

ducts.

The Grev Furniture Co . L'd., of Neustadt, Ont., is en-

Irrgin'z; its line bv makin - diners and library tables.

The H. E. Furniture Co. are installing a Paasche air

brush unit in their plant at Milverton, On'..

The Jackson Cabinet Co., Ltd., Montreal, has been in-

corporated with a capital of $250,000.

W. H. Miller, sales manager of the Phillips Mfg. Co.,

Toronto, last month lost through death his father, J. C|

Miller of Owen Sound.

Harold Magwood, who at the beginning of the year took

over Bill Stern's northern territory for the McLagan Fur-

niture Co., has been tansfered by his company to Alberta,

where Harold will make things fly.

Mr. D. Souter of the A. M. Souter & Co. furniture bus-

iness, Hamilton, rccenth delivered an address before the

local Rotary Club on "Service with a Smile" in which he

gave a historical review of the SouLer furniture business

since its foundation.

IMPERIAL RATTAN ENTERTAIN EMPLOYEES

The Imperial Rattan Co., L d., last month gave their

employees and their families a social evening in the fac-

tory showrooms at Stratford. Danoing find cards occupied

the attention of the guests during the evening, music being

rendered bv an orchestra composed of the e nployees. Re-

freshmen's were afterwords served by the company.

FINE CATALOGUE OF WILLOW FURNITURE

\ really fine ca'alogue has just been published by the

Branlford Willow Works of Brantford, Ont. It is a six-

teen-page booklet, prin'ed on one side of paper only with

high-class half-tone illustrations. The cover is brown with

sepia lettering and orange decorations.

In submitting the catalogue, says Manager Chas. Fairfax,

attention is drawn to the high standard willow and reed

furniture productions. Willow furniture appeals to the

cultured and to those of refined and artistic taste. It is

light, durable and sanitary.

The firm claim to be the largest makers of willow furni-

ture in Canada, that their productions are made from the

best materials and bv skilled labor. The catalogue under

reiiew shows selected assortments of upholstered willow

furniture suitable for Hvinu - j im. sunrooiii or den.

IIIIIIIIIIIIIIIMIIMIIIIIIIMIMIIIIIIirillMIIIIIIIIIIMIIIIIMMIMIIMIIIfMIIIIIMIMMIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIIIII'.

Upholstery Springs
|

Highest quality Upholstery Springs, |
made from the finest grade High Car- |
bon Steel Wire, oil tempered alter =

the coiling operation, thus insuring |
uniform strength and "No Set." Re- |
member, the quality of your High- =

Grade Upholstering depends entirely |
on the quality of the springs you are =

using. =

HELICAL SPRINGS I

for spring bed and mattress fabrics. |

Get the habit ; buy Canadian springs |

James Steele, Limited |

"no ?6 Guelph, Canada |
TilllllMlllllllllinilllMllllllllllllllllllllllllllllll|lll|illlll.tllllllUlllM!IIIIMIlllllllliniMIIIMIIMIinilHllllirllllll illlinMIIIUIIIIIIIIII!!]IIU
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SIDE LIGHTS ON MAKING YOUR INCOME
TAX RETURNS

IMIIMMIIIIIIIIIIIIMMIMMMIMIMIIMIIIIMMIIMIIMMIMIIIIMIIIMIMIIIIIIIIIIIIMIMIMIIIIIHMMMIMIIMIIIIIMIMIIMIIIIIIIIIIMIIIIIIIIIIIMIIM

Get ready to make your returns by keeping proper accounts—Some hints on some of the problems

that are bound arise as given at last convention of Saskatchewan Eetail Merchants Assn.

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIIIIII IIIMIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII Illllllllllllillll IIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIU

By BF.RT R. MASECAR, B. Ace.

THE riicome Tax Act is a comparatively new enact-

ment, and as it is an act which has to he experi-

mented with for quite a length of time before real

hard-and-fast working rules can be laid down to cover
all cases, it is but natural that a good many complaints
are laid against the Income Tax Department. Some of

the complaints are undoubtedly just and right, and it is

my opinion that if more of the business men would un-
dertake to stand behind their complaints and take them
up with Ottawa tliey would obtain relief.

I do not hold any brief for the Income Tax Depart-
ment, but I will say that I have found that where a man
or a Company has good grounds for objecting or appeal-

ing against the assessment, and has taken the matter up
with Ottawa they have been accorded fair treatment.

The officials in the local Income Tax offices have certain

rules laid down by Ottawa for' their guidance, and it is

not in their power to alter those rules. Tlie power of

making special decisions and rulings lies with the Min-
ister of Finance, and that power cannot be delegated to

all the clerks in all tlie various Income Tax offices

throughout the country. In the majority of cases, if the

taxpayers will give the local Income Tax offices the in-

formation they ask for, there will not be very many
appeals against the assessments made. The work of the

Income Tax offices has undoubtedly been greatly in-

creased by taxpayers endeavoring to avoid the issue and
refusing to answer what to them appeared to be useless

questions. You must remember, however, that the

assessors in these offices do not know all the details of

your business as you yourselves do, and it is only to be

expected that they will have to ask questions in order
to be able to understand your financial statements. You
know, nearly every business man has a different way of

keeping his books, and of preparing his financi:)l state-

ments, and for this reason it is difficult for the Income
Tax assessors to clearly understand every statement sent

in to tliem witliout getting supplementary iii formation
from the taxpayer.

Dividends Not Rub.tect to Normal Tax
Dividends, wlien received and sliown by the taxpayer

sliareholder, are not subject to tlie normal tax, as that

tax has already been paid by the company from whicli

he received the dividend. If a person's income is sucli

that he only pays the 4 ])ci- cent, rate, then the amount
of his dividends at 4 per cent, is deductible from the tax

as computed, includiiig the dividends, and if he came
within the 8 per cent, normal tax rate, tlie rate lo he

charged on the dividends for deduction purposes would
be at 8 per cent. Two examples will illustrate this mat-
ter, and T am taking the case oP a mari'ied man without

any dependents

:

Salary or profits from business. . . . $2, ()()(). 00
Dividends 400.00

Total Income 2,400.00

Statutory Exemption 2,000.00

Taxable Income 400.00
Normal Tax, $400.00 at 4% $16.00
Deduct dividends of .$400.00 at nor-

mal tax rate of 4% 16.00

Tax to be paid Nil.

Another Example
Salary or net profit $6,800.00

Dividends received 4,000.00

$10,800.00

Statutory exemption 2,000.00

Taxable income .$8,800.00

Normal Tax, .$4,000.00 at 4% $160.00
Normal Tax, $4,800.00 at 8% 384.00

Total normal tax before deductions . 544.00

Deduction for Dividends, $4,000.00

at 8% 320.00

Net normal tax payable 224.00

Surtax at 1, 2, 3 and 4% rates 142.00

5% on above two amounts 18.30

Total tax payable $384.30

Proceeds op Life Insurance Not Taxable

Money received under wills or the proceeds of life in-

surance policies are not income for taxation piirposes,

but any profits made from the use of such monies, except

as noted herein in respect to investments an.d specula-

tions, are taxable income.

It must be remembered that in Income Tax Depart-

ment does not have to rely solely on the taxpayer for

information in regard to his return, but may call on any
one with whom he had business dealing to produce their

books and records to show the business conducted with

the taxpayer.

Persons in Canada who are acting as agents of per-

sons residing outside of Canada are required to make a

return of income which passes through their hands on

beluilf of the non-resident.

If you have income coming in from other countries

you are entitled to deduct from your tax the amount of

income tax paid to the other country, up to the amoi;nt

of tax payable on that particular income in Canada.
This dcdiu'tion is only allowed where the other country

reciprocates by allowing similar deductions on Canadian
income of residents in that country.

Failure to keep books or to make the necessai'v I'eturns

does not exempt a ])erson fi-om paying Income Tax, as

the i*'! nance Minister has the authority to say what your
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income is, and in snch a case the burden of proving that

your income was not tliat much rests on you.

Profits made from speculation outside the regular

business of the taxpayer are not taxable income. If a

merchant draws money from his business and buys real

e-state for $3,000.00, and sells it for $4,000.00, the

$1,000.00 is not taxable, as it was realized outside his

regualr business, and is considered an increase of capi-

tal rather than income. Had the $3,000.00 been invested

in real estate with a house which was rented, the rentals

received, after deducting taxes, insurance, repairs and
depreciation, would have to be shown as income for taxa-

tion purposes until such time as the property was sold.

Had this property been bought and sold by a man in the

real estate business, the $1,000.00 profit on the sale of the

property would have been taxable income, as that was
his business.

Where profits are made on a transaction, the payments
on which extend over a number of years, it is permissible

to show only the earned profits each year in proportion

to the amounts paid on the agreement, hnt it is necessary

to keep good records in such cases so as to be able to

ascertain the unearned profits each year. If a man in

the real estate business bought a piece of land for

$4,000.00 and sold it for $8,000.00, $2,000.00 cash and
$2,000.00 per year for three years, the total profit would
be $4,000.00, which is 50 per cent, of the sale price of

$8,000.00, so that 50 per cent, of each payment received

would be profit, and $1,000.00 profit only would need to

be shown each year. Investments and speculations are

treated by the Income Tax Department as capital assets,

and when these capital assets are sold, the increase in

value is considered to be an increase of capital, not

revenue. But while the capital assets are in the hands
of the taxpayer, any dividends, rents or other revenue
received are considered as revenue or profit.

A Married Woman With Income

A married woman with an income of her own is en-

titled to an exemption of $2,000.00, and above that figure

she must pay the same taxes as anyone else. In the case

of children, when a wife has a separate income, either

the husband or the wife may claim the $200.00 exemp-
tion for each child, but not both of them.

The Income Tax does not alter the fundamental
principles underlying the taking of inventories at the

close of fiscal years. Stock should be taken at cost price,

plus freight and cartage, or present values, whichever is

the lower. Increase in values of goods on hand should
not be considered when taking stock, as that is antici-

pating a profit. Stock taken on the basis of cost or pres-

ent value, if present value is lower than cost, will be
accepted by the Income Tax officials.

In Great Britain a three-year avei'age is taken in com-
puting the tax payable, but up to the present time that

does not apply in Canada. It would not be surprising

if our act was amended at some later date to cover this

point, as it would seem to be an equitable manner of

levying the tax, particularly in regard to some
businesses.

The Income Tax Acts have been in force in England
and the United States for a much greater length of time
than in Canada, and consequently they have their or-

ganization working to better advantage than we have.
The Chartered Accountants' Association have been try-

ing to obtain a complete list of rulings from the Income
Tax Department in order that they might be in a posi-

tion to publish the information for their members, who
would then be able to advise their clients as to the proper
method of making up their accounts, writing off depre-

ciation, creating reserves for bad debts, etc., etc., but up
to the present time they have met with no success.

Dangers of Manipulating Statements
Any attempt to manipulate the books so that no profit

will be shown will undoubtedly end in disaster, because
if no profit is shown for Income Tax purposes how are

you going to declare dividends or draw profits from the

business? Aside from this, such a practice is dangerous,
as you do not know when some member of the Income
Tax staff will step in and check your books. If you have
a bookkeeper, such a method is not feasible for the reason
that the bookkeeper may leave your employ and there

is nothing to prevent him talking about tlie way you
manipulated your accounts, and when one person starts

a story like that going, it is hard to say where it will

end. Outside of all the reasons for not making false

statements on the grounds of the danger of a "come-
back" it is hardly honorable for a man to shirk his share

of the country's burden and let the rest of the com-
munity pay his taxes. I have always believed in the

principle of every man with an income keeping proper
and true books, making proper returns, and paying his

taxes, and so never having a fear that some day he might
be checked up and caught doing what he should not have
done.

A Big Handicap

The biggest handicap in the act as at present, to my
mind, is the one which makes it necessary for the tax-

payer to compute his own tax before sending the forms
in. This handicap would not be so great if the taxpayer
had only one rate to figure on instead of so many differ-

ent rates if his income is over .$5,000.00 or $6,000.00 a

year. It has appeared to me that it would be an easy

matter to compute the amount receivable under such
rate of income, and then work that amount back to a

percentage of the income, thus giving a fixed rate for

each different amount of income. Thus it could be set

out that on all incomes between .$2,000.00 and $5,000.00

the rate shall be 4 per cent. ; on all incomes between

$5,000.00 and $6,000.00 the rate shall be 5 per cent. ; on
all incomes between $6,000.00 and $8,000.00 the rate

shall be per cent. ; on all incomes between $8,000.00

and $10,000.00 the rate shall be 6V2 pei" cent., and so on

up the scale with an increasing single rate for each varia-

tion of income, instead of having the taxpayers endeavor
to compute the tax on the basis as at present. It seems
to me that an organization such as yours could well take

this matter in hand, as you have a strengtli behind yo\i

which an individual has not.

Beware of "Experts"
It might not be out of place in a t ilk of this kind to

thi'ow out a warning in regard to the emjiloyment "f

people who claim to be Income Tax Experts, and who
claim they can save you a lot of money by reducing the

amount you will have to pay for Income Tax. Of course

there are certain legitimate deductions which we are

entitled to deduct from the profits, but outside of these,

if a man tries to get ahead of the Income Tax Dcpai't-

ment, he is going to get caught sooner or later.

Do not misunderstand me in tills, as ] have no inten-

tion of conveying the impression that a man should not

fight for every legitimate deduction he has nr<de in his

returns, but, on the contrary, I believe when a man
conscientiously makes up his books and irturns on the

basis of what he considers good business he should be

prepared to contest any effort on the i^art of the Income

Tax officials to disallow that deduction, and it is for him
to stay with his case until he is convinced he is in the

wrong.
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THE MAXWELL
Sanitsu'y Copper-Alloy Vault

"Positively the best in the World"

ABSOLUTELY GUARANTEED
for FIFTY (50) YEARS

to resist RUST and CORROSION
WATERPROOF - AIR PROOF - VERMIN PROOF

Because:
Manufactured exclusively of Copper Bearing Steel—the most rust-resisting Steel or Iron

known to the art.

All Seams are Oxy-Acetylene Welded.

The cover is securely fastened by the Famous Patented Maxw^ell Eccentric Sealing Clamps,

and specially prepared Perpetual Gasket positively seals the vault and excludes any possible

penetration of w^ater or air.

Sturdily and Rigidly constructed. Re-inforced Cover. Will vs^ithstand the severest re-

quirements of a Burial Vault.

BRILLIANT COPPER FINISH

All Maxwell Vaults are now finished inside and outside with a beauti'ul. Brilliant Copper
Bronze and this rich color is very attractive.

Dominion Manufacturers, Limited, Toronto, Ont.
Succeaaora to

National Casket Company, Toronto. Ont.
The Semmcnt & Evel Casket Co. , Ltd, Hamilton, Ont. and

Winnipeg, Man.
Vancouver C«sket Company, Vancouver, B.C.
Winnipes Casket Company, Winnipes, Man.

Succeaaora to

The Globe Casket. Company, London, Ont.
Girard & Godin, Limited, Three Rivers and Montreal, Que.
Christie Bros. & Company, Limited, Amherst, N. S.
D. W. Thomson Company, Limited, Toronto, Ont.
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Funeral Service Department
II 1 1—I ^mtm Problems affecting ihe Profession are here discussed and readers are invited to send letters express- |^^^^^^^^^^^

I
ing their oieus on any of the subjects dealt with—Area's of the profession throughout Canada. I

THE UP-TO-DATE FUNERAL DIRECTOR
Bv One of Them

SOME couple oi months- ago we published an article on

funeral directing by a Toronto man who had given

some information to the daily press, correcting some
of the false notions in the mind of the public and setting

right the newspaper man in his dealings wi!h the conduct

of a funeral.

Here is another article along the same line which The
Toronto Star Weekly wisely published for the benefit of its

readers.—Edi tor.

A REALLY first class undertaker is an undertaker no

longer. He is now a director of funeral services.

So one of them declared recently to The Star Weekly.

'Tf the public only knew it the director of funeral services

should be just as important to the household as the doctor.

He should be possessed of just rs great a spirit of rever-

ence as the minister. He is the last link that connects all

that is visible and mortal with invisible eternity. Every-

one retains the memory of the nurse or doctor who carried

down his first child Why should he not similarly remem-
ber the undertaker who cared for his dead?"

Such are the views of the up-to-date undertaker—to give

him the short name, still—who aspires to be more than a

mere provider of coffins. There are a few such men in

Toronto, and they are talking and dreaming of the estab-

lishment of a research bureau which would keep a close

scrutiny on the holding of funerals and seek the best meth-

ods. This bureau or council would keep establishments

up to a certain standard and see that nothing slipshod was

allowed in connection wi'h burials.

"The bureau would prevent the payment of commissions.

"body snatching,' 'door knocking' and 'ambulance chasing,'
"

went on this undertaker using these expressive phrases him-
self and giving instances where undertakers of a certain
class absolutely "camped on ihe trail" when there was an
accident or death and sought business by going after it.

"Ambulance advertisements in connection with funeral
establishments are sometimes a misrepresentation," he
added, "and no proof that there is an ambulance on the

premises. Such advertisements are often simply a business
chaser. We would abolish ambulance service altogether.

"Any time a commassion is paid remember it is stuck on
the bill to the family. The payment of commission is not
in the proper spirit. The professional man today should
wait in his office unlil called in by the bereaved family.

"Undertaking premises should be open to the public's

inspection from cellar to garret. People should make them-
selves acquainted w\\h the places where the bodies of their

dead will be placed. It is not enough to know that they

are handled wi h care, but reverenlty and scientifically.

"The public should know that embalming which a few
years ago was unscientific and crude, has now reached a

srtage where it appioximales demi-surgery. It is now a

clean, sanitary, scientific operation.

Less Mourning Display

"Embalming may be accomplished where there has been
arterial circulation whether the subject has lived only one
hour or 110 years. Neither need the body be too far gone
to be made presentable and put in sanitary condition; even
if it is not possible to make it presentable it can be made
sanitary. I have embalmed a body which has been two

Above are shown two of the rncins in A. L Oatman's model funeral home at London, Ont. On tho left is the fhowroom, size 23s36 feet,
situated upstairs over the garage. On the risht is the hack service room which is used for layina-ont purposes and servin? for small family

funeral services.
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months under water. Embalming is as much a protection

to the living members of a family as a care for the dead.

"The modern mistake in funerals is hurry. Thus things

are not conducted as smoothly as they mighit be. The under-

taker is in a hurry to get the flowers out, to close the hearse,

to reach the cemetery. That is the attitude of the public,

too. Fifteen years ago when a customer died the blinds

came down on the corner grocer store as the funeral passed

and men stood s'.ill on the pavement with bared heads. Do
you see that today? Today as likely as not the traffic will

cut in on the procession as soon as the first carriage has

passed. Some undertakers are using motor equipment to-

day simply for the sake of speed.

"What we want to do today as much as possible in regard

to funerals is to smash down custom and put common sense

in its place. 'Is that usual?' is the question most often

asked. It is your funeral, isn't it? Well, do as you like!

If you wanted to be carried on a wheelbarrow and it could

be done reverently 1 would do it. 'Is it customary? Is it

right?' There is no sense in standing bareheaded if it is

raining and chancing more deaths. 'But ladies don't go to

HE'S WITH US IN THE WORK

It certainly is complimentary to receive from that old

friend and counsellor in the East—F. W. Wallace of Sussex,

N.B.—such a letter as this:

Sussex, N.B., Feb. 28.

Editor James O'Hagan.

The Furniture World and The Undertaker for February

to hand. The undertaking department interested me very

much. Every article in it was of value to the profession.

On page 60 I was pleased to study under the headlines,

"Ontario Funeral Service Executive Meet." The year 1922

is now passing, as former years have passed and as other

years will pass—each year will have to do its own work.

As I look back over the past thirty years I note the many
changes in our profession. Great things have been ac-

complished by thern, many of whom have passed over the

great divide, yet their good worrks will follow on after

them. As all things under heaven change, those who are

active in the work of greater achievements will have to be

reinforced by a younger set to keep up the work and keep

pace with the times and the future.

It was a pleasure to note at the meetings referred to above

that the future work of ihe National Funeral Service Asso-

ciation of Canada, organized last vear, was taken up and

plans laid for the coming year, and that in April the work

will be further considered. This points to the right kind

of activity.

Let us hope this year 1922 will be one for greater

achievements. While I am, owing to ill health, unalile to

do all I would like to do, I will while life lasts watch with

the deepest interest the good work as it moves forward, and

will at all times do all within my power and give whatever

assistance I can for a good cause.

I am sincerely. •. •

Yours in the work,

F. W. Wallace.

Mr. Wallace is not in the besi of hcallli at present. He

is in his r)4th ve-jr and has been n 'nrlv thirty years in busi-

ness, sending out his first casket in 189.S. During the ))asl

twenty years he has, off and on, editr^d the Canadian Fun-

eral Director. His son. W. H. Wallace, since his reltirn

from overseas, has been managing the business.

the cemetery—it is not customary,' is a remark I hear fre-

quently. I tell them again that if the ladies want to go to

the cemetery, to please themselves and go, no matter about
custom.

"Our aim is to gel away from the funeral as much as

possible," concluded this undertaker, "to get away from the
black. Why should the gloomy side be emphasized? We
were recently asked to decorate a church. We merely put
a touch of black on the altar and used purple, capping it

with Easter lillies signifying the resurrection and green for

eternity."

TORONTO FUNERAL DIRECTOR'S WILL

Arthur Edward Ingram and Mrs. Florence McCron, son
and daughter, share equally in the $34,115.15 estate left by
their father, Albert Joseph, a Toronto funeral director, who
died on December 13th last. He left no will. The estate

included interest in the Sterling Casket to the extent of

$12,950, and victory bonds valued at $5,350. The will of
his wife, Rulh Ingram, who died on September 6, 1917,
was also filed. Mrs. Ingram left an estate of $1,195.00.
Her will made in September, 1917, directed that real estate

should go to the daughter upon her husband's death and
(hat her daughter receive the piano, music cabinet and her
jewelry. The remainder of the estate goes in equal shares
to the daughter and son, Arthur

INOTES FROM HALIFAX

I. B. Lohnes a member of the Nova Scotia F.D.A., was
elected councillor for Windsor, County Hants, N.S., by a

decided majority at the recent municipal elections there.

Brother Lohnes is one of our promising young F.D.'s and is

well known and v ell liked, wherever known. We hope this

is but a beginiiing of honors for him.

Our old General, John Snow, is making rapid strides

towards convalescence after his serious accident of Dec.
19th. His physician expects to have him sitting up and
about shortly, if all goes well.

A funeral service was held recently in Snow & Co*s par-

lors for the late Dr. Frank Woodbury, D.D.S., L.L.D. There
were over a hundred floral designs sent by friends. The
body was sent to Middleton, N.S., for interment.

ONTARIO EXAMINATION RESULTS

The Board of Examiners, under the Ontario Embalmers'
and Undertakers Act, conducted an examination for those

wishing to qualify as embalmers, on February 8th an 9th,

at the University Buildings, Toronto. Thirty-five candi-

dates were present for examination, eighteen of whom were
successful (two obtaining honors) and seventeen failed to

])ass.

The names of the successful candidates, in order of merit,

;'r? as follows:

Honors—Arthur W. Vandrick, Toronto: Orwell B. Wal-
ton, Toronto.

Passed-—Henrv Kroff. Waterloo; W. Leslie Brown, Elm-
vale; Adam Wallace, Comber; Stanley C. Catt, Arkonaj
Peter F. Delcmere, Colgan: Geo. F. Chappell, Hamilton:
Herman Thompson. Thornton; A. H. W. Phi]]i|)s, London:
Dyzart Robb. Sarnia; Geo. W Stitt, Toronto; Wni. Hodgson,
Brampton; Newton White, Stirling; Gordon A. Brown,
Hamilton; Geo. E. Tate. Hamilton; W. 0. Ball. Avr; James
II. Sutton, Amherstburg.
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CAN EMBALMING BE SAVED?

IS EMBALMING WORTH SAVING?
Written for Canadiiin Furniture World and The Undertaker

By PROF. H. S. ECKELS

THE benefits we derive from any scientific process are

gauged bv three things—the sincerity with which we
investigate, the intelligence with which we absorb and

the diligence with which we apply the results of our con-

clusions.

Since the great majority of men are sincere and earnest

in their desire for the betterment of their own work and

consequently their ocupations or professions, it therefore

is obvious that to point out the true road and lay bare the

pletion of the first injection, ligating the artery when you

remove it.

If at the end of, let us say, ten hours, the body is dry all

over the surface, a firmness of tissue is everywhere appar-

ent, you will not need more fluid to preserve it for, say, one

week.

Should any parts of the body be soft and damp, showing

that fluid had not circulated properly there, inject enough

fluid to cause those parts to become firm and dry. When

pitfalls in the false path is all that is necessarv for most all parts of the body are firm and dry remove the arterial

tube. Should you be called upon to hold the body longer

than one week, I would advise a second injection of fluid at
men.

Why should there ])e any hesitation about the universal

practice of good embalming?

There is nothing mysterious and nothing particularly diffi-

cult about it if we cultivate a dispositon to assume that our

embalmng is wrong until it proves itself to be right. The
usual course is, having injected what seems to us to be suffi-

cient quantity of fluid, we assume it to be right until it

proves to be wrong. Then if any complications occur we
fall back on the old standard excuse that the fluid was bad.

Far better assume thai our embalming is wrong until we
ourselves are sure that it is right—and then are sure that

we are sure.

The proof is easy to obtain because there are four signs

of embalming upon which we can rely. The injection of

the fluid should not be stopped until

—

Sign I—The surface of the body becomes dry.

Sign 2—The flesh becomes firm.

Sign 3—A m.ottle caused by the fluid spreads over the

body. ^^"^

Sign 4—Fluid escapes with the blood through the drain-

ing tube. i

Here are fundamental rules for procedure in embalming
normal cases:

Insert the axillary draining tube in the axillary vein; al-

low blood to pass out until diseolorations about the face,

ears and neck disappear, until the color of the body is life-

like and natural, injecting fluid through an artery, prefer-

ably the axillary.

It is a good plan to inject toward the hand enough fluid

to cause the arm to become firm and drv and vou see the

four signs. Then inject the fluid through the same artery

toward the trunk of the body not faster than a quart in ten

minutes until the four signs appear there.

Shut off the flow from the draining tube when the first

three .signs appear over the body up to the neck and ears

provided the color if; normal. If the color is still too dark,

allow blood to continue to pass out of the the draining tube

until the ex'reme parts of ihe body are life-like in color.

Then remove the draining tube and litigate the vein. Siop

injecting fluid only when the four signs appear.

It is a wise precaution, wherever possible, to leave the

arterial tube in the artery directed toward the body until

you can examine the body, say, ten hours after the first in-

jection. Remove the arterial tube directed toward the arm
at the same time you remove the draining tube at the com-

from ten to twenty hours after the first injection This I

would do no matter what the condition of the body. This

is also a good plan to follow in extremely hot weather.

After the entire body is firm and dry, and not until then,

use a hollow needle in the cavities if you feel that this is

absolutely necessary, removing gases or any secretions from

them and injecting them with fluid. Cavity injection is not

found necessary, however, in most cases, where thorough

arterial embalming has been done.

The amount of fluid needed to produce the four signs will

vary from one quart to fifty pounds body weight to one

quart to fifteen pounds of body weight.

Now, the method briefly outlined above is absolutely

sufficient on all normal cases. Later in this series I^ hope

to be permitted to call attention to some special contingen-

cies which the embalmer occasionally is called upon to face,

but unhesitatingly and unequivocally I assert that the above

procedure will give absolute preservation and a better ap-

pearance to the body than it would be possible to secure

by the vein injection method either simultaneously, alter-

nately, perpendicularly or horizontally.

This is not theory; it is actual practice backed up by im-

mutable facts.

To be continued

The operatins; room in A. L. Oatman's model
London, Ont.

'Funeral Home" at
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Casket Van, Hearse and

Ambulance

THE above illustration is an exact reproduction of our three-in-one

Casket Van, Hearse and Ambulance. As in all the others the

Casket Van is the same, nothing to be moved from the Casket

Van to make the change for the ambulance. (Ambulance side is shown
in the insert.) This outfit is the only complete combination made, in

fact is the only combination worthy of the name.

Workmanship and Materials of the Best.

Designs Fully Patented.

MITCHELL & COMPANY
INGERSOLU ONTARIO
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The Only Combination

Made

THE above illustration shows our combination with the ambulance

sides in place. Hearse side reduced is shown in the insert. We
not only give you ambulance sides but we supply light couch, also

stretcher, folding seat inside, folding step at rear, movable sash in

doors for air current. Also sliding sash back of driver's seat. To
change from hearse to ambulance requires but five minutes work.

For Sale—Several Used Motor Hearses

All in Perfect Condition.

MITCHELL & COMPANY
INGERSOLL, ONTARIO
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PROFESSIONAL NOTES

|
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G. B. Burney has succeeded G. B. Burney & Son at Ottawa

L. J. D. Gauthier of Gauthier & Co., "plumbers and under-

takers" at Cookshire, Que., is dead.

The Glass Casket Co., Ltd., has been registered at Mont-
real.

Over 43,000 bodies of United States soldiers killed in

the world war have been returned to their homes on this

side of the ocean, leaving 31,400 bodies still in France.

Some of these will also be returned to the U. S. this year.

Prof. Chas. 0. Dhonau, president of the Cincinnati Col-

lege of Embalming, has accepted the invitation of the Michi-

gan Funeral Directors and Embalmers Association to ad-

dress that association during the convention to be held at

Grand Rapids on June 7, 8, 9.

A welcome little guest arrived at T. H. McKillip's home
at Brampton, Onl., on January 13, when Samuel William

(Billie) McKillips made his first appearance. Harry says

his new son weighed seven pounds, eight ounces at birth.

The Sherbrooke (Que.) Undertaking Parlors have been

registered.

Ross J. Craig, Toronto, has been elected a member of

the executive of the Parkdale Business Men's Association.

Mr. Geo. L. Phillips of Sarnia, Ont., was married on

Jan. 14 at Detroit to Mrs. Mina Reese Johnson.

W. G. Evel, Hamilton, paid a business trip to Montreal

last week.

Cousins & Burlingham, Wallaceburg, Ont., have added a

seven-passenger Reo car to their already up-to-da^e funeral

equipment.

Prompt action on the pari of the Weston Ont., fire

brigade reccn'ly saved the house of A. L. Barlett funeral

director from destruction. The blaze started from an over-

heated chimney. The damage was small.

J. Kalbfleisch, Tavistock, Ont., has sold his business to

Zeller & Heinback. Mr. Heinback was formerly with

Greenwood & Viivian, Stratford.

The six-year-old daughter of Harry Ostrander, embalmer
of Tillsonburg, Ont.. was severely burned and died from

her injuries a few days ago. The sympathy of all friends

is extended to the father and mother.

The Ontario Casket & Supply Co., Toronto, has been

registered by J. M. Arnold and W. J. Hubein, 331 Syming-

ton Avenue.

JO':. Scnn of Ila«ci!>villc. Out., and ii;s new motor lieais3.

ONTARIO FUNERAL SERVICE INCORPORATED

Public notice is given that, under the Ontario
Companies Act, letters patent, have been issued by the

Secretary of the Province under seal of office, bearing

date the 8th day of February, 1922, constituting William
Albert Britton, of the Town of Listowel; Arthur Arnold
Jackson, of the City of Sudbury; Frederick William Mat-
thews and Nelson Berril! Cobbledick, directors of funeral

service, and Walter Stanley Hulbig, secretary, all of the

City of Toronto, and Frank Frederick Morris, of the Town
of Bowmanville, and others who have become subscribers

to the memorandum of agreement of the corporation, and
])ersons who thereafter become members thereof, a corpor-

ation without share capital under the name of Ontario

Funeral Service A.ssociation for the following purpose
and objects, that is to say: fa)To encourage and promote
the best interests of the profession of funeral service

directing in its various branches and to put into effect

benefits which will accrue to the advantage of the associa-

tion and its individual members: (b) To develop and
maintain in a high standard of efficient service among
and by the members of the Association, in the interests of

public welfare, and to keep the reputation of the profession

untarmished and to elevate public opinion of the profession

generally; (c) To encourasre the exchange of construct-

ive ideas among members of the Association and to re-

ceive research reports for the advancement of the pro-

fession: fdlTo adopt such means of placing the Associa-

tion and its objects before the public as may seem exped-

ient, and to advertise in the press, by circulars, by pub-

lication of books and periodicals and otherwise; fe) To
discourage all misleading and objectionable advertising

and publications relating to the profession; ff)To pre-

pare data with a view to making the members thoroughly

conversant with the best means of combating epidemic

periods, for the purpose of rendering uniform service at

such times in the best interest of public welfare, and to

maintain a closer co-operation with the health authorities;

(g) To protect the members of the Association against un-

professional methods in the profession and to secure free-

dom from unjust and unlawful exactions: fh)To settle

disputes among the members of the Association by arbitrat-

ion and otherwire, and to promote a more enlarged and

friendly intercourse among them; (i) To purchase, take

on lease or in exchange, hire or otherwise acquire any

personal property and any rights or privileges which the

Association mav think necessary or convenient for its pur-

poses; fj)To organize, form and establish local branches

or sections of the Association among its members, and to

do all acts and things necessary for that purpose, such

local branches or sections to be responsible at all times to

conform in all respects to the Association and its by-laws

and regulations; and provided that in the formation of

such local branches or sections, their constitutions, bv-laws

and regulations shall be subject to the sanction and ap-

proval of the executive of the Association; and fk) To do

such other things as are incidental or conductive to the

attainment of the above objects; with its Head Office at

the said City of Toronto; and its First Directors being

William Albert Britton, Arthur Arnold Jackson. Frederick

William Matthews, Nelson Berril Cobbledick, Frank Fred-

erick Morris and Walter Stanley Hulbig, hereinbefore

mentioned.

Stop talking about the storm. Discuss the fine weather

iind "good times" to follow and thus help to bring back

the confidence needed to restore business activity.
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1 DEATHS IN THE PROFESSION IN 1921 |

Embalmers
J. A. Campbell Dutton

J. C. Grobb St Catharines

E. J. Huglies Carp
Toronto

Jcinies J. Jackson Arkona
Caraleton Place

1\ . J . r Oi Lt PictQi^

G. M. Peebles Colborne

Thomas Rona.i Kingston

John Rosar Toronto

J. H. Swarts Princeton

A. H. Swarts Brockville

G. W. Thompson Perth
Fi'NERAL Directors

P. A. Barr Gooderham
M. J. Duignan Guelph
Hugh McLean Maxville

H. WinfWor Brigden
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EPITAPHS IN TORONTO CEMETERIES
By a Funeral Director

One need seek no further than this city for some of the

finest gems of gravestone epitaphs. A stonecutter once in

inaking a design of an upright lifted hand over the simple

phrase, "Gone Home,'" made a mistake and carved the hand
pointing downward. This tombstone stands to this day in

one of the largest graveyards, and is probably unnoticed by

more than one out of every hundred passersby.

Nobody needs to be told the nationality of the man who
carved this one, also to be seen in the same cemetery as the

before-mentioned

:

"Here lies the body of Timothy Breen

Lost at sea in ithe steamship 'Queen.'
"

(After all, absent treatment is better than none.) One
of the briefest tributes may be found in this terse but all-

sufficient phrase : .. .

"Jones' bones."

And over in a lonely corner under a weeping willow in a

suburban graveyard you may come upon this one:

"What is home without a mother?

—Peace, Perfect Peace."

Some years ago when stonecutting was compar.itively

cheap and ycu could have a whole hymn carved on a monu-
ment for what it now costs to carve the word "Requiescat,"

a family of loving grandchildren put up a handsome stone

in memory of theii grandmother. It said:

"Dearest Grandma, how we miss her,

Miss her. how, we cannot tell;

Yet we trust some day to meet her

—

Yes, we'll all meet her in heaven."

You see, they'd completely ruined the rhyme, but look

what they pulled Grandma out of! Got her a transfer just

in time.

BEES FIRST EMBALMERS
Few people are aware of the fact that bees were the

originators of embalming. It happens sometimes that

a stranger enters their hive, and often the enemy is

too large or heavy to be cast out.

A slug, for instance might make its way into the
bee-hive. The bees pounce upon the unwanted in-

truder and proceed to sting liim to death, says Pear-
son's "Weekly.

The problem now presents itself to the intelligent

bees as to the best method of ridding tlie hive of the

slug's carcass. They evidently are aware that if left,

the hive would become infected by the presence of a
dead body, so the embalming process is commenced.

This i,s done by encasing the remains of the slug in

propolis, a substance specially collected by the bees
from the opening buds of poplar and other trees. The
propolis thus prevents the slug's body decaying.
But if a snail sneaks into the hive, the process is

even simpler. As soon as the snail receives a sting he
retires into his shell. Then the artful bees just wall
him in with propolis, and without troubling to shift the

shell, securely cement it to the floor of the hive. The
tomb of the snail thus becomes part and p;ircel of the

hive.

MITCHELL-GREER CASE APPEALED

Mr. 0. J. Mitchell, of Mitchell & Co., Ingersoll, Ont., is

appealing his case against Greer & Son from the decision of

the trial judge in London. Mr. Mitchell was suing the

Greer firm for infringement, and in place of the finding

being along this line the ar.^ument shifted to the question

of whether or not the Mitchell firm had a patent. For this

reason the case goes on appeal to a higher court, where

Mitchell & Co. will press the case on the line of infringe-

ment.

AS TOLD IN KITCHENER
"What is tlie difforence." asked Bob Flint of D«c.

Ferguson, "between a passenger in a street car who
!ias been put off at +he wrong crossing and a single

bed in a crowded hotel occupied by a man yelling for

a pitcher of ice water''"

"The one," answered Doc, "is hot under the col-

lar, and the others is a cot under the holler."
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I The Supreme Achievement I

in Embalming Fluid

i The next time you want Embalm- i

I
ing Fluid, do not merely mention 1

I
"Fluid," but insist on "CaranaC." |

I CaranaC Embalming Fluid I

I is a specially compounded chemical 1

I
which will not alter in strength, and 1

I
a fluid you can depend upon. |

I We Ship Promptly
|

I
CaranaC Laboratory

|

I "The All- Canadian Houte" |

Peterborough - Ontario - Canada 1
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HUMIDITY AID DECOMPOSITION
By Prof. C. O. Dhonau

When the air i? diinip and contains an excess of moisture

and this condition prevails generally where there

are larye waler suriaee.s Irotn which to evaporate

moisture, bodies (lec()mi)()se more rai)id''.v than in dry

climates. Bacteria must have moisture as well as

proper temperature for their growth. In all human
bodies there is a certain amount ol' moisture. This

moistui'e content varies with the different bodies. No
two bodies will have exactly the same amount of

moisture in them. I just want to recall to your mind
now, the last dropsical ease you had. Dropsical ea.ses

are considered troublesome by all embalmers for sev-

eral reasons. That the body is Avet or moist to an

excess is one reason. That condition not oidy gives

bacteria a better opportunity to grow, but it dilutes

the fluid the embalmer is using and takes away some
of its power to force the bacteria to i-itop its work of

digesting the body tissues. The average embalming
fluid acts upon bateria just as it acts upon the cells

of which the body is composed. Bacteria are cells.

The embalming fluid unites with all cells to produce

new compounds from them which are both odorless

and sterile. Using an embalming fluid then is using

something that changes the condition of both the body
ceWs and the bacterial cells which are digesting the

tissues. Both varieties of cells are changed and
killed and preserved. If there is so much moisture

present that. the action of the fluid is reduced bj' dilu-

tion with this moisture we can neither kill the bac-

teria of decay nor preserve the cells of which the

tissue is composed. This is what is represented by the

inability of the embalmer to do satisfactory w^ork on

dropsical cases. The wiser embalmer strengthens his
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1 INSTRUCTIONS TO DRIVERS |

I 1. Be on time. |

I 2. Do not race engines, sound horn, or make any more |

i noise than possible outside of house, church or ceme- |

I tery. |
i 3. Always raise or lower small seats as needed when |

I loading or unloading car. Also fasten and unfasten |

I curtains as needed. |

I 4. Distance between cars,, forty feet. Always keep your i

I car directly in line with car in front. 1

I 5. Rale of speed. Twelve to fifteen miles per hour re- |

i turning from cemetery. Do not pass other cars re- |

I turning from the cemetery. |

I 6. In case of any trouble, tire, etc., sound horn and pull i

I out to the right. |
= 7. Always assist any driver having trouble. |

1 8. After unloading at cemetery, pull out of line, and |

I return in same position for loading. |

I 9. Remove your hat while casket is being carried to |

I and from house or church. |
i 10. Do not go away while service is going on in church. |

I 11. Positively no smoking or loud talking. |

I 12. Be courteous, and respectful. |

I Name I

I
Address

, I
= Time I

I Your jjosilion in funeral |

I Route to take |

I
J. G. HENRY, LIMITED I

I
THE FUNERAL HOME

|
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Useful and necessary carrt of instructions which a Sudbury, Ont., firm

issues to all chauffeurs assisting at their funerals.

fluid for the dropsical case so that it can stand a
greater dilution and still retain its germicida.l pro-
[)erties.

NEWSPAPER OF CHEER

The Champion Chemical Co. are publishing a little

monthly paper

—

The Champion Cheer—for circulation
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5 FUNERAL PARTY
|

I KEEP THIS BAGGAGE WITH CASKET \

= Accompanying tlie body of |

i Destination |

I
Via No. of Corpse Check |

I Any Courtesies shown in handling and transfering -)f 1

I this Baggage, that it may reach destination and be d"- |

I
livered tr) claiman! without delay or inconvenience, will bo i

I appreciated. |

I Very respectfully, s

I .1. G. HENRY, LIMITED f

I The Funeral Home. Sudbury. Ont. I

.'>lllllirilllllllllllllllllJIIIIII>!::,nnlJlllliniJJIJirillJIIIIIIIIIIIJIIIIIIJIIIIIIIIIIIIIIIMIIIIJIIIIIl:llllll!llllllll:lll in'MiiiMMrrillllUMr-

Card attached to all piece.s of baggage checked on out-of-town funerals.

among their sales and office staffs. The Cheer is issued

with the idea in mind of promoting a spirit of better co-

operation, and this it does to the King's taste. The first

issue contains a photo of and reference to the late presi-

dent, Mr. Scipio Eugene Baker. Several of the office staff

contribute articles reminiscent, helpful and critically con-

structive. The editor rounds out the pages with some bright

and witty quips at men and things about the Chainpion

Chemical Co.'s headquarters.

TOO SLOW

A negro lad had been brought into a Virginia police

court for the fith time charged with stealing chickens. The
Magistrate determined to appeal to the boy's father.

"See here," said his Honor, "this boy of vours has been

in this court so many limes charged with chicken-stealing

that I am quite tired of seeing him here."

"I don't blame you, jcdge." said the parent, "an' I's tir-

ed of seein' him here as you is."

"Then, why don't you teach him how to act? Show him
the right way and he won't be coming here,"

'I has showed him de right w.iy," said the father, "but he

jest don't seem to have no talent for learning how, jedge,'

he always gets caught."

THE CATACOMBS OE PARIS

Unique among historical show-places in the world and

fam.ed for centuries on both continents, the catacombs of

Paris, Erance, were recently reopened to visitors, having

been closed six years on account of the war.

On one of the tombstones in an old New England ceme-

tery appears the following inscription:

Here Lies Jonathan Steele—Good and

Uprighl Citizen

Weighed 2.^)0 pounds

Open Wide Ye Golden Gates.
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ONTARIO
Aylmer

—

Pierce & Co.

Barrie. Ont.

W. D. Minnikiii.

Phone No. 431.

Bo'bcaygeon

—

Ryiig, G. C.

Bowmanville, Ont.

—

INfoiris & Son, L. 'Phone 10.

Williams & (!ann.

Brantford

—

Tliorpe Bros.

Funeral Directors.

Successors to H. S. Peirce.

Both phones, 200.

Chatham—
A. L. Jahnke.

Dungannon —
Spronl, William

Elmira

—

Chris. Dreisinger.

Fergus—
Geo. B. Thomson. Office phone.

194. Residence phone 209

Hamilton

—

Blachford & Sons.

57 King Street West

Dodsworth, A. H.
59 King St. W.
Kobinson, J- H. & Co.,

19-21 John St. N.

Ingersoll

—

Mclntyres.
F. W. Keeler, proprietor

Kingston

—

Eeid, Jas-, 254 Princess St.

London

—

Ferguson 's Sons, John
174 to 180 King St.

Midland—
A. Barrie.

Mount Forest-
Walsh & Weston.

North Bay

—

F. J. Martyn.
Wa.gar Furniture Co. Ltd.

Orillia

—

Mundell, J. A. Phone 120

150 Mississaga St

Ottawa—
Geo. B. Barney, formerly of

Rogers & Burney, 338 Som-
erset St., Phone, Queen 81.

Geo. B. Burney, H. B. Bur-

ney.

Oshawa

—

l.nkc Burial Co.

D. W. Dalton, Motor Equip-

ment.
Disney Undertaking Co.

Owen Sound
Chas. H. Fulton.

Phone No. 118.

R. A. Breckenridge.

Paris-

H Hudson & Son
Stlioniberg—

t''. .Skuiiier.

St. Catharines

—

Grobli Bros.

144-146 St. Paul St-
Picton—

Hicks & Irvine, Funeral Di-

rectors; Motor Ambulance;
phone 125, 200W and 200J.

St. Thomas

—

William, P. R., & Sons, 519

Talbot St.

P. R. Williams & Sons.

Ptrstford

—

Greenwood & Vivian, Ltd.
88-92 Ontario St.

White & Co., 80 Ontario St.

Downs & Fleming.
Toronto

—

Cobbled ick, N. B.

1508 Danforth Ave., and
2068 Queen St. E.

Auto equipment for all

branches of service.

Phone Beach 73.

W. N. Knechtel,
1202 Yonge St.

Motor equipment for all

branches of service.

Motor ambulance.
Phone North 4400.

The Fleury Burial Co.

685 Queen St. E-

Wiashington & Johnston,

707 Queen St. E.

Corner of Broadview.
Walkerville—

A. IN orris & Son.
Weliand—

J. J. Patterson & Sous.

Sutlierlaiid, G. W-
Whitby—

.Xieholson & Seldon.
W inasor—

A. Norris & Son.

J. A. Oates.

Woodstock

—

Paul Bedford.
MANITOBA

Brandon

—

Cami>bell & Campbeil.
Dauphin

—

Farrell, A. F.

Winnipeg

—

Thompson Co., J., 501 Maic
SASKATCHEWAN

Moose Jaw

—

Broadfoot Bros.

ALBERTA
Banff-
las. A. Reid

346 Otter Street.

P.O. Box 53. Phone 99.

QUEBEC
Montreal

—

Geo. Vaudelac, 1329-1.332 Rue
Cadieux and 68-70 Rue
Rachel. Phone. St. Louis
1203.

Tees & Co.,

912 St. Catherine St. W.
NEW BRUNSWICK

Moncton

—

Tuttle Bros.,

171 Lutz St.

St. John
P. J. Fitzpatriek,

98 Waterloo St.

The Canadian Dollar

Is Worth 100 Cents

At the Canadian establishment of H. S. Eckels & Co. (Robert S. Flint,

Manager, Toronto, Ont.), because your cheques are deposited in a

Canadian bank at full face value. That is why, despite the temporary

unfavorable exchange situation with the United States, we are enabled

to make you a very considerable saving.

The Eckels embalming fluids are prepared in Canada from materials com-

pounded by H. S. Eckels, according to formulae known to him alone.

H. S. ECKELS & GO'S CANADIAN LABORATORIES
Robert S. Flint, Manager, 142 Quebec Ave., Toronto, Ont.
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Index to Advertisers

A
Anthes-Baetz Furniture Co 28
Armstrong Co., W. J ....i.f.c.

Art l'"urMituro C" 22

B
Baetz Bros. Furniture Co 28
Biietz Bros. Specialty Co 28
Biill Furniture Co Limited 48
Beaver Furniture Co., Limited.. .. 10
Brantford Willow Works 18

C

Canadian Featlier & Mattress Co... 14
f'.'ivaiiac Ijaboratory 61
Clu'nipion Chemical Co i.b.c.

Clu'sley Cliair Co., Limited 46

D
Dominion Mfrs, Ltd 5i
D(Hninion Oilcloth 24

E

Eckles, H. S. & Co 63

Farquharson Gifford Co..

Gendron Mfg. Co. 22

Gold Medal Furniture Co 49
Gladv Uph. Co., H. W 23
Glohe-Werwicke Co., Ltd., The 7

H
riourd & Co 20
Hespeler Furniture Co., Ltd 15

1

Imperial Rattan Co 10

J
.Tac(|Ues Furniture Co. Limited.. .. 11

R
Kindel Bed Co 3

Kneehtel Furniture Co 21
Krug Furniture Co., Ltd 19
Krug Bros. & Co., Limited 47

L

Lcgf""- & Piatt Spring Bed Co. . . . o.b.c.

Lloyd Mfg. Co 12

M
Malcolm Furniture Co., Andrew. ... 17
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FOR SALE—WANTED
50 cents per insertion up to twenty-five words. Each additional
word two cents. If box is required 5 cents extra to cover postage

FURNITURE TRAVELLER WANTED
A live wire tn cover Norllierii and Eastern Ontario for one of the

largest furniture factories in Canada; previous experience on the

road not necessary. Apply to Box 144 Canadian Furniture World,

51 Wellington St.' W.. Toronto. 3-22-1

FURNITURE FACTORY FOR SALE
A furniture factory in a live Western Ontario town is offered for

sale. From 50.000 to 60,000 square feet floor space, railway siding,

dry kiln, equipped with modern woodworking machinery. $32,000

will take this factory complet< or we will sell without the macliinery.

For particulars apply to Box 145, Canadian Furniture World. 51

Wellington .S t., W.. Toron to. 3-221

FURNITURE TRAVELLER WANTED
Advertiser roquir<'S an experienced traveller for Western Ontario.

Cood line of upholstered furniture—medium priced. Apply to Box
146, Clanadian Furniture World. 51 Wellington St., W., Toronto.

3-22-1

WANTED A pfisition as embalmer. I am 28 years of age; have

Otitario license; can give good service. Will go anywhere to fill

(inhalmer's posili(m. Box 143 Canadian Furniture World, 51

Wellington W., Toronto. 3-22-1

Traveller carrying one of the best selling lines of medium-priced
r>ak buffets and cabinets on the market, requires a good line of

tables and chairs for Toronto and Hamilton, on commission.

W. 11. Taylor. 1 McFa rland Ave., Toronto. 3.221

POSITION WANTED- Qi'^ilifi'''' embalmer and undertaker; good

experience; best refer(!nc(:s. Also experienced in furniture. Can
drive motor. Box 147. Canadian Furniture World, 51 Wellington

W.. Toronto.

FOR SALE—Good Motoi Casket Wagf)n, used also for Hearse, six

cylinder, fine for town or small eily, can guarantee it. Price .1|!900.

Box 148. Canadian EiiniilMre World & Underlaker, 51 Wi'llinghin

West, Toroni,..

1,11111 MMMI MiMIMUMMH MMMMIMIMMM MMMI MMMMM I IM ! MMIMMMMIMIJMinillll^

Furniture World

Want Ads
Bring Good Returns

2 Cents Per Word
Per Insertion

Minimum 50 Cents

The Canadian

I
Furniture World

|

I 51 Wellington St., West \

I TORONTO 1
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ACCIDENTS ? ?

JAUNDEXO

KOSMOLEUM ^^-CtTTD A N cTT^-^-QAVITY
CHAMPION

CONCENTRATED

SUCCESS/ MAIN LINE CHAMPION

OTY

COOLING
BOARDS ^^^-^/vo

MORGUE TABL^~~~-^^^CAY

CASKET
CARRIAGES

AMBULANCE
BASKETS

Fewer accidents on the "Champion Line' than any

other Hne.

We do not claim never to have any—that would be

superhuman. But we do claim to take every pre-

caution possible to avoid accidents, not only for our

own sake, but because they mean inconvenience to

our customers.

Our customers are our first consideration.

Tak ^i the Char jion Line to Success

!

CHAN PION CHEMICAL CO.
Dr.G. W. Ferguso; Canadiar lanager, 28 Leuty Ave., Kew Beach, TORONTO

Canadia Manufacturing Plant, WINDSOR



fjovi) about Springy?
Yes how about Bed Springs

time of the year the house wif

thorough cleaning of the home,

to replace a rug here a table

some new article of furniture,

to you for these. While

going over the bed rooms

she perhaps noticed one or

two of the bed springs show-

ing signs of wear. When
she comes into your store it is

fresh in her memory. Here

is your opportunity.

Our new Bed Spring has all

the features that appeal to the

It is built for her. It is strong

same time light, making it easy

LEGGETT & PLATT SPRIN(i; BED CO.
WINDSOR - ONTAPjo

I 1

? At this

e makes a

She wants

there with

She comes

Have you sent in your sug-
gestion of a name for our
new Spring ? The contest
is open till March 25th. The
prizes are — first $ 50.00,
second $25.00, third$15.00,
fourth $10.00.
Open to Furniture Dealers
and their employees.

house wife,

and at the

to handle.

It is easy to clean and therefore sanitary, a

big feature to her. It is noiseless and won't

sway. It is guaranteed for 25 years.

Your customer will be satisfied, and you

know what that means, she is coming back

to your store for more goods.

In other words advertise

your business by the pro-

ducts you sell.

Get your order in now for

this "Spring" business. The

public are buying, but buying

carefully. The product that

gives the most value for the

money ;s the one that is going to sell.

Our Bed Spring is just that.
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J?urniture
Our aim is to make goods up to

the standard our trade-maili

implies— "Sterling
"

in every resp:ct.

A
Particularly

Handsome
Suite

This attractive suite is one that meets your customers desires regarding* .

upholstered furniture* Its charm—the result of "Sterling" characteristics

—

adds an enthusiasm to buying that lightens your sales work. Construct-

ion, design and quality of material are of the high standard found in all

"Sterling" productions. This quality line of upholstered furniture brings

unusua ly good results to progressive dealers. Remember .the name
"STERLING" and what it means.

W. J. ARMSTRONG, LIMITED GUELPH, ONTARIO
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Reed Furniture
Always has a Market

There is need for genuine Reed Furniture,

and you can sell it right in your vicinity.

With the coming of warmer weather the

demand for this class of furniture increases,

and Genuine Reed, not imitation, is what
you should supply.

As with many other lines, furniture is being

bought more with an eye to real value than

heretofore, and Imperial Rattan Furniture

gives excellent results under this test.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD ONTARIO

Good
Summer
Sellers

JIIIIIIIIIIIIMIMIIIII i!:iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!:iiiMi

At this season of ihe year

these park seats always mean
more business lo live dealers.

A little work in the right dir-

ection brings results. Country

clubs, Bowlmg clubs, Golf

clubs and the Park Boards

in your district are all buyers

of this line. Why not get

after this business— it's worth

while.

iMiiiiiiiiiiiiiiiiiiiiiMiiiiiiiMiiiiniiiiiiiiiiiiiiiiiiiiiiiiiniiii

The Sammie Car is a real summer seller—a line that can't help moving rap-

idly. The Kiddies all want Sammie Cars, and every dealer should handle

them. Though not an expensive article in itself, think of the business it

brings to your store. Before the season is much older order j our supply

of Sammie Cars.

THE STRATFORD MANUFACTURING CO., LIMITED
STRATFORD ONTARIO

rnnm zmnnmTnnnairnrL'r
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No. 5I99A

Walnut Dining
The general appearance of a suite is

what first attracts attention, before

price is mentioned. This shows that

your customers' taste plays an impor-

tant part in the buying of furniture,

and price becomes a secondary con-

sideration. But when appearance,

quahty and price are equally attractive

to your customer, as with McLagan

Furniture, you have indeed a line that

will bring business and profit to you.

The McLagan Fun
Stratford

No. 5194 No. 5197
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Room Suite

This Walnut Dining Room Suite

possesses all the excellent qualities

that have made the reputation of

McLagan Furniture. The distinctive

workmanship of McLagan craftsmen

has endowed this suite with character-

istics that attract and please. Make
it one of your chief features for spring

and summer. It will prove to you the

value of McLagan creations as busi-

ness builders.

Write us for farther particulars and prices.

tiiture Co., Limited
Ontario

No 5199

}SHOP MASK

No. 5198 No. 5192
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ISTRATrOIID PURNITURC
"111 il'''ii'MUlLUiitiLllUiM]itiMiM[[iTriiriT[iT[i[[i[[imTrrprTfT[[iriii[FrnTrinfrTniTiTTTy^

An Exceptiona
Kroehler

Invisible
Bed Room

Kroehler Bed Davenports are undoubtedly the leaders in

their line in Canada and have no superior in America.

Inferior Davenports often sell at a price that will buy a

Kroehler production, so why not give your customers the

best: they are entitled to it. Especially with this national

advertising at the back of Kroehler Bed Davenports you

cannot afford to pass over this profit-making hne.

The Kindel Bed Co., Limited
Stratford Ontario
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FURNITURK

Opportunity
for Better Business

It is seldom that such an opportunity as this comes to

furniture men — a real opportunity for better business.

Throughout Canada thousands of prospective furniture

buyers will see this Bed Davenport advertising in the

following magazines:

—

Saturday Evening Post
Delineator

American Magazine
Ladies Home Journal
House and Garden
House Beautiful

MacLean*s Magazine

This campaign is being fostered by the most prominent

manufacturers of Davenports, and it will give an impetus

to Davenport sales that every dealer should make the

most of. Every assistance, by means of sales helps, etc.,

will be given to dealers. Let the Kroehler Bed Daven-
port lead your sales this year.

The Kindel Bed Co., Limited
Stratford - - Ontario
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Increase Your Spring Sales Wi

Art Mission Standard

ii

Double Colonial

Make This A
£)lol>c^\i^rniek« Year

Spring Time
The Best Time To Push

Your Bool^case Sales

At house-cleaning time the good housewife gathers together the

books that have accumulated during the winter. Almost invar-

iably she finds that her bookcase will not accommodate them

all. If she has a stack of 9lobc~Wcrjiickc Sectional Bookcases

she will naturally add a section or two. The housewife who

has not a 8lob«-*^V^rwickc home is a good live pros-

pect for the Olobs-^^rwickc dealer.

To let the sDring house-cleaning season pass without having a

9lcbc~V^rwickc display is to pass up a golden opportunity

because each Olol)6--Werwiekc sale means repeat sales later.

STRATFORD ONTARIO

iTrrnTirm ni
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Hobc^Vcrntcke Sectional Bookcases

'HIS IS THE NEW UNIVERSAL STYLE

Made in

Quartered Oak

Imitation Mahogany

Imitation Walnut

We believe that the new Universal Sectional Bookcase is destined

to be one of our most popular productions. Its up-to-date features

and attractive appearance in general elicits the admiration of bookcase

buyers. The absence of all exterior metal fittings, except the un-

breakable door knob, is an improvement that is greatly appreciated.

Sections can be placed side by side and fitted together with the

greatest accuracy—the divisions beirg almost unnoticeable.

Create business by featuring this bookcase in your spring displays.

STRATFORD - ONTARIO
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TRATPOttD rURNiTURB

No. 686 Buffet

No. 686 China Cabinet

Show Stratfor

Goodwill may be known by different name

but the fact remains that it is absolute!

necessary to a successful business. In tb

furniture trade honest dealing and good sen

ice must be backed by genuine values i

furniture of unquestionable quality andattra<

tive design. Furniture built by the Stratfoi

Chair Company has a reputation for buildii

goodwill for the dealer, which means thati

No. 686 Arm Diner

The Stratford Chair Company
Stratford Ontario
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3hair Furniture

Spring

quality, value and design it is correct, and an-

swers the demand of the buying public. The

greatest purchasers of Stratford Chair Furniture

are people of moderate means, who demand

real value as well as dependability. Dealers

who handle this hne can satisfy the greatest

percentage of their prospective customers.

Illustrations are from our No. 686 Suite in

Plain Oak.

No. 686 Diner

No. 686 Buffet

No. 686 Table

The Stratford Chair Company
Stratford - Ontario



CANADIAN FUllNITUllE WORLD AND THE UNDERTAKER

No. 115 One of Our Latest Design*

Wood Finished Beds
We have many new and attractive designs made in brass and steel m
wood finishes, which you should be featuring. This lire is a good seller

and is steadily becoming more popular. The wide range of Mersereau

beds offers an excellent selection from which to suit your special trade.

THE WAY SAGLESS SPRING
Let us help you cash in on our

advertising. Our extensive inter-

national advertising keeps people

everywhere informed about

Way Sagless Springs and their

merits. Magazines and period-

icals which we use tell the folks

in your home town about them.

Help make the message com-

plete by telling them your part

occasionally in your publicity

work.

On your request we will furnish

free any advertising electrotypes

that you would need.

The Canadian
81 Florence St.,

Mersereau Co., Limited
Toronto, Canada
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Quick Turnover

The same rule holds good with furniture as with many other pro-

ducts—that the line with the quick turnover is the money maker for

the dealer.

The money you mvest in furniture should pay dividends. The furn-

iture should sell, not merely take up space in your showrooms. We
like to think of your store not so much as a showroom but as a sell-

ing room. Strathroy furniture keeps on the move. It sells; it attracts

attention, not only because its appearance is pleasing but because

it has real quality.

We shall be pleased to give you further inform-

ation regarding our full line ; the line that sells.

STRATHROY FURNITURE COMPANY, LIMITED
STRATHROY ONTARIO

nnrrnrxniiniiiii'iTT
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DOLL BUGGIES
LLOYD LOOM PRODUCTS

/^UR 1922 Doll Buggies are now ready. The line is larger than ever and will offer selling

opportunities to all kinds of buyers. There will be a carriage for the person who
considers price alone as well as the person who wants the very finest refinements.

Our line is being manufactured under the famous Lloyd patents. These patents cover in-

ventions which have revolutionized the wicker weaving world. They enable us to decrease

labor costs, produce the best merchandise and still sell at prices which cannot be reached by
others. That's the power of invention.

We are also manufacturing the other Lloyd Loom Products such as Baby Carriages,

Strollers, Sulkeys, and Wicker Furniture.

Heywood-Wakefield Co. of Canada, Limited
Successors to THE LLOYD MANUFACTURING COMPANY

Orillia - Ontario



April. 1922 CANADIAN FURNITURE WORLD AND THE UNDERTAKER

'

15

Pride In The Home
is the principle underlying the buying of furniture.

It naturally follows that the dealer who can satisfy

his customers* desires to the greatest extent will

always make headway m his business.

Malcolm & Hill Furniture responds to the customers'

idea of beauty and quality, and always finds a gen-

erous patronage.

The work of each department in our factory is so

guided and directed that it is one harmonious effort

to produce furniture of distinction, worthy of bearing

the name Malcolm & Hill. A study of its various

excellent qualities and genuine value is sufficient to

convince any live dealer of its worth.

MALCOLM & HILL
LIMITED

Head Office

KITCHENER
Branch Factory

LISTOWEL
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Royal Box Springs

Kapok Mattresses

Felt Mattresses

Lambs Wool
Comforters

Pillows, Etc.

An opportunity for better business

should not be passed over. Our line

is a quality line; is attractive and

decidedly saleable, with an acceptable

profit for the dealer—so the longer you

wait the more profit you lose.

The Canadian Feather & Mattress Company, Limited
TORONTO and OTTAWA

OUR NEW CATALOGUE "L"

READY APRIL 20th.

THE BEST IN

FRAMED PICTURES,
FRAMED MIRRORS,

MOULDINGS, TRAYS,
FRAMER'S SUNDRIES.

Our mailing list is open for your name if a dealer.

Write for this fine new illustrated Catalogue.
No. 389 Art Mirror

PHILLIPS MANUFACTURING COMPANY, Limited
258 to 326 Carlaw Ave.. TORONTO, Ont.
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AUTHENTIC
MEDIUM PRICED

PERIOD FURNITURE
No. 991 Buffet

A good medium priced line is the greatest standby

that any dealer can have. Upon it he depends

for a rapid turnover, which means the bulk of his

sales. Bell furniture is produced w^ith the idea of

supplying the needs of the average buyer in a man-

ner that will create complete satisfaction, with regard

to both price and quality.

Every dealer should consider the advantages of

handling this hne. It reaches prospects that other-

wise might not be considered, and helps to speed up

your trade. If you have not got one of our catalogs,

one will be gladly sent on request.

THE BELL FURNITURE CO.
Limited

SOUTHAMPTON ONTARIO
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Art Furniture
and

Satisfaction
One of our strongest sales arguments is the continued satisfaction we have given

to our patrons in the past, and this has been proved by the satisfaction that our

patrons have given to their customers.

Our recent productions in dining room suites can be relied upon as much as cur

established line of bedroom suites, which has created a solid reputation for itself.

Through varying business conditions we have never lost sight of the fact that value

is the thing that .sooner or later completes a sale, and value must be shown before

satisfaction is complete.

ART FURNITURE COMPANY, LIMITED
Kitchener - Ontario

BEAUTY
AND QUALITY

First quality materials are used in the manufacture

of Glady furniture, which is the real basis of

upholstered furniture; the comfort, workmanship,

and style take their places in the manufacturing

process. The arm chair shown here is from an

upholstered suite — No. 116 — which is very

attractive in appearance and upholds the many

excellent qualities of Glaoy Furniture. The very

acceptable price at which it is offered places it in

the front rank as a good seller.

Let us send you prices and further particulars

regarding our productions.

H. W. GLADY UPHOLSTERING COMPANY
CORNER UNION AND HERBERT STREETS.

WATERLOO
PHONE 400

ONTARIO
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Tht

'HY should you not take advantage of the reputation

that malcolm furniture has built for itself? That

reputation can be directed on your business, and can also

make a good account of itself on your books.

An examination by the customer of the productions them-

selves, combined w^ith reputation as a selling point, is an

almost irresistbile argument.

Even to the uninitiated there is an undeniable attraction

about Malcolm productions, and while beauty of design

and finish usually appeal first to a customer, the very desir-

able quality, dependability, is easily recognized. .
^^^JJshm^c^

This is a line that will advertise your store.

.iiiiiiMiMiiiiiMiiiiiiiiiiiMiiiiiiiiiiiiiiMii:iiiiiiiiMiii:i;iiii:;'iiii:ii:iiiiiiiiiii!i:iiiiiiii;iiiMiiiiiiiii|i<'iiii. IIIIIMIIIIIIIIIIIIIIIIIMIIIIIMI

ANDREW MALCOLM FURNITURE CO.
LIMITED

KINCARDINE LISTOWEL
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Chesterfield 82" long, 37" high, 33" deep.

The appreciation that is created through the sale of Specialty Upholstered Furniture brings more business

to your store both directly and indirectly. To decide on a line that not merely sells, but gives entire

satisfaction and brings business is the duty of every dealer. The Chesterfield illustrated above is one of our

most attractive and oest selling designs. Try it out in one of your displays and you will find that results

are good.

SPECIALTY UPHOLSTERING CO. WATERLOO, ONTARIO

Adjusto Mattresses

Wood Finish Beds

Enamel Beds
No. 2 152

No. 2153

These lines are popular sellers because they

combine quality and utility with prices that

draw business. If you are not now featuring

them in your bedding department don't delay

longer than is necessary because profit and

prestige can be increased through them.

MILLAR-SCANDRETT LIMITED
London - Ontario
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No.370

Ty^RVG furniture appeals to those of your customers who con-

sider price in conjunction with quality rather than the lowness

of price alone—in other words, value is thestrong note of thisline.

To arrive at any idea of value everything must be considered— qual-

ity of material, color and design, comfort and service, and work-

manship that has a feeling of knowledge and power behind it.

In Krug furniture each one of these factors can be found in proper

relationship to the others, making an article of real character and

value.

You have customers who appreciate value, so display the Krug line

and give them satisfaction.

The

H. KRUG FURNITURE CO.
LIMITED

KITCHENER ONTARIO
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HAVE YOU LOOKED INTO MATTHEWS
MIRRORS?

THEY REFLECT PLEASED CUSTOMERS

See our new framed line.

MATTHEWS BROS., limited
THE BIG CANADIAN MOULDING HOUSE

1906 DUNDAS STREET WEST TORONTO, CANADA

It's ''So Easy To Push''

BABY
VEHICLES

Try a SIDWAY on the floor of your showroom. Note how readily it responds

to the touch— how evenly it rides — how smoothly and noiselessly it glides.

SIDWAY'S are made so that mothers will find thern "easy to push."

And you, as a dealer, will find them equally "easy to push," Their appealing

beauty and grace, their lightness, the many thoughtful conveniences they possess

—

all these features make SIDWAY Baby Vehicles a line that practically sells itself.

SIDWAY'S are always "on the move," and every time they "move" it means

pofit for you.

Didyou receive our new 1922 Art Catalogue ?

SIDWAY MERCANTILE COMPANY 864 Dufferin Street. TORONTO
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Our new Walnut Finish on

Elm has met with such suc-

cess that it marks one of the

most pronounced steps we
have made in the manufacture

of furniture.

No time should be lost in feat-

uring this suite—you can make

a success of it, just as others

have done.

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO
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A Mark of Quality

Our Trade Mark identifies the product of an organization with years of

success behind it.

The most valuable of the fruits of this hard-won success is the good-will of

the dealers who are placing Gendron goods in homes where good taste governs.

We know that this good-will grows in proportion to our efforts to make Gen-

dron goods bettei" each year.

The Gendron Mfg. Co., Limited, Toronto
Childrens' Vehicles and Reed Furniture

gTTiTiummmiimiiJiimiiuimnimmimmii^

NON TIP

CANADA BED

Folding

Lawn and Camp Furniture

We manufacture the most complete Ime in Canada.

A display of Camp, Lawn and Verandah Furniture will

bring profitable business to you this season. Make your

selection and order early.

If you have not received our new Catalogue No.49 with

complete line, a postcard will insure it being forwarded by

first mail.

OUR GOODS ARE GUARANTEED TO
GIVE SATISFACTION

NON TIP

OTTERVILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE - ONTARIO
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Read What Our Customers Say

About Queen City Furniture

We have many letters of this nature on file at our office which

we will be glad to show to interested dealers.

The Queen City Furniture Co., Limited
27-63 Vine Ave., - West Toronto, Ont.
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Tell Your Customers

Why LINOLEUM is Better

You have only to show the strong canvas back with its tough

fibres and say "This, Madam, is your guarantee of years of

service. You can always tell genuine Linoleum, for it has this

burlap back. That's what gives it its strength and durability.

Because of this strong burlap back. Linoleum is flexible and not

easy to tear."

The Spring selling season will open earlier than was expected,

so keep your stock well assorted, getting your supplies early.

Order from your usual source of supply.

Write us for attractive color cards for use in your floor coverirtg

department, on your counter or jor trimming your windows. Mer-

chants throughout Canada have found these cards very helpful.

Dominion Oilcloth & Linoleum Co., Limited

MONTREAL
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THE MEAFORD
MANUFACTURING CO., LIMITED

MEAFORD - ONTARIO

A FTER seeing a display of

^ Meaford Furniture many

people first awaken to the advantage

of having better furniture. Their

need is realized. From that point

it is not long before a purchase is

made and business is brought to the

dealer's store. In this respect Mea-

ford r urniture is a creator or busmess.

It is always on the job — always

working. Its many features of ex-

cellence surely and steadily make an

impression on the mmd of the cus-

tomer, and act as its own best sales

argument. We have a wide range

of productions that should be on your

floor during spring displays, so write

to us for further particulars.
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THE BETTER LINE OF UPHOLSTERED FURNITURE

UPHOLSTERED
FURNITURE

Of High Quality
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HE best class of trade in your

vicinity is attracted when
Montreal Upholstered Furni-

ture is shown. Varying condi-

tions do not readily affect this trade and

a good steady business can be built up.

Montreal Upholstered Furniture has

for its basis the principle of high quality,

excellent workmanship, and beauty of

design that immediately gains the favor

of persons of taste. Your most exacting

customer will feel justified in praising it,

and the price at which it is offered fur-

ther impresses a customer with its value.

Ontario dealers should take the oppor-

tunity of visiting our permanent show-

rooms at 99 King St. W., Toronto,

where our full line can be examined.

The MONTREAL UPHOLSTERING COMPANY
Head Office Toronto Showrooms

1613 CLARK STREET 99 KING STREET WEST
MONTREAL. QUEBEC TORONTO ONTARIO
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THE GREATEST STORE IN THE MARITIMES
From a thirteen foot store in 1866 to a store covering four acres in 1922—Furniture a big line

i!iiii:ii]tMiMiiiiiiiiiiiiiii[inMiiin>i:iiii;i[;iiiiiiiiiiiiiiiN;!iiit:iiiiiiiiiiiiiiiiiiii[iii i IIIIIIIIINIIlllllNllillillillllllllllllNlllllllllllllllllli!l.l''llllll!l[|lilllllliiill[Ni||||||[i

By C. C. Avard. M. A.

THE complexity of modern merchandising is recognized

by every one who devotes even a small amount of time

to the consideration of the subject. A very ordinary

store contains goods, gathered from many countries by

many people. Like the famous plum pudding that re-

quired lihe labor of a thousand people to make, the modern
store coniiairis igoods whose produation has meant the

lim.e and effort of thousands and perhaps millions.

A store is a great distributor and serves a most import-

ant jilace in any connnunity, town, city or province.

Whether or not a store occupies an outstanding place in

the life oif the people sought to be served depends altogether

upon the aims and ideals of those behind the enterprise.

If the owners conduct their sitore with the one idea of profit

for themselves, having no thought of giving service to the

public, they will always be more or less under suspicion

and their influence in the town or city in which they do

business must of necessity be limited and circumscribed.

A splendid mercantile organization in which the word
Service is written large and bold; an outstanding enterprise

which has stood the rigid test of time for fifty-five years;

a company which bears

an old and honorable

name, which is the syn-

onym of clean business

methods and square

dealing; such a concern

is Manchester Robertson

Allison, Limited, of St.

John, N.B.

Glance back for a

moment through the

vista of the years. In

1866 three clerks, James
Manchester, James F.

Robertson and Joseph

Allison, presumably

young men who sought

to better their financial

condition, opened a dry

goods store on Prince

William Street, St.

John. The store front-

age in feet is given as

thirteen, a number some-

times considered un-

lucky, but they were
three courageous young
men who in the vear

preceding Confedera-
tion embarked on their

mercantile career in this

exceptionally small
S'tore.

Contrast this small

store on Prince William
Street with the plant of

M.RA. today, occupy-
ing over four acres of

floor apace, and you will get a slight idea of the progress

that has been m,ade since that far off beginning in 1866.

Picture to yourself three ambiltious young men, eager to

make names for themselves as merchants in their native

province. Think of the thoughts which possessed them,

the vision which inspired them at that time over half a

century ago. Pause and reflect upon the difference in con-

ditions between then and now. No electric light, no tele-

phones, no automobilles, no railroads, no street cars, no
modern store fixtures. Goods came mostly by sailing ves-

sels and had to be bougiht in large quantities twice a year.

The difficulties of doing business at that time were tremen-

dous yet the founders of M.R.A. were undaunted; they got

squarely under the load and achieved a most notable suc-

cess.

But anil>itious as were the founders of this company, full

of energy and enthusiasm as they were, we doubt very nmch
if any of the irio had the slightest conception of the magni-
ficent mercantile enterprise whose foundations they laid

firm and deep in that little store with its thirteen feet

frontage on Prince William Slreet. Sometimes men have
rosy pictures of the fut-

ure. They picture them-

selves as the centre of

great success, but time

passes and the fond
hopes are not realized:

the resul's are quite

different from the pros-

pects. At other times
the actual results sur-

pass the fondest dreams
and F'ortune seems to

scatter with a lavish

hand the bounteous
fruits of success. Cer-
tainly the gods were
kind to thai partnership,

formed so many years
ago, for he firm pros-

pered from the start.

Steadily, step by step,

the company made pro-

gress. Surely the foun-
dation was laid for an
enterprise of which anv
province and any coun-
try might well b° proud.
A quar er of a con-

turv prsses and the

(hreo men, now past
their vouth, have an es-

lablished place in mer-
lantih' circles of th?

Loyali-^l city. Shoulder
ti> shoulder tliev have
fought their wav for-

ward. The wisdom of
their rhoire of p>,-li

Main Store front of Manchester Robertson Allison, Ltd., at St. John, N.B
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ON THE MAKING OF
LAMP SHADES

It seems simple, making lamp shades,—a wire frame covered with silk o"<i trimmed with braids

and fringes. Any woman clever with a needle should, one would think, be able to make one
without difficulty. But any woman who has tried, and failed, and tried again can tell a differ-

ent story.

The foundation of a shade is, of course, the wire frame. This must be made of the proper wire,

tempered just right and of the right thickness, so that it will maintain its shape; and tinned, so

that it will not rust or soil the fingers of the shade makers.

Next it must he wound with silk, so as to give the proper foundation to sew to, and this operation

is an important one. If this is not properly done, the silk ""^^ readily become loose, and the

shade is slovenly in appearance.

The Silk cover, including the various linings, must be of sufficient Weight and closeness of weave to

diffuse the light, and yet not hide it. Colors that look good in daylight often produce poor effects

when lighted. Proper colors must be used to harmonize or contrast, as desired, to produce the

effect wanted.

Trimmings, such as braids, and fringes, too, must carr\f out the general scheme, bearing in mind
the design, the size of the shade, the color effect, and the general appearance wanted. Any
mistakes in selection of materials will produce nothing but disappointment.

Bat the most important of all is the workmanship; or should one say, the needlework of the shade-

Loosely wound frames, long, coarse stitches, braids and trimmings loosely sewn, surely produce

weird effects which cannot be anything else except disastrous to the general effect expected of

the shade.

In the decoration of a room, the shade is generally accepted as a spot of color, contrasting with

the general decorative scheme, but contrasting in the artistic sense, in that it may not clash with

other colors used. lichen used in this way it is readily seen that the shade, especially when
illuminated, is the most prominent of the furnishings of the room. Therefore, extra care should

be used in the selection of shades, for the^ must bear more searching scrutiny than almost an^

other piece offurnishing in the room.

Of course, there are other decorative shades than silk shades. Painted silk shades are new, and
parchment shades are again to the fore.

We are glad to say that we are able to supply all of these varieties of shades, and at prices that

will match almost all desires.

But remember, lamps are but a part of the furniture required. We can supply, and do supply,

furniture for every room in the house except the kitchen, in artistic designs and finishes. The prices

in these lines too, are very reasonable.

We are anxious to serve you in any Way we can. May we? Three furniture shops are at

your service.

Atithes Baetz Furniture Corrtpany Livnited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited

Furniture for the Living Room

Baetz Brothers Specialty Company, Limited

Portable Electric Lamps and Shades

Each of these shops specialize in their own line, but each have the same ideals

—"Quality and Character".

Managing Director
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other for business partners has been demonstrated over

an)d over again. They have grown to be more like brothers

than mere business associates and so when Christmass, 1889,

rolls around and finds one memiber of the firm, Mr. James

Manchester, in England, it is but naitural that the two part-

ners at home should feel lonely. As illustrating the

Besdes a lar^e exclusi'''e furniture building for sales, the M R.A store

have this large buildiii? on Prince William Street as a stock reserve
store house.

friendly feeling existing between the partners we reproduce

in part a letter written to Mr. Manchester on December 24,

1889, and signed by the two other members of the then part-

nership.

"This is the first Christmas tliat we have been separated

for upwards of twenty-five years," the letter reads, "and

feeling your loss at this time we invested in your life-sized

portrait done by SchoU today and have it hung in the office

wihere it can be seen by all. We think it a perfect likeness

and next to having you here in the flesh ill is the best we can

do. We have had the best day yet and there is a general

feeling of good will between all our employees and our-

selves and as they pass and see your picture in the office

it makes us feel that the expression on their faces when
they look at your picture is one of great pleasure in seeing

it there.

Such a letter is worthy of a place in the business

archives of the province, breathing as it does the spirit of

good will and kindly feeling. After doing business to-

gether as partners for a quarter of a century these three

men still maintain friendly personal relations. Surely this

is an example worthy of emulation and may well be held up

as an example before the young men of the present day.

Goods from All the World

It is a far cry from the small store on Prince William

Street in which the young men began their mercantile

careers, to the series of beautiful stores now occupied by

Manchester Robertson Allison, Limited, on King, Germain

and Prince William Streets and Market Square. A visit

to these splendid stores filled with goods gathered from

every corner of the world, is a very great pleasure indeed.

The writer recntly spent several hours in going through the

many departments which constitute the modern M. R. A.

The company conduct both a wholesale and a retail

business. In the wholesale .section there are twelve depart-

ments, and in the retail section there are twelve depart-

ments. One cannot visit all these departments in which
every one seems to have his or her own work to do and to

and to be doing it, without being deeply impressed with the

efficiency of the M.R.A. system, with the immensity of the

business carried on, and last but not least with the fact that

the magnificent organization is founded upon the idea of

the best possible service to every patron. The M. R. A.

staff^ number 350, which include seventeen travelling sales-

men, as well as directors and department heads. For

more than twenty-five years offices have been maintained in

London and Paris, with which cities the company is in

daily comnumication by wireless.

The retail section is equipped with cash registers of the

most modern pattern, while a rural mol.or delivery as far

as Wesifield in one direction and as far as Rothesay and
Fairvale in the other direction helps to render service to the

ever-increasing number of saltisfied M. R. A. customers.

The auto call is something that naturally attracts the

attention of the visitor. It is a system whereby directors

and department beads can be located very quickly. All

over the M. R. A. plant are intercommunicating phones.

Each director and department head has his own call. The
system saves time and money and is a great convenience

Furnicure is an iiiiumtant de; an.inent with the M.R.A. store as thi^i

picture of the furnituro store on Market Square shows, having a whole
building to itself.

in a series of stores like Manchester Robertson Allison.

Limited, which covers so much ground.

Character of the Store

Stores have oharaoter just the same as individuals.

If those associated with a mercantile establishment are

business men of integrity and honor thev will naturallv

surround themselves with cmploves of tlio right stamp, u ilh
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Ladies and geiitlerneii, who become an integral part of the

organization. Knowing that those in authority will tolerate

nothing but a square deal to all, the employes soon catch

the sipiril. which l;ecomes the outstanding feature of the

store. A notable illustration is M. R. A., an enterprise,

an organizal.ion, a system, that stands for all that is tlie

best in merchandizing and for that confidence which is not

built up in a day but is a plant of slow growth. In doing

business wilh this corporation one feels the assurance of

dependability and reliability. You buy goods with the

feeling that you are getting what you pay for, that you are

getting good value for your money.
As illustrating the kind of si;aff employed bv the com-

pany it is noteworthy that during the Great War no fewer

than fifty-seven M.R.A. employes volunteered for service

at the front. Of this number three made the supreme
sacrifice and are buried on Flanders Fields, where poppies

grow.

Such an honor loll reflects great credit upon the men
themselves and also upon the firm that employed them, as

it illustrates the splendid type of man that finds employ-

ment in the greatesi store in the Maritimes. Loyal, efficient

and trustworthy, they arc like one big family.

In token of their desire to do their part M. R. A. paid

the salaries of all enlisted men in the first and second con-

tingents while they were overseas.

Another eximiple of welfare work carried on by t'he com-
pany lies in the fact that every M. R. A. employe of both

sexes, after being on the staff for six months, is included

in a sciheme of group insurance, the amount being increased

$100 each year until the maximum is reached. For the

convenience of the staff a lunch room is provided where
certain food can be obtained free of charge and other kinds

at cost. During Christmas week, a year ago, seven

hundred meals were served. In the winter season an

average of seventy-five take advantage of the lunch room
every day.

How the Store Developed

One of the things that impressed the writer most strongly

IMIIIIIIIIIIIIIIIMIIIIIII.IIIIII IIIIIIIIIIIIIIIIMIIIIM

ap rll 's
JOSKPH ALLISON.

Jusi

ai

two
201

O EG to intimate that they have rec^ ived a part

B of their SPKINti STOCK per Steamship

" St. George," consisting of

DKESS GOODS,
in Arabian Gl^ces, Melange Alpacas, Check-

S^^fipedandMTled do.do, beinj; quite new

materials, and suitable for SP-ing wear.

Also— A larse stock of I LAIN, STRiPtu,

CHECKED and C^Iene linen GINGHAMS, for

T arlips' morninu dresses.

STKl^rC SKIRl INGS. in a yariety of new

'^^White Tdcked =.nd Tambourd Skietinos.

and a few Striped and ^'^'^-y o„„
T iaht Fancv .^hirtine Fi ANNKLS, lor Sum-

mer tar ; White Shirtin, C()TTONS; Plain and

Twil^d SHEBTINGS; Blind and Pillow Case

?Sons,Twid.hs ; ^'-n MUSLINS ; Crino-

line Linings; and a few New SHAWLS and

Shawl Cloths.

Open To-Morrow, April 5th.

LONDON GOODS
Ezpected per Steamship " Annette," via Halifax.

I I (april 4)
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The firnt ad. that tlio MCA. store ran In the St. John local paper
)n 1866.

5<

was the large nuiiibei of people from whom M. K. A. buy
their stock of goods. The Canadian and American list

numbers over 2,000, whilf the European list reaches the

surprising total of almost 3,000. This fact is most strik-

ing and clearly illustrates the complexity of modern mer-

chandizing and the difficulties which confront those who
seek to serve the public with merchandize in a big and
comprehensi\'e way.

The history of the house has been one of continued

progress. From that small store of 1866 the enLerprise has

developed and expanded in a really remarkable manner.
New buildings have Ijeen acquired by rental, by purchase,

by construction. In every depari; nent notable expansion

has taken place. Everywhere there has been evidence of

lhat divine discontent which makes possible all human
achievement and progress. Even the list of forward steps

would occupy consideri:i)lc space and we pass over the

detail for fear of wearing the reader overmuch.

In 1901 tlie paitnership became a joint stock company
with the word Limited appearing after the firm name.
In 1890 Mr. James Manchester, who for a quarter of a

century had worked harmoniously with his fellow as-

socciates, retired from the partnership and withdrew his

entire interest, but his name remained. Up to within a

few years ago Messrs. Robertson and Allison were per-

sonally associated with ihe enterprise, but a break occurred

when a year ago Mr. Robertson, after serving long and
faithfully, passed over ihe Great Divide. The management
is in the hands of eight directors with an executive of five,

which meets weekly to discuss the problems of an ever ex-

panding busiiness. The present directors are: Joseph

Allison, pre.sideni; Wm. S. Allison, vice-president; T. E.

Smith, H. F. Puddington. R. M. Smith, Geo. R. Ewing, R.

J. Hookey, secretary. A number of those associated with

the company have been in the employ of the concern for

over forty years. They have grown old in faithful and

efficiemt service.

Knowing something of M. R. A. one is impressed not

so much by the size of the plant, extensive though it is:

not so much wiCh the goods, wonderful as they are, but

with the fine spirit of co-operation and truly remarkaible

team work. Like one big family the employes of M. R. A.

take a deep interest in the progress and prosperity of their

beloved store.

As Kipling says:

"It ain't the guns nor arm.aments nor the funds that they

can pay,

But the close co-operation that makes them win the day.

It ain't the individual, nor the army as a whole.

But the everlasiin' team work of every bloomin' soul."

Splendid Furniture Department

The furniture department is an important one with Man-
chester, Rober son. Allison, Ltd., though not so old as the

orignal business. M. R. A's furniture business was estab-

lifhed April, 1896, and it still housed on the orignal site

where it began its existence, although the buildings have

since that time been remodeled and added to They com-
prise fhe premises of Daniel & Boyd, the old "London
House," uip to that time the largest wholesale dry goods

house in that section of Canada, where all three of the

founders of the; M. R. A. corporation first met and com-

menced their careers as apprentices in the drv goods busi-

ness. It is, therefore, reasonable to suppose that sentiment

may have played some parit in the ownership of this

property having passed from its former to its present

proprietors.

These furniture jiremise? consist of a five-story brick
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building, 40 x 80 fi. on Market Square, joined in the rear

to a four-^tory stone warehouse around the corner on

Prince William Street hy a brick building, thus making a

large compact and suitable store and warehouse for the

efficient carrying on of a furniture business that is a credit

to a city the size of St. John.

The furniture business, which was established here

twenty-six years ago, has grown like the other departments

of the business, and is today the largest in ihe Province.

A large well-assorted stock of all kinds of household, office

and institutional furniture, bedding, etc., is carried, and the

same principles of merchandising prevail here that for

filfty-six years have been the practice in the older portions

of the business. No furniture is sold on the installment

plan, hut liberal terms of credit can be arranged for by the

householder who may be out-fitting his home.

MAKE iViAY A BANNER SALES MONTH
to the customer.

A proper sales organization, including yourself as well

as your clerks, must be maintained with a high per cent, of

co-operation and personal interest in the business.

Summer is near al hand and business conditions are much
improved. Make up vour mind to have the May store pay

a substantial profit.

TREES FOR OUR PRAIRIES

A feature of the work of the Dominion Forestry Branch,

which increases in importance from year to year, is the

supplying, free of charge, of tree seedlings and cuttings for

planting windbreaks on prairie farms. For the past few

years about five millions of seedlings and cuttings have

been sent out annually, under the direction of the Superin-

tendent of the Dominion Forest Nursery Station at Indian

Head, Sask., and it is expected the number shipped in the

coming spring will show an increase. The species of trees

sent out, and which do well on the prairies, are Manitoba

maple, Russian poplar, willow, green ash, and caragana.

The last named is really a large shrub, an importa ion from

Russia, sometimes called Siberian pea, which has proved

very valuable for hedges rnd wind-breaks on the prairies.

The furniture display room of Brace, McKay & Co., Ltd., at Summerside, .PE.I., carries a homelike atmosphere with the various articles suitably
grouped and generous use made of rugs and pictures. An articles on this store by Mr D.'ilev. r.e"<'i'!'l manager of the company, aupeared in

a recent i.ssue of Canadian Furniture World.

Business is being conducted under difficult conditions

when compared wilh those which prevailed during the

war period. However, a satisfac.ory showing can be

made and will be accomplished in ihose stores where extra

efforts are expended in ihe right direction.

On account of the tendency towards smaller sales vnth-

out a proportionate decrease in overhead expenses, it is im-

perative that sales volume be enlarged in order to cover

established overhead expenses and leave a proper margin

of profit. Some trimming of overhead expenses can, of

course, be accomplished, but the business inust be con-

ducted along proper lines in order to hold aade and attract

new customers.

In order to meei the demands of the volume of trade, it

is essential to have stocks of merchandise of the right kind

on hand. The goods must be satisfactory lo the consumer

and mean a profit for the retailer. This is where doing

business with long established and thoroughly reliable

concerns is a safte-guard.

We find that some stores lose trade through the depart-

ment houses because they do not carry sufficient stock of

salable goods and fail to show in an attractive manner
what they have for sale. In some instances, the re ail

prices are not propcrlv cvdjustcd so that they are attrac ive
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Methods That Brought Business To Canadian Dealers

How Some Furniture Dealers And Others Retailers Increased Their Sales.
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SPRING EXPOSITION OF HOME FURNISHINGS

The Adams Furriilure Co., Toronto, held iheir annual

spring opening exposition of home furnishings on Friday

and Saturday, April 7 and 8, When their store was trans-

formed into a flower garden. The 48th Highlanders' Band
gave a concert on both days and on Saturday evening.

Demonstrations of household airticles, such as aluminum-
ware, electric appliances, vacuum cleaners, washers, ranges

and kitchen cabinets, iwere made and displays of room set-

tings were set out and visited by thousands. Souvenir

flowers were given every lady who visited the sixth floor;

refreshments were served on the second floor, and a guessing

congest was indulged in by all. This ontest took the form
of registerinig a guess as to the amount of ice a Barnet

refrigerator would consume in 72 hours, 200 pounds of

ice being put in on Friday noon and the refrigerator being

closed and sealed until Monday noon. Prizes of a refriger-

ator, brass bed. spring, mattress, table lamp, porceliron

kitchen table, and aluminumware sets were given to the

nearest guesses.

COMPARITIVE PRICE DISPLAY

That comparative costs are distinctly on the cheerful side

of the ledger was most eloquently illustrated by the series

of window displays arranged at the Vancouver stores of

the Hudson's Bay Company. Every window in the big de-

partmental store was recently dedicated to the purposes of

enlightening the public as to the actual drop in the price of

goods. The diff^erence in prices quoted for furniture and

The new store buildinf; of the Hudson's Bay Co. at Victoria, B.C.

other articles this year, and those in force at the same lime

last year, afforded a most interesting and graphic compari-

son and nnr which was undoubtedly studied with profit by

many Vancouverilcs. It was no show for the pessimists,

but a real education for the man wlio wants to get his

numey's wor'h wh'm lie goes buying.

WHAT THE RANGE CAN COOK

The Home Outfitting Co., Hamilton, Ont., lately ex-

hibited difl^erenl kinds and sizes of gas cooking ranges in

one of ihcir show windows. A hig showcard was employed

to deplict numerous kinds of cooked delioacies in their

natural colors. The caption beneath the illustration

enquired;

"Can your range turn them as fine as this?

If not, why not? We have a fine assortment.

Come in and select yours."

Had a real demonstration of the cooking possibilities of

the various ranges heen staged, the exhibit would have been

far more convincing.

OPEN NEW MONTREAL FURNITURE STORE

H. P. Labelle & Cie., Ltd., Montreal, have inauguarated

their new building's opening by conducting a special sale.

The new structure is a seven story building at T19 St.

Catherine streeet, east, (corner of City Hall avenue) and
the company have named it the "cathedral of all furni<

ture stores in Canada."

A REGULAR DEPARTMENT STORE

A furniture dealer in one of our Ontario towns adver-

tises that in addition to furniture he is a retailer of

buggies, wagons, cutters, harness, washings machines, wrin-

gers, churns, stoves and stove pipes, milk cans, aluminum,
agate, tinware, oi' stoves, ladders, wheel-barrows, steel

shingles, roofing and automobile supplies.

"WISE'- WINDOW OF GAS RANGES

The Domestic Furniture Store at Saskatoon. Sask.,

recently put on a window display of gas stoves and ranges

in which they featured the idea that the wise housewife

is the one who cooks by gas, this "wisdom" idea was
conveyed through the use of a large stuffed owl placed on

the top of the centre piece in the window—a gas range.

A WINDOW FULL OF DOOR MATS

The Great Western Furniture Co., Saska'oon, Sask., a

short time ago devoted a display to cocoanut door mats.

The mats were arranged in neat piles across the rear. On
!he floor down in front was an apparently unlimi'jed

numbei ot rugs, laid several deep on the floor in hopeless

confusion. This made a very effective sale display.

MANY MARRIAGES IN 1922

The furniture dealer is interested in marriages, for

each new home established means much buving of furniture

and house furnishings.

The role of the prophet is admittedly a daiigeroiis one,

yet wo are game to offer the opinion that during the year
1922 the number of marriages will be considerably above
the averafje.

Keep these young loved ones in mind when planning
for this year's business.
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FURNITURE FASHIONS WEEK AT WINDSOR
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Home Furnishings Bureau to inaugurate Canadian campaign for better home furnishings through

series of public exhibitions—Experiences of Detroit and Cincinnati dealers with furniture shows.
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Windsor, Ont., furniture dealers are to hold a Furni-

ture Fashions Exhibition during the week of

April 24 to 29—.he first city in Canada to conduct

such an exhibition, though many similar exhibitions have

been held in large centres across the line.

The idea of this Furniture Fashions s'how took root at

the mee ing of the Horns Furnishings Bureau held in the

Toronto offices of Ithe bureau on March 17.

The meeting was called to discuss Bureau affairs follow-

ing a visit by Mr. Blogg to furniture dealers in Montreal,

Ottawi, Hamilton and Toronto, to whom he submitted a

questionaire as to the success of the Bureau's plans and the

benefit that might accrue to dealers as a result of putting

on a Furniture Fashions campaign in the fall. The dealers

interviewed were almost unanimous in voicing their opinion

that a Furniture Fashion Week similar to that conducted in

the United States, would be a fine thing here.

Accordingly, the meeting asked Mr. Blogg to go to

Detroit to find out what success had been obtained there

during their Furniture Fashions Week, held during the

week of March 7 to 11. He was also asked to visit Cin-

'.'Mlllllllllllllrilllllllllll..JII>MIIIIIIII'IIMIIII'lli'MIIIIII MIIIIIIIIIIII!IIMI'llllllllli!IIIIIIIMIIIIIIIIIIIIIIMIIIII'-

A furni.sliecl livingroom seen

at the recent Detroit Furniture

Fashions Exposition. Some 56

furnished rooms in all were

shown at Detroit, and a similar

number were set up at Cincin-

nati. These gave home owners

and home lovers an idea of better

home furnishings they never had

before.

in Toronto on March 30, at which Mr. Blogg was instructed

to go ahead with the Windsor Furniture Fashions Week
and told that the directors would back him up to the limit.

The Bureau would advertise the Ex'hibition and would also

supply a speaker to talk on home decorations and room
furnishings.

With this purpose in view a meeting of the Border Cities

furniture dealers was held in Baum & Brody's store at

Windsor on March 31. when an organization was completed
to push Windsor's Furniture Fashions Week from April 24
to 29. he following are the personnel of the various

committees :

—

Propaganda Committee— Messrs. Taggart, Gelber, (chair-

man) and Kelly.

Deputation Committee—Messrs. Gaul (chairman) Tin-

ning, Baum, Clark and Barnhardt.

Statistical Committee—Messrs. A. J. Veale (chairman)
Tinning, Teachan and Anderson.

Finance Committee—Messrs, Banrhardt, (chairman) Bal-

main. Shore and Gitilin.

Display and Advertising Committee—Messrs Kellv

-lllllllIIMnillllllllllllllllllllMIIIIIIIIIIIMIIII MIIIIIUIIIIIIIItlllllllllMIMII

cinnati and hear the Ross Crane lectures, which were

being delivered during Cincinnati's Furniture Fashions Ex-

hibition, and see how these "weeks" was really run.

Mr. Blogg was ins riicted also to visit Windsor and see

how the furniture dealers of the Border Cities would view

a Furniture Fashions Week in their city. All the dealers

there intervniewed decided it would be a good thing, and

agreed to meet on March 31, and discuss the matter in

detail.

Canada's first Show

The information obtained bv Mr. Blogg was placed

before a full gathering of the Bureau at a meeting held

(c4iairman), Gitilin, Clark, Teachan, Kenne.li, \ cale and
Tinning.

Executive* Commiliee—Messrs Kelly (chairmau). Gelber.

Gaul, Barnhardt and A. J. Veale.

How Detroit Show Was Run

Interviewed as to the worlh of the Furniture Fashions

Show at .Detroit, Mr, Blogg said:

"The Belter Homes Week in Detroit was conducted by the

local retailers who were assessed according to size. The
local papers also paid into the fund, and admission wa.s

cnllecied from lh( public. \ii auditorium was leased and
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about 56 room >el-ups were arranged by the co-operating

dealers, some of them showing several rooms, according to

the dealers inrportance. A special committee of retailers

arranged the matter. "Room arangements at all prices

were shown and the Price of the complete room displayed,

but not the dealers' or manufacturers' names.. Part of the

hall was devoted to the lectures of Ross Crane, of the

Chicago Better Homes Institute. About .')(),00 people

visited and paid admission to this exhibit.

"In the special editions of local papers no dealer was

allowed to exploit the show for his own ends, but just to

talk 'Better Homes.' This movement is going to be part of

of the National retailers' organization of the United Slates,

They are working on a definite show plan to be booked all

through the Stales with two companies, one working east

and one west, and Ross Crane and Miss Hansen will pro-

bably be part of it, as they are leaving the Institute.

"They do not intend to offer the idea to one paper only,

but lo all the papers in each town. It took six weeks of

organization work lo put the Detroit show over. This was

the only show of its kind that has been put on up lo this

year. The largest dealers paid $100 each, and assumed an

additionall liability of $100 if needed, and other dealers

paid in proportion. The Detroit News contributed $2000

for the privilege of having the week under its auspices and

for running an essay competition, and publishing a coupon

in the paper.

"The preliminary work of this Furniture Week, as I said,

took six weeks to work out, and i's chief feature was an

active advertising committee, which conducted propaganda

reading notices about the week . This also worked through

the schools in sn essay competition, and as well ajjpealed

to the ministers on the education and moral influence of

j)roper home enviroj\ment. So that by the time the "weeks"

was ready to start it was the talk of Detroit, and "Home"
sermons were preached in the pulpits. Also during the

week various school classes were brought down to the big

exhibition to see the furniture and to hear Ross Crane and

o.her speakers.

"The Detroit dealers with whom I talked were in favor

of the week and would support it again . Some of them

were very enthusiastic and predict great things for their

week next year. All dealers, except one, heartly approved
of the educational home ideu back of this week, and did not

favor any commercial features. The only case in which

a name was mentioned was the three Detroit stove firms,

all of whom had an equal show in the ideal kitchen dis-

play. You cannot hide the trade mark on stoves.

"The varaious room sel-ups were done by the display

man of the store supplying the room, and then Ross Crane,

"touched-up" the whole 56 rooms. The public followed

a course through the building and were kept moving by

special men. They were not allowed to enter the rooms or

to handle the furniture. Dealers and newspaper men from
all over the district visited the show and the idea promises

to have great popularity. Of 200 Detroit dealers, 150 are

excellent acccounts. but only 50 took part in this year's

Furniture h'ashion Show."

As to the Cincinnati Show

Mr. Blogg also visited Cincinnati to see how the "Furni-

ture Week" there was actually conducted. "The 'Better

Homes Week' in Cincinnati," said he was handled through

'the Cincinnati Enquirer' which is a morning paper. The
paper paid the cost of the Institute, and as a result, issued

A Beautiful suite in IIeiJi;icwliitP desii'ii— No. 1101—made in solid mahogany by The Anllies Baetz Furniture Co., Ltd., of Kitchener, Ont.
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the largest vveek-end issue in its history, clearing S1,000,

over the cost of putting on this Furniture Week.

"In ialking to the leading dealers I found that they

would have preferred to hold such a week under the

auspices of ihe Chamber of Commerce or the local dealers

association rather than that of a newspaper. The dealers

also feel that the week would have been three times more
the success if more propaganda had been issued during the

month or six weeks preceeding in all the local newspapers

—

also that the papers should feature the event while it was

held. This is the sort of co-operation that is possible when
the week is held under the auspices of some organization

other tiian one local paper. The dealers told me of the

week in Columbus, conducted by (he Board of Commerce
and featured by all the papers. They had a hall seat'ng

4,000 people and they turned away that many every

lecture, although Columbus is but half the size of Cincin-

nati. Here there was only 1,800 the first night, as the

week did not ge! thorough publicity.

"The high school students attended in a body. Despite

i;s handicaps Cincinnati had a very successful week. The
lectures and demonstrations were given in the Music Hall,

The tiitles will give some idea to their scope—Interior

decoration, using portable roof, actual furniture and draper-

ies, by Ross Crane; Demonstrating color in the art of

dress, Evelyn Hansen; The Overcrowded Room, or art

versus Aunt Matilda, Ross Crane; Dress demonstration

"Line"—Evelyn Hansen. Design and planing of the home
grounds, illustrated by color slides. F. A. Cushing Smith;

Maximum ])eauty at minimum cost, Ross Crane; The ser-

vantless home- How to build comfort, beauty and economy
info the home," Ross Crane; "City planning for vour com-

munity," illustrated, F. A Cushing Smith; "Gallery talk

on the painting exhibit," Ross Crane; "The well dressed

woman on a moderate income," Evelyn Hansen; Question

box, Ross Crane and F. A. Cushing Smith; "Dollars and
sense for your town," Ross Crane."

Home Furnishings Bureau Back Exhibition

The members of the Home Furnishings Bureau wko con-

ducted last fall's camgaign here in Canada, and who will

conduct the Windsor Fumilure Fashions Week are: Cana-

dian Furniture Manufac.urers, Stratford Chair Co., North
American Furniture Co., Svnder Bros. Upholstering Co.,

Knechtel Furniture Co., McLagan Furniture Co., Gibbard
Furniture Co., Strathroy Furniture Co., Meaford Mfg. Co.,

Malcolm and Souter Furniture Co., Jacques Furniture Co.,

J. C. Mundell & Co., Andrew Malcolm Furniture Co., Mal-

colm & Hill. Schierholiz Furniture Co., Owen Sound Chair

Co., Beaver FurniLure Co., North American Bent Chair Co.,

Kindel Bed Co., E. 0. Weber, Ltd., Andrew Gray Co.,

Anthes Baetz Co., H. Krug Furniture Co., Baetz Bros.

Furniture Co., and Baetz Bros. Specialty Co.

These "Furniture Fashions Weeks" have been success-

fully conducted in about fif;y Americaai cities, and if the

Windsor Week provei a succsss il is likely that the Home
Furnishings Bureau will conduct a number of "Furniture

Fashions Weeks" in various^ Canadian Centres next fall.

VANCOUVER HOLDS HOUSE FURNISHINGS
EXHIBITION

A combined Building and House Furnishings Exhibition

was held at Vancouver during the fortnight commencinG; on

March 13, and was a huge success. The exhibition was held

in 'he Manufacturers Building on Granville street, where
three floors of thai structure were given over to displays of

furniture, house furnishings, furnaces, stoves, phinibing fix-

tures and building materials.

The opening took iplace on Saturday evening March 11,

when Mayor Tisdall officially turned on the lights. Three

thousand people were present (hat first night, and Col. E.

J. Ryan, chairman of the management committee, expressed

himself as more than pleased with the result. "This is

the second effort of its kind in British Columbia and is a

credit to Vancouver." he said. "Everything which goes into

a home can be seen at the exhibition. We are giving away
one $5,000 bungalow. My regret is thai there are not

enough bungalows to go round."

Major M. J. Crehan, one of the coniTiitte3, declared that

!he w^hole building was a mass of instruction to the pros-

pect've home-builder.

Col. J. F. Keen, honorary secretary of the exhibition

commit'ee, announced what he called "the bungalow dozen"

Saturday night. These are the names of the twelve ticket

holders w'hose numbers were drawn from the hat, thus

qualifying them for the final drawning at the close of show.

To the winner will go the $5,000 bungalow, a model of

which was placed in the front window of the Cassidy Bloj-k.

A band was in attendance in (he evenings during the

?how and everything was arranged for the convenience of

visiters.

Exhibitors declared that they had taken more orders for

goods on the first evening of the exhibition than during the

past two months at their stores, and it is estim.ated (hat

very considerable business was done during the time the

exhibition was open.

The $5,000 bungalow which was given awav was mad? up

of donations in kind given by building firms and dealers

in building materials in Vrncouver, over fiftv individual

firms contributing. The N. Nelson Co., and C. Rickard con-

'ribu'ed part of the furniture supplied So the furnishcl

bungalow.

HOME AND FURNITURE EXPOSITION

"Own Your Own Home Exposition will be h?ld durir'^

April in both Chicago and New York; and a "Hom^ Beau '-

ful Exposition" will be held in Boston during the last wee';

of this month.

WILL CANADIANS DO LIKEWISE

A "National Belter Homes" Week will be inaugurated bv

President Harding during October next, at the behest of

the retial furniture associations of the Lliii'.ed Sta'es.

SPLENDID FILING CABINET CATALOGUE

The Globe-Wernicke Co.. L'd., Stratford, On!., have just

brought out their cataloc No. 822 devoted Id Globe-Wernicke
filing cabinets. This company originated sri'Monal filing

cabinets and sectional bookcases, and hos brought out th^-^e

nroducts to o high stale of mechancial and artistic |)er-

fection, and in this present calatogue (he company explain-;

and illustrales the new features of their filing cabinet lines.

Th° uni' idea is an economical factor in modern business,

and the Globe-Wernicke system allows of s!andardi;^ation

and uniformity, and in addition gives protection. This

catalogue of 32 pages is full of ideas and suggestions for

the office man in the way of sinmlificd record saving

methods and the horizonla! and uuright units are so des-

cribed that the system man can tell at a glance just what
would suit his requiremeuls.
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LLOYD CARRIAGE WINDOW CONTEST

The Hey vvood-Wakefield Co. are conducting a "Lloyd

carriage window display contest,'' from April 10 lo 22,

similar to last year. Prizes of $100 for I'he best; $25 eadh

for the next five; $15 for nexi ten; $10 for next forty, are

among the inducements offered dealers to dress and trim

their windows.

HUNDRED YEARS IN FURNITURE «ELLING

The two Canadian branches of Woodhouse & Co., at

Montreal and Toronto, are celebrating this month, through

a special furniture sale, the One Hundreth Anniversary of

its founding.

It is just 100 years since James Woodhouse opened the

first Woodhouse Shop at Newcastle-on-Tyne, England.

Today there are twenty such stores in Great Britain, besides

the Canadian stores. The head offices of the company are

at London, England, and branches are in the larger centres

of both Enprland and Scotland.

tured, th3 Phillip.s Mfg. Co. being the Canadian representa-

tives for these. Water colors, ornamental placques and

novelty framed pictures are other lines, the framed pictures

being very extensive, embracing oleographs, Imperial and

Royal photograveurs, hand painted, baby, religious, land

and sea scapes

The "Lyday" photogravures, a photo-gelatine process

picture of old and modern masters are new.

Then there are wall pockets, serving trays, framed mir-

rors, bathroom cabinets, picture frame supplies and tools.

A separate price list accompanies every catalogue, a pocket

in the inside back cover being constructed to hold this.

MILLAR-SCANDRETT CO. ENLARGE LINES

Millar-Scandrett, Ltd., London, Ont., has been incor-

porated with a capital of $100,000 to take over the business

of the Ontario Spring Bed Co., Ltd. The directors are:

C. J. Adams, president: A. E. Tanton, vice-president; S. W.
Scandrett, secretary-treasurer: A. E. Millar, manager;

and F. F. Steer. This company are continuing the making
of the "Adjusto" mattresses and a line of hig^h grade brass

and iron beds, springs, mattresses and pillows: and in ad-

dition are now manufacturing cedar chests, medicine cabi-

nets, hammock couches, etc..

The plant at 365-369 Thames street has been enlarged

to take care of these added lines, and the prospects are that

1922 will show much larger production and sales than ever

before.

NEW TRAVELLER FOR STRATFORD LINES

The McLagan Furniture Co. Ltd., have appointed P. S.

Taylor to their travelling staff to take over the territory in

northern and eastern Ontario, for the last couple of months

covered by Harold Magwood, who has been transferred

to the Alberta territory, and up to December last by Wm.
Stern. Mr. Taylor is a Hamiltonian, and was until recently

manager and buyer for the furniture department of the

Marshall-Eccleston Co. of Timmins, Ont. He is a young

man with a thorough knowledge of furniture, particularly

the retail end of the business.

Besides the McLagan furniture lines, Mr. Taylor will

sell the Stratford Chair Co., the Farquharson & Gifford

Co., and the Stratford Bed Co. lines.

W. Bruce McMurty, son of the president of the Gold

Medal Furniture Co.. has been appointed advertising man-

ager for that company.

SPLENDID CATALOGUE OF MOULDINGS

The Phillips Mfg. Co. Ltd., Toronto, are this month

bringing out their newest and latest Catalogue L. descriptive

of their vast range of mouldings, mirrors and pictures. The

catalogue takes up 158 pages besides cover,

which is of a buff-ifawn color, with embossed

lettering in black and orange.

The fronticepiece gives in brief, a history

of the company since i s founding in 1877.

Then follows a page of information for deal-

ers, a general index and a separate mould-

ing index, as this line takes up sixty-odd (pages

of the book.

In mouldings a n{)liceable feature is the

period designs. These are wholly new. Pro-

minence is given 'he Hogarth and Whistler

designs. Then follows page upon pase of

illustrations of pic ure and room mouldings

in ariti(pjc, grained, polished, gold brown, Cir-

cassian oak, composition and others in vari-

ous grades from the cheap to the best, to

suit all classes of trade.

Separate departmen's are devo'ed to plate

rails and picture frames; portrait and photo

frames; hand (carved frames and fraternal

society frames; oval and convex oval, por-

trait frames.

In pastels the Chandler piilurcs arc fea-

new
which the

Queen City Furniture Co..

1,1(1., Vine Avenue, XFesI Tor onto, is featuring for this

sprint; season.



April, 1922 CANADIAN FURNITURE WORLD AND THE UNDERTAKER 39

A splendid window display of a livingroom made recently by J. Marcus, a St. Jolin, N.B., furniture dealer.

DRAMATIZING THE WINDOW DISPLAY
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Good window pictures and merchandising—Make the displays appeal—Plan before dressing

—

Some good rules to follow—Helpful hints and suggestions for the man who trims the window.
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WINDOWS as an aid to merchandising are so im-

portant that a volume could be written about their

value and how necessary it is to dramatize their

settings. Well-planned and well-executed window dis-

plays have a dramatic appeal that is almost irresistible,

and clever shop owners are quick to realize this and avail

themselves of this important means of advertising their

wares.

The window can always be turned to good account by the

men and women in the drug business, and wonderfully
attractive display can be made with but little expenditure
of money, and will prove extremely valuable aids in draw-
ing customers to the store.

Someone has surely said "decoration begins with the

lines of a room," so surely decoration of windows must
begin with the background. You must remember that the

success of your window display depends largely upon har-

monious coloring and the blending of many objects, con-

sequently the greatest care should be taken as to the tone

of background employed. It should be soft and neutral, but

not sombre in key.

In showing most lines of wares the goods themselves

are so attractive that it is not necessary to have anything

ornate. But this very simplicity, however, makes it essential

that your background be rich and artistic, even though it be

extremely simple.

If, however, you wish to build an elaborate background,

as some of the large department stores develop so delight-

fully, remember not to put much merchandise in your dis-

play, as it kills the effect of these elaborate backgrounds.

If you wish to show a large line of seasonable merchandise,

have the background very simple.

Many lines handled by druggist are attractive enough

without much else in the wav of decoration, and far more

important is the combining of certain objects of beauty that

enhance the charm of each other by clever placing, than to

spend too much time on the background, though the neces-

sity of a proper choice of some soft neutral color cannot be

overstressed.

A good rule to follow is to place the smaller articles close

to the window, so that people can inspect them easily. But

whatevr lines you carry do not fail to display them where

they can be easily seen, read and inspected. How often have

we all lingered before windows where charming things were

shown, and how many times have we gone inside the shop

YOU'LL HAVE TO SHOW ME !

By James Edward Hungerford

If you are a dealer, with good goods to sell.

Fix your show windows, to show 'em up ivell;

I am dead anxious to see what you've got

—

A glance—an' I'll kno'w if I want it—or not;

An' if your windows with me make a hit—
You've won a cuslomer, 'friend, an' I'm IT !

Fill your show windows with things I can see—
I'm from Mizzoury—you'll have to SHOW me !

When I'm out scoutin' for good things to buy.

Every window is catchin' my eye;

I look into this one, an' look into that

—

Some are appealin^—an' others are not !

My wallet's heft, with money to spend.

As down the highway 1 leisurely wend.

Poking about, seeing what I can see

—

I'm from Mizzoury—you'll have to SHOW me !

If your show windows appeal to my eye

—

An' you've go; goods that I'm wantin to buy.

You've won a customer—an' I'll waltz in

With my tlhick wallet—an' wearin" a grin !

An' I'll go out, packin' bundles galore

—

Singin' your praises—an' boostin' your store !

So fill vour windows with things I can see—
]'m from Mizzoury xtnCU have to SHOW me !
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and purchased many items we would not have deemed pos-

sible had we not been lured inside by the desire to secure

some of the articles that held our attention when first we
stopped to inspect them.

BEWARE THESE COMBINATIONS
In using colors in the window beware of the following as

they make very poor combinations:

Blue with blue-green.

Blue-green with yellow.

Blue-green with green.

Blue-green with yellow-green.

Blue-green with turquoise.

Normal green with turquoise.

Turquoise with yellow-green.

Green with orange-yellow.

Orange with purple.

Violet with normal -red.

Violet with scarlet.

Red (of any kind I with pink.

SEND US THAT WINDOW PICTURE
When you have a good window display, if you

can't secure a photo of it, write us a brief description

giving the outstanding points, and send it along to

us. In this way, your window can be passed along
to the trade, and our work in the interchange of busi-

ness ideas furthered.

You don't need to be a literary man to send us a

description of your window. Just tell us about it in

your own words and, if necessary, we will whip it

iuto shape for publication. What we want is the idea.

That is more important than fancy writing. So benr
us in mind. Why not send ns a line regarding tint

window of yours right away—to-day.

OLD STORES MADE MODERN
In many parts of the country there are still to be found

dealers doing business in old ramshackle buildings, whose

construction has been left untouched for years and years.

In most of these buildings the ground floor of the store

is two or three steps up from the sidewalk. Now, naturally,

a dealer doing business in such a building is laboring

under a great disadvantage. His stock of goods has had nj

doubt kept pace with the times, but absolutely no altera ions

hrve been made on the building i'self.

Of course, these conditions still exist to a large ex ent

because of the fact lhal the derler is renting the buildin:!;,

and the hmcllord refuses to make he desired alterations. Or,

perhaps, nothing has been su""Trsi'~d whereby the building

could be improved. On the other h"nd, thousands of such

stores that are two or three steps from the sidewalk hrv:

been altered into reallv modern store b iild-ngs.

Now, what we would like to ob'ain. is infor rintion av

just how this has been accomplished We would like to "•\

photographs of the old store as well as photographs of th"

new building' showing the great improvement in the ap-

I'earance. We would also like to get the exnerience of the

dealer doing business under the new conditions.

Suggestions alon'" 'his line could be used very extensively

''n chc'nging store fron's, store l)uildings, and inter'o*- • r-

r n'T-nents. There ;'re certain store windows thi" ni'^o'

ific requirement?' of ihc furniture business for display pur-

j>oses, and inforriKilioii on this subject shoidd prove valu-

able.

Let us h'-. r fro'p vi)U and let us give your brother deal-

ers ihf bciieril (if yci;;- experience.
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I
SOME TRAVELLERS TALES

|
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SOME THRILLER

Bert Menzie — "Do you play football?"

Bill White —"No but I do love the thrill of a hard
game of dominoes.''

GIVE A MAN A CHANCE

Says Clarence Coryell; One of my furniture traveller

friends got on a street car wilh his seven months' old baby.
He handed the conductor a ten spot and the con. asked,
"Is that the smallest you get?" "Sure" replied traveller

"I've only been married a vear.

SHOULD BE FREE.

Jack McLaughlin was recently up north, where he heard
that the governor o*" the of the local jail is said to have
received a petition from a group of workers:

"Dear Governor—

-

''We want you to get Jim Rickets out of the jail. He
was sent up for two year's for making moonshine. We
want him back because he is the only one among us who
can make good licker."

FISH NEED EDUCATION.

This is a dry old world. Tom Chadwick says he is sure
of it after hearing the following conversation in the Eaton
store's v/aiting room:

"Charley, this prohibition makes me sick. Its so dry
at Iron River, where I came from, that all the horses were
going around with their tongues hanging out."

"Gee that's nothing, Les. It's so bad up at the power
dam that fish five years old haven't learned even to swim."

THE CAPTAIN WAS STUCK.

When Bill Winterhalt was running for coutny clerk up
in Waterloo recently he had to talk to small groups of
farmers. Of course, he wanted to make a hit, so one day
he told the farm.ers that he once tilled the soil and that

he could do anything on the farm. A country wag then
piped lip: "Say, mister, kin you lay an egg?"

HARD TO BEAT

Last night I held a little hand,

So dainty and so neat,

I thr^ught my heart would burs' with jov,

So wildb. did it beat.

No other Iij'nd unto my soul.

Could greater solace bring,

Than that I held la^t night,

Which was

Four a 'cs and a king:—Percy Brown
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EFFICIENT ADVERTISING FOR the RETAILER
' ll'!>llllllhl!MII

Judicious advertising in your local newspaper increase your turnover -Cost not prohibitive —Manu-
facturers will assist by supplying cuts free of charge —Do not neglect possibility of increasing sales
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Written for Caiindian Furniture World Ijy H. W. BUCKLEY.
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THE average furniture dealer in Canada buys a certain

amount ci advertising space from his local newspaper

every year—we speak particularly of the dealer in

the smaller sized town. From checking over copies of

country town newspapers that come into our office regularly,

we estimate the average size of space used is two columns

wide by five inches deep.

Now we have no criticism to give to the dealer who makes

this investment—it's a good investment. On the face of it

he should get his money back many times over during the

year. But does he?

We venture to say that easily two-thirds of the buyers of

this advertising space look upon their investment as a ne-

cessary "donation" towards the support of an editor and

his family. The editor is a good citizen, his family are

good citizens, and more than likely personal friends of the

dealer. Anyway he will probably take out a good portion

of the advertising account in trade.

If you look upon your advertising accounts as "dona-

tions" they will amount to just that, and when the editor

comes around about once a month for change of "copy"

you will continue to instruct him to repeat the last ad.

Christmas Announcement in February

In connection with this the writer has in mind a Christ-

mas card that was inserted as late in the new year as Feb-

ruary 3rd. Needless to say some of this dealer's customers

would appreciate his good wishes, but we are inclined to

think that the customer who had presented his good wife

with a new diningroom suite for Christmas and was watch-

ing the coppers in order to make his payments promptly

would not take any keen en-

joyment from such an ad-

vertisement. Certainly a

Christmas greeting will not

sell merchandise in Febru-

ary, and yet such an adver-

tisement has its place.

If this particular dealer,

and many others who are

neglecting the possibility of

increasing their sales by ad-

vertising their wares, would

take an hour off and figure

out just what they have in

slock and how they could

advertise it, we would be

getting just a little nearer

to the equivalent of those

days during the war when
we didn't have to watch our

rdvertising in order to make
a respedtable turnover.

You should have "new"
copy in your home news-

naper every time it is pub-

lished—copy in the form of

an announcement of season-

New Rugs

WRIGHTS Lm.led

WRIGHT'S Lli

It is not a question

of Dollars & Cents
It is a question of

Room. We Must
Have It.

'S

Clean-lip Sale ol Furniture

% Sale Starts Friday. March 10th, and Everything Must he Sold by Wednesday. March \5th

able furniture mentioning the price will bring you results

every time.

At this season of the year tell your trade about the ser-

viceable verandah and lawn furniture you have in stock;

the swings for the kiddies and grown-ups; furniture for

the sunroom and the summer cottage. Make your adver-

tisement real and the wording snappy. You can make it

appeal lo even the grumpiest of your prospects.

Suggest Seasonable Furniture

Try to make them think of the w,ay a new piece of fur-

niture on their porch will add to their comfort; how a

swing on the lawn will add hundreds of dollars to the ap-

pearance of their home, and how an inexpensive suite of

furniture in their sunroom adds a most attractive room to

their house.

Almost every home lover in your town will find a place
for more summer furniture, and prices on this line of mer-
chandise are certainly not prohibitive.

Then, there are sedtional bookcases which are always in

demand after the spring housec'leaning. There are wash-
ing machines and kitchen utensils which are now being
handled by a large percentage of the furniture dealers and a

host of inexpensive articles that can be advertised in order
to get your prospect into your store.

Get Prospects into Store

That is the best thing you can do—get them into your
store, where they can see the Chesterfield suites, dining-
room, bedroom, library and den furniture neatly displayed.

When you buy a suile of furniture from the traveller

insist on him sending you a cut for your newspaper adver-

tising so that you can show
your trade something new.
Do not forget that country

newspapers are thoroughly
read by every subscriber and
a nice cut always attracts at-

tention. Most manufactur-
ers will be glad to send you
" cut of the suite you order
from them—in fao' the more
oromincnt manufacturers
have cuts made up just for
ih's purpose.

Fine Furniture for the Bedroom i
3 SnapS 't"„rniiure

' $128.50

• "
SIW.M

•S2Z4.00

Campbell & Campbell

Specials at Becker's

I. BECKER

Saturday w ill be
"Bargain Day" at

Our Store. C^onie

On.-. Com. All.

to t 'IivitV

SEE OUR WONDERFUL VALUES
IN BEDROOM FURNITURE Wc arc Bound lo Cleat Qui iSis

Wholt Slocli by Nexl W«ln<»dav

If Yo
No > Buy

COME WrrH YOUR FRIENDS

SALE SPECIAL

Oliver's Furniture Store, Markdale
|

"~;:jrL,:;r.;.r;

-r

Some Food examples of current advertising which Canadian furniture
dealers have bn^n runnins in their local newspapers. These have been

culled fiom Nova '.Scotia, Manitoba and Ontario papers.

"Advertising which chugs
along day in and day out,

fair weather and rainy alike,

makes the big impressions.

Wlien men, now middle-
aged, were young. Mammoth
cave was known by everv-

bodv as one of the na'ural

wonders of America. It was
advertised then, but the ad-

vertising stopned. Do vou
know where Mammoth cave
is?"— Fxchaniic.
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TRUTH IN FURNITURE ADVERTISING

IN all branches of the furniture trade and allied indus-

tries, terms to accurately designate woods in furniture

have been discussed during recent months.
Dealers, who face a fixed and definite responsibility to

the buying public for representations made in advertising

and on the sales floor, or for impressions given by what is

left unsaid, are as a rule keen for the adoption of terms
which will tell the public ihe truth and becomr! the standard

of practice in the trade. Manufacturers of the finished pro-

duct, and millmen who turn hardwood logs into lumber and
into veneers and plywood, are much interested. Enlight-

ened self-interest prompts almost the entire furniture world

to desire participation in framing terms to conserve and

increase public confidence and to act as a curb on practices

which deceive or mislead the public and thereby reac! to

the detriment of the tnlire industry.

Various reasons are ascribed for the lively interest in

this subject. Some manufacturers, a small minority, how-

ever, attribute it to the interference of interests with axes to

grind. These makers assume a "laisse faire" attitude and

want to be let alone with the old established customs which

they themselves and their retail trade understand. But

manufacturers of different vision, and it appears that they

are in the majority, perhaps feel that these old oustoms are

old enough to die; they have expressed a willingness to

join in the effort to establish new customs which are sound

from trade and consumer point-of-view.

A Retail View

Recently, certain retailers have spoken to the public

plainly on this subject. The John Wanamaker Store at

New York, in announcing its February Furniture Sale said,

under the heading ''What You Buy":

"During the war, becaus'-' the Government commandeer-

ed noich of llie m;diogany and walnut in the countrv, manu-

facturers began making the legs and hidden parts of ma-

hogany or walnut furniture of gum, birch or some other

wood. Birch and gum-wood are excellent for the purpose,

but they are not mahogany or walnut and it may be mislead-

ing to call such a piece of furniture mahogany or walnut,

as has generally beer- the custom.

•JIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIMIIIIIIIIIIIIIMIIIIII Illllllllllllillll'' 1 Mill Illllll iiMIMII'-^

I LET US HELP WITH YOUR ADVERTISING I

I You send us a specimen of your advertising copy
|

I
—^we tell you if it can be bettered, and how. That,

|

I in a sentence, is the object of the Ad Clinic we in-
|

1 tend conducting in Canadian Furniture World
|

I and whioh we hope to continue for a number of |

I months to come. |

I If your advertising isn't producing the results
|

I you think it should, perhaps we can help. We'll
|

I reproduce your ad in the World and point possible
|

1 ways to make the copy yield greater returns. If
|

1 necessary, well have the ad reset, the new form
|

1 showing a better arrangement. |

1 There is, of course, no cTiarge for this service.
|

1 And if you request it, your name and that of your
|

I store will be eliminated from the reproduction. |

I The adverlisements submitted needn't be taken
|

1 from newspapers if you are using other mediums.
|

i We are prepared to discuss store papers, hand-bills,
|

1 letter-heads- anv form of printed advertising that
|

I is used by furniture dealers.
|

1 Send along specimens and let us help you get
|

I belter results.
|
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So we have adopted for the marking of our furniture

stocks these names and classifications
"

The Wanamaker standards read as follows:

''Solid Mahogany means the actual solid mahogany for

frames, styles, standards, tops and panels and in every part
of the furniture where mahogany not veneered can be used
without warping or splitting.

Solid Walnut means the actual solid walnut for frames,

styles, standards, tops and panels and in every part of the

furniture where walnut not veneered can be used without
warping and splitting.

Mahogany means veneers of mahogany with the solid

parts of real mahogany.
Walnut means veneers of walnut with the solid parts

of real walnut.

Mahogany Combination means mahogany veneer on
panels, fronts and tops, with gum-wood or birch posts,

ityles or mirror-standards and frames.

Walnut Combination means walnut veneer on panels,

fronts and tops, with gum-wood or birch posts, styles or

mirror-standards and frames.

Mahogany Finish means birch or gum-wood finished in

mahogany color and grain.

Walnut Finish means birch or gum^wood finished in wal-

nut color and grain.

Kindly note that for certain purposes veneer is better than

the solid wood—many small tables, cabinets, chairs, etc.,

are better made of solid wood, but large panels are safer

and probably more beautiful when made with a core ven-

eered twice on each side, producing what is called in the

trade as 'five-ply-veneer.'
"

ADVERTISING PREVENTS FAILURE

In a single week during a recent month there were 54 busi-

ness failures in Canada. An overwhelming proportion of

these were of firms of few years' standing and small cap-

italization. In the same period there were 470 business

failures in the United States. An official of the Babson
Inst'tute, in commenting on these facts, said: "Many of

the failures can be traced to a lack of advertising, both on

the part of the manufacturer and the retailer, for the price

of present-day merchandising could be materially reduced

by extensive advertising, because extensive advertising in-

creases sales. Increased sales mean increased production

and a greatei' reduction in manufacturing and selling costs.

It is the capital that remains tied up in unsold merchandise

that causes the greatest financial embarrassment."

SIMPLE ADVERTISING RULES

Truth in advertising builds reputation and character. In

writing copy reach your man. Appeal directly to the sen-

ses. Be specific and concrete. Select a distinguishing

superiority. Picture the article to convey actual or origin-

al experience. Advertising effects economies in securing

distribution. Advertising can be cheap, twaddle or digni-

fied and substantial.

Part of your advertising should be educational. It

should advertise your service and what your store means

to the community. The quality of furniture in your store

is the same as elsewhere, but unless you talk about it your

customers are liaable to be of the opinion that everything

j)urchased in the city is of higher quality.

There is merit in most every form of advertising. Your
problem is to choose the kind best suited to your use

—

then use it.
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Today's the Day The present hour is the only one a man
controls. In it he finds his sole oppor-

tunity for service, for achievement, for happiness. He may
plan and provide for the future, but he lives only in the

present. Tomorrow, next month, next year, if they come,

turn out to be only todays. It is what a man does now
that makes or breaks him.

We build only in the present. This does not mean that

we are responsible only for the present. We all owe much
to the future; but the future of our lives faces us today.

There is no time for us to do anything worth while but in

the present hour.

More Attention With the coming of warmer weather

To Windows people will spend more time upon the

streets. This is a cue for the dealer

who is awake to all the opportunities possible for the ex-

tension of business. More trade is possible by giving

greater attention to windows. At this time of the year

people will stop and give attention to a window display

where they would not do so during the winter months.

Indicate to the public that spring is here by sprucing

up your displays. Be the first to brighten up the appear-

ance of your store. It is a trade advantage worth making
the most of.

Know Your It is a very desirable thing to know
Brother Dealer youv fellow dealers. Their problems

are similar to yours and you can help

solve one anothers troubles as well as co-operate in many
ways to mutual advantage.

When vou get acquainted with the other fellow you find

out that he is not such a bad fellow after all—that he is

just trying to make an honest living the same as you and
if he does some things different to you—of which you do
not approve— it is because he does not see them in the same
light as you do. Instead of merely condemning him why
not iret acquainted and point out to him the errors of his

ways?

A good way of getting real well acquainted is by means
of social intercourse. In this connection the writer recent-

ly attended a social evening of the grocers of Toronto at

which a progressive euchre was indulged in by over 125

grocers and this appears to be a most excellent way also

for furniture dealers getting on intimate terms with others

in the trade.

It is bound to have a beneficial effect. When dealers

begin to call one another by their first names they are

bound to work well together in the solution of their prob-

lems.

If the dealers in your town have not been getting to-

gether in this way occasionally why not arrange for a social

evening in the near future?

HOW DID YOU START IN BUSINESS

NINETEEN TWENTY-TWO is going to be a good fur-

niture year in more ways than one. We expect busi-

ness to be a good deal better than last year, and we
are looking for a bigger volume of trade than in 1921.

For our part we are going to inaugurate a contest month
by month on some trade topic of interest to all those con-

nected with the furniture trade, and we want all our readers

to take part therein.

We want stories of actual experiences—something that

has happened or is happening. It isn't necessary to be a

skilled writer. You may use pen or typewriter, and you
may make the articles as long as you like. The size of the

man or the town doesn't count. It's the red meat that we
want. The more personal the papers the better we shall

like them. Don't be at all backward in the use of the up-

right pronoun, the little "I."

For the best three papers received month bv month we
will give prizes of Five Dollars, Three Dollars and Two
Dollars besides allowing One Dollar for every other article

submitted for publication.

The article chosen for the first contest is:

HOW I GOT STARTED IN THE FURNITURE BUSINESS

There is always a beginning, and the circumstances which
bring it about are usually intensely interesting. Tell us

what induced vou to become a furniture dealer in the first

place; then tell us how you got your store. Or perhaps it

was the other way around; perhaps you got the store first.

A bit of autobiography is what it means, and if for special

reasons you prefer to have us use some other name rather

than your own, the matter can easily be arranged. Put the*

name you want used on the manuscript. Get in on this

topic. It is a good one.

This contest will close on .Tune 1, so between now and

then write out your article and send it in to the

Contest Editor.

Canadian Furniture World.

F,} Wellington St.. West.

Toronto.

Next month we'll have a new topic.
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GOOD SALESMEN AID TO STORE'S SUCCESS
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An article of interest to both employer and clerk—Clerk represents proprietor on the firing line
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Written f.;i' ('.iniiaiiiii Kiiriiilurc World 1iy I)T("K NEWBECKKR

EERY dealer realizes the fact that if he is to suc-

ceed he must make a friend and booster out of

every customer who enters his store. As the dealer

is not able to personally wait on each person who
enters his establishment, it therefore behooves the pro-

prietor to see to it that his clerks treat the store's cus-

tomers in identically the same way that they would be
treated as if the boss himself had waited upon them.

Poor Clerks Spoil Whole Effect

Whatever the merchandising^ policies of the proprietor

may be; however keen he may do his buying; however
powerful his advertising- may be ; however thorough his

method of drawing customers to the store, and however
desirable and attractive his goods and prices may be, the

fact still remains that all this counts for very little in

the public's estimation, unless his clerks are courteous
and polite. Discourteous clerks can and eventually will

break any dealer by driving trade away faster than he
can draw it to his store.

Every Customer Has Cash Value
The dealer should impress the fact well upon his

clei'ks. That every customer who enters the store has

a cash value which can be determined in dollars and
cents only when the sales clerk satisfies the customer.

The clerk slunild also remember that it is much easier

to make continued sales to old customers than to con-

tinually be going after new ones. To this end the pro-

gressive clerk should make a study of the wares he has

to sell, the people he sells to and the way to create a

desire to buy on the part of the customer. The clerk

should further remember that every man or woman he
waits upon is always impressed in one of two days, either

favorably or otherwise.

Know Your Goods

If you employ the elementary rules of good salesman-

ship and your individual accomplishments in a courteous

and polite manner, you will evidently leave the right im-

pression. In fact, this is the only kind of an impression,

the self-respecting clerk will leave, with either a custo-

mer or in(juirer. We all have entered stores at times

when, upon inquiring of the clerk as to what a certain

article' was and what it was used for or in what manner,
received the reply, "T dunno." All he or she did know
was that it retailed for so much and that was learned

from the j)rice tag. You wouldn't consider that clerk

capable of selling you a large bill of important merchan-
dise, and neither would 1. If such a clei'k always waited
upon me when I entered that store I would eventually

withdraw my trade and deal with a store which had sales

ch'rks who know their business.

P>K AnLE TO Answer Aia, Enc^uirhos

Tlic ch-r-k, however, who has his emi)loyer's interests

at heart will try and acciii.iint himself enough with the

store's i)roducts to please Ihc customer by anticipating

his wishes. He will give his best to the customer's en-

(piiry and give the most I rilling detail of any ])roduct

the store Tn;iy he liaiidliiig to llie ciislomer's siitisraction.

In the majority of cases the trouble experienced with

an unproductive sales force is not so much iho. fa\ilt of

the proprietor or the store's merchandise as it is witli

the sales clerks themselves. There are many sales clerks

who think they are only an unimportant cog in the com-
mercial life of the store. "Why should they try to build

up a trade for the store, when the boss would be the

only one to profit thereby?" The quicker the proprietor

who has clerks of this tyjie in his store gets rid of them
and replaces them with clerks of the efficient type, the

quickei' he will stop losing customers and see his profits

grow.

Clerk Also Helps Himseli

The sales clerk should always remember that he can
help to establish a place for himself as a person of im-

portance in the locality, providing he is polite and cour-

teous, and becomes the counsellor of the store's custo-

mers. Therefore, the more he pleases his customers the

more he will grow in their im])()rtance, the more he is

thought of by the store's trade, the more valuable he will

l)ecome to his employer, and the better his employer will

be enabled to advance him.

A house divided against itself cannot stand ; neither

can the sales clerk be disloyal to his employer and be-

come a successful sales person. A fair example of how
this often works ot;t can be cited in the following recent

occurrence : An elderly man recently entered a grocery

store, and during his conversation with the sales clerk,

who was waiting upon him, asked him, "How do yon
like your work here?" The sales clerk did not recognize

the importance of loyalty to his employer. The next

day the same man entered the store and refused to be

waited upon by the same sales clerk, replying that he

himself had employed clerks in a store and he would not

employ a disloyal clerk, nor be waited upon by one.

Cordial service, sincere politeness, loyalty and cour-

tesy are the principles which the sales clerk should ob-

serve every minute he spend in the store.

PREPARE FOR SPRING BUSINESS

It seems part of the order of Nature that Spring is to

be the "dress up" period of the year'. Trees leave.

Grass sprouts. Flowers bloom. Houses are remodeled
and painted. Man buys new and bright raiment.

There is an inborn feeling that Spring is the time to

lay aside the old and come forth with the new. The
dealer who fails to appreciate this feeling is thereby

(;reating the impression that he is a back number and
does business in a haphazard manner. Prepare for

S])ring. Re-arrange your store, changing locations of

stocks on your floor. Tear down the old signs and
put uj) new ones. Change the divisions of yotir stock,

bringing goods used for Spring and Summer to the

front. Display Spring goods in the window as early

as possible, heralding the coming of Spring. Your
sloi'e will then seem to be a new store. The remarks
of your h-ade will tell you tliey take notice of changes.
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Office Chairs Combining Price, Quality and Utility

THE business man customer of yours is going to demand
Price, Quality and Utility in making his selection of

appropriate office chairs. These chairs, therefore, combin-

ing as they do a somewhat lower price with careful

workmanship, sturdy, serviceable design, and last but not

least, comfort, will be the immediate selection of the man
who appreciates real value.

These three styles shown go well together and are suitable

for practically any size office. For the school teacher also,

the practical common sense design affords long time use-

fulness. Careful finishing enables these chairs to stand

average abuse both in the office and in the school, and
still retain their good looking qualities. Bear these chairs

in mind when quoting on School Board supplies.

Let us put a sample of each on your floor so you can

judge their worth and re-order when necessary.

70 -SIDE CHAIR

73—ARM TILTER 72 - ARM CHAIR

THE NORTH AMERICAN FURNITURE CO., LIMITED
THE OWEN SOUND CHAIR CO., LIMITED

OWEN SOUND. ONTARIO
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I
Bentwood Chairs

|
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BENTWOOD CHAIR No. 1800 is light in

construction, yet is strongly built to stand a

lot of hard usage, and is used extensively for

Ice Cream Parlors, Restaurants, Factories,

etc. In fact opportunities for its sale are practi-

cally unlimited, and you will always find it

an excellent seller. This chair should be

stocked by every dealer.

We Manufacture

Reed
Furniture

of every description

Dining Room
Suites

AND Chairs

Living Room
Chairs, etc.

No. 1800

CHAIR No. 920 is particularly suitable

for kitchen use, and in many cases can be

used in the dining room. Strong and

serviceable it gives real satisfaction.

A line from you will bring further

infortnation regarding our

complete line. No. 920

The North American Bent Chair Co. Limited
Owen Sound, Ontario
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BUY AT HOME
Under this striking heading the Sydney (C. B. ) Post

prints this in three column space among its local adver-

tisements :

"First patronize your own town or village merchant; he

knows local conditions and local requirements. He, if

living in the village, is probably part farmer, part mer-

chant; if living in town, is only a graduate from the farm.

The local merchant whether in village or town is an econ-

omic necessity.

"For a moment, give thought to the first question that

arises. What I do without the local merchant, where would

I get the ordinary necessities of life?

Buy From The Local Merchant

To whom do vve look for everyday necessities—Kerosene

Oil, Sugar, Tea, Flour, etc.,? Some of these lines many
merchants veil us, are sold without a cent of profit, and

they are lucky if they obtain overhead expenses, they are

supplied simply as a friendly accommodation, very often

are carried on the dealer's books for months, sometimes not

paid for at all.

"If making use of the local merchant js an accommo-

dation, why not in all fairness honor him wi^h those dollars

that we send out of the community for the more intimate

and personal requirements?"

ARE YOU GETTING YOUR TOWN'S BUSINESS

Many merchants might ask themselves this question and

they would perhaps find it difficult to answer. It is very

helpful to know with some degree of accuracy just what

percentage of the business of your town you control.

As a means to an end, take a list of ten of your leading

sellers and endeavour to ascertain the per capita consump-

tion of each. Muliply the figure by the population of your

town and you are then in a position to judge from your sales

of these particular items, whether or not you are doing the

volume of business the figures indicate.

By giving this subject a little study any dealer would be

well rewarded by the knowledge it would give him of the

sale of the different products investigated and in the satis-

faction of knowledge where he stood in relation to his

competitors.

i;iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiMiii:i

NEWS OF THE TRADE
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E. Zeigler, sales manager of the Elmira Furniture Co.,

is on a business trip for the firm in Western Canada.

W. R. Phillips, Ltd., makers of frames, mirrors and

mouldings are locating in Oshawa, Ont.

The Coluinibia Graphophone Co. intend enlarging their

Parkers' Ltd., Calgary, have added a furniture and car-

pet department to their business.

George Lippert, Sr., father of Hefb. and George Lippert

of the Lippert Furniture Co., Kitchener, Ont., died within

the month from blood poisoning.

R. A. MacGi'llivary of
. the Kitchner Furniture Co., has

been appointed sales manager of the Wiarlon Furniture Co.

S. M. Smith, an old:time funeral director at Listowel,

Ont., died there recently.

C. Henri Duclos, who has been president and owner of

the Crown Furniture Co., Limited, of Quebec City for six

years, has decided to run the company in future under his

own name as successor to the Crown Furniture Co., Limited.

Are you putting our

labels on your Mar-

shall Cushions?

The public demand it.

No cushion guaran-

teed without our label.

Marshall Ventilated

Mattress Co., Limited
Toronto Winnipeg (Parkhili)

Chicago London Eng.
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News Of The Canadian Furniture World
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J. J. Ricliardson, has sold his furniture and hardwar;"

business at Markdale, Ont., to Walter Perkin.

The Monlreal Uphols'!erin^f Co., with headqualers at 161i>

Clark Street, Montreal, have opened up On ario show-

rooms at 99 King Sljeel. West. Toronto.

The Phillip? Mfg. Co.. Toronto, are bringing out a new
catalogue covering their lines of mouldings, frames,

framed pictures, mirrows and sundries.

The Heyv.'jod-Wakeneld Company of Canada. Ltd., has

been incorporated as successors of the Lloyd Mfg. Co.,

to manufacture The Lloyd patented loom produ( Is in baby

carriages and furniture.
,

Mr. Thos. F. Sherrard, father of J H. Sherrard. president

of Simmons, Ltd.. Monlreal died rctputly at Moncton, N.

B,, age 88 years.

The Strand Houst T urnishing Co , Toron o, has been

registered.

Young-Canada Products. Ltd., hi.s been registered at St.

James, Man., to make woodenware, tovs and furniture

Capital, $20,000. Richard Power manufacturer, is head

of the new company.

The Owen Sound Chair Co, recently sent two carloads

of chairs to Ottawa for the new Parliament Buildings there,

that company having the contract for supplying chairs for

the new buildings.

J. A. Minchner. manager of the Njrih American Furni-

ture Co., Owen Sound, Ont., who reccntlv visited Grand

.'iiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiMniiiMr

I

Folding

I Chairs
Now is ihe season to stock

loldirg chairs. With the

coming ot summer the de-

mand is increaied, as ihfy

are parlicularly convenien!

for all oul-dcor purposes.

Dealers c n also rent ihem

at all tin e» cf the year for

social gatherings etc,

This it a live line to

carry— dfcide on your

Older row.

Chair No. 112
Natural Clots

Finish

l'lllliil1lllllllli[lllllNllillllllll1i;i!lllll:iltlllllllilllllltil

I theCHESLEY chair CO., LiiviiTED

I
CHESLEY ONTARIO
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Rapids. Mich., states that while conditions in the Canadian
furniture indu.«;ry are not ideal they are better on the

whole than on the other side. Mr. Minchner is hopeful

of considerable improvements in the next month or so.

The Jewett Phonograph Co., of Canada Ltd., Wind.sor.

Ont., was rectn ly gian'.ed a federal charter t > manufacture

and deal in j)honographs records and other a(Cf5?ories.

Capital $9.S0.()00. Two of the incorporaCrs ar-^ E, H.

Jewett and J. M. Seymour. Ijoth of Detroit,- Mich,

Daniel Kncchtc! of Hanover. Ont., has offered '.:) purchase
the J. S. Knechtei residence in that town and pi^"S2nt it to

the municipality for a lic.-pital. Mr. Knech el also offers

to donate $5000 towards equipping the building.

The North Americim Furniture Co., lArr.'.'.-'A, Owen
Sound, On ., cortemplate throwing open 'h?'r showrooms
to ihr- pi;.blic and ihu.- giving the citizens of Ow:n Sound
an opportunity of examining the high-class furni ure pro-

duced by thi< ccmponv and its a.ssociate, ihe Owen Sound
Chair Co.

The Victoriavillc Furniture, Ltd., of \'^ictoriaville, Que.,

are now making a line of solid walnut finniture. This

is being trade-marked and sold under a guarantee to the

effect that solid walnut only is used in all exposed parts.

This conrpany recently opened display rooms at .366 St.

Catherine Si. Fas'. Monlreal. with N. J. Cole in charge.

The Compf) Comjiany Ltd., Lachin'^. Que., have been in-

corporated to manufacture and deal in irramaphones, and

o her mu'~ical ins.riinunts. Capital $100,000. Amons the

incorporc.'tors are J. S. Lovell and C. D. Mr.gee, bo'h of

Toronto.

J. Oliver & Sons, L' d., furniture manufacturers. Ottawa,

are this year cel^-brating their Diamond Jubilee. b?ing their

60 h. anniversary in biis'ness.

Dupuis Freres, Ltd . condu'led a -".i4th .anniversary

progress" sale during the month of March.

Joshua Kaiser, bed msnufac'urer, at 570 R'chmond
street, west. Toronto, is d^ad.

J. F. Cairn?, L^d., hiw^ sold their busjnes-- r.t Saskatoon.

Sask.. to the Hudson's Bay Co.

F. Mo?3, formerly proprif or of the Preston Furniture Co..

has been appointed Canadirn renresentative of the Freiber'j;

Mahogany Co. of Cincinnati, with headquar ers at Toronto.

W. Leslie Brown of Fb^iv^le, Ont. hr.- nurohr.sed !'::•

furniture business of S. S Russell at Ern On^;

C. Homer Ford, of the Interior Hardwood Co. Ij*d..

Kitchner. On'., with his \\ife, visited the U. S. Pacific C )nst

cities recen'ly.

The North American Furniture Co., Owen Sound, Ont.,

have opened a factory showroom for a combined exhibition

of Itheir product as well as that of the Owen Sound
Chair Co.

Alym's, Ltd., Montreal, held a successful "Made-in-

Canada" exhibition and sale during the past month. The
Mayor of Montreal opened the exhibition.

E. A. Stevenson, formerly manager of the Rcial Phono-

graph Co., has been ai)poin'.ed mana2;er of the phonograph

department of the Gold Medal Furniture Co.. Toronto.

That company intends to greatly enlarge its litre of phono-

graphs, and will also appoint dealer agents.
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No. 2015 Dresser No. 2015 Vanity Dresser

This attractive suite is made of gumwood and can be supplied in either Gum
or Ivory finish. We can also supply you with bedroom chairs and bench to match.

No. 2015 Chiffonelte No. 2015 B. Bed

The Krug Bros. Company, Limited
Chesley Ontario
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ARE ELECTRICAL GOODS A PROFITABLE
SIDE LINE FOR FURNITURE STORES ?
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One Canadian firm that is making a success with it—The experience of a U. S. furniture dealer.
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The retail lurnilure dealer who is not handling a side-

line of electrical supplies and fixtures today is mis-

sing business and profit he could ohtain by im-

mediately inslalling a line of electrical supplies; for today,

as never before in the history of the world, there is a pop-

ular demand for electrical goods. Thus said an American

furniture dealer in discussing business conditions across

I'he border with one of our representatives a few days ago,

On looking through our Canadian papers, after hearing

such a remark, one is struck by the thought that few of

our Canadian dealers handle electrical goods at all. There

undoubtedly is a reason for this. We have not so many
large centres as the United States, but we are living in an

electrical age.

The Burroughes Furniture Co, Ltd., Toronto, is one furni-

ture firm that has grasped its opportunity and is making
the best of it. For they are quick to see that this is the

electrical age.

Houses built today are prepared for electricity. The
coal oil lamp is almost forgotten means of light save in

the very small out-of-the way towns not large enough to

support a power plant.

There is a retail dealer located in our next town, said the

American dealer above referred to, a man who only recently

established electrical fixtures and supplies as a sideline

—

but within the first six months he discovered ibis particular

Thin Tor iit.o fnniiluic house takef bi." space tjuite frecinently to tell of

their electrical lamp liiieH.

business exjjj.nded to such an extent that he was forced to

turn it in.o a department and operate it as such. Today he

is recognized as a dealer who carries a complete and
thorough line of guaranteed electrical goods, and he says

that adopting the electrical sideline was the biggest step

toward success and early retirement from business he ever

registered;

"It "was funny," this dealer told me in conversation the

other day. ' A former salesman of mine chanced to open

up an electric house in a town of some 20,000 and two

years later, passing through on a visit, I drop in to see

him.

"Now mind you, limes were supposed, to be hard

Money was scarce. Business tight. Yet, during the 25

minutes I stood in there talking with him, his clerks sold

$3.55.75 worth of stock. No, it was not charged. Some paid

cash and two gave checks—^but those 25 minutes decided

me that vacant space in my store should be put to work.

"I spent an hour talking with him, getting inside in-

mation on steps to take in putting this new line across from
my end of the game. When I boarded the train for home
I was prepared to c>pen my new department.

"My first step was to stock up with reliable goods. The
stock I handle is of the best. Guaranteed by the manu-
facturer I can place full faith in it. And since opening

this branch I have found this one of the greatest boosts

for the electrical line.

"To handle inferior grades of stock that sell for low-

prices and that give satisfaction once or twice only to

become useless after the third or fourth time used is what

causes the people to become disguislted and say: 'Them
newfangled devices they're getting out nowadays ain't worth

lugging home.' It is the manufacturers of the cheap articles

that harm advancement of the guaranteed stock.

"The advajitages of this line are easily seen. Every-

time I see a building permit has been issued I immediatly

get in touch with the builder or contractor and acquaint the

builder of niy stock of fixtures. This leads to the sale of

bulbs, hanging clusters for the parlor, dinneingroom and
boudoirs; it leads to the sale of electric irons, vacumm
cleaners, waffle-griddles and percolators. It leads to the

sale of electrical "steam" heaters and washing machines.

A card of congratulations to the couple starts it off, a

visit begins the work, and if I learn they are to occupy a

house it means sales of both furniture and electrical goods

by mv establishment.

"The electrical line should be carried by all furniture

dealers, for it is a profitable line and a business maker
for furiture sales also.

ON THE EASY INSTALLMENT PLAN

"What's all that noise gwine on ovah at you' house last

night?" asked one old colored woman of another. "Sounded
like a lot of catmounls done broke loose."

"Dal? Why dat was nothin' only de gen'man from the

furniture store collecting his easy payments."
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GOOD THINGS FROM OUR EXCHANGES
Arranging The Furniture Stock— Coa/ of Not Selling— Were I a Furniture Dealer—

Brighten The Store— What Dealers Must Do.
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ARRANGEMENT OF FURNITURE STOCK

THE modern retail furniture dealer has a real problem
in the proper grouping and arrangement of his stock.

The relation of stock display as the largest individual

aid in selling and making for a rapid turnover has become
generally recognized, while the consequent sales thus at-

tained naturally reduce the overhead or operating costs—

a

situation which all progressive retailers are striving to bring

about. The need for proper arrangement, grouping and
display of stack on a definite plan is apparent.

A well-defined, logical relationship should determine the

linking together of departments. For example, the stove

and household ware sections might be adjoinins;, the one
acting as a suggestion of additional purchases of items for-

gotten or unthoughtof, as well as being a real convenience

to a customer. An efficient layout of store plan has the

added advantage of economy because a smaller number of

salespeople can satisfactorily look after a larger section of

tlie floor, being a practical illustration of the constant effort

to keep overhead expenses at a minimum.
It cannot be stressed too strongly here that since condi-

tions in different communities vary so widelv, it would be

folly to try to duplicate the grouping and arrangement of

stock exactly as found in another store. Especially is this

true in stores in different retail sections of a city catering to

varying classes of trade, or in stores in the smaller com-

munities. Each furniture store has, in the main, its own
grouping and arrangement problem, which will be affected

by the size and variety of stock carried, as well as the avail-

able floor space.

It is evident that to obtain the most satisfactory results,

your stock must be arranged for display and grouped in the

way thaat a study of your particular conditions clearly

shows to be the most helpful for your business and your

customers. Accessibility of merchandise to salesmen and

customers is a prime consideration.

—

Pacific Furniture

Trade.

THE COST OF NOT SELLING.

AN interesting merchandise journal suggests that dur-

ing the past year manufacturers, wholsalers and re-

tailers have learned a good deal about the cost of "not

selling."

The cost of selling has been and should be discussed a

good deal, but the "cost of not selling" is far greater than

the cost of selling.

The cost of goods which remain on the shelves is a good
deal more than what was paid for the merchandise, plus

the cost of delivery at the store. Money is tied up in them
and so is the valuable space they occupy.

The longer the goods are kept the less valuable they be-

come, yet their cost is increasing. The alert merchant is

constantly studying merchandise with a view to only buv-

ing what he is quite certain can be sold within reasonable

time, but the man who so conducts his business as to entire-

ly avoid buying very slow sellers and shelf stickers, has

not been born yet.

Great care in buying, not yielding to the temptation to

buy loo much, is essential. When something doesn't sell

the thing to do is to display it conspicuously, call attention

of customers to it and see that it is sold, not six months

from today, but now, before the goods have become stale

in appearance. Sell them anyway and by making whatever

special extra efforts are necessary. Then the cost of not

selling will not be such a big item.—Grocer's Magazine

WERE I A FURNITURE DEALER
I would paint my name on the fences;

I would picture my goods on the sheds;

I would send my cards to the brides-to-be.

And call on the newly-weds!

I would make a list of the granddads,

And the dear grandmothers, too;

Of the preachers and painters, the workmen and women.
The poor and the well-to-do.

And I'd deluge them all with letters.

Explaining their need of me!

I would picture my store as a bit of the town

That everyone in it should see!

And when they arrived, I'd extend the glad hand

The moment they entered the door;

With so hearty a greeting, that after the meeting

They would buy all their goods at My Store.

—Adapted from Westinghouse "Light Touehes."

:iiiiMiiii[t!iiiiiiiiiiii IIIIIMIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIMIIIIIMIIIIIIIMIIIIIIIIIIIM'.:

I

SPECIAL
I

Our new lines of Pictures, I

Statuary, Floor Lamps and 1

I Silk Shad es, and Serving |

I Trays will be photographed |

I
by May 1st. I

f Dealers who require stock of these |

1 hnes should write today for photo- |

1 graphs and price list.
|

A very large selection of
|

new lines.
j

I

G.L IRISH
I

499 Queen St. West, Toronto
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A FURNITURE MANUFACTURER DISCUSSES
BUSINESS LEADERSHIP
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H. B. Smith tells Eltoii Jolmson in interview for Business Methods qualities that make for success
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The First Quality

"What do you think i- the first quality a business man
must have to build up a bij; business or lead a great com-

pany," Mr. Smith wa- ^sked.

"A reputation for veracity, uprightness and honest deal-

ing" he replied is one of the greatest assets a business man
can have. No man in business can successfully conceal

his inborn qualities for very long-—truth.

The twenty-five thousand dollar a year executive is less

conscious of his authority and position than his forty

dollar a week clerk. If you ask a favor of a minor official,

you MP. sometimes liable to be met with a curt rebuff.

Take your request to the man at the top and you are, as

a rule, assured of the utmost cour esy and consideration."

"Can a business man develop these qualities of human-

ess," "Yes, although, sometimes I think that they are

part and parcel of certain men's natures They may, how-

ever, be developed by keeping the mind free from preju-

dice and by acquiring a sympathetic, human outlook on

life."

"Salesmen have told me." the interviewer remarked,

"that it is invariably easy to get in to a big executive.

Thai's a rather c-.uious fact, isn't it, when you consider

how valuable an executive's time is?
'

"Still it's very true " replied Mr. Smith, "its the human

(jualitv that makes a big man approachable."

PjCKiNc; Out Men

As head of many big comapnies, Mr. Smith is often call-

ed upon to pick out . men for various positions. "What

are the rules which apply in choosing personnel." he was

asked.

"There is no se\ rule. Making; selections is largely a

matter of intuition, backed up by a close scrutiny of past

record, reputation, etc. Many men chosen for minor

nofit'ons arc young men, just entering business life.

Starting them rightly is usually of ths upmost importance

to them. A voung man who has not yet learned his capac-

ity should, whenever, possible, be given a position in

which he can find out just wh5:t he is made of, and one

which will bring out his capabilities. It is a great pleasure

for me to run across a young man hard at work at his

firrt job, to find him happy and loyal to his employer,

and tn learn from others he is succeeding."

Although Mr. Smith would probably deprecate mention

of the fact, i' is timely to state here that he widely known

ill business circles throu.ihout the Dominion for his prac-

tical exemulification of the ideas he expressed to the writ-

er, as in the foregoing. His boyhood associates who have

not ' limlied so hi.ih on the ladder of success speak to him

affcctiona'ely as being "wilhout side" and always sincere

in his srecitiiig on occasions when they come in contact

with him.

A INativo Canadian

H. B. Smith was born in Owen Sound. Onl., and has

had inucli tc. do with the making of the l)ustling little city

IN
analyzing the qualities which have made some men

such an overwheimiing success in industrial and commerc-
ial life, it was found that all men had not travelled the

same road to success, l)ul that there were certain definite

qualities which s aniped a man at once as "big."

Few men in Canada are better qualified than Mr. Hor-

ace B. Smith to tell of the qualities that make for success

because he is one of the outstanding Canadians who have

"delivered the goods." His own executive ability is con-

stantly in demand in many and varied important enter-

prises. He is president of the North American Furniture

Co. and also president of the Owen Sound Chair Co. Be-

sides he is a director of Canada Steamship Lines Ltd:

Director Dominion Slcel Corporation; President Colling-

wood Shipbuilding Coiniumy Ltd; President Halifax Ship-

yards Ltd; President Northern Nayigation Co. Ltd.: and

Vice-President Parry Sound Iron Co. Ltd.

He is a hard worker and constantly on the move but his

urbanitv is unexcelled and he does not "ruffle".

In the course of an interyiew it was learned ibis execu-

tive thought about leadership—how it was obtained, the

responsibilities it brought in its train and how it could be

observed cv n in I ^'.ir-r wriiten fr<- i one business man to

another..

I III cniiit ioiKil I'l'css

HORACE H. SMITH
Prosidcnl, M, A. Furniture Co. and Owen Sonnd Chair Co.
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on the shores of Georgian Bay, where he is j)roudly re-

garded as a native son.

Until recent years, he made his home in Owen Sound.

Before deciding to devote his whole time to business oper-

ations some thirty years ago, he practised law in his home
town.

Mr. Smith is apparently in the enjoyment of remarkab-

ly good health which is a great aid to him in meeting the

s:renuous demands of business upon his vitality. He is

a quick thinker and an easy conversationalist, with keen

appreciation of humor and a high regard for the amemi-

ties which make this old world a good place to live in.

He has not much regard for the business man without an

honest reputation— if a business man acquires the reputation

of being shiftv. crafty, unreliable, the men with whom he

comes into contact will soon learn to discount all he says.

"The old copy book maximum — 'Honesty is the best

policy' — has never been truer than in the business world
of today. A reputation for honest dealing, if it is a gen-

uine reputation, will carry a man far. Such a reputation

is not built in a day. The besi possible advice to give a

young man is — "Build up a reputation for true worth
and all the rest will follow.'

Men To Be Trusted

"The men at the head of big business today are there in

a large measure because they have demonstrated through-

out their lives that they are men to be trusted.

"The biggest men in business today are the most ap-

proachable and the kindliest.

A LESSON IN PERIOD FURNITURE DESIGNS
The Hepplewhile T^eriod Design.

THE designer of today who is giving attention to the

reproduction of the English period styles will find

much in the dcsigjis of Hepplevvhite to gain for that

style earnest consideration; for ihe designes of Hepple-

white, although in most every instance designed before

1788, may be used with perfect freedom today in adding

embellishment to modern furniture.

Of all the famous cabinel makers of the eighteenth cen-

tury, and they included ChippendLile, Sheraton and the

Adam brothers, none produced such a small number of im-

practical designes as Hcpplewhite. Nearly every one of

his designs shown in his book, "Ihe Cabinel Maker and

Upholsterer's Guide." published in 1788, can be used to-

day just as it WAS originally created. Although formality

was the rule of his timf in the ma ter of household

furniture, Hcpplewhite managed lo incorporate richness in

his designs while still observing

the general demands of the per-

iod. Of course, Hepplewhite's

reputation rests most firmly upon

his chairs, and in the chair he

shf'wed a distinct preference for

the shield-back. However, he

gave his attention likewise to the

designing of other furniture and

managed to give the various pieces

a distinctiveness that has marked
111- work as unusual even to this

day of great achievement.

In his designs he favored ovals

and curves of all descriptions.

Hii table tops were inlaid or

pi.'nied by noted art^ s of the

dav. His furniture, as a rule, was

made lighter than was that of

Chippendale, and he depended

for enriching his effects upon a

generous use of pier glasses and

I'lirrors. Hcpplewhite was one of

'he few designers whose works

c-n be observed today just as he

designed them for his book. "The
Cabinet Maker and Upholsterer's

Guide," published by A. Hcpple-

white & Co. in 1788, is said to be

found in the princpal libraries

and can be consulted at first hand.

uho know were smaller, it would still be a matter of wis-

dom to cling to accuracy for the benefit of the sophisticated.

The accon'panying plate gives some general idea of the

characteristic Hepplewhite designs as applied to various

pieces of furniture.

Hepplewhite was partial to inlaid and painted designs

and the inlay was always beautifully simple. His chairs

and other furniture were in reality first covered with a coat

of Japanese lacquer, and on this ground the delicate orna-

ments were jiainted. Gold on a black ground was a favor-

ite combination, and the ornamentation for the most part

inclined toward floral designs.

In adapting the motifs favored by Hepplewhite to the

furniture of the present day, care must be used in preserv-

ing the general fitness of things. Ordinary furniture can-

turned into a Packard by changing the hubs. The design

has to be either all Hepplewhite
or not Hepplewhite, and the de-

signing of the furniture in :he

beginning. For that matter the

siune rule holds good in ih? adap-
finite carrying out of the period

idea must be planned with the de-

lation of any period design.

Of the customers who buy fur-

niture in Hepplevvhite design, nine

out of ten will select a suite witih

some definite object in view and
with some definite understanding
as to what it represents. Even
though the proportion of those

who know were smaller, it would
s'ill be a matter of wisdom to

cling t oaccuracy f;>r the l)>nofi;

of the sophisticated.

FACTORY AT HAVELOCK
Ihe Superior Furnitur,-" Co..

Ltd.. recently incorporated, is

moving its headquarters from Nor-
wood to Havelock. Ont.. where
they propose nuiking their line of

vicker furniture. The company
h; s issued a prospectus ofTerins

i shares of 8 per cent, preferred
-(ock a! SlOO a share
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THE MAXWELL
Sanitary Copper-Alloy Vault

4fc ^

"Positively the best in the World"

ABSOLUTELY GUARANTEED
for FIFTY (50) YEARS

to resist RUST and CORROSION
WATERPROOF - AIR PROOF - VERMIN PROOF

Because:
Manufactured exclusively of Copper Bearing Steel—the most rust-resisting Steel or Iron

known to the art.

All Seams are Oxy-Acetylene Welded.

The cover is securely fastened by the Famous Patented Maxwell Eccentric Sealing Clamps,

and specially prepared Perpetual Gasket positively seals the vault and excludes any possible

penetration of water or air.

Sturdily and Rigidly constructed. Re-inforced Cover. Will withstand the severest re-

quirements of a Burial Vault.

BRILLIANT COPPER FINISH

All Maxwell Vaults are now finished inside and outside with a beautiful, Brilliant Copper
Bronze and this rich color is very attractive.

Dominion Manufacturers, Limited, Toronto, Ont,
Succetaora to

National Casket Company. Toronto, Ont.
The Semmens & Evel Casket Co. , Ltd, Hamilt n, Ont. and

Winnipeg, Man.
Vancouver Cisket Company. Vancouver, B.C.
Winnipeg Casket Company, Winnipeg, Man.

Successors to

The Globe Ca«ket, Company, London. Ont.
Girard & Godin, Limited, Three Rivers and Montreal, Que.
Christie Bros. & Company, Limited, Amherst, N. S.
D. W. Thomson Company, Limited, Toronto, Ont.
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Funeral Service Department
Problems affecting the Profession are here discussed and readers are invited to send letters express-

ing their views on any of the subjects dealt with—News of the profession throughout Canada.

FUNERAL DIRECTORS hold MUNICIPAL NIGHT
OIIIIIIIIIIIIMIII IIMIII IIIIIIIIIMI II I I MIIMIMIMIMIII IIIIIMIIMIMIIIII IMIMIIMIMIMIIMIMIIMIIIIIIIMMIIIIIMIMIMIIIIIIIMIIIIIMIIIIMIIIIIIIMI Illll IIIIIIIIIIIMIMIMIIMIMIMIIIIMI Illlllllli IIIIIMIMIMIMII IIIUMKI

Offioers of Dominion and Ontario Funeral Service Associations meet and discuss coming convention

and tender complimentary dinner to W. S. Yule of Swift Current—Some splendid suggestions.
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AROUND-TABLE Talk was held on the afternoon of

Friday, April 7, in the library of the Orntario Club,

Toronto, by the officers of the Dominion and Ontario

Funeral Service Associations, followed by a tesitimonial

dinner to Mr. W. S Yule of Swift Current, Sask., tendered

by these officers and some of his Toronto friends among
the funeral directors. Among those present at the fundtion

were Messrs. C N. Greenwood, president, and W. S. Yule,

vice-ipresident of the Dominion Association; Fred. Scott, 2nd

vice-president: F. W. Matthews, W. S. Hulbig, sec-

retarv, and N. B. Cobbledick, treasurer, of the Ontario

Association; D. M. Andrews, Do-minion Manufacturers,

Ltd.; Roy Wansbrough, Sterling Casket Co.; F. J. Mc-

Arthur, Cobourg; W. J. Stewart, C. E. Burgess, Harry Ellis

and James O'Hagan. A number of others from the city

and out-of-itown wrote expressing their regrets at not being

able to be present. President Britton and Past President

Morris were ill: business prevented N. Boyd, Mitchell, and

Norman Brandon, St. Mary's, ifrom attending; a funeral

prevented D. McGill, and Wm. Speers was out of town.

The afternoon gathering partook of an open discussion

on association affairs and the coming convention of both

the Dominion and Ontario bodies. A special committee

composed of Messrs. Andrews and Hulbig was appointed

to look ini'o the question of a joint exhibition and conven-

tion this year.

The matter of the school and a lecturer was as well dis-

cussed, the concensus of opinion being that Prof. Worsham
be invited to conduct the school and ledture at the conven-

tion as well. Mr. Scott made a number of interesting sug-

gestions, which Mr. Hulbig will work up for this year's

program.

After a full discussiion by all present as to the experiences

of other bodies in their annual conventions and as to the

best means to pursue this year the meeting adjourned for

supper.

Funeral Directors Hold Municipal Night

At the tesliimonial dinner tendered Mr. Yule, W. J. Stew-

art acted as chairman and toastmaster, a post he most ac-

ceptably filled. After disposing of a choice menu, the

toasi'master in a well set little talk told o^f the needs of

funeral directors as professional men; of the present-day

methods as compared with the ipast; and of the hopes for th(

future. He introduced each speaker, neatly turning h\f\

remarks in the direction of some characteristic or hobby of

the person about to speak, thus making a continuous thread

of thought throughout the evening's speeches.

Mr. Yule was surprised and pleased at this tesSmonial

from his friends. He had been much interested in the

afternoon's talk of bigger and better things for the coming
convention. He spoke cf the Saskai'chewan Association

and of the happenings in association matters in the West
since last July, when he went to Canary to interest r.he

men of Alberta in their Association, of a trip to the coast,

and of his efforts to reorganize the British Columbia As-

sociation.

He expected to come to Toronto in September with a

good representation from the West. There would be ten

from Saskatchewan, and perhaps more would promise after

the July meeting. He assured the Ontario men that in his

province professional men were very much alive in associa-

tion work.

Mr. Yule referred to the death of Mrs. MacPherson of

Brandon, Man., and said Mr. Gardiner was instructed to

send a letter of condolence to Mr. MacPherson, who was
second vice-presideut of his provincial body.

Saskatchewan gets Attendance

On attendance at convention, Mr. Yule said 50 per cent

of the membership of Saskatchewan attend their annual

conventions. The travellers helip along this. Besides, a

series of circular letters are sent out, the first asking

for suggestions for the convention; the second telling the

profession what the travellers are doing; and the third a

talk in association and convention work.

As an educational feature he told of a funeral director

in Chicaago who is a member of the Rotarians and who
through an advertising man is sending to all funeral

directors in Canada and the U. S. who are Rotarians a

Series of letters regarding the forming of a body of directors"*-

within the Rotarians. This man is taking advertising space

in the organ of the Rotarianas educational campaio;n for

the benefit of all Rotarians, telling them of the funeral

directors' work in public health matters. These artilces

are well written and are instructive. Mr. Yule believed the

time would come when the Canadian National Association

would be taking in similar work.

Funeral men cannot live within thpunselves alone, said

GETTING BETTER E¥ERY MONTH

Dear Mr Editor,

Postal note for one dollar is enclosed to cover my
subscription for one year. Sorry I forgot to send sooner,

as I would itol be without the paper.

Jack Milling

Tugaske, Sask.. April

P. S.—Your paper is getting better every month.—J. M.
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Mr. Yule, they should work in well with all matters per-

taining to pulilie health. He instanced the ignorance of

even those in high places when it came to the matter of

knowing the proper place in the economy of life of the

funeral direcior by telling of a visit made last summer by

Mr. Shaver of Calgary and himself who had gone to Ed-

monton to interview the Public Health Department. The
lack of knowledge of the officials there was surprising.

With himself, he never visited Regina wilhoui seeing the

officials at the Provincial Hsa'kh Department, and when
these officials visil Swift Current they always called on

him.

When all is said and done and we look at the other pro-

fessions—dentists, doctors, lawyers, engineers

—

ihey were

once as downtrodden as ourselves. Today they have as-

sociations and they are getting through these associations

just what they want from the Government. So let us take

our part in piublic affairs. There is no position in our

community we cannot get. My own path was very hard

one, but I decided to be the very best citizen in my town,

and I tried to be with the result that I was elected to the

hospital board, chairman of finance, and last year mayor
of our town. If there is any advice I could give it would
be, get in and mix with the men of your community. 1

belong to the golf club in Swift Curren . a club of a couple

of hundred members, and was elected president of that

body. Golf is a great help, if not golf get into curling or

bowling, but make sure to mix up wiih the men.

More Explanation Wanted

Mr. McArthur, as a Councillor of Cobourg, did not en-

tirely agree that being a municipal officer benefited the

funeral directoi. Holding office sometimes presented dif-

ficulties, instancing the appointment of a town weigher in

Cobourg, where three of his patrons were asking him
to use his influence to get the place. Hs was glad to bear

of that Rotarian plan. He was himself a Rotarian, and

believed it developed a good spirit.

What was, waned from Association work was more
legislation. Something had been done in past, but we
should have a law preventing a man conducting funerals

unless he wa- properly qualified to do the entire work.

Another nmnicipal ofiijer was C. N. Greenwood. He

Stanley S. Riissel of Ennv. Onl., who has sold his furniture and funeral

directing business to W. Leslie Brown of Elmvalc Stan, is travellinK

for the Guclnli Cas'kct Co.. selliiu' hardwood and cloth covered caskets

in Eastrru Ontario.

was very pleased with the discussion of 'the afternoon.

He hoped all funeral directors would get in behind the

National Convention.

Cooperation Essential

Mr. Andrews spoke of co-operation as being absolutely

essential' to commercial life. He was pleased to see this

grea'er and better spiirit of cooperation between the fun-

eral director and the manufacturer. They both had ident-

ical interests. We were drifting away from selfish com-

mercialism intf) an era of h.-lpfulness and cooperation. He
hoped this spirit would gj < n. It was the spirit of public

interest.

The coming convention th's fall presents a wonderful

opportunity to funeral diiec or to spread abroad the spir-

it of community life and comiunity service. If he might

say it, he thought the conveni ion should take two forms

—

educational and entertaining—^both were essential. He
wanted to emphasize the betterment of community service

through suggestions such as were enumerated by Mr. Scott

during the afternoon.

Chairman Stewart here made a good suggestion. It

was the district club idea. Why not have district rrieetings

say every three months in such centres as say Cobourg,

Hamilton. London, Windsor, North Bay, ^tc. He could

see the mission of the Funeral Directors' Association is a

greater one than that of Rotary or Kiwanis Clubs.

R. Wansborough also spoke of the spirit of cooperation.

He hoped that a.- time went on that manufacturers and
funeral directors would be brought closer and closer to-

gether. He was heartily in favor of a joint convention and
exhibition ttns v^ar.

The chairman refeired to ihe recent funeral of the late

Sir .John Eaton in introducing F. W. Matthews, w'ho

conducted the funeral. Mr. Matthews in speaking of

this funeral told of his cordial feelings for all ris feliow

funeral directors. Phone me^^ages from all over the city

and oiut of the city ctmie to him offering their assistance

and placing at his disposal their whole plants. He felt

very urateful for this and he was glad to know there was
this spirit among the fraternity.

Work of Association

This present gathering is a splendid thing, said Mr.
Matthews, ?nd is an incident in the worth of association

work. He gave reminiscences o-f his ten years' work as

an officer in the Association, an^d said we were now ad-

vanced to the s!age where young capable men like the chair-

man and his kind must continue to build and strengthen

the profession.

One good thing was the recent amendment of the

Anptomv Act whereby all funeral directors in he Province

were made Inspectors of Anatomy. There were other

th ins:.? we wanted, too. He instanced a recent experience

with the Workman's Compensation Board officials, where
these people wanted itemized accounts for this, that and the

other thing. He told the officials that while the Board
had its way of doing things, funeral directors also had
their methods, and one of the things thev would not stand

for was that funeral ciredtors from now on were not going
to be thrown up in the corner; we have an association

which has standardized our profession . and we should

.-end a deputation to that Board to let them know that

\vc, loo, had our rights.
.
Cooperation will do this, and put

us where we should be. We haven't been getiting much
as niPTibers up to now, but we haven't been growing much.
We have a permanent secretary, however, and should

make further aiid grejter advances than in the past.

Waller Mulbig, who arranged he meeting and dinner,



April, 1922 CANADIAN FURNITURE WORLD AND THE UNDERTAKER 57

V E L
CASKET COMPANY

LIMITED

HAMILTON
CANADA

ll!llfIllllli!llll!l*IH

Best Quality Goods for

Your Particular Trade



58 CANADIAN FURNITURE WORLD AND THE UNDERTAKER April, 1922

spoke of the constructive suggestions handed out at the

afternoon meeting. It would be well, he considered, if

the Dominion Association issued a certificate or emblem to

members in its organization, along the lines of other

associations. He gave an instance of this in an organ-

ization that adopted an emblem and in three years had
standardized ils meji hers' work before the public in such a

way that the public wanted members' services.

Harry Ellis in his own inimitable way gave a lot of

practical suggestions, punctuated with wit and humor
which kept the gathering in great good humor.

Service the Thing

N. B. Cobbledick's speech was short and pithy. He
instanced sorne recent newspaper reports in which "under-

taker" and "coffin" were used. He had phoned two editors

and these men acknowledged their mistakes and promised

to try to correct in future reports. He believed with the chair-

man that "sen'ice" is what we should try to give the public,

and he instanced hoav Mr. Yule in his place always left

his office open. Meetings could be held there by any body
of reputable citizens, we might do more in this regard by

holding more frequently meetings and gatherings.

James O'Hagan expressed his regard for Mr. Yule and
made a few remarks voicing the sentiment of the pubilc

in regard to the relation between them and the funeral

director. He had great hopes for the future in the bright,

clean class of young men now entering the profession.

Mr. Yule thanked all present for the kind things said

aibout him and for the delightful evening he had enjoyed.

He would carry back to the West the good will of the

profession of the East as expressed in the various speeches

of the evening.

Toastmaster Stewart summed up the points brought out

in the different talks, and said let us never forget that the

main object of our profession is service to the piiblic. We
were all going home from this gathering a great deal

richer than when w^e came. He had been in 4 homes during

the week doing work for other funeral directors, but the

clients themselves did not know that he was not the man
who had been called in. Mr. Stewart would like to see

little gatherings like this every three months or so, and thus

build up a more fraternal spirit among all members of

our profession.

CHAMPION CHEMICAL CO. MAKE SOME CHANGES

In a desire to secure more accurate chemical control of

their products and especially embalming fluid, the Cham-
pion Chemical Co. have secured the services of C. A.

Black of Cleveland, who is now checking up on all the

raw materials and products made from formulas in the

company's plant.

Mr. Black has been foi the past fifteen years special-

izing in consulting and analytical dhemical work, and up
until four years ago he was associated with Fred A. Peck,

at one time chemist for the city of Clevland. The chemi-

cal control which the Champion Chemical Co. are anxious

to secure is very imortani as it is necessary to be insured

of uniform product cf embalming fluid especially. The
uniformity of the solution has been a big factor in the

success of Cham.pion fluid, and Mr. Black's connection with

the company should enable and maintain the high standard

of quality at which we aim.

Another ne\i face on the Champion sales staff is John

J. Sullivan who has taken over the New England territory,

succeeding Thomas F. Flanagan, who resgined after eleven

years of service to take up work for a New England
casket firm in New York, and thus be closer home, as he

lives in that city.

Mr. Sullivan is a Lowell, Mass., man and it is felt

that he will be a worthv successor to the man who has so

long been on the territory.

An additional change is that of S. K. Hayes. Mr. Hayes
has represented the Champion Chemical Co. for the past

five years in the states of Iowa, Neibraska and Missouri.

Recently he was brought into the head office to do some
special sales work there. He is looking after the jobbing

trade, and his pleasing personality should be a great asset

to the company.

No appointment of a successor to Mr. Hayes for the

Wetsern territory has been made as yet, but the company
will do so before verv long;.

C. A. BLACK

S. K. HAYES

J. J. SULLIVAN
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I CAN EMBALMING BE SAVED? I

i IS EMBALMING WORTH SAVING? 1

I Written for Canadian Furniture World and The Undertaker by |

I Prot. H. S. Eckels.
I
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There is one feature of the procedure outlined above to

which I think special attention should be called.

You perhaps noticed that, immediately after giving the

four signs, I suggested thai it "is a good plan to inject to-

ward the hand enough fluid to cause the arm to become
firm and dry and you see the four signs; to inject the fluid

through the same artery toward the trunkof the body."

This is not exactly the method coinmonly employed, but

I am suggesting it for a very good reason.

Good embalming means that our fluid shall have been

distributed evenly over the entire body. Every careful and
discriminating embalmer realizes that when the axillary or

brachial artery is used, it is necessary to reverse the arter-

ial tube to inject the hand and arm.

This usually is done after the remainder of the body is

embalmed. It serves to remove the discolorations from the

hand particularly the fingers and most especially to get rid

of the blue color usually found beneath the nails—a color

which steadily grows darker if not thus removed.

To get the fullest benefit of the above four signs devel-

oped in their order, ir is necessary to have some contrast by
which they mav be noted.

Therefore, if you will inject about a pint of fluid in the

artery direcled toward the hand and produce all the four

signs, which you can do in a very short space of time, you
will have an exact example of what the perfect circulation

of your fluid will accomplish on each individual subject.

Therefore, if you will inject about a pint of fluid in the

artery directed toward the hand and produce all the four

signs, which you can do in a very short space of time, you
will have an exact example of what the perfect circulation

of your fluid will accomplish on each individual subject.

Rou will therefore have a guide to determine what you
may expect by equally good circulatiion all over the body.

This example will be absolute regardless of what the dis-

ease might have been or of any peculiar condition found in

special cases.

Right there vou have a test suited to the needs of every

kind of embalmer whether he be of little or much exper-

ience.

You can get perfect and direct circulation downward to

the hand and you can there produce the very best effect

which your fluid will produce on that particular body.

This will serve to you as a guide and point out to you

that you should not stop the injection of your fluid until

you have brought about equally desirable results every-

where.
, !

;

'

'

Just as a test, here's another one:

After you have injected the artery downward on one arm,

make an incision on the other side and take up the vein.

Try injecting into the vein exactly the same quantity of

fluid you injected into the artery—-if you can—then see

which operatioin brought the best results and the best cir-

culation

I wish for the sake of good embalming that every embal-

mer would make this test and then think out the whole prob-

lem of circulation. The superiority of circulation that can

be obtained through the artery should convince him that a

like superiority of circulation can be obtained all over the

body by the use of .Nature's own method and Nature's own
cycle of circulation; heart, arteries, capillaries, using the

veins only for the purpose which Nature uses them—^drain-

age.

(To be continued.)

FUNERAL OF SIR JOHN C. EATON

{Continued from page 60)

wfhom were several thousand returned men, and citizens

generally.

The staff of the F. W. Matthews Co. acquited themselves

admirably throughout the funerdl. They were dressed in

black morning coats, and striped trousers; and wore wing

colors with black ties.

In commenting on the arrangements after the funeral,

Mr. Matthew? said (to Canadian Furniture World; "It is

when our resources are strained that we appreciate as-

sistance, and I would like you to say that the F. W. Mat-

thews Co. want to ihank through the press, the many good

members of the Ontario Funeral Service Association for

assisting him, and also those who offered their assistance

in the carrying out of the funeral arrangements of the late

Sir John Eaton

"You will often hear some funeral director say that co-

operation is valueless, but I would like to take exception to

this remark. Cooperaition when we need it is valuable and
it is only when a test comes that we fully realize the

fraternalism which exists among our members, due lai'gely

to cooperation and good fellowship, which is brought

albout by personal contact.

"Mv advice to all funeral directors is join our associa-

tion today so that all of us may have the strength that is

found in unity.''
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I The Supreme Achievement I

in Embalming Fhiid I

E *= c

1 The next time you want Embalm-
|

I
ing Fluid, do not merely mention |

1 "Fluid," but insist on "CaranaC."
j

I
CaranaC Embalming Fluid I

I is a specially compounded chemical
|

i which will not alter in strength, and
|

I a fluid you can depend upon.
|

I
We Ship Promptly |

j CaranaC Laboratory
|

I "The All- Canadian House" |

Peterborough - Ontario - Canada
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THE FUNERAL OF SIR JOHN C. EATON
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Describing the arrangements made for Toronto's greatest funeral—Notes and comments on the

casket, layout and cortege—Public officials attend—Co-operation of Association funeral directors.

One ol the largest funerals so far eondmled in ihe city

()f Torcnito was ihiil of Sir John Eaton, which took

place on Monday afternoon, April •> from the

Timothy Eaton Memorial Church to the family .niausoleuni

in Mount Pleasant cemetry.

It is nnnecessary to speak of some of the details of the

funeral, ?.s the daily papers of the country were filled

with descriptions of the funeral from the public s-and-

point, with liiographies of the deceased and members of his

family, and wiih illustrations of his home, the church,

the family mausoleum, and the crowds which attended

either as mourneis or as spectators.

Sir Jnhr. Eaton died on Thursday, March 30, at his

home, "Ardwold," after a month's illness, and the

family and directors of tlie T. Eaton Co. called in the

services of F. W. Matthews of the F. W. Matthews, Co.

as funeral director. After embalming the body was laid

out in the music room of I he deceased's home and frm->

the b;'dy was removed to the Timothy Eaton Memorial
Churrh on St. Clair Avenue, where from 11 o'clock on-

ward until the time for service in the afternoon the body

lay-in-state, and was vif^wed by thousands of Toronto

citizens.

The funeral service was held at three o'clock in the

afterncon, and was attended by the leading public men of

Canada, in state, professional and mercantile life.

The pulpit and the Eaton family pew were draped in

black, ;ind the chancel was banked w ith thousands of flow-

ers.

A guard of six returned men, all employees of the T.

Eaton Com|)any, stood about the casket, and this guard was

changed every half hour during the tirne the body lay-in-

state. I'hree hundred ushers were necessary to handle the

crowd during the viewing of the remains.

Five clergymen conducted the funeral service and
directors of the T. Eaton Co. were active pallbearers.

This is ?. tfood view rf

the casket and floral decor-

ations at the Sir John

Eaton funeral. The church

arrangements were as near

perfect as it was poSEihle

to have them. Staff of F.

W. Matthews Co. in rear

who arranged the flowers

and set out thi casket.

hiiiiiitiii'diiiiiiiiMiiMiitiiiin'iiM

Thursday to the following Monday was viewed by the

family, relatives and personal friends. During all that

time the hou.se was l)esieged wi h callers and with floral

offerings. Many of these latter were sent to the hospitals

of the city. The floral tribuies at the home and church were

beautiful, costly and numerous.

Magnificent Casket

The casket was a solid bronze built on Italian Ren-

..aissance lines, with Corin::hian pillars in each corner. The

.ornaments were bund chased, and the t()p had a full length

cover of plate glas^^. as well as a hinged jjlate and a hinged

lid. ^'lie inlctior Irim w;i' linefl with lufted corded silk,

.
dull finished.

The casket bMlh ir llic liornc and in tlic cluncli reslcd on

solid mahogany calaf iili|ue placed, on silver-tip|)ed

Russian Ix-^r rugs, showing two beads mounted.

.Ml.T ;i laniilv scivicc in ll:c lionic on Mondav moiiiin;^,

The honoraiv pallbearers were Grant Hall, Vice-President

C. P. R., Sir Robt. Falconer; Sir Henry Pellatt; Sir Wm.
Mulock: Gen. Bickford: Col. Dr. Herbert Bruce: Sir Wm.
Osier; H. H. Fudger; E. R. Wood; Wm; Dobie; H. H.

William.?, and Sir John Gibson.

The Governments of the Dominion and Province were

represented by the premiers and several members of their

cabinets: th^ Governor-General was represented, and the

Lieut-Governor was present; as was the Mayor of Toronto

and members of the council, members of parliament, and

prominent offieials of cliurch and state, and professional

and mercantile life.

'I'he funeraT cortege, which was a motor one, passed

through slrcels lined with "thousands of spectators, order

being maintained by the police. Following the hearse

were the mourners, sons of the deceased, directors of the

company, public officials, employees of the store, among
U.viilinued on pai^e 59)
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ONTARIO
Aylnier

—

Pierce & Co.

Barrie, Ont.

W. D. Minnikin,

Phone No. 431.

Bobcaygeon

—

Byng, G. C.

Bowmanville, Ont.

—

IMorris & Son, L. 'Phone 10.

Williams & Cann.

Brantford

—

Thorjie Bios.

Funeral Directors.

Successors to H. S. Peirce.

Both phones, 200.

Chatham—
A. L. Jahnke.

Dungannon —
Sproiil, William

Elmira

—

Chris. Dreisinger.

Fergus—
Geo. B. Thomson. Office phone.

194. Residence phone 209

Hamilton

—

Hinchfnrd & Son«.

ru Kinsr Street West
Dodsworth. A. H.
59 King St. W.

Robinson. J- H- & Co.,

19-21 John St. N.
Ingersoll

—

McTntvres.
F. W. Keeler, proprietor

Kingston

—

Reid. .las-, 254 Princess St.

London

—

Fprsrnson 's Sons, John
174 to 180 King St.

Midland—
A. Barrip.

M'li.BROoK, Ont.
B. R. Raper.

Phone ] Branch office.

Pontvpool. phone ring 2

short 1 long. Auto equip-

ment for all branch servi^-e.

Mount Forest-
Walsh & Weston.

North Bay

—

F. .1. Martyn.
Wagnr Furniture Co. L*il.

OriUia

—

Ar.i.winn, J. A. Phone 126
l.'iO Mississaga St

Ottawa—
Ceo. B. Rurnev. formerlv of

Kocors & Riirnev. .S3*? Som-
erset St.. Phone, Oueen 81.

Geo. B. Burney, H. B. Bur-

ney.

Oshawa

—

Luke Burial Co
D. W. Dalton, Motor Equip-

ment.
Disney Undertaking Co.

Owen Sound
Chas. H. Fulton.

Phone No. 118.

U. A. Breckenridge.

Paris —
H. Huson & Son

Schomberg

—

t\ Skinner.

St. Catharines

—

Orold) Bros.

144 14n St. Paul St-

Plcton—
Hicks & Irvine, Funeral Di-

rectors; Motor Ambulance;
phone 12,5. 200W and 200J.

St Tliomas

—

William. I'- R .
.1- Sons, 519

Talbot St.

P. R. Williams & Sons.
f -atford

—

r. veenwood & Vi\ ian, Ltd.
SS-92 Ontario St.

White & Co.. 80 Ontario St.

Downs & Fleming.
Toronto

—

CoM.ledick. N. B.

1.")n.S Danforth Ave., and
2068 Queen St. E.

.\nto equipment for all

hranches of service.

Phone Beach 7.3.

\V. N. Knechtel.
1202 Yonge St.

Motor equipment for all

branches of service.

Motor Jimbulancp.

Phone North 4400.

The Fleurv Burial Co.

685 Queen St. E-

Washington & Johnston,
7U7 Queen St. E.

Corner of Broadview.
Walkerville-

A. iN orris & Son.

Wellaud—
.1. J. Patterson & Sons.

.'Mitlierland, G. W.
Whiiby—

Nii bolson & Seldon.
Winasoi —

A. Norris & Son.

J. A. Gates.

Woodstock

—

Paul Bedford.
MANITOBA

Brandon-
Campbell &. Campbell.

Dauphin—
Farrell, A. F.

Winnipeg

—

Thompson Co., .1., 501 Mail
SASKATCHEWAN

Moose Jaw

—

Broadfoot Bros.

ALBERTA
Banff-
las. A. Reid

346 Otter Street.

P.O. Box 53. Phone 99.

QUEBEC
Montreal

—

Geo. Vaudclac. 1329-1,332 Rue
Gadieux and 68-70 Rue
Rachel. Phone. St. Louis

1203.

Tees & Co.,

912 St. Catherine St. W.
NEW BRUNSWICK

Moncton

—

Tnttle Bros.,

171 Lutz St.

St. John
P. J. Fitzpatrick,

98 Waterloo St.

The Canadian Dollar

Is Worth 100 Cents

At the Canadian establishment of H. S. Eckels & Co. (Robert S. Flint,

Manager, Toronto, Ont.), because your cheques are deposited in a

Canadian bank at full face value. That is why, despite the temporary

unfavorable exchange situation with tht United States, we are enabled

to make you a very considerable saving.

The Eckels embalming fluids are prepared in Canada from materials com-

pounded by H. S. Eckels, according to formulae known to him alone.

H. S. ECKELS & GO'S CANADIAN LABORATORIES
Robert S. Flint, Manager, 142 Quebec Ave., Toronto, Ont.
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Index to Advertisers

A
Anthes-Baetz Furniture Co 30

Armstrong Co., W. J ... .i.f.c.

Art Furniture Co 18

B
Baetz Bros. Furniture Co 30

]5iietz Bros. Specialty Co 30

IJell Furn Co. Ltd 17

0

Canadian Feather & Mattress Co.... l(i

Caranac Labortory .")9

Cliampion Chemical Co i.b.i;.

Cliesley Chair Co., Limited 48

Canadian Mersereau Co. Ltd 10

D
Dominion Mfrs, Ltd 54

Dominion Oilcloth 2t

E

Eckles, H. S. & Co 61

Evel Casket Co

a
Gendron Mfg. Co 24

Glady Uph. Co., H. W 18

(il(il.e"Werwicke Co Lt-d., The 8-9

H
Hourd & Co 22

Haywood-Wakefield Co 14

I

Inj])erial Rattan Co .3

Irish, G. L r,l

E
Kindel Bed Co T

Knechtel Furniture Co 23

Krug Furniture Co., Ltd 21

Krug Bros. & Co.. Ltd 49

L
LegfU & Piatt Spring Bed Co. . . . o.b.c.

Lloyd Mfg. Co 14

M
Malcolm Furniture Co., Andrew.... 19
Malcolm & Hill Furniture Co 1.')

Marshall Ventilated Mattress Co 4 7

Matthew Bros 22
Maxwell Steel A''ault Co., Ltd 54

MeLagan Furniture Co., Ltd 4-5
Mf-aford Mfg. Co 27
Alxnitreai Ujiholstering Co 28
Millar-Scandrett Ltd 20

N
Niirtli American Furniture Co 45

North ,\nierican Bent Chair Co 46

O
Owen Sound Chair Co 45

Otierville Mfg. Co 24

P
Phillips Mfg. Co 14

Q
Queen City F\irn. Co 25

s

10-11
Specialty Uph. Co. Ltd 20
Stratford Mfg. Co. Ltd 3
Strathroy Furn. Co. Ltd.... 13
Sidway Mercantile Co 22

1

W
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Ambulance For Sale

Six Cylinder, $650.

In good condition

Apply to Box No. 149

Canadian Furniture World
& The Undertaker

51 Wellington St. Toronto

Jlllllfllllllllllltllllll I lllillllMIM II Irllll IMIMIMIIIIIIIIIIIMI IIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIII^

Upholstery Springs |

Highest quality Upholstery Springs, |
made from the finest grade High Car- |

bon Steel Wire, oil tempered after |
the coihng operation, thus insuring |
uniform strength and "No Set." Re- =

member, the quality of your High- i

Grade Upholstering depends entirely |
on the quality of the springs you are |
using. I

HELICAL SPRINGS 1

for spring bed and mattress fabrics. |

Get the habit ; buy Canadian springs |

James Steele, Limited |

"liO ?.tt Guelph, Canada
|
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FOR SALE—WANTED
50 cents per intertion up to twenty-five words. Each additional
word two cents. If box is required 5 ccats extra to cover postage.

MANlJFACTLlRER making unusual assortment of Baby Safety

Straps and Baby Carriage Straps, Dog Harness, etc., desires re-

liable salesman to offer products to furniture, hardware and sport,

ing goods stores, on liberal commission basis. Reply staling age,

experience and give any other information of interest, outlining

territory you are in positir n to cover. Address Leather Products
Company, Patterson P.O., Baltimore. Md. 4-22-1

WANTED—A practical funeral director, one who can manage and
take full charge of a growing business. 7 years old. in New Ontario,

situated in centre of 40,000. Nearest funeral parlors at Sudbury
(east) and Kenora (west). Modern parlors; up-to-date equip-

ment; qualified staff. Would prefer man who can take half or

some monetary interest. Splendid opportunity. Box 150, Cana-
dian Furniture World. 4-22-1

POSITION WANTED—Young man twenty-five, desires position as

assistant with a first-class Funeral Director. Can furnish refer-

ence, capable of taking charge; seven years' experience. Box 157.

Canadian Furniture World, 51 Wellington St. W., Toronto.

POSITION WANTED—By young man with 15 months practical

•ixperience with reliable firm. Single, 5 ft., 11 in.; neat appear-

ance, can drive motor. Best references. Box 152, Canadian Fur-

niture World & I'ndertaker, 51 Wellington W., Toronto.

WANTED—Young man of good character, qualified Funeral Director

and Embalmer desires a position with a firm where there is a

future;. Would consider a partnership. Can invest capital. Re-

plies will be treated confidential. Apply Box 153, Canadian Fur-

niture World & Undertaker. 51 Wellington St., W., Toronto.
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AVOID WORRY
You cannot reach it via the "Champion Line"

WORRY
KOSMOLEUn

JAUNDEXO
-gTD A N CH -^^VITY

CHAMPION
CONCENTRATED

SUCCESS^ MAIN LINE CMAnPION

tiTY

COOLING
BOARDS ^^"^^-^'vo/,;

CASKET
CARRIAGES

MORGUE TABLE^^^-^^c/,

AMBULANCE
BASKETS

Do you ever lie awake at night in WORRY ?

Are you afraid the fluid you just bought may go back

on you, or the vauh you buried which has to be taken

up may be full of water }

Such fears come only when QUALITY has not been

your first consideration.

Keep to the ^^Champion Line*^ and Sleep the

Sleep of the Wise

CHAMPION CHEMICAL CO.
Dr.G. W. Ferguson, Canadian Manager, 28 Leuty Ave., Kew Beach, TORONTO

Canadian Manufacturing Plant, WINDSOR
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FOR A RESTFUL NIGHT

THE PERFECT COIL BED SPRING

"Lyrite*

is the winner of the contest held by us to

find a name for our new spring.

1st. "Lyrite" A. C. Gregory, of Gregory

& Manuel, St. Stephens,N.B.

2nd. "Le-Pla-Co" Mr. H. H. Wightman
Fort William, Ont.

3rd. "Wear-ever" Mr. Audett of P.T.Legare
Ltd. Sherbrooke, P.Q.
(Each letter of this name explainer!

some feature of the spring.)

4th. "Everest" Mr. Arthur B. Keene
London, Ont.

Where two names were submitted by two different parties

the names were drawn from a hat.

We wish to thank the dealers and their employees for the

interest they have shown in this contest. Having received over

three thousand names individual acknowledgment is impossible.

Leggett & Piatt Spring Bed Co.

Windsor Ont.
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FURNITURE
WORLD
AND THE UNDERTAKER

Read About—

CANADA'S FIRST FURNITURE
FASHION'S WEEK HELD LAST

MONTH AT WINDSOR

LINKING UP WINDOW DISPLAY
WITH YOUR ADVERTISING

HOW CANADIAN AND AMERICAN
FURNITURE DEALERS INCREASED

SALES IN THEIR STORES

A ST. JOHN, N.B. FURNITURE FIRM
STEADILY INCREASES ITS PATRONAGE

PROPER ILLUMINATION OF
THE DISPLAY WINDOWS

Toronto, May, 1922
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A WORTHY
"STERLING" SUITE i^nilan

IMIIIIIIMIMinilllllllllllllMIMIIIIIIIIIIMIMIIIIIIIIIIIIIIIIMIIIIMIIIIII!lllllllllllllllllllll!lllll|i|llllllllllllllllllllllll

We know what your customers waut,

and we are doing all we can to give it

to them. Their tastes, though varied,

can be satisfied, and dealers can always

find, in the "Sterling" line just what

they want for their trade.

The upholstered suite shown here bears

all the excellent qualities of "Sterling"

manufacture. The name "Sterling''

is your guarantee of good furniture,

and should be remembered as a name
that stands for greater business in up-

holstered productions.

Our aim is to mal^e goods up to

the standard our Irade-mark
implies— "Sterling

"

in every respect.

^lllllilllllli'.:lMHMi|llllillllM!lii:i:illllll;lliiillilll lii'i lillMllllllllllllllllllllllllllllll

W. J. ARMSTRONG, LIMITED GUELPH, ONTARIO
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rURNirURK

Take Advantage of the

Bed Davenport
Advertising

Kroehler

"^Invisible
Bed Room

The KROEHLER DAVEN-O
should now enjoy a bigger sale than

ever before. The most prominent

manufacturers of bed davenports on

the continent are behind the adver-

tising which is now appearing in the

magazines listed here.

As every one of these magazines has a large

Canadian circulation dealers should take full

advantage of this campaign, and feature the

KROEHLER DAVEN-O which is al-

ready well known from coast to coast.

Appearing
in the

following
Magazines

Saturday Evening Post
Delineator

American Magazine
Ladies Home Journal
House and Garden
House Beautiful

MacLean^s Magazine
Toronto Saturday Night

The Kindel Bed Co., Limited
Stratford - - Ontario
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No. 84 1 0 Mahogany orWalnut

No. 921 1—Sewing Table
Walnut

Gift Pieces
the

Just at this season every dealer will

find it well worth while to display

pieces that are suitable as gifts for

the June Bride.

While this business is to be had it

must be attracted by displaying ap-

propriate prices in your window or

on your floor.

The illustrations shown here give an

idea of what you require at this sea-

son. Your orders should be in as

soon as possible in order to get the

most out of this trade.

The McLagan Fur
Stratford

No. 8806 Walnut No. 9214 Oak and Mahogany No. 8804 Walnut
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June Bride
Although these pieces of furniture

are suitable for gifts, it does not mean
that the purchaser forgets all about

your store. In fact such a purchase

often leads to more business. The
quality always pleases a buyer and

gives satisfaction to the user as well,

which establishes two customers in-

stead of only one.

McLagan Gift Furniture will create

new business for you.

niture Co., Limited
Ontario

No. 8403 Mahogany and Walnut

No. 8418 Oak and Walnut

No. 6401) Mahogany and Walnut

No. 9216 Walnut No. 6905 Walnu' No. 841 1 Mahogany and Walnut



CANADIAN FURNITURE WORLD AND THE UNDERTAKER May 1922

'STRAniFORD rURNITURV

REED FURNITURE
Profit As Well As Volume

With Imperial Reed Furniture you can show
real profit as well as volume, for volume in

itself may mean a loss. While genuine reed

furniture is particularly saleable at this season,

the high quality of Imperial Furniture makes

it a good seller all the year round. Real

artistry is displayed in the designs and con-

struction of this line. Its quality throughout

is of the highest order and customers require

little persuasion to appreciate its merits.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD - ONTARIO

SEASONABLE LINES
Your order covering these seasonable lines should be in

now. The demand is sudden and you should be ready.
At this season the youngsters are particularly keen on
the Sammy car. It draws the grownups to your store

and opens the way to greater business. Get the people
coming to your store. Order your Sammy cars now.

Lawn Swings Folding Chair* Camp Stools and Cots
Folding Tables Children's Furniture Adjustable Lawn Chairs
Folding Extension Gates Suspended Verandah Swings

No. 17

No. 15 No. 22 No. 0

The STRATFORD MANUFACTURING CO., Limited
STRATFORD ONTARIO
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rURNITURE

No. 218 Bedroom Suite

A Successful Merchant

Is Known By The Kind
Of Furniture He Sells

Stratford Chair Furniture points out the successful merchant—
The man who knows what to offer his customers in order to cre-

ate satisfaction, for satisfaction is a true business getter. The
quality and value of Stratford Chair Furniture has made it a

very popular line, and has meant profit and good business for

dealers handling it .Customers feel that they have purchased

something that will give them lasting service as well as pleasure

when the purchase is made. The bedroom suite shown here

—

No. 218 made in gum with walnut finish—is one that is proving

itself to be a very good seller. See if you cannot increase your
furniture sales by featuring this suite.

The Stratford Chair Company
Stratford Ontario

nunpuncp
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GUARANTEED

GOLBMDAl
" PRODUCTS^^""-^^-^..^

This Trade Mark on

Upholstered Furniture
Including Divanettes and Davenports and on

Bedding
including The Famous GOLD MEDAL FELT MATTRESS
and HERCULES BED SPRING ensures you and your
customers that you possess an article of value and perfec-

tion, FULLY GUARANTEED.

The Gold Medal Trade-mark has been advertised

throughout Canada for over thirty years, and has

always been regarded as an asset to the Furniture

Dealers. The trade-mark does not only help you

sell Furniture and Bedding, but means a satisfied

customer.

GOLD MEDAL FURNITURE MFG. CO. LIMITED
TORONTO UXBRIDGE WINNIPEG

Gold Medal Bedding Co., Limited — Montreal



May 1922 CANADIAN FURNITURE WORLD AND THE UNDERTAKER

Suite

No.88
Walnut

Height 64 in. Top 40x20
Mirrors 28x22

Jacques furniture meets the growing demand for

greater value in furniture productions. It will miake a

hit with customers viewing your displays. Quality

and genuine value go hand in hand in this line, and

and the price is always an inducement to buy.

The Dresser of Suite No. 88 is illustrated above.

This Suite IS in wainut and has strong selling fea-

tures that appeal to your customer's sense of beauty

and utility. There is no better time than the

present to feature this line. It brings business.

JACQUES FURNITURE COMPANY, LIMITED
KITCHENER ONTARIO
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Bed Room
No. 514

Two Tone Enamel Finish

Decorated

You can well imagine, even from the
illustrations, that this is not a suite that
will "stay put" on your display floor. It

is an excelJeut example of Aleaford man-
ufacture, and upholds the traditions of

the line as a good seller.

Looking beyond the mere sale, this suite

is one that impresses a customer with
the satisfaction to be had at your estab-

lishment.

Write us for particulars.

THE MEAFORD
MANUFACTURING CO., LIMITED

MEAFORD - ONTARIO

No. 514 -Cbiffonette No. 514—High Back Chair No. 514 Rocker
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DOLL BUGGIES
LLOYD LOOM PRODUCTS

OUR 1 922 Doll Buggies are now ready. The line is larger than ever and will offer selling

opportunities to all kinds of buyers. There will be a carriage for the person who
considers price alone as well as the person who wants the very finest refinements.

Our line is being manufactured under the famous Lloyd patents. These patents cover in-

ventions which have revolutionized the wicker weaving world. They enable us to decrease

labor costs, produce the best merchandise and still sell at prices which cannot be reached by

others. That's the power of invention.

We are also manufacturing the other Lloyd Loom Products such as Baby Carriages,

Strollers, Sulkeys, and Wicker Furniture.

Heywood-Wakefield Co. of Canada, Limited
Successors to THE LLOYD MANUFACTURING COMPANY

Orillia - Ontario

^frnnj^rnnrmnmnrnitrjn
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Optimism

and Confidence

Keynote to Success

ITH building operations now in full swing

there is no reason why dealer and manu-

facturer should not look to the near future with

optimism and confidence.

With this same confidence the dealer can carry

theMalcomand Hill line to advantage—knowing

that design, workmanship and finish are guaran-

teed. Buy with courage, and success will follow.

IVe invite your enquiries hy Mail, Telegram

or Phone at our expense

MALCOLM & HILL
LIMITED

Head Office

KITCHENER
Branch Factory

LISTOWEL
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Royal Box Springs

Kapok Lambs Wool &
Cotton Felt Mattresses

Down Comforters

Down & Feather

Pillows, Etc.

THEY MEET A
STEADY DEMAND

These are lines that meet a steady demand. No
matter where you are located. You can make
them reap a profit for you. Quality and at-

tractiveness make them sellers of the first

order. They keep on the move and you get a

good profit and turnover. Lose no time in

getting particulars from us.

The Canadian Feather & Mattress Company, Limited
TORONTO and OTTAWA

Have You Received

Our New Catalogue?

This new 1 58 page Catalogue profusely illustrates

our immense line of Mouldings in latest designs, and

all finishes to suit every class of trade, Framed

Pictures, Picture Frames, Framed Mirrors, Serving

1 Trays, Sundries.

1 // you have not received your copy,

1 write for it at once.

No. 389 Art Mirror

PHILLIPS MANUFACTURING COMPANY, Limited
258 to 326 Carlaw Ave.. - TORONTO, Onl.
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No. 1922 Buffet

See Our New Designs

It will pay every dealer to keep in

touch with our productions as they

are put on the market.

Dealers who handle Hespeler Fur-

niture are satisfied that they can

depend upon it to meet the demands

of their trade.

The prices we are quoting should

interest you.

The

Hespeler Furniture Co., Limited
Hespeler Ontario
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ART FURNITURE
WILL SELL

Our customers come back for more—proof enough
that Art Furniture sells and gives satis/action.

Both our lines, our established line of bedroom suites, and our more recent line of dining room

furniture, have met with gratifymg success. The values at which Art Furniture is offered always

Impresses your patrons, and the quahty and design seldom fails to please.

Art Furniture is a dependable line for the dealer

to handle, both from the standpoint of profit and

the satisfaction it gives to the consumer.

ART FURNITURE COMPANY, LIMITED
Kitchener Ontario

No. 116 Chesterfield

We can't make all upholstered furniture so we only make the best.

The de.sign illustrated here is from suite No. 116, wliich has received favorable attention from

buyers of distinctive furniture. Glady Upholstered Furniture is accepted by dealers as a quality

line that can be offered with the greatest confidence. It will be to your interest to consider ou
offers ill high grade productions, and make upholstered furniture an active item on your books.

H. W. GLADY UPHOLSTERING COMPANY, WATERLOO, ONTARIO
CORNER UNION AND HERBERT STREETS
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BE A TRADE BUILDER

build a durable structure good material must

be used. To build a lasting furniture business

good furniture must be sold. In Andrew Maicolm

Furniture you have a Ime that is excellent material

for building up better business. Its ready sale-

ability gives the turnover that is necessary to real

business success, and the satisfaction that it gives

creates a prestige that cannot be dispensed w^ith

in modern merchandising.

THE ANDREW MALCOLM FURNITURE CO
LIMITED

KINCARDINE LISTOWEL
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Cheslerfield 82" long, 37" high, 33" deep.

The most experienced judgment is required in the manufacture of upholstered furniture. Specialty Uphol-
stered Furniture reflects that good judgment in every possible way. The design, Coverings, Comfort,
Workmanship etc., are all considered separately and collectively and blend together to produce furniture
that we are proud to give our name. The Chesterfield shown here has brought excellent results to many
dealers. It is a popular design and should be included in your displays.

SPECIALTY UPHOLSTERING CO. WATERLOO, ONTARIO

The Beaver Line
GENUINE WALNUT DINING ROOM SUITES

The Beaver Line of Genuine American Black Walnut Dining

Room Suites possesses unusual distinction and merit. Your

customers find in the Beaver Line an expression of their own

ideas both with regard to design and quality.

This is the kind of furniture that brings you extra business.

Satisfaction and admiration do not stop with the purchaser, but

is conveyed to other prospective buyers.

Beaver Furniture has proved its worth to dealers handling it.

THE BEAVER FURNITURE COMPANY, LIMITED
KITCHENER - ONTARIO
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Quality

Furniture
No. 370

YOUR greatest effort is in making sales; it remains

for us to keep the purchaser sold. The success

of the dealer and manufacturer depends chiefly

upon quality, and quality is the predominating feature

of Krug Furniture. After you have made a sale you

know that Krug Furniture will play its part in giving

satisfaction.

Even a casual inspection will convince you that the

merits of this line cannot go unappreciated, and your

customers soon testify to that.

H. KRUG FURNITURE CO.
LIMITED

KITCHENER ONTARIO
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HAVE YOU LOOKED INTO MATTHEWS
MIRRORS?

THEY REFLECT PLEASED CUSTOMERS

See our new framed line.

MATTHEWS BROS., limited
THE BIG CANADIAN MOULDING HOUSE

1906 DUNDAS STREET WEST TORONTO, CANADA

GIFT FURNITURE

NO. 2219 TEA WAGGON
Walnut or Mahogany

Top 27>^"x37''

You should now be considering your stock

of gift pieces for the June bride.

An attractive display of suitable gifts will

bring you business that otherwise would

go elsewhere.

Let us send you further information so that

you can decide on what you will require.

You can make this a real active season by

showing the right kind of productions.

THE

F.E. CooMBE Furniture Co.
LIMITED

KINCARDINE. ONTARIO
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Satisfy Your
Customers

Carry the LucJ^now Line of Tables

No. 66 Table 48' quartered oak
No. 64 Table 44' quartered oak
No. 62 Table 44' Plain oak

FunsJ or Gilden Finish. Will match any buffet or chairs.

We manufacture a wide range of

tables from which you can make a

selection that will answer the re-

quirements of your trade. The
steady demand for reliable tables

of quality and fine appearance is

the only incentive required by live

dealers to make them realize the

possibilities of the Lucknow line.

As specialists in the manufacture of

tables we have endeavored to put

into the hands of every dealer a line

of goods that he can offer to his

patrons with the utmost confidence

—

confidence in the quality of the pro-

ductions, and confidence in their

business building capabilities.

No. 12 Library Table
Plain Oak, Fumed or Golden

THE

LUCKNOW TABLE COMPANY
LUCKNOW ONTARIO
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THE GENDRON MFG. CO., Limited
^'This name in Trade means Master-made"

When Baby Goes Out

A dainty Jittle folder to be mailed to

the new mothers of your vicinity.

The English Pram
A special booklet for the "Elite" of

Baby Carriage users.

1922 Stock Line Carriages

A condensed catalogue for your daily

reference.

A supply of these booklets will be mailed
you upon recjuest.

Our advertising department is always at

your service, planning schemes to help
increase your sales and co-operate with
you in every possible manner.

The

Gendron Manufacturing Co., Limited
Children's Vehicles—Reed Furniture—Invalid Chairs

Toronto Ontario

16

NDN TiP

Folding

Lawn and Camp Furniture

We manufacture the most complete line in Canada.

A display of Camp, Lawn and Verandah Furniture will

bring profitable business to you this season. Make your

selection and order early.

if you have not received our new Catalogue No.49 with

complete line, a postcard will insure it being forwarded by

first mail.

OUR GOODS ARE GUARANTEED TO
GIVE SATISFACTION

NON TIP

OTTERVILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE - ONTARIO
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WATSON
REED FURNITURE

No. 8565—Chair

Comfort, beauty and durability are

characteristics of the Watson line

that are apparent in every piece.

The pieces illustrated here are

particularly popular and can be

featured with great success at this

season. A Settee (5ft. long) can

also be had to match the chairs

shown above. If high quality, de-

sign, and attractiveness count for

anything-decide on the J.B.Watson

line, so that you can increase your

sales this summer.

No. 8565—Rocker

FURNITURE

No. 2076— Lamp

The J. B. Watson Furniture Co., Limited
Kincardine Ontario
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A Popular New Finish

ITAVE you seen our latest production—our

^ ^ New Walnut Finish on Elm? If you

have not—lose no time. Through continuous

experiment we have perfected this finish which

is unapproachable by other manufacturers, and

is already very popular. It is an unqualified

success.

No. 487 Elm Dining Room Suite—Satin Walnut or Fume Finish.

THE KNECHTEL FURNITURE CO.
LIMITED

HANOVER ONTARIO
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The Largest Chesterfield

Makers in Canada
ANOTHER CUSTOMER'S LETTER

Messrs Queen City Furniture Co.
Toronto, Ont.

Gentlemen

. . We have received those six Suites ordered from you the
other, and we find that you have sent on more than we order-
ed, Pcssibly this was done for the reason that the shipment
would ccme practically at the same cost without this extra
Suite.

. .The suites that we received last have all moved off our
floor and we are very pleased to sayto you that this last lot

that came in we hope will move just as rapidly.

. . We find In some cases that the opposition to the Queen
Cty Furniture Co. are ridiculing some of the goods they manu-
facture, but we have been customers of this concern for a
considerable length of time, and has bought thousands of

Dollars worth of goods and we have yet to find one customer
that we have sold goods to that has become dissatisfied on ac-

count of workmanship or inferior work. For instance we
bought several hundred rockers in Tapestry and imitation
leather and we have been selling th,s particular chair for

some considerable time and the customer who have purchased
these chairs havo recommended them to there friends and we
are still selling this rocker.

We have had many chesterfield suites from you and we
want to say to you that so far as we are concerned this

merchandise has given us perfect stisfaction. The customer
who have purchased them have made no complaints to us what-
ever and thev are perfectly satisfied in every way. Evidently
the reason that your competilors are finding fault will the
construction and the manufacture of your goods is because
the amount of business that you are getting they figure they
should get otherwise to put It plainly lit,le petty jealousies

have crept in and they are using a hammer.

Yours Very Truly

IIIIIIIIIMIIIIMIMMIIIIIIMIMIIIIIIIIIIItllllllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII I IIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIII

DUILT of the Best Material^ and Workmanship, in three

qualities of Imported and Dom-
estic Tapestrys — Damasks,

Figured Velours and Mohairs.

Workmanship and Service

quaranteed.

Write for Catalogue and

Price List,

The prices to meet the require-

ments of the Present Market.

No.258-Cheslerfield

The Queen City Furniture Co., Limited
27 - 63 Vine Ave., - West Toronto, Ont.
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RUDDY MANUFACTURING CO.,Ltd.
BRANTFORD

Has Purchased From

ONTARIO

HAM BROS CO., Limited
BRANTFORD ONTARIO

Part of their business consisting of the manufacture of

BED KITCHEN BEE-KEEPERS'
SPRINGS CABINETS SUPPLIES

Ruddy Mfg. Co. will continue the same selling and

manufacturing polic'es pursued by the former owners.

Coil, Spring, Link Fabric, Wood Frame Springs of all

kinds, together with extension couches and cots will be

manufactured.

Improved line of "Brantford*' Kitchen Cabinets; also

manufacturers of the Famous "Sellers" Kitchen Cabinets.

Ruddy Mfg, Co. solicit the same support from the furn-

iture trade in general as was given the former owners.

See Our Latest Designs

In Dining Room Furniture

Our latest creations in Dining Room Furniture should be of

exceptional interest to you. The design and quality of each
piece is certainly worthy of your notice, and the prices at which
we offer them show a determination to place good furniture

within the reach of your average purchaser.

Let us send you cuts and prices, or better still let us send you
a number of Sample Suites to show you what exceptional values

we are offering of the better class goods at the medium and
lower class prices.

The LIPPERT FURNITURE CO.
LIMITED

KITCHENER ONTARIO CANADA
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to Veilmore
LINOLEUM
Work up your Linoleum business. Our co-operative service

is at your command. Hundreds are reaping satisfactory re-

turns. You, too, can do likewise. Here are some practical

suggestions that have been tried out. We will help you carry

them out- Let's get together right away.

Fix^ up a Linoleum window that will make people stop, look

and buy. Send to the Dominion Oilcloth Company for their

attractive window trims, show cards and paper patterns.

Give Linoleum a place in your newts/paper advertising. We
will supply yyou with our illustrations free. They are strik-

ing, convincing and will bring results.

And hoiw about an enticing display of our show cards? These

are painted by the best artists and receive notice wherever

used.

Enclose our interesting folders with

your mailm^ list

Make up a mailing list,

a.personal letter, suggesting that, the customer visit your

department to see the new designs just in. Write us for

the enclosures.

Personal service goes far to win and hold cus

tomers.—Measuring the rooms, helping to lay

the Linoleum, estimating the cost. These

othei little attentions will develop

ne««.

Why not fill in coupon right away.
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The Better Line of

Upholstered Furniture

HE excellent value of Montreal Up-

holstered Furniture makes it very

acceptable to the dealer as well as

to his customers. To the dealer it

means easier selling, because his cus-

tomers are almost invariably sold on appearance

and quality before price is mentioned.

The methods employed in the manufacture of

Montreal Upholstered Furniture are most ex-

acting, and the greatest care is taken to produce

furniture that w^ill maintain the reputation of

this line.

Our permanent show-rooms at 99 King Street

West, Toronto, are open for your inspection, and

you should take the first opportunity of view-

ing our complete line.

The MONTREAL UPHOLSTERING COMPANY
Head Office Toronto Shoierooms

1613 CLARK STREET 99 KING STREET WEST
MONTREAL. QUEBEC TORONTO ONTARIO
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CANADA'S first FURNITURE FASHION WEEK
l:niMIIII:Mi:iilMIIMIIlllllMIIIIMIIIIIMIIMIMIMIIIIIirilllllMIIIIIIIIIIIIIIIIIIIMIIIIIIIIM!IIIIIIIIIM^MIIIII'IM.IMIIIIIIIIIMIIIMIIMMIIMIIIMM

Windsor, Ont., dealers conduct successful furniture show—Descriptions of stores, windows and

interior displays— Co-operation of dealers— Lecture and demonstration on better house furnishings.

MininJMIMIMMMIIMIIIMMIMIMJIIJIIIIIIIIIIMMIIIIIMMIIIIIIMIMIMIMIIIIIMIIIMMIIIIIIIINIIIIIMIIIIMIIIIMIIMIMIMIIMIIIIIIIIIIIIIIIIIIMIMIM II IIIIIMII

Written for Canadian Furniture World by J. M. L.

Canada's first Furniture Fashions Weelc, held during the

last week of April in Windsor, Ont.. was a big

success. Such is the verdict of the furniture dealers

of Windsor, who are at present compiling statistics to show
the cost, the returns and the profits of putting over their

initial furniture show.

Helping ont the big idea, the Border Cities Star daily

ran "Better home ifurnishings" articles; the Home Furnish-

ings Bureau cooperated with the dealers; a lecture was
given: and the dealers put on some fifty different window
and interior displavs during the week, besides taking large

advertising space daily in their local paper-

No more conclusive evidence of the fact that the people

of the Border Cities were keenly interested in Ibotter

furnished homes—dwellings of which they may be justly

proud—could be had than in the crowds which day by

dav besieged the places of business of the dealers interested

in the "Better Furnished Homes" weeik campaign, said the

Star.

In all of the nine furniture stores of Windsor attractive

displays were made and a great deal of care and aJtention

paid to showing the various kinds of furniture which

would be of interest to the housewife and the hmne owner.

Every department of the home was touched on—from cellar

to attic. There were the various utensils and furnishings

for the laundry, with electric washers and substantial

furniture; chairs, ta'bles and cabinets for the kitchen;

dining-room furnituie; living-room, parlor, drawing-room

and sun-room fittings; verandah chairs, swings, hammocks
and tables; bedroom suites from the plain, sedate Vic-

torian period to the other extreme, taking in the Louis,

Italian Renaissance, and others still more elaborate. There

were baby-buggies, (Standing lamps and every'jhing, in

fact, even to a drawing room stove. All these are to be

seen in the various stores of the local furniture dealers

specially arranged for the exhibition week.

Windsor remarked on the splendid appearance of the

windows of the local dealers. They had seen furniture

which they did not realize existed, and they examined
the displays in the shops, with a feeling that the dealers

were co-operating in a worthy manner in the campaign
for better homes.

An Italian Livingroom Display

Take the Teahan store for instance. One might travel

far to see more attractive windows than those of the

Teahan Furniture Company, on Sandwich street. The
feature of the window display was an Italian living-room

suite in an entirely new design, with tapestried backs and

seats to the chairs, and rugs, too, to match.

There are seven floors in all in this store, and every-

thing had been specially arranged throughout the entire

store, under the aible and efficient supervision of Manager
John C. Gall-

An interesting and tasteful exhibit was that of a sun-

room suite in wicker-work, finished in a frosted brown,

with tapestry and rugs bh^iding perfectly. Chesterfields

in velours, mohair and tapestry were attractively set out.

In addition to the seven floors, the two balconies were taste-

fully arranged, and throughout the store an air of dis-

tinction was given by the fact that everything had been

displayed in suite form, with all accesseories down to the

minutest detail. A decidedly summer touch was given the
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INSIDE STUFF

There are few things made in which "Inside Stuff" counts for

more than in Furniture. Pleasing appearance is necessary, oj course,

—people will not part with their money for ''Inside Stuff" alone.

But buying goods with a pleasing Open the Front Door and
see the Back Yard appearance only is like buying sugar loaded

with sand.

Honest-to-goodness construction — real "Inside Stuff" — must be

built in to really give money's worth.

"Inside Stuff" has always been one of the first requisites in making

"Baetz Bros. " and "Anthes Baetz" Furniture. Dealers recognize

this when buying furniture for their own homes,— where quality as

well as appearance is required; — witness the number of dealers'

homes furnished with ''Baetz Bros.'' and "Anthes Baetz" Furniture.

Artistic designs, finished right, rt)ith real "Inside Stuff" is our con-

stant aim. To assist Furniture Men to he real Home Furnishers

hy supplying goods that will satisfy both as to externals as well as

insides is our desire, and we are anxious to serve.

Three shops—each specializing in their own line—are at your service;—

Anthes Baetz Furniture Company Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited

Furniture for the Living Room

Baetz Brothers Specialty Company, Limited

Portable Electric Lamps and Shades

Managing Director
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summer furniture display by hammocks, mats and other

rustic and outdoor furniture.

Neither time nor effort has been spared by the Gelber

Furniture Company and its capable manager. Ronald

Lawrence, in its co-operation to make the "Better Furnished

Homes' Week" a feature cf interest to every home- owner.

A feature of this display was the main floor, where each

room of the home was laid out separately. One moved
from room to room, just as in a home.

In the window of the main store, was a beautiful Louis

XVI period bow-end bed room suite, the bed fitted with

box-springs, felt layer mattress and goose-down pillows

—

a very tempting exhibit. The other ipieces of this suite on

display in the window were the vanity dresser, writing-

table, chifferette, dresser and night table to match.

A special display featuring a sunroom in rustic setting,

with verandah furnishings is worthy of mention, as were the

chesterfields in imported tapestries and mohair-

A touch of novelty was added in a 'drawing-room pipe-

less heater," made up to resemble a modern talking

machine.

On the top floors were shown various periods of bed-

room furniture, attractively displayed; on the second of

the eight floors, living-room furniture, rugs' and baby
carriages; in the hasenient, kitchenware and kitchen

furniture.

Baum Ani) Brody Store

The first floor of the Baum and Brody shop w?.s tastefullv

set ofl^ with ferns and other plants amotirr ttie dining room,

bedroom, living-room and sunroom furniture. A bedroom

seventh floor was devoted to office furniture, baby buggies,

velocipedes, and children's furniture.

A special feature of this store's display was two beau^

tiful Italian Renaissance bed-room and dining-room suites,

beautifully inlaid with hickory, and an "Adam" period

suite in burled mahogany.
The decoration and the layout was the work of Fred

L. Kelly, while both Messrs. Baum and Brody took

especial interest in making the exhibition the success it

has proved to be-

Period Design at the Veale Store

The main floor of J. S. Veale & Sons' slore was devoted

entirely to the display of Gothic, Colonial, Italian and

Jaco'bean furniture suites and pieces an extremely attractive

exhibition.

On entering the store, visitors found a beautifully

appointed bedroom equipped with mahogany furnishings

and bed, and passing on to the next display compartment

a magnificent display of dining room fulniture in solid

walnut along Italian design was to be viewed.

The Italian wahuit furniture, fashioned along proper

Italian pattern, was yet another feature of the exhibition

seen in another part of the store. This section, which was

another replica living room was furnished with a piano

which lent a distinctive note of finish to the room, as

did a McLagan cabinet phonograph.

Jacobean hall furniture, completely furninshed break-

fast rooms, summer furniture and Colonial chesterfield

suites were other featuies of the exhibition laid out along

delicate lines. Visitors evinced considerable interest in

suite of Hepplewaite period adorned the window, done in

two-tone grey enamel a beautiful low bed with cane ends

and silver tiimmings.

Another feature was a verandah scene with a touch of

rustic beauty and apple-blossoms, enhancing the summer

goods.

In all, there were seven floors, each one specially ar-

ranged for the exhibit. On the second and third floors

were the living-room furniture with chesterfields and floor

lamps, hrilliantly illuminated, and rugs on the floor. On
the fourth and fifth, bed-room and dining-room suites; in

the basement, kitchen furniture and linoleums. The

the Gothic and Windsor types oif furniture, the latter being

artisticallv shown in a special dining room display. The

Windsor type of finiMturc with its s'raight and dignified

lines, formed a striking c<>ntrast to tlic Jacobean oak set-

tings, while the delicate fawn and green bofroom suite

couors made an appropriate oftisot in color from the

solenm mahogany shades. Diners with blue leather seats,

large octagon tables and spacious cabinets are separate

pieces displayed to advantage-

Draperies and carpets were features in a distinct (lass,

and were assigned to sections of the store uilli [)leasing

effects. Each coni'n'rtmcnl u licre a complete suite was
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exhibited was furnished throughout with appropriate drap-

eries and carpets, while stately and subdued floor lamps
lent an inviting touch of color to the entire scene.

The Balmain Store's Show

Displaying an elaborate seivennpiece walnut bedroom
suite in a window artistically arranged, the Balmain Fur-
niture Company, on Goyeau street, offered a cordial invita-

tion to the pubfic to visit the estalblishment, where special

lurniture features were shown in connection with the Better

r urniished Homes week.

iHE liALMAlNS StORe's ShOW
Displaying an elaborate seven piece walnut bedroom

suite m a window artistically arranged the Batman 1^ urni-

ture Company on Goyeau street, offered a cordial in-

vitation to the public to visit their establishment, where
special furniture features were shown in connection with

ine beter f'urnished Homes week.

the window display was arranged with delicacy which
clearly illustrates the style and quality of furniture shown-

Nothing had ibeen feft undone to make the exhibition as

attractive as possible, and not only was the window a

feature of the display ,but the main floor contaned an

abundance of furniture which should have appealed to

every housewife or resident in the Border Cities.

The dining room suites finished in mahogany in Queen
Ann, Louis XV, and William and Mary period designs

were outstanding features in furniture manufacture. The
Balman furniture store carries a full line of this equip-

ment on the main floor, along with a special assortment

of breakfast room suites fininshed in walnut of an equally

hiah qualitv.

(
Ko. 20r)6 Floor Lamp from the line of the J. B. Watson Furniture Co.,

Limited, Kincardine, Ont.

Aiiotlier section of the coniplete establishment con-

tained a complete display of modern Chesterfields suites

varying in .shades and styles adapted to suit every home.
Specially prepared to undertake the furnishings of smaller

modern homes, the Balman Furniture Company had on

display an extremely attractive stock of furnishing.s on
display.

The carpet and rug section was another department of

special interest, and there one could view floor coverings

of unique design, and color which with harmonious effect

was displayed aljtractively along with the furniture

section.

Styles Anpj Quality At Drakes

With one window elaborately equipped with a modern
living-room suite upholstered with tapestried mohair, the

Drake Furniture Company, 35 Sandwhich street west, fell

enthusiastically in line with the Better Furnished Homes
Week campaign, and the premises of the company aftorded

visitors many opportunrties of witnessing pratically

everp piece of interior equipment used in the modern
home of today.

Bedroom suites and breakfast room suites designed

along most attractive styles dominated the main floor of

the building, and some exquisite and tasteful suites were

shown. One breakfast room suite, handdecorated, was
ofivorv color trimmed with black, and formed a strikins

contrast to the ordinary breakfast suites found in most
homes. A four-piece bedroom suite in two-tone walnut

was another attractive feature of the main floor.

Sun room furniture designed in keeping with the most

modern creations, also held a prominent place in the ex-

hibition and, decorated in ivory and trimmed with black

and gold, was extremely brisht- A feature of this style

of furniture was the blue silk damask coverins which is

an innovation in the furniture world at the nresent.

A breakfast-room suite in ivory finish trimmed with

with gray and blue was a striking feature, an especial

daintv coupled and aporoDriate drapings.

On the second floor of the building, an abundant supply

of last word Chesterfield suites was displayed to advan-

medtage in mohair coverings as well as tapestrv uphol-

stering. The varying hues of this furniture made a fine

picture while the display of carpets and rugs on the same

floor wre especially worthy of note. Stlye, quality and

dependablilit'iy marked in exliibition throughout, and

visitors accorded a hearty welcome at the store anv time

during th exhibition.

At Mlpetsky And Giltins

Specializing in la comjplete Assortment of furniture

ranging in stvle from early English to the Italian Re-

naissance period, the furniture store of Meretskv &

Giltin. presented an attractive apipearance in accord with

the Better Furnished Homes week.

Two windows facing Pitt street arranged along artistic

lines and display came the last word in modern home
fnrnishinir. One window was devoted to a livinsj" room
dii^plav featuring cane-back furniture upholstered in silk

damask.

The other window contained a comole'elv equipped

six-pieced bediroom suite in two-tone walnut of the Louis

XV'l stvle. Appropriate carpet settings were added to the

window display and other furnishings lent a paticularly

(Continued on page 44)
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A good window dis-

play is one of the best
advertising helps a

dealer can undertake,
says Mr. Greene in this

article, and this Mont-
real dealer's display
hears out the truth of

that assertion.

.?illlinillllllllllllllllllllllllllllllllllMIIIIIIIIIIIIIIIMIIIMIIIIIIIMIIIIIIIII7.

LINKING UP DISPLAY WITH ADVERTISING
IIIMIIIIIIMIIIMIIMIMIIMIIIIIMIMIIMIMIMIIIMIIMMIMIMIMIMIMIIMIMIIIMIMIiniMIMirMIIIIIIIIIIIIIMIMIMMMIIMIIIMIIIIMIHIllllllllllIJIllll^

Some practical suggestions for successfully linking up advertising with window and interior display.
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Written for Canadian Furniture World by L. R. Greene, Hamilton, Ont.

IN
discussing retail advertising, let us get right down to

basic principles. Advertising, to be of any value to the

retailer, must bring back to him his investment plus

a profit in the way of increased good will or profiitable

sales.

When you mention advertising to the average merchant,

his mind is likely to revert immediately to the idea of

putting a few advertisements in the newspaper, sending

out a few circulars, putting up a few signs, any one or

all of these things. That, to his mind, is advertising.

Such a merchant is not likely to be a very successful

advertiser unless he gets a much broader idea of what

advertising really means. The first thing he must consider

is what impression his business makes upon those who
should or do trade with him; the people who occasion-

ally visit his store and buy his goods. Do they go away
with a good impression as to what they have bought and

the treatment they have received? Do they like your store,

your clerks, the way you arrange and display your mer-

chandise? In fact, does the atmos^phere of your business

impress them favorably or are there things in your

organization and in the way you handle your business

which are objectionable to the average customer and which

must be corrected, if you are to make full progress?

Remember this, you advertise whether you wish to or

not. It is optional with you as to whether you put an

advertisement in the newspaper; as to whether you send

out a circular; but as long as you are in business, there

is one kind of advertising working for or against your

business. You cannot avoid it and, therefore, it is of

primary iraportance you give it first consideration. I

refer to the appearance of your store, the appearance of

your windows, the attitude and service rendered bv your

staff to the buying public. Untid.ness, carelessness, lack

of courtesy, if they are in your business, are very much
in evidence of your customers and so repel them and create

an unfavorable impression, which drives them to other

merchants for their purchases.

5o. surely, the first thing to consider in retail advertis-

ing is the appearance of your store, the arrangement of

your stock, the attitude and training of your staff, and
this big question of service to the buying public.

Picture Business In Your Mind

If you will just for an hour or so try to forget all

things and get a fresh impression of your business. Is

your stock well arranged? Is it properly displayed?

Is your store neat and tidy? You may o may not be in

a position to buy the latest and up-to-date fixtures, but

that is neither here nor there, so far as giving the proper

display to the goods that you handle and the keeping of

your stock neat, tidv and well arranged. Remember that

when a customer comes into your place of business to

buy a certain thing, if youi- stodk generally is well

arranged and well displayed, he may see a dozen other

things he needs. He may buy them at the time or hp

may make a mental note and come back later. This

fact is recognized by the successful chain store systems.

You go into a "5 and 10 Cent Store" and you will find

all their stock is so displayed that it catches the eye of

the shopper. It is not piled away in packages on the

shelves, but is laid out where the prospective buyer con see

it. The method of display used bv the .5 and 10 cent store^^.

sells far more goods for them than the work of the clerks

behind the counters. The goods sell themselves as it were.

They say, "Here I am. look me over. I am worth so much."
How much actual selling does the average clerk in a .i

and 10 cent store do? Practically none. It is nearly

althogpther a matter of clever display. Remember that.

You will say there are many times in my slcx-k. which
I could not possibly display in that wav. nor have I

sufficient room. True; but there are innumerable items

in your stock which you could display and which are

put away in odd corners, and possibly even you have

forgotten some of them.

It does not matter where your business is situated, in

the big city or the small town. The principle of display

applies in either cases atld the sooner you grasp its
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possibilities and study it out for your business, the bigger

will be your returns. Don't think this matter of display

simply means piling goods on the counter, any old way;
have some system and method in your efforts along this

line and you will get good returns.

Then there is the personal factor in your business.

What about your clerks? Are you setting them a good
example in handling and treating your customers court-

v,ously, or are you simply leaving the boy to do the tsesi

he can and follow his natural inclinations, some of which
are right and some of which are wrong? What about a

meeting once a week with the boys to go over the new
lines of goods which have come in during the week and

a discussion of the selling points and the opportunity

for their sale? Are you carefully scanning all the

literature you receive from manufacturers of the lines

you handle and passing the good pieces along to the boys

so they can study them and get the talking points?

A salesman calls on you; he has a good product, he

talks it well, emphasizing its selling poin s. You buy,

but do not get the boys together at the time for five or ten

minutes, or perhaps that same evening, and say, "Here"

Mr. Jones, you have sold me your goods because you

have put up selling points to me which have convinced

me of their selling merit, now pass these same selling

points along to my staff so thaJt when those goods arrive

in this store, we will be able to sell them to the consumer.

Trade Papers An Inspiration

A great source of information are the up-to-date trade

papers. You prohably get and you read them, but do

you see that you staff also have the benefit of the infor-

mation they conitaiin?

Now you may say ycu thought this was to be

a talk about retail advertising, but isn't the talking of

the goods you se'll to your customer on the part of your

clerks, advertisling? Isn't what favorable things your

customers say about your business to their friends, about

the good service and the goods you sell, good advertising?

THE PROGRESSIVE FURNITURE MAN

He's always a-hoppin'.

Wherever he is.

With no time for stoppin'

—

His mind on his biz!

He's wise to the art of

How chairs are made.

An' joys in the heart of

Him—pleasing his trade!

No matter what kind of furniture it be

He knows all about it-
—^from A down to Z!

Whatever is new—in the "novelty" van

—

He's got it in stock—the Furniture Man-

He's always a-bustle.

With "ginger" an' "pep,"

To keep custom comin'

—

An' niake good his "rep,"

The trade's got its eyes on his

Bustlin' shop

—

You bet they are wise to his

Store an' stock!

No matter what's wanted—that furniiture man, he

Has got it—whatever period it be!

He's some "business wizard"— if anyone can

Get trade— it's thai gent—the Furniture Man!

Most assuredly it is, and if it is favorable it is the

best kind of advertising you can get. If it is urifavoraible

it is the most unharmful advertising you can receive.

What about your windows? There you have one of the

greatest advertising opportunities possible to have and

your windows will insist upon advertising. If they are

untidy, dirty and neglected are they not likely to give

just such an impression to the man who passes your store?

And so he sizes up his business. If they are neat, clean,

well-dressed, filled with attractive merchandise, they are

working every minute to sell goods for you and also to

create good will.

It is so dbvious that properly cared for windows are good
advertising that it is astonshing any merchants neglect

them. Let us take a lesson from the great departmental

stores, which spend thousands and thousands of dollars

on their window trimming. They realize there is no
better advertising than a well-dressed window. If that is

so in the cities, where competition is keen, how much
more so it is in the small towns where window trimming

is frequently neglected, and so you have wonderful

,opportunij|ties to make your sitare ou'tstandfijiig in that

respect. Your windows will insist in advertising your

business and it is up to you whether that advertising be

good or bad.

Plain Price Tickets An Aid

And in touching on store display and window dress-

ing I cannot help but emphasize an important point in

that connection and that is the plain pricing of your goods.

Do not be afraid to show prices plainly in your window.

Neat price tickets are a tremendous help to sales. Here

again the chain stores have esta'blished a very definite

policy and I can tell you that chain stores have to be

operated mighty efficiently if they are to make money I

have talked to chain store executives and I know in every

case they emphasize the importance of price tickets. Even

in such an exclusive shopping district as Fifth Avenue, New
York, the price ticket has its place. A series of ex-

periements was recently carried out in that high-priced

shopping disitrict and the windows which displayed the

prices oif the goods it contained was the window which was

most profitable to the mercarit. The day of marking your

goods with heiroglyphics and keeping their price a dark

secret is gone by. Well displayed and priced goods in your

store will sell themselves. Frequently, your customer is

timid about asking prices. He does not want to bother

the clerk until he has made up his mind as to whether

he will buy or not and so passes out of the store without

the knowledge he wishes to have, and he may never come
back. The price ticket may make the sale on the spot

without any effort on your part. I do not mean by that

only cut prices should be advertlised; far from it. Study

the use of the price ticket, as you will find it an effective

ally in your efforts to build up sales.

A pretty wedding took place in Central Methodist

Church, Toronto, on May 10, when Rosamond, daughter of

the late Frank Denton, K. C, was married to Claude

Ashborne McMurty, eldest son of Mr. and Mrs. W. J.

McMurty of the Gold Medal Furniture Co. Roy McMurty
was one of the ushers. The officiating elergyman was Rev.

Bruce Hunter. Dr. Edv\ard Broome played the wedding

music. A reception was held aifter the ceremony at the

home of the bride's mother.
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GET BUYER'S MOOD WHEN WRITING ADS
InilllllllMIIIIIMIIMIIIMIIIIIIIIMIIMIIIIIIIIIIIIMIIIIIIIIIMIMIMIMIIIIIIIIMIinrMMnilllllllMIMIMIIMIMIIIIIMIMIMIMIIMIIIIIMIMIIIIIIH

Learning from others—Get "punch" into copy—In directing appeal get contact with readers.
IIIJJINIMIIIIIiniiniMIIMIMIIIIIMIMIIIMIIIIMIIIIIIIIIIIIMIIMIIMMMMIMIIMIIMIMIMIIIMIIIIIIIIMIIIIIMIIIIMIIIIIIIIIMIIIIMIMIIIIIII^ IIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIII'IIIIIIIIIIIIIJI

THE dealer who does not advertise regularly in the

local newspapers is most likely not to study the ad-

vertisements of his competitors. If he devotes some
time to analyzing what the other fellows are doing in the

way of newspaper advertising, he can learn what is good

and what to avoid by putting himself in the place of a pros-

pective customer. The shrewd dealer will always realize

Spring Cleaning Sale

JohnstonFum
Thursday, Friday and Saturday

Dining Room Sui

SQUARES
in 30 izz'oo '^^''"^t^^^

'

fUTTAN SETTEES

^ Range

$93.50

Gas Stover.

SZ9 B5

S34 75

S54 00

I
A FIVE-DOLLAR BILL -NG MORE

'1^
^

pressert In All Woods and Finishes

Beautiful Chii

Cabinets

Upholstered Chairs

In the Kitchen—
A Sellers Cabinet

tm:iKt tS.SO Worth In Our ivim element and Ply (Is tS-OO ' TN Sm'^

Keep Your Eyes On

Two ads. that are bound to attract attention—the first a seasonable
ad. that tells of the things we want now and which are to be had at

reasonable prices; the other, which tells what a $5 bill will do in a

special sale put on by a London furniture house.

that he can learn something from others, that he can cash

in to his own profit.

So much newspaper copy lacks "punch"—that is, the

quality which may be described as the forcing of attention

upon the reader. It is no source of wonderment to know
that messages which have no point of contact with readers

fail to produce results. If there is not present a direct

appeal at the outset to arouse sufficient interest in the reader

to make him continue his perusal of the advertisement, the

copy will not function to the utmost, if at all.

The first consideration in your copy must be the planning

of the matter to be incorporated in such a way as to make

your advertisement "hit the reader in the face," without the

application of any conscious effort at attention. Surely a

dealer in the furniture business, with his detailed know-

ledge of his wares, ought to be able to detect whether his

copy really "stands out."

The utilization of your space without a consideration of

the mathematical arrangement of your illustrations and the

leaving of some white space for contrast to aid in securing

attention, makes for unsatisfactory results. Nor should

you crowd your space with solid masses of type of such

small size as to discourage the reader who might be naturally

interested in what you have to offer.

While it is difficult to accurately record the results of

your newspaper advertising, a dealer can through judicious

observation and a consideration of relevant facts on the

days following hi? advertisements, determine approximately

whether his copy is "going over,"

MAKE ADVERTISERS TRUTHFUL

In an address delivered by T. A. Trestrail, Secretary of

the Toronto Advertising Club, on the subject of "Retail

49."

Down

I'his is one of the best ads. that have come to us this y'^r. It proves
the value of illustrations. There is no need of descriptive matter when

a striking cut such as this is used.

Selling," before the recent R.M.A. couvrnlion at Toronto,

he stated that there were still flagrant breaches of public

confidence committed by advertisers, and spoke of ih*

means that are being taken to combal the evil praclice

The arguments for frankness and candor on the part f\

advertisers were enlarged upon by the speaker. He was"-

convinced that there is a prosperous year ahead for retail

business, and emphasized the necessity for systematic ad-

vertising lo achieve success is meTchandisins;.
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EXAMPLE OF GOOD ADVERTISING

Speaking of striking advertising stunts, this is how Col-

lingwood, Ont., house furnshings dealer put on his story in

the news columns of his local paper:

'J Mil I IIIIIIIIIIIMIIIIIIM IIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIII IIIIIIIIIIIIIM'^

I BROKEN WINDOW CAUSES |

1 MUCH DAMAGE 1

i (Special to Enterprise)
|

I Collingwood, March 16,—Many
|

I looked but few realized the real ex-
|

I tent of damage done when Trott's |

I window broke, real facts just made
|

1 known LINOLEUMS AND OIL- |

I CLOTHS suffered most. Prices liter-
|

1 ally collapsed. Linoleum $1.11, Oil-
|

I
cloth 72c. I

I FALLING GLASS KNOCKS i

I the profit off Ru-?. 90% of their
J

1 rugs are being sold at cost. Wiltons, |

I Brussels and Tapestries of all designs
|

I patterens, sizes, from $11.50 up.
|

I FOR SPRING AND SUMMER i

I requirements we have a full line of |

1 Reed Furniture, light and durable.
|

I Reed makes one of best materials |

1 for moderately priced furniture. See |

I our beautiful assortment. |

I Curtain, Curtain Materials of very |

I newest designs in Madras, Nets, I

I Marquisettes and Scrim.
|

1 Congoleum and Linoleum Rugs,
|

I also reduced. |

I TROTT'S phone 25, Night 41-313.
|

ADVERTISING SOLD KITCHEN CABINETS

Commenting on the failure of 19,000 business enterprises

in the United States last year, O. C. Perkins, sales man-

ager of the Sellers Kitchen Cabinet Companv of Elmwood,

Indiana, gave a talk a few evenings ago to the members of

the Hamilton, Onl.. Ad. Club in which he said these are

largely attributed to the fact that the men directing such

concerns did not appreciate the value of advertising.

Mr. Perkin said that, despite adverse conditions last

year, the company he is identified with enjoved one of its

most prosperous periods. He emphasized, however, that

such prosperity was secured mainly through extensive ad-

vertising which the company conducted to the limit of its

financial resources.

"Our company has unbounded faith in the efficacy of

advertising to produce results, and it gets the business.

But we also feel that the best advertising falls short of its

objective unless it is fully supported by good salesmanship.

We advertise nationally, hut we support it by advertising

campaigns in local newspapers, courses of instruction to

retail clerks, etc."

CAMPAIGN TO INCREASE DAVENPORT SALES

The Davenport Bed Makers of the United States intc^iid

to j)Ul on for the benefit of the retail trade a national ad-

vertising campaign. This effort is said to be the largest

ever attempted in the Furniture Industry in the United

Stales. It will go over the country, will touch every com-

nuinily and influence every class of peojjie. Prior to any

definite prejjaral ions, a thorough investigation was made of

conditions at retail; consumers all over the country were

questioned, dealers in many localities visited, and a compre-

hensive report made, so that the campaign could be based

upon the need that actually exists, as disclosed by the facts

in the case. And these facts were ascertained by expert

investigators. The Kindel Bed Co. at Stratford, Onl., has

linked up with this campaign, several artistically arranged

ads. having appeared in our Canadian newspapers of late.

MAKING USE OF ADVERTISING MATTER

Many dealers do not make the use that they should of

advertising matter supplied by manufacturers. A Saska-

toon dealer believes thai it can be made extremely bene-

ficial in promoting sales. He stamps his name on all such

matter, and few articles leave hi's store without some adver

tising of this kind. He also encloses advertising in all let-

ters going out to customers, and personally selects this so

as to enclose that which is most likely to appeal to each

customer.

BOTH HASTEN RESULTS

I hastened into a barber shop the other day and asked

if I could be shaved in five minutes. "Yep!" was the

reply. The barber quickly applied the soap. He began

lathering and lathering, and kept on lathering until I felt

sure I would miss my train. Still he kept on plying his

soap brush. I was saying to myself, "Why doesn't he

quite this process and gel busy with hi« razor?" That

would have been my way of shaving myself in a hurry.

When he did finally take up his razor the job was over in

a jiffy. And I caught my train.

The incident, for some reason or other, begot this thought

in my mind: Lathering is to shaving very much the same
thing as advertising is to selling. If you do enough pre-

liminary work and do it properly, so that groundwork has

been thoroughly prepared, then the resistance is very great-

ly reduced, and it is possible either to shave with less

trouble or to sell goods with less trouble. A good many
business men are as foolish as I would have been in trying

to shave my-self in a hurry: They don't use enough adver-

tising before starting to try to get results. They don't

apply enough advertising lather.

i^llllllMIIIIIIII!IIIIIIIIIIIIIIIIIMIIIi;illllMllllillllllll'::'IIMMIMIIIIII:llllllllllllllllli:illlllllll:lllllllll^

I I BELIEVE
I

I I believe in the stuff I am lianding out, in the firm I am |

1 working for, in my ability to get results. |

I I believe in working, not weeping: in boosting, not |

I knocking; and in the pleasure of my job. 1

I I believe that a man gets what he honestly goes after, ?

I that one deed done today is worth two deeds tomorrow, |

I and that no man is "down and out" until he has lost faith |

I in himself. |

1 I believe in today and the work T am doing; in tomorrow f.

I and the work I hope to do, and the sure reward the future |

I liolds. I

I T believe in courtesy, kindness, in generosity, in good p

I cheer, in friendship and in honest competition. 1

1 I believe there is something doing somewhere, for every f

I man ready to do it. |

I I believe I'm ready—right now. 1

I —Elbert Hubbard. |

rilllllllllllllllllllllllllllllinMIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIIinilllllllllMIIIIMIIIIIIIIMIM
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THE ILLUMINATION OF THE SHOW WINDOW
IIMIIMIMIIIMIIIIIIIMIIMIIIIMIIIIIIIIIMIMIIMIIIIIMIMIIIMMIMIIMIIIIIMI!MIIIIIi:MIIMIMiMIMI!MII|:!IIMIIMIMIIIIIIIIIIMIIIIIIMIMIMIIMIMI^ IIIIIIIIIIIIIIMIIIIIIIIIIIIIII.IIIMI'MIIIIIIIIIIIIIIMIIIIIIMIIIIIIIIIMIIIIMinil!llli:illlllllll

Footlights combined with spotlight and standard devices produce lighting

effects suitable to give prominence to window and to goods on

Display—Colored light has special appeal.

,HMiiiMiiMiiMiiMitiMiiiiiMiiiiiMiMiiiiiiMiiiiMiMMMiMii:iiniMiM,rii:MiMiiidiiiiMiiMMiiiiiMiiiiMiiijiMiiMiiiiiiiiii:i::Mi:ii!iiiiiMM ii::iiiiii<;iiiiii:iiiiiii'iii.'ii'iiiiiiiii:::iMiii!iiiiiiii::i:tii:iit.MM<'iu:i

THE idea of lighting' every scene on the stage in the

same way has long been discarded. Now we enjoy

a comedy, opera or drama not alone because of the

talent, but because the lighting makes us feel the spirit

of the idea that the stage director is trying to produce.

Show window displays are similar to stage settings.

The show window is the dealer's stage where his mer-

chandise is attractively arranged to a]ipe:d to the shop-

pers' desire to have—to bviy, if you jilease. Tlie many
window displays are as different as stage settings and
each can be made effective in its particular appeal if

properly lighted. There are sever;;l ways in which this

can be done, i.e., with footlights, reflectors, spotlights

and color equipment.

Window footlights placed at the front of the window
near the plate glass are used either in combination with
reflectors, mounted at the ceiling or alone. Their pur-

pose in the show windows, the same as on the stage, is

to bring all details into sharp relief and eliminate sha-

dows on the front of the setting. Especially where wax
figures and forms are used, can footlights be used to

advantage. The combination of footlights and reflectors

overhead gives an evenness of lighting. For many dis-

plays brings the display nearer the front of the window
into sharp relief against a darker background and is

used oftimes to light a display in sharp contrast to other,

show windows.

Two general types of sliow window footlights are in

use, both having iiulividiial silver mirrored reflectors for

the proper distribution of light. They are made in sizes

for use with lamps from 15 to 150 watts. They are very

inconspicuous and are finished in the same color as the

window woodwork. The height is less than six inches. A
jiortable type of x-ray footlight furnished in lengths of

4, <S and 12 feet, can be moved from one window to

anothei'. The disappearing type of x-ray footlight is

built in on a section of under side of the floor of the

window. This is hinged and the floor with footlight

attached to the under side, is raised like a trap door. A
system of simple gears are arranged for raising or low-

ering in position from outside the window. When this

type of footlight is not in use the floor has the same ap-

pearance as tliat in any other window.

Securing Contrasts With Colors

For average displays, individual silver mirrored re-

flectors mounted at the transom bar or ceiling, give a

high intensity of light. This form of show window light-

ing in universal use, has been developed to such an ex-

tent, however, that for contrast, something else besides

increasing intensities is necessary.

Tints of color in lighting on the stage increase public

entliusiasm in that production. The right shades of

color make the entire setting blend—the play "goes over

the footlight" a big success. This same harmony in

illllllllllllllMIIIIIMIIIIIMIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
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Here is a good
example of what
proper window
lighting will do.
This attractive
window display
in the Hydro
Shop at London,
Ont., assisted by
advertising, in-

creased last
year's sales 20
per cent.
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show window liglitino- is especially desirable during spe-

cial seasons. The same white lighting does not typify

the spirit of every display, but tints or color will, when
blended to harmonize with the setting-. Every show win-

dow that arouses keen interest creates sales. It makes a

lasting impression on the minds of those who see it.

Color lighting will cause a window display to remain in

the memory of shoppers just as color effects help us to

remember some details of a theatrical production.

Color effects from reflectors mounted at the ceiling are

produced by using a color-ray unit provided with inter-

eliangeable color slides in standard shades of red, green,

blue aiul amber. Color effp(!ts with footlights are made
by using dipped Tungsten Mazda "B" lamps or color

mediums with nitrogen (Mazda "C") lamps.

In general tints of colors are best suited to most dis-

plays. Color slides are alteriuited to secure the parti-

cular tint or effect wanted. Displays using combinations

of single colors in each secticm of the window are also

very effective.

From the four primary colors—red, blue, green and
amber—the lighting in any window may be tinted in

almost any shade.

Red is the most lively color in creating atmosphere.

In lighter tints (made by mixing with the white light of

the lamps or with other colors) it produces a delightful

gently stimulating effect. Rose tints (made by mixing

red and blue colors) are soft and inviting; therefore, ap-

propriate for settings with home furnishings, ladies' fur-

nishijigs or interiors.

Blue is a cool color, soothing and subduing. It sug-

gests coldness, the night, moonlight, dignity. Blue is

api)roi)riate for white goods, silver, enamelware or win-
ter scenes. When shaded to pur]jle (with blue) it sug-

gests splendor, luxury and dignity.

Green, the color of Nature's garb, is cool and refresh-

ing, suggesting coolness and rest. It suggests life, youth,

vigor, summer, the outdooi's. It is a])propriate for dis-

plays of vacation supplies, sporting goods, rainy weather
wearing apparel. When mixed witli l)lue, it suggests the

quiet of winter.

Yellow is associated with suidight and is symbolic of

light, happiness, springtime. It is the easiest color to

work with in lighting window displays and mixing other

colors with it produces many pleasing tints for any
display.

Spot Lighting

The spot light concentrates attention to the leading

role on the stage. For show window displays, particular

attention may be attracted to some article by spot light-

ing. It has a particular use, especially with color light-

ing. The spotlight shown here is adjustable to any angle

and can be attached to the regular window reflector shade

holder, or bolted to a supporting surface. The spread

of light is adjustable from the outside and a color frame
for use with a color medium is supplied.

'JIIIIIIIIMIIIIMIIIIIIIIIIIMIIIIIIIMIMIMIIIIIIIIHIIIIIIIMIMIMIMIIIIMIIIIIIIIIMIIIIIMIMIIIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIMIIIIIIIIIII^

iMIIIIIIIIinilllMIIIIII'IIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII ninilllliniiriMIMIMIIIIMIIMIMIMIIIIIMMIIIIIIIMIIIIIMIMIMIIMIMIMMIIMIIIIIIIIIIIIIIIIIIIIIIMIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIH

Some of the newest store lighting fixtiires are designed on period lines.

WHERE CANADA LEADS THE WORLD
SIR FREDERICK WILLIAMS-TAYLOR, General Manager'

Bank of Montreal

Take first our agricultural resources. Think of it!

The whole Northwest was a barren waste only forty odd

years ago—and to-day, in a thousand-mile belt across

three prairie Provinces, is one of the greatest 'grain pro-

ducing areas in the world. In the past three years, Can-

ada's sales abroad of vegetables and animal products

brought $1,900,000,000 a sum in itself approaching the

amount of the national debt. Our forest products ex-

ported in the same three years amounted to $660,000,000;

and there are still left great forests in Douglas fir, pine

and spruce pulpwood—enough, if carefully preserved, to

supply a great trade throughout an indefinite future.

In water power, no country is richer. So far we have

dev(^loped in the ])rovinces of Quebec and Ontario about

1,000,000 h.p each, British Coluumbia coming next with

.')()(),()00 odd. But a catalogue of our natural assets is

far beyond the scope of this article. Let it suffice to add fhat

we have one of the greatest zinc mines in the world, the

greatest deposits of asbestos and nickle, with coal mines

and fisheries practically inexhaustible. And so on ad-

infinitum. That part of Canada east of the Great Lakes

my be termed a manufacturing area. Well over $3,000-

000,000 is invested in Canadian manufacturing plants, em-

ploying three-quaraters of a million people, and producing

goods worth upward of $4,000,000,000 a year.

PRICE TAG WAS GONE

"Isn't that a beautiful table, Henry," said his wife as

they paused before a furniture store window on the way
to the theatre. "Could we afford it, do you scppose?"

"I don't know, there isn't any price on it. Probably it's

prcttv steep."

Actually the table was not high in price. They could

afford it. The sale was lost !)ecause the price-iag was

abs^Tl.

—

Credit Mens Journal.
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Wednesday After- Wednesday afternoon closing all-

NOON Closing the-year-round has been in vogue

in Gait, Ont., for some time. An
editor of Furniture World who recently visited that

city found the arrangement working out very satis-

factorily. Clerks are well pleased with it as it gives

them a resting period in the middle of the week and

al¥ords them an opportunity for recreation and trans-

action of personal business.

The proprietors of the stores have no complaint

either. Those questioned by the writer expressed the

opinion that just as much business was done under

this arrangement as if they remained open Wednes-

day afternoon. It also breaks up the week for them

and gives them a chance for a "change," felt at all

times but particularly during the summer months.

* * *

The June The month of June has now become

Bride Trade, renowned as Cupid's harvest season, and

each year we find an increasing number

of matrimonial unions being staged during this month

throughout the length and breadth of the land. ^
This is all grist to the furniture dealer's mill, especially

if he puts forth real aggressive efforts to cash in on the

opportunities presented. It gives chances for sales in

appropriate lines for wedding gifts, and also brings new

people to the store, with whom an acquaintance can be

made. This should be gone after strongly at the proper

time. It is desirable to make ieach the subject of a

separate effort, a different appeal for each being necessary

for the best promoting of sales.

Courtesy A short time ago in a small town

TO Travellers a very peculiar incident was wit-

nessed. It struck the onlooker as

being peculiar at any rate. A traveller entered the store

and before he had had a chance to announce himself

the proprietor had glanced at his satchel and said, "I

want nothing to-day."

This was far from being a show of strength of will.

It was an admission that he had a weak one. He was

afraid that if the traveller had a chance to talk to him,

he would have sold him something. He was afraid to

let the traveller talk to him.

* * *

Summer Resort It is none too soon for the dealer

Business
'

to begin to give serious thought

to the matter of summer resort

trade. People are already making plans for the com-

ing summer and it is none too early for you to intro-

duce to them the fact that you can assist them in mak-
ing their summer holiday more enjoyable. One firm
known to the writer has already sent out one circular to

customers who generally go camping in the summer.
If you are located in a camping district you should
now make your arrangements if you are planning to

caler to the summer resorts in your distriot-

The summer resort business gives promise of being of

big proportions this year to every dealer who puts
forth a real effort to secure his full share of passing
trade.

* * *

A Tip From At the time when so many erstwhile

Robinson Crusoe advertisers are reducing their announce-

ments to mere whispers, a particular

bit of propaganda from an unknown author strikes us as

being conclusive, and the application particularly fitting at

this time.

"One of the most persistent advertisers in the history of

success was Robinson Crusoe. He knew what he wanted

—

a ship—and he put up an ad for one. He flung a shirt on

a pole at the top of his island; that, in the language of

the sea, was plain to every sea-faring man.

"The circulation was small—there was no other medium
-—but Crusoe kept at it, despite the fact that he got no in-

quiries for a long time. He changed his copy—as one

garment after another was frayed out—and in the end got

what he wanted.

"Suppose Crusoe had taken down that signal after a

time and declared 'Advertising doesn't pay.' Where would
he and his story be now?

"Put up your signal and keep it there. Crusoe adver-

tised under very discouraging circumstances. You've got

a sure thing— it is only necessary to have the patience and

pluck of Robinson Crusoe—and the good ship 'Better Busi-

ness' will soon tie up 'longside your pier."

WE WANT PICTURES

Canadian Furniture World would like pictures of deal-

ers' children. If you have an unusual youngster—and of

course you have, if you have anv—send it in. Usually

posed pictures are not quite so effective as those snapped

wihen the little one is at play or engaged in some other

charasterisitic activity. But—well, send in the pictures

!

^ ^ 't!

I have noticed that a man can do prettv much what he

wishes to do if he refuses to be discouraged and comes back

at the proposition day after day. After all, that's the secret

of anv human success: ihe ability to keep jiounding.

—

Sen-

ator H. F. Asuurst. of Arizona, in the Ariii'riran Mas^azine.
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] In The Furniture Dealer's Office |
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AN ANALYSIS OF BUSINESS CYCLES

Roger W. Babson, wrking in 100%, gives a very com-
prehensive slatement of those periods into which business

cycles are divided, «s follows:

1. Every cycle begins at the peak of prosperity. It is

accompanied by large profits and high wages.

2. This is followed by a period of inefficiency, accom-
panied by declining bond prices.

3. Next comes the period of dishonesty and profiteering,

accompanied by declining stock prices.

4. Then comes the periodical crime wave, with declin-

ing commoditv prices.

5. Lack of confidence is then everywhere apparent,

which results in general unemployment.
6. People must then cut down living expenses, families

double up, all of which results in declining real estate

prices. This is the end of the general decline, and improve-

ment usually begins at this point of the cycle.

7. Thrift; becomes more evident, and this results in de-

clining interest rates, a'lcwing banks to loan money to

start new buildins; aiiJ again set the wheels of indu?tvv mov-
ing.

8. The unemployment period always results in greater

efficiency, which is evident at this point of the cycle. In-

creasing bond prices are noticeable at this time.

9. People become more honest, fairer prices are asked

by both merchants and labor, which we did not get during

period of prosperity.

10. Renewed religious interest is now evident, resulting

in reston^d confidence, greater buying, with the strengthen-

ing of commodity prices.

n. This is followed bv great activity in all lines, with

labor fully employed.

12. The cycle has been completed; extravagance and

waste are again in evidence, with high money rates.

The present conditions are not without precedent. Con-

ditions following the Napoleonic and Civil Wars present

a striking smilarity to those of the present time. The order

or sequence in which the various iindustries are depressed

also repeats itself, as is shown by statistics.

Industries feel depressions in the following order: Silk,

food products, leather and shoes, wool and cotton, clothing.

These five industries have passed the low ebb in the present

cycle and have begun to improve. The packing industry is

next in order and is now at low ebb.

Next follows the paper industry, building materials, rail-

way equipment, iron and steel, automobiles, and last, coal

and oil. Until the last six have fur'iher reduced wholesale

prices, no general upward trend can be expected. This

cycle will not be completed before a period of 12 or 18

months have passed.

BRIGHTEN UP STORES

Mr. Clarence H. Smith's suggestion for a "brighten up

the premises" campaign for local stores is timely, and

should be productive of goo \. Mr. Smith thinks that the

application of paint to n num. er of local store fronts and

the installation of better lighting equipment would work

wonders for the imjirovement of the Border Cities shop-

ping district. And he is right. Visitors and citizens

form their impressions largely at first glance. If a store

is dark and dingy one is not likely to be impressed with

the merdhants enterprise, or to feel that from such a shop

the best of merchandise can be secured. Merchants, as

well as householders, should take a keen interest in the

appearance of their store and homes. It means much from

a, business standpoint, and to the general morale of the

community. Generally speaking, the stores of the Border

Cities leave little to be desired. There are some, though,

in which Mr. Smith's suggestions should be carried out.

—

Border Cities Star.

STOCK MARKING

Much loss is sustained by reason of goods being car-

ried in stock too long, or new stock being moved ahead
of old. Following is a suggestion for marking goods so

as to always know when they are stocked

:

Use of first twelve letters of the alphabet or any other

combination to designate the month, and the last ones

reversed to designate the year.

MonthsABCDEFGHI
Jan. Feb. Mar. Apr. May. June. July Aug. Sept.

1 234 56789
J K L

Oct. Nov. Dec. 1920 1921 1922

» 10 11 12 Z Y X
Price Tag

Invoice Z-11 (Nov., 1920)

Cost

—

Sell—
Key Words

]\Iany merchants use a key for marking cost of goods.

Following are suggested words :

RESUMPTION
1234567890
BRICKHOUSE
1234567890
ADISCOVERY
1234567890

Know your stock.

TOO SLOW

A negro lad had been brought into a Virginia police

court for the fith time charged with stealing chickens. The
Magistrate determined to appeal to the boy's father.

"See here," said his Honor, "this boy of yours has been

in this court so many times charged with chicken-stealing

that I am quite tired of seeing him here."

"I don't blame you, jcdge." said the parent, "an' I's tir-

ed of seein' him here as you is."

"Then, why don't yon teach him how to act? Show him
the right way and he won't be coming here."

'I has showed him de right way," said the father, "but he

jest don't seem to have no talent for learning how, jedge,"

he always gets caught."

"One malcontent in an organization is as a rotten apple

in a basket of fresh fruit. I will employ no high salaried

man v>'ho has not dcmonstraled he has the knack of making
friends."—Frank Vanderlip, President of the National City

Bank, America's Largest Bank.
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THE CURE jor PRESENT "BUSINESS DISEASE"
Written for Canadian Furniture World by F. J. Penberlhy, Toronto

There is nothing remarkable about the period of busi

ness depression which we have passed through. The

law that depression follows prosperity would seem

from past experience to be almost ts inevitable as the law

df gravity.

The remarkable thing about hard times is that so few

of us realize that hard times were 'bound to come and made
provisions against them. That very lack of realization

made hard times harder: made recovery more difficult: and

made them last longer and the recovery slower. The term

"Lack of Realization" covers a multitude of sins, and, in-

cidentally, discloses the nature of the disease in question.

If the observations made during my recent travels north,

south, east and west, in Canada and the other side count

for anything; if the analysis that I have made, in an effort

to get at the root of the cause of many failures and near

failures, has any weight; if investigations conducted and

statistics recorded by the foremost business men of the

continent are at all accurate; if the statements of rep-

resentative dealers themselves are true, and they are true,

then I may safely define business disease as a complex

ailment of the mind, having for its constitution a com-

bination of some or all of these outstanding characteristics:

Lack o.f understanding of business fundamentals

—

economics and otherwise;

Lack of appreciation of the possibilities of the goods you

handle;

Lack of concentration or division of effort and indolence;

Lack of knowledge:

Guessw^ork.

Like all others, the business disease has its syptoms. In

the present case it is lack of faith and lack of courage.

There seems to be an irrestible feeling tha! the way to

business salvation is through the avenue of cheap, and

necesssary undependable, goods—cutting down of expenses,

and siting tight until business improves. There seems to

be an inclination to follow the crowd wherever it leads

—

in other words, an inclination to follow the line of least

resistance, and it is time to take precaution against the

disease that is sure to follow these symptoms.

Mistake to Duplicate Lines

I speak of lack of faith, lack of courage, desire for cheap

goods cutting down expenses, and sitting tight. One

might have faith and still lack courage of his convictions.

If he loses a sale, on account of price, his courage fails

him, and he immediately believes that it is necessary for

him to have a cheap line of goods as well as quality goods.

By so doing he is putting himself in a worse position than

he was before. He is investing double the capital in order

to make some meagre sales and, therefore his profits

instead of being available for re-investment and turn-over

remain on his shelves.

I was in a retail store just a short time ago and noticed

five different kinds of floor wax and four different lines

of brass polishes- for sale. How much floor wax and how

much brass polish will that man have to sell before the

working capital and profit which remains in stock will be

turned into an actual profit for re-inves;tment?

The cutting down of unnecessary expenses, provided they

are unnecesary, is to be commended, but great care should

be exercised in determining just what expenses are unneces-

sary, so that in making a reduction your business will not

suffer.

In our business I 'do not care how much our factory wages
are in dollars and cents, nor do 1 care what the factory

expense is. In our overhead I care nothing about what the

salesmen's expenses are, nor what the advertising expense

is, nor do I care about general expense—including interest,

discount, and exchange, clerk hire, stationery and other

incidentals—providing none of these exceed their pro-

portion of percentage. And the only way that percentage

can be proportioned is for us to sell the goods to make the

percentage proportionate.

During the trying months of October, November and
December, we ran our factory full time. We did not

reduce the wages of a single employee in our factory

nor in our office. We had confidenc in the future of

Canada and, with the confidence we had we went ahead and

filled our warehouses with manufactured goods in order

that the purchasing power of the men who served us

faithfully would not be impaired. The result has been very

gratifying. Our men made the goods; our packing room
packed the goods; our salesmen have sold the goods and

at the close of our five months' period which ended Janu-

ary 31st. our business shows a very satisfactory condition.

We attribute this showing to greater activity.

Our overhead expenses as shown in our books in dollars

and cents are alarming but our percentage of overhead to

sales as shown in our selling records has gone down to

almost where it should be and prospects of an even greater

reduction with the best period of our year—the Spring

—

still before us.

More sales is the Remedy

Dealers should be in the same position. They are entering

a period when expense will be corrected in proportion as

they turn over their merchandise. Dealers cannot sit in

their stores wondering what is going to turn up. They've

got to make something turn up. Sitting around doing

nothing will not pay rent: will not pay factory bills,

electric light bills, clerk hire, or delivery. The only thing

that will pay those things is profit. The only way to make
profit is sales: the only way to make sales is to apply the

energy that God gave us to sell something. The inertia

displayed by some of our clerks is absolutely astonishing.

A salesman on the road would starve to death in two months

if he were to apply the same tacticts as displayed by a

great many clerks who are drawing fair money for practi-

cally driving permanent customers away from the stoi-e.

I have given our own experiences in coping with and

overcoming the tendencies to 'business stagnation, and I

have tried to show you that in the last analysis, whether

or not your business is prosperous depends absolutely on

your volume of sales. 1 have tried to more firmlv establish

the proposition already conceded generally that MORE
SALES is the cure for all negative business tendencies.

With these generally acknowledged facts before us we
must conclude tha! the only correctiye for slumps, depres-

sions, etc., summed up in two words is MORE SALES That

is the antidote for a rising overhead. That is the counterac-

tion for the growing pains of expenses, which, the less we
sell, is the more acute, and that is the wav to beat the law.

which exacts a fearful toll for inactivity, be it forced or

characteristic.

It cannot be gainsaid that there are rare circumstances
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which temporarily cripplo the furniture business. No one
better appreciates than I the immediate depression which
follows the closing down of a large industry on which the
community depends for its purchasing power. In the.se cir-

cumstances there is much to be considered, and I would
not be sincere, nor would it be logical for me to state that
the activity which we agreed is the cure for the business
disease would change such a condition overnight to one of
prosperity. But, we are not all doing business in communi-
ties of this nature, and to those even who are so situated a
great deal can be done through concentrated and intelli-

gent sales effort to greatly improve these negative business

conditions. There are always men in your community who
have money—there are doctors, lawyers, dentists, railway

employees, barbers, butchers, etc., who through direct .solici-

tation, aggressiveness and service could be attracted to your

place of business. There are towns within the Dominion
which, through the closing down of a key industry, might

be termed unfortunate, but not more so than the man who
helps to heap misfortune on the comunity and himself

by figuratively pulling the blinds and waiting for business

to improve.

PIONEER FURNITURE DEALER
Canada's oldest (and perhaps America's, also) furniture

dealer lives in Chatham, Ont., and can be found daily in his
store on King street, that city. He is Mr. A. R. Coltart,

77 years old, and at the annual banquet of he Retail Mer-
chants' Association of Chatham, held in January, it was
pointed out by one of the speakers that Mr. Coltart was the
oldest furniture dealer in America, according to available
records.

Mr. Coltart has been continuously in the business since
the age of fifteen, starting in the trade in Chatham shortly
after coming from Scotland.

For the past half century he has conducted the present
store, having had different partners, until now he and his

son, Wm. A. Coltart. conduct the business.

The firm of Coltart & Son occupy a three-story store,

carrying several thousand dollars' worth of all classes of

furniture, as well as rugs and linoleums. In the early days

A. R. COLTART
Chatham, Ont., Canada's pioneer furniture dealer.

the firm ran a furniture factory, and both father and son

are familiar with the manufacturing end of the business.

About thirty years ago the furniture business concentrated

upon.

Mr. Coltart, sr., also has the distinction of being the first

licensed embalmer in Canada, and conducted an undertak-

ing business in connection with the store until three years

ago, when this phasf of the business was sold.

Tests made in live stores give graphic proof that price

tickets on merc^handise stimulate buying a surprising per

cent. As an investment they |)ay the fattest dividends so

small an inve.«tment ever paid. In the face of the records,

the strange thing is that anybody would be so slow as not to

use ihem.

WHAT SOME CANADIAN DEALERS ARE DOING

The Burroughs Furniture Co., Toronto, have started a

"BlueBird Electric Washer Club," a five-dollar bill en-

titling menibers to one of the machines immediately.

"Brighten up the home after cleaning" is the May-

Day message of the Dale Furniture Co., Toronto.

RETAIL BUSINESS MEN HELP
SOCIAL COMMUNITY SPIRIT

An Association of retail business men in Toronto—The
St. Clair Avenue Business Men's Association—are doing

things in a social way, and propose doing more. Last

year they took .SOO kiddies for an auto ride; this year they

will take 1,000 for a 40 mile trip. They will also hold a

big picnic in the summer, and a euchre-dance in the near

future. The memlbership has doubled within the year, and

the mieniberse hold a weekly luncheon during the fall and

Winter and spring.

The Bloor-and-Bathursl Business Men's Association, an-

other Toronto retailers club, also held a social evening

recently with euchre and dancing as prominent features

of the program.

SIX SIMULTANEOUS RUG DISPLAYS

The Hudson's Bay Co., Winnipeg, Man., recently devoted

no fewer than six front windows to Oriental rugs at the

same time. Rugs were employed both for flooring and the

background. Two of the windows were further ornamented

by large paintings in large, golden frames. The remain-

ing four displays contained lay figures, richly dressed in

the Oriental costume of the country from which the rugs in

that particular window were imported. One costume

consisted of a green-spangled tunic over yellow bloomers,

the woman figure's features being hidden with a Turkish

veil. A Turk complete even to his red fez, held the centre

of the third window. In the fourth window were two figures

of a man and woman, clad in rich Oriental ro'bes, heavy

with embroidery.

CAN FURNITURE SALES BE INCREASED?
"Can Furniture Sales be Increased?" is the title of a

little folder which the HonUe Furnishings Bureau has

pubdished during the month. "Other industnes are on the

aggressive, "Says the folder what is the furniture industry

going to do to get a fair share of the spending money
of Canadian people?

Furniture is not sold when shipped to a dealer, it is

only crowded into the channel of distribution. Public

demand the final output." The subject article of the folder,

"What your Bureaiu can accomplish'" is one written by

T. Lyle Blogg and reprinted from the March Canadian

Woodworker.
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I How Some Furniture Dealers Across The Line Increased Their Sales. 1
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CIRCULARIZING THE NEWLY-BORN

THE proprietor of a Boston store who naturally believ-

es in "getting them while they are young" says the

Furniture Record, has a very effective means of circu-

larizing his trade- He follows the usual course of watching

the birl'h announcements in the daily papers in quesit of

prospects but instead of addressing the direct advertising

to the proud parents, he writes to the new arrival along

the following lines:

My Dear Little New Friend:

I have just heard of your coming tnto our world and I

want to be one of the first to welcome you here.

I would be so happy to see you, too, for you are so brand

new that I hope maybe you can tell me something about

Heaven and the things you saw in the blue sky when you

got your eyes as you came through.

And I have many pretty little new things for pretty little

babies, to show you, and maybe a surprise gift for you if

you will have your dear Muwer bring you down to see me.

LETTER-WRITING CONTEST TO INTEREST
CUSTOMERS

A retail dealer wanted to announce the change in own-

ership, so he got out a four-page folder which could be dis-

tributed or sent through the post-office. On the folder was
a half-tone of the proprieter, a picture showing exterior of

the store and two pictures showing its interior. The inside

of the folder was devoted to an exploitation of different

lines or brands of goods, and in connection with these the

following notice was run.

"Elmwood residents may judge for themselves of the

merits of the merchandise sold at Rudin's Store. On
this page are listed the advertisements of a few of the firms

whose products are sold by Mr. Rudin. In order to impress

upon the readers of this announcement names of these firms

and their goods we take pleasure in making the following

offers

:

"To the person writing the best letter of 100 words stating

why he or she regards such firm or product as the best in

its line we will give a first prize consisting of five dollars;

to the second best letter a prize consisting of three dollars.

"The contestants should state why Rudin's Store will

benefit by the sale of the products about which they write."

One of the store's slogans is "Rudin's Service is as Close

to You as Your Telephone."

DISPLAY AND SERVICE SELL FURNITURE

"Furniture well displayed is furniture half sold," is the

pet saying of the proprietor of the O'Connor Furniture Co.,

of Santa Rosa. Cal., which in three years has built up the

biggest furniture business in California, north of San

Francisco. The display "half" of the business is made

through window and sales floor layouts, all the various

items being shown in "home" surroundings—every table in

the store having a row of books, a bowl of flowers, a

basket of fruit, or some ornament—and the other furniture

pieces are equally well set out.

The other "half" of selling furniture is by the means of

a decorator who sketches plans, lays out homes and ar-

ranges furniture in homes. This service keeps three outside

salesmen busy. These men act as commercial travellers

for the store, and travelling in Ford cars cover all the ter-

ritory within a radius of iOO miles of Santa Rosa. This

firm is now erecting a newer and larger store to take care

of their increased trade.-

PAY-UP WEEK A GOOD STUNT

The "Pay-Up" week is the latest stunt put over by a num-
ber of retail trade organizations in the United States. The
plan is to set aside one week following the annual inven-

tory to concentrate on collections, all dealers playing up

this event in their advertising, their window displays and

in special letters sent all creditors of merchants.

USES AND SELLS RADIO EQUIPMENT

The Standard Furniiture Co., Seattle, Wash., is (the

first furniture store that we have heard of that is using the

radio for publicity purposes. Every week a phonograph

concert is "broadcasted" from this store. The company
is selling radio sots, too: forced, in fact, to handle them
because of the publicity gained through its "sending-room."

A radio equipment section is now a part of this company's

store's departments.

FURNITURE SALES, $180,000 IN ONE DAY

Through an advertising campaign Rothchild & Co.,

Chicago, on March 20, last sold $180,000 worth of furniture

in one day of nine hours, an average of $20,000 an hour

in sales. Some business we'll tell the world! When the

store opened in the morning 300 people were waiting to

enter, 100 of them women who made a bee line for twelve

upholstered cane suites advertised at $122. The manager
to quiet the rumpus ai>nounced that every woman who
wanted one of these suites could have her wish gratified,

although only twelve were off^ered in this special sale.

It took 128 salespeople to look after the buyers.

The advertising campaign which preceded the sale for a

week took the form of newispaper ads. and envelope stuffers .

and. cost $5,000. Comparative prices were used for 1920,

1921 and 1922. and the sales offer announced a 18 per

cent. redu(tii)n of liirMilurc prices under those prevailing

in 1920.

The total iiunibcr of sales totalled .'5.168: the attendance

was over ,5,000; the average sale was SOO.T.S per

cent, of which was cash. Prizes were offered and given the

salespe()|)le for their successful eflivrls.
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CANADA'S FIRST FURNITURE FASHION WEEK

{Conlinued from page 32}

cosy air to the exhibition which had been designed so

that every piece was displayed to advantage.

An outstanding feature of the display was a two-tone

walnut dining room suite upholstered in English tope

mohair, and the varied classes of chesterfields of every

design. A splendid display of carpets, congoleums and

rugs was found in another portion of the esta'bilshment,

while floor and table lamps placed at random throughout

the huilding attractively, set off the displays.

Quality variety and sllye were three dominant factors

which prermeated all the funiture ceations displayed by

the Windsor Honic Furniture Comjpany in their store

at the corne df Pitt and Coyneau streets. The variety

was so great as to enable the most critical to choose

their fancy, and the values were so covincing as to be

indiiispu'talble.

Every modern requirement, including complete groups

conforming with modern apatments limitations is being

displayed. One window was devoted entirely to the ex-

hibition of kitchen furniture, featuring the white porcelain

talble, which is making such inroads in kitchen furnish-

ings today.

An increasing number of small homes are being built,

with spacious li^'ing-Tooms but diminituve dining-rooms

whic cannot accomodate conventional size suites without

obviouslv crowding. Such homes and apartments, the

Windsor Home Furniture Company is catering to. "Hon-

esty has been the reason for the success of our store,"

said Mr. Schor, propietor of the estaiblishment, in discuss-

the store and its policy, and every piece of furniture

whether exhibited or not, was in keeping with the

remark of the proprietor. On dSsplaya were Varoius
individual articles of funiture as well as complete suites

in Queen Anne, Loius XV and Italian design, arranged
throughout in a highly attractive way. The windows dis-

j)layed a complete diningroom in antique solid mahogany,
while another window carried a special assortment of

carpets.

Othkk Dkalers Coopeuation

The Bernhardt store in Walkerville and the Anderson
furniture store in Sandwhich also cooperated with the

Windsor stores in putting on displays and helping out the

exhibition. All of them, too, took quarter^page space daily

in the local papers. Nor where the furniture dealers alone

in boosting the furnture exhibition. The music dealers of

Windsor also linked up to make the week a "better musiic

and a better furniture" exhibition. Even the department

stores, the plumbers, hardware dealers and real estate

people so worked their advertisements that they could link

up with "Furniture Week" and cash in on the results-

The Horne Furnishings Bureau also placed dail ads. in

te press, notifying the public df the features of the Better

Furnished Homes Week and inviting their attendance at the

exhibits in the various stores. The big feature of the week,

however, was the address delivered by Mr. Gordon at the

Collegiate Institute auditorium on Wednesday evening,

April 26, tickets foi which were distributed at the various

stores, it being necessary for intending auditors to visit at

least one of the store's displays to get a ticket.

That ttie Week was a success reflects great credit on all

who helped make the Exhibition a success.

Two Business Getters

ARISTOCRAT and WELLWORTH
MATTRESSES

The careful consideration that is given to the purchase of a mattress by a customer,

demands careful selection of his goods on the part of the dealer. The Aristocrat and

WelWorth Mattresses answer his requirements to the greatest possible extent. They

are good sellers: the profit is right and they always give satisfaction. Long

service and good value are features of these mattresses, they are light, compact and

substantially constructed. The filling is 1 00% Kapok.

If the Aristocrat and Wellworth do not form part of your bedding display, write us

now and receive full particulars.

The Standard Bedding Company
Builders of the Hygienic Mattress

229 Davies Avenue - Toronto, Ontario.
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LECTURE ON BETTER HOME FURNISHINGS

f an extreme highly educative with a subject of intense

human interest, was the lecture and furniture demonstration

on interior home decoration, given by John Crooks Gordon,

secretary of the Guild of Decorative Arts, Toronto, before

a big audier.ce in the auditorium of the Windsor Collegiate

Institute on Wednesday, April 26, in connection with the

Better Furnished Homes Week inauguarated by the Windsor

furniture dealers. Mayor H. W. Wilson presided.

The scheme of Mr. Gordon's was a unique one in that

the demonstration ran simultaneously with his lecture.

Te stage of the auditorium had been specially prepared and

furnished v^ith appointments representative of a modern

living room, presenting, however, a rather sombre ap-

pearance.

Transforms "Rooms"

When expounding his ideas as to what should constitute

the eqi'.ipment of a modern living room, Mr- Gordon chose

at random, as though suddendly reminding himself that

something was lacking, an additional piece of furniture,

and with harmonious effect, united it with the orignal

pieces. Within a few minutes the lecturer had completely

transformed the solid "room" into a place radiating with

comfort and an atmosphere of repose. Afer impressing his

audience with the results obtained, Mr. Gordon drew at-

tention to the fact that one essential feature of modern

homes v.'as lacking—music. This difficultv was overcome

when xMrs. Irene Whitaker Stevenson rendered a delight-

ful piano accompaniment to Mrs. H. Bowlsby who sang

"Love's Old Song," as the demonstration came to a close.

"Granting that we know all about what is necessary

in furnishing a home tliere is still something we have a

lot to learn about—and that is the selection of the furni-

ture" said Mr. Gordon. "The best way is to take into

consideration the size of the room, and then select furni-

ture know will fit, not necessarily like your neighbor

has. Taste has a power of distinguishing beauty from

quality, and it is the combination of both that eventually

leads use to construct a perfect interior," tan by piecing

together various articles of furniture, Mr. Gordon con'

structed a modern and properly appointed room, at the

same time veAally pointing out the requirements of a

model home and the perquisites thereto-

The principal |,hase in home furnishings instruction has

heretoifore been comibined to lectures and illustrations in

advertising, but Mr. Gordon said he belived that the

highest aim of art is for the betterment of the home, and
it was this remarkable talent of his,, as well as his ability

to create the proper atmosphere through correct arrange-

ment, that made the lecture such a success.

At the demonstration there was also an exhibition of

work perfomed by the manual training classes of the public

schools, for which prizes were awarded to the school show-

ing the best work. This was one of the educational phases

of the campaign, another equally important being the

Better Furnished Homes Essay contest, open to all Border

Cities school children.

J. H. Baetz. Kitchner, and F. E. Coombe, Kicardine,

acted as judges, the .prizes being announced by Mr.

Coombe.

At the conclusion of the lecture and demonstration A-

J. Veale moved a hearty vote of thanks to all the local

dealers who had given their assistance to the campaign

and to the speaker of the evening, also to Fred L. Kelly,

in charge of the executive committee.

Marshall Mattresses

and Cushions
NOTE

SANITARY
TAPE BOWS
IN PLACE OF
OUST

(OlLtniNC
TUfTS

SANITARY Mattress and

Cushions are guaranteed

Keep their shape

Marshall Ventilated Mattress Company, Ltd.
Toronto Winnipeg, (Parkhill) Chicago London. (Eng.)
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I Personal Interest Creates
j

Sales In St. John Store
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In
last nioiilti's issue vvc published a window display of a

livingroom suite made by the J. Marcus furniture store

at St. John, N. B. A few words of reference to this

firm's history will not come amiss.

The present owners of the J. Marcus business are Max
and H. L. Marcus. Max at the age of 22 took over the

business after his faither's death in 1911, having had

several years oif experience in the difTeent departments.

The business grew steadily until, in Decemiber of 1919, a

disastrous fire gutted the entire building. The store was
then remodelled on modern lines, giving a very effective

store front, with a 60-fool window display. Since that

time, trade dncreased very rapidly, due in a large measure,

to Mr. Marcus taking advantage of the excellent windows

available, which were kept constantly filled with good

clean displays of various lines in stock. The floor space

now covers over 10,000 feet, 60% of which is devoted to

showrooms, and the balance to storage and packing

rooms.

In 1918, Max Marcus, younger brother, H. L. Marcus,

became associated with him.

On the ground floor of the new store Chesterfield

suites and living-room furniture are shown to good ad-

vantage, with floor lamps judiciously placed, making a

very good impression on the furnituxe prospect. In a

separate section on the same floor, are dsiplayed rugs,

linoleums and baby vehicles. On the second floor is ar-

ranged a very fine assortment of bed-room and dining

room suites, beds and bedding. Modern display racks are

used for showing the bedding to the prospective cusomerst.

Regarding selling methods says Mr. Marcus "we find it

very advantageous to create a personal interest, so far as

it is possible with the prospective buyer, as through this

channel we make the customer feel that we really take

,pride in helping him to beautify his home, las it is through

this medium that we expect to derive further business.

"We have one general sale each year, during February,

and devote most of our advertising to the newspapers.

For the leas'; expenditure we believe the daily papers bring

the best results. Although the past two years have been

rather Irving ones for the retail trade, we have no cause

for complaint, as car sales have increased over 30% during

this period. When j)rices began to drop, immediately

MARCUS'

IS Days of rtllure Bargalna-Sale Cloaca Feb. fSiri

J. MARCUS^ 30-3a DOCK STREETT

MARCUS'
FURNITURE SALE

IS BREAKING ALL RECORDS

50?
Tw*ln Days More at Furniture Bargains Sate Closes February 181b

Get Our Estimate for a

Complete Furnisher] Home
See Our Magnificent Display

of 1922 Rugs Just Opened

tl MARCUS . 30-36 Dock StreetIWI^^Im^^WWl Open Evening! Ourtnj S.I.

A couple of Marcus' lialf-iia^se ads. which give an idea of their publicity
methods

wrote off our losses, and it was only through this prompt
action and extra hard work that we were enble to increase

our sales."

INCREASING REFRIGERATOR SALES

A. J. Veale & Sons, Windsor, Ont last month held a

refrigerator sale, offering 50 reifrigerators at one dollar

down to the first 50 people registering and 50 porcelain

top all-white kitchen tables free those 50 who purchased

a refrigerator.

SMALL TOWN MERCHANTS PREACH BETTER
BUSINESS

The town of Alexander. Man., may be a small place, but

the retail merchants there are very much alive. They re-

cently got together and sent out a series of letters to patrons

of their stores in which they nreached "better business and

better service;" better prices for customers buying at home;

and getting more for the monev spent at home.

No. 26-45

Brown Cedar Finish

Cedar Chests
This is the season to feature Cedar Chests. In

ftvery household there are winter garments to

be properly cared for. and Cedar Chests are in

demand. IVIake an effort to secure this business.

A trial order will eive sufficient evidence of the

merits of Chesley Tennessee Red Cedar Chests.

THE
IVrite for Booklet No. 22

CHESLEY CHAIR CO., Limited
CHESLEY - ONTARIO
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Dining Room Suite No. 1 032

No. 1032 Extension table

Top 60"x45"

This attractive suite for

the Dining Room is

made in Gumwood

—

walnut finish. Diners

to match.

The round extension

table can be suppHed in

place of the oblong one

illustrated.

Prices on request

No, 1032 Buffet

Length 56"
No. 1032 China Cabinet

The Krug Bros. Company, Limited
Chesley Ontario
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DEA1 H OF GKORGK LIPPERT, SR.

George Lippert, sr., of Kitchner, Out., whose death was
recorded in our last issue, stood high in the estimation of

his fellow citizens. He was chairman of the light coan-

mission and besides being president of the Lippert Furni-

ture Company, and was one of the city's most sterling and

progressive citizens,

Mr. Lipipert's death occurred following an operation at

the hospital when a leg had to be amputated. He had
been resting as well as could be expected folowing the

operation, but the shock proved too much. The afllication

necessitatd two previous operations before the amputation

of the leg.

In the death of Mr. Lippert there departed from his city

that ended fatally began with a diseased toe, which had

a community builder. Kitchner, therefore, has suffered a

distinct loss. Unassuring but straightforward, genial and

sincere in all his relations, the decased enjoyed the highest

respect of all who met him, either socially or in business.

Through his industry he became successiful in fui'niture

manufacturing. In the trade he was well known owing to

the facts that he was, one of the oldest in the furniture

business in the country.

The name George Lippert was favorably known from
coast to coast with the trade.

Although wrapped in his attention to his own business

the deceased found time to serve his community. For 17

years he was a member of the local light commission and

The late George Lippert, Sr., of Kitchener, Out.

for 17 years he enjoyed the increasing confidence of the

citizens who sent him back to office by big majorities

every two year. Having only the interests of the city at

heart, and u.'ing his characteristic good judgment in doing

the city's business his candidacy was never seriously chal-

lenged by the ratepayers. Since 1921 he was chairman

of the commission which conducts the city's electric and

gas business and the si i eel railway, all three of wbich have

made good showing under circuni.stances that have not

always favorable. In the transaction of business of

the city he showed forethought and care that characterizes

him in is private businoss. The deceased had been largely

identified with the Hydro electric movement.

1 he deceased, while born in the old country spent

Iiractically his whole life in Kitchner. He was 71 years

of age. The furniture trade and George Lippert were

synonymous. Coming to Kitchner from Windsoi- he served

his apprenticeship at the old Simpson factory. Being am-
bitious and industrious he wanted to see how business was
conducted in other factories, and for a number of years

he was a valued employee of the H. Krug Furniture Co.

He was a first-class cabinet maker and machine hand, and
as he gained in experience he yearned for a business of

his own.

In 1893 he entered into partnership with the late Henry
Schaefer and they went into business in Waterloo in what

is now known as the Woeller-Bolduc furniture factory.

Foi- over five years the firm carried on a successful busi-

ness, when Mr. Lippert decided to branch out for himself.

A factory was erected or Louisa street in 1889 and as the

business increa.sed additions were made to the plant. Strict

attention meant success, and the present commodious
factory is a monument to the deceased who saw great things

in store for his city, and who by his untiring efforts did

his small part in making Kitchner an industrial centre

second to none in Canada.

ORIGINATOR OF WOOD FIBRE ORNAMENTS
The recent sudden death of J. Walter, president of J.

Walter & Sons, Ltd., Kitchner, Ont., recalls the fact that

Mr. Walter was the originator of wood fibre ornaments

which his company made for furniture manufacturers to

use in decorating their furniture lines.

Mr. Walter was originally a sculptor, receiving his art

training in German and French schools, and his work
may be seen in a numlber of churches in the United States.

It was while working at this that he conceived the idea of

making furniture trimmings. That was twenty years ago,

and after spending mucli time and money in experiments

per'fected the present invention.

The late Mr. Walter was the first man to imitate the

grain of wood by casting a plaster paris composition in

rubber moulds. By improving and developing the method
of casting these wood fibre ornaments the result has been

that the Walter produc's reached very near perfection

and his ornaments were in demand all over this continent;

in South America, South Africa and Europe.

THE MEAFORD LINE

The above is the title of the furniture catalogue which

The Meaford Mfg. Co., Ltd., of Meaford, Ont., have just

issued. The sterling make-up of the Meadford line as

shown in this cpjlalogue com(priseii first-class ma)terial,

skiller workmanship, splendid finish, durable and true to

the natural grain of the woods imitated , and coupled

with neatness of design and stability of construction.

The catalogue comprises some 34 pages of illustrations,

embracing buffets, china ctibinets, diners, extension

tables—in fact all furniture lines needed for bedroom,

diningroom, hall, bathroom and library. The catalogue

is printed in black and white, the cover a mottled hrown
with gold lettering.

LYRITE NAME OF L. & P. NEW SPRING

The following are the winners of the contest for a name
for the new spring recently conducted bv the Leggelt and

Piatt Spring Bed Co., of Windsor, Ont., "Lvrite," by A. C.

Gregorv. of Gregory and Manuel, St. Stephen N. B.,

"Le-Pl;j-Co," iby H. H. Wightman, Ft. William, Ont.,

"Wearever," bv Andett of P. J. Legare. Ltd.. Sher^broke,

Que., "Evere.st," by Arthur B. Keene of London, Ont.
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Next time our traveller

calls ask him to show

you sample of our

parchment finish —
the very newest thing

in furniture finishes.

THE NORTH AMERICAN FURNITURE CO., LIMITED

THE OWEN SOUND CHAIR CO., LIMITED
OWEN SOUND. ONTARIO
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Bentwood Chairs
Every dealer should have this chair Id

stock. Demands for it continually come
from many different quarters: Ice Cream
Parlors, Restaurants, Factories, Offices,

etc. This is one of the best allrouud

sellers that any dealer can handle. It is

light, yet strongly built and gives excel-

lent service.

We Ma?iiifact lire

Reed
Furniture

of every description

Dining Room
Suites

AND Chairs

Living Room
Chairs, etc.

No. 1800

No. 920

There is quite a demand for this chair

—

No. 920. It is just the thing for use in the

kitchen. Being strong, of pleasing design,

and neatly finished it is also used in many
dining rooms.

Further information about our complete line will

interest you. Drop us a line.

The North American Bent Chair Co. Limited
Owen Sound, Ontario
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News Of The Canadian Furniture World
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Alberts, Reg., furniture business at Montreal has been in-

corporated as Albert's Furnitue Co., Ltd.

Graham & Wrinch, furniture dealers, Montreal have been

registered.

W. H. Lindsay, 191 Adelaide Street, West, Toronto, has

registered his business as the Lindsay Rattan Co.

The Ideal Ossington Furniture Co., has been registered

at Toronto.

The Hamilton Iceless Refrigerator Co., Ltd., has been

incorporated to make and deal in refrigerators and equip-

ment. Capital, $50,000. .

Myers & Co., Makers of desks and furniture at Valpraiso,

Cal., are said to be opening a branch plant in Toronto.

The H. E. Furniture Co., Milverton, Ont., have installed

some new machinery in their plant.

Priscilla, Ltd., Toronto, has been incorporated with a

capital of $40,000, to make and deal in washing machines

and wringers.

The Hamilton (Ont.,) Icless Refrigerator Co., Ltd., has

been incorporated with $50,000 caipital to make and deal

in refrigerators, cabinets and kitchen furniture.

Furniture and W oodworking plants in New York state,

particularly in the vicinity of New York City, report that

the radio telephone craze is hinging them a great amount
of business in supplying parts, such as spools or reels for

making coils, and wooden cabinets.

Langslow, Ltd., Cdbourg, Ont., report good busines, with

their factory working overtime.

The Superior Furniture Co., now located at Havelock,

Ont., held an exhibition of their wares for the benefit of

that town's citizens recently.

A refrigerator-making plant has taken over the Gibson

Mfg. Go's factory at Gananoque, Ont.

The employees of Ham Bros. Go. Ltd., Brantford, Ont.,

held a social reunion T'ecently.

Watson & Go's funliture store at Hamilton, Ont., is

being enlarged.

Philias Lescarbeau. furniture dealer, Montreal is dead.

The Sunshine Furniture Store has opened at Queen sti'eet

and Denison avenue*, Toroto.

The Thomas Furniture Co., London, have opened a

paint department in their store.

Twenty thousand dollars will be spent in furnishing the

new nurses' home in connection with the Hamilton (Ont.)

General Hospital.

New furniture to replace that destroyed in the city

hall fire at Montreal will have to purchased by the muni-

cipal authorities oif that city.

Hepburn's Funeral Parlors at Viegreville, Sask., were

burned recently.

Stewart & Co., Ottawa conducted last month a huge

"removal" sale beifore going to their new location on

Rideau street.

L. N. Poulin Co., Ltd., Ottawa, during the past month
held a "Mammoth sale of $500,000 worth of furniture."

The Ontario and the Thomas furniture companies held

a spring fui'nilure show at London a month ago.
^

The Murray-Kay Co., Ltd., Toronto, held a "Spring

Housefurnishings Campaign" from April 25 to May 5

last.

The Liggett & Piatt Spring Bed Co., Windsor, Ont-,

linked up with the Furniture Fashions Week at Windsor
by advertising their "Lyrite" bed springs "made in

Windsor."

LLOYD LOOM INVENTOR MARRIED
Marshall B. Lloyd, who was until recently head of the

Lloyd Mfg. Co., which concern he sold for $3,000,000 to

the Haywood-Wakefield Co., was married on April 18 to

Mrs. T. Pollen of Orange N. J. After a honeymoon in

California Mr. and Mrs. Lloyd intend making their home
in Menominee, Mich.

WINDSOR FIRM IN NEW LOCATION
The People's Furniture Exchange Windsor, Ont., has

moved into new and larger premises at 77 Pitt street

east, occupying three floors in the Osterhout building, being
in 'business there for the past six years.

In the new premises the main floor is devoted to a

display of dining room furniture, including period models,

while the second floor contains a large displav of living

room furniture. Another floor is occupied with used funi-

ture.

Herman Bercusion is the proprietor of this store which

deals in new and used funiture.

BETTER ADVERTISING WEEK
The Educational Department of the Associated Advertis-

ing Clubs of the World designated last week—Mav 8 to

L3—as "Better Adverlising Week'" linking up the idea with

Rotarv Kiwanis, advertising clubs and board of trade and
chamber of commerce.
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P. S. TAYLOR
who is covering
northern and east-

ern Ontario for the
McLagan. Stratford
Chair, Farquharson-
Gifford and Strat-

ford Bed lines.
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THE MAXWELL
Sanitary Copper-Alloy Vault

"Positively the best in the World"

ABSOLUTELY GUARANTEED
for FIFTY (50) YEARS

to resist RUST and CORROSION
WATERPROOF - AIR PROOF - VERMIN PROOF

Because:
Manufactured exclusively of Copper Bearing Steel—the most rust-resisting Steel or Iron

known to the art.

All Seams are Oxy-Acetylene Welded.

The cover is securely fastened by the Famous Patented Maxwell Eccentric Sealing Clamps,

and specially prepared Perpetual Gasket positively seals the vault and excludes any possible

penetration of water or air.

Sturdily and Rigidly constructed. Re-inforced Cover. Will withstand the severest re-

quirements of a Burial Vault.

BRILLIANT COPPER FINISH

All Maxwell Vaults are now finished inside and outside with a beautiful. Brilliant Copper
Bronze and this rich color is very attractive.

Dominion Manufacturers^ Limited, Toronto, Ont.
Successors to

National Casket Company, Toronto, Ont.
The Semmena & Evel Casket Co. , Ltd, Hamilton, Ont. and

Winnipeg, Man.
Vancouver Casket Company, Vancouver, B. C.
Winnipesr Casket Company, Winnipeg, Man.

SuecesMorm to

The Globe Casket, Company, London, Ont.
Girard & Godin, Limited, Three Rirars and Montreal, Que.
Christie Bros. & Company, Limited, Amherst, N. S.
D. W. Thomson Company, Limited, Toronto. Ont.
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Funeral Service Department
1 Problems affecling the Profession are here discussed and readers are invited to send letters express- ^^^bhm^^^hi

ing their views on any of the subjects dealt with—News of the profession throughout Canada.

OBSERVATIONS OF A FUNERAL DIRECTOR
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W. S. Yule of Swift Current, Sask., tells his local Rotary Club something about prolongation of

life—An old topic set in a new frame—Compares human body to a motor car.

MIIMIllMIIIIIIIIMIIIIIMIIIIIMIIMIIIIIlllMIIMIMIIIIIMIMIIIIIIIIIMIIIIMIIilMiill'!ill;iMII;ilM'i:j--lillMI(IMMII.!l!HIMIMIIllMIIM
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WS. YULE, Vice-President of the Dominion Funeral

Service Association, and erstwhile Mayor of Swift

Current, Sask., recently addressed the members
of the Rotary Club in his native city on his profession,

treating it in a different li<5ht from anything that has

hitherto been said on this subject.

Said Mr. Yule—"I do not think there is any business

more misunderstood than the one I represent in this club.

We are often held up to ridicule, by some thoughtless

people especially those who have been fortunate enough not

to have any trouble in their family, but when you con-

sider that 25 per cent of our examinations are set by the

Public Health Department you will understand that it

is not such a heartless business after all.

"I do not intend to go into the 'business end of my calling,

for it is not unlike any other, neither am I going to try and

prove that I represent the oldest business by going back

to Egyptian days. But rather to try and briefly give you

some of my observations from practical knowledge after

some twenty odd years, and in doing so, I am going to try

to prove that at least 20 per cent, of the deaths that occur

could be postponed -from 5 to 15 years. Just imagine what

what that would mean to he whole country.

"So that you may the more clearly understand me, I am
going to use these two charts and compare the human body
with this car. To speak of the human body as a machine

may offend some of you, but when you consider that

the human body is composed mostly of salt, which gives its

real value is at about $12.00 is not near as much as a car

when scrapped.

"Many machines are fool proof, but not so the

human body. True there is a certain factor of safety that

allows for ill-treatment of the body for gluttony, star-

vation, poisoning, infection and for various other strains

and stresses. Just as every well-built machine is planned

to withstand more wear and tear than it is called upon to

undergo with average use, so this factor of safety is not

the same in all individuals; in some it is a negligible

quanity, in others it is raised to the nth. power.

"That most people exceed their factor of safety is shown
by the fact that few people die physiological a death. The
human clock usually breaks down instead of running down,
for example: in Canada in 1920 more than 20,000 deaths

between the ages of forty and siixty were from diseases of

the heart, circulation and kidneys. Preceding most deaths,

not due to accident or to acute diseases there is annually

a long impairment, or a progressive change that gradually

reduces the value of the individual to himself and to

society before the final end comes. Is this condition of

affairs creditable to the human intelligence? Should we
be content with the mere survival of the race? Man, as a

practical, every-day useful citizen, cannot exist by will

power or by psyshic force alone. He is dependent upon the

mechanical integrity of his parts. This is shown by a very

brief survey of elementary physiological facts.

'"Consider the circulation system alone. The heart is, a

pump that forces the blood through a system of elastic tub-

ing (The arteries^. If this tubing is overstrained it dete-

riorates and frequently causes death by apoplexy, if

the affected tube happens to be in the brain.

"Now let us suppose that in every household there is a

complex machine operated by a pump, and a system of

delicate tubing upon which the life of the family depends.

Let us assume the bursting of that tubing or the breaking

down of the valves or walls of the pump would bring death

to that household; what would be the private and public

attitude toward such a machine? Undoutedly the govern-

ment would inspect it regularly, even if individuals could

be so foolhardly as to neglect such a duty, in line with the

so-called law of nature-self preservation.

Of what avail is inspection of the human machine? can

inspection delect changes in the working parts in time for

the repair man to make things right? From any personal

experience, I say emphatically yes long before the tubing

which 1 have referred to as so important a part of the

human machine is seriously impaired, the fact of overstrain

can be determined and the strain abated; the life of the

tube can be prolonged, also the inspector can "detect the

earlv signs of failure in the tube, and the said pump can

be s.rengthened and its burden adjusted to its capacity.

"Long before the kidneys—those sponges for absorbing

and separating from the blood-current its waste products

—

G. L. PhiUips, who has ref. riieil to Sarnia. put in the winter in Cali-
fornia. He is here shown enjoying himself in Lincoln Park, Los
Angeles, driving a new style vehicle. Mrs. Phillips is standing to

one side.



54 CANADIAN FURNITURE WORLD AND THE UNDERTAKER May, 1922

are seriously ini])aire(l the miscrope and the dhemical

re-agent can reveal the signs of overstrain; heart, blood

vessels and kidneys are closely dependent each on the

other, and the inspector's examination seldom fails to find

a weak spo! in the system. This is especially so since

every Up-To-l)ate doctor and hospital has an x-ray machine

"Most of ihcsf liinnan machines can be adjusted to run

for many yeais, at a lower speed, whereas if they are kept

up at high sjieed it would mean early and invetiable break-

down. In other cases the machine is doing the wrong kind

of work. WluU 1 want to do in this address is to show
you men that if we had a system of inspection the same as

insurance companies, banks, etc., for the human body the

majority of adults' lives would be extended from five to

fifteen years.

"21 per cent, of the deaths in Canada last year were

children under one year of ag'e. I claim this percentage

could be greatly reduced if the parents had been examined.

Here is a table taken from the records of a large employer

of labor: Of 100 supposed-to-be healthy and fit men there

were normal—3; minor ailments—38; moderate curable

—

51 ; serious

—

V>.

"Here is one point I want to make :—If your oar is out

of repair to whom do you go? To the best garage'man

you can find. When you have trouble with your plumbing,

you send for the plumber; if it is your electric wiring, you

send for Nick; if you are stuck in striking a balance, you

would call in Ted. or Reg. to help you out. But if your

human machine is out of order you ask every Tom, Dick

and Harry vou meet for his advice. Now take a look at

these delicate parts and ask yourself if that is common
sense? To day I don't believe there is anyone getting

examined regularly. I am going to prophesy that inside of

ten vears at least ten per cent, will be examined and within

twenty-five years it will become compulsory.

"Every san*^ person shouM realize that an obligation rests

upon the human body to keep it sound, clean and efficient:

to have ill a social asset, not a liability."

MIMIIMIMIMIIIIMIIIIIIIIIIMIMIIIIMIIIIIII'IMIIIIMIMIMIIIMIIMIIMMIMIMIIMIMIMIMMIIMIMMIIIIIMMIIIIIMIMIMIMIMIIIIMIMIMIIIIIIIM
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Stan Russell having sold his business at Erin, Ont., is

new representing the Giielph Casket Co. on the road, his

territory being Eastern Ontario.

W. Leslie Brown of Elmvale, Ont., has purchased the

funeral directing and furniture business from F S. Russell

at Erin, Ont., and took possession 1st. March. Leslie has

had a wide ex])erience in embalmins and funeral directing

some of the leading firms there. McCabe & Co., Washing-

and is well known in Toronto, having been connected with

ton & Johnson and Bates & Dodds. Leslie also has the

honor of having fourth place in the list of successful

canidates who wrote in the exams in Febuary last.

The Universal Casket Co. has purchased a site in Maple
Leaf Park, Crowland, just outside the limits of Welland,

Ont., on which to erect a factory. The site is 140 by .586

fee'L The township has been asked to grant a field assess-

ment of S6,0(K) for ten years. The cost of the plant will

approximate .^10,000.

Wm. Bril'on, president of llic Ontario Funeral .Service

Assoeiation, has recoA'ered from his recent illness.

The fimeral directors of Biitisli Columbia, at least those

of llicm who arc attending tlic Rotary Convention in Van-

'•"iiViT. held ii m(>("ling on A|)iil 5 in llie Grosvenor Hotel.

that city, at which discussed reorganizing the British

Colurrtbia Funeral Directors' Association.

Wm. Speers, Toronto, spent a little holiday at Atlantic

City during the past month.
F. F. Morris, of Bownianville, Ont., recently underwent

an operation for appendicitis in the local hospital. He is

improving.

F. W. Wallace of Sussex, N. B., in his retirement is not

inactive, having recently given addresses at a string of

meetings outside his city in behalf of the Salvation Army
Self Denial Drive.

The G. A Ingram Co, of Detroit, Mich., has obtained an

Ontario license to do business in that province, on a capi-

tal of $20,000. in physicans, and embalmers, instruments

Wm. D. West, Windsor, Ont., is appointed attorney.

Marcotte & St. Ours, funeral directors, Shawinigan Falls,

Que., have registered their business.

Glasby & Lewis is a new funeral directing firm which
has opened at Hamilton, occupying the premises formerly

usd by the Green-Guernsey firm. Wesley Grey is the

practical man and the manager of this new company, the

two principals being financially interested only. Wesley
was married recently, said a traveller in pasing on the

news to Canadian Furniture World.
The dealfh occured on Thursday, April 6th of Mrs.

Rosalia Rosar, widow of the late Frank Rosar, funeral

director of Toronto. The funeral took place on Saturday
mornig from St. Paul's Church to Mount Hope Cemetery.

Mr. Thorpe of Thorpe & Wood, Brantford.. Ont. has

purchased Mr. Wood's interests in that firm.

Fred Gough of J. B. Cough & son, Glencoe, Ont., is able

to be out again alfler a serious attack of pneumonia.
B. R. Raper funeral director at Millbrook, Ont, has

opened a branch at Pontypool.

Dr. G. W. Ferguson is now "makim; Western Ontario

in a Ford coupe after a successful busines trip in Wcsern
Canada.

P. J. Fitzpalrick, President and Louis Brenan, Secre-

tary of the N. B., Funeral Service Association are working
on an embalmers' act to be presented to the N.B. legis-

lature. They are also to call a meeting of the executive of

die N.B.F.S.A. to lay plans for the 1922 annual.

AN AMBITIOUS SOUVENIR

A colored illustrated portfolio of news of the funeral

parlors and equipment of Robt. J. Reid & Son, Kingston,

Ont., has been gotten out by tha': firm. It is the most am-
bitious thing of its kind we have ever seen from any
Canadian funeral director, and deserves much commen-
dation.

About a dozen colored views are shown in postcard size

of this Kingston house. These are enclosed in a green

cover with gold lettering, staling that enclosed is "a

pictorial review of the ideal attainment featured i nthe con-

struction of RcVht. J. Reid & Son's establishment."

AT LAST THE DOC. WRITES

Dr. G. W. Ferguson and Mrs. Ferguson recentlv took a

trip to the South to loosen up for the long summer ahead.

Wliile sojourning there he sent these greetings to the editor:

A gorgeous bird is the pelican.

Who's beak holds more than his bellican.

H'' can put in his beak food enough for a week.

Bill 1 11 be blc-l if I can see how in Hellican.
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CAN EMBALMING BE SAVED?
IS EMBALMING WORTH SAVING?

Wiitfcii fill Canadian Furniture World and The Undertaker
]!\ PROK. H. S. ECKEI>.

YOU often have observed that men who have a bad
case to argue usually drag in a lot of irrevalent

pointJ which while the
(J

are not susceptible to

direct contradiction, really have comparetively nothing to

do with the case even though you grant the truthfullness of

their statements.

When one is grasping at straws it usually happens that

one argument contradicts the other and although both may
be true in a slight degree, either is totally irrevalent to

the case at issue.

Might I cite (he fact that the vein injectionists of late

have been laying great stress on the fact that short circuits

between the arteries and the veins can be prevented by
injecting the vein and thus producing back pressure?

This is a good deal like saying that you can go from
Portland, Maine, to Portland, Oregon, by way of Jackson-

ville, Flordia, and Los Angeles, California.

Of course you can, but unless a man were taking a tour

for his health with plenty of time on his hands, it hardly

would be the route which would commend itself to the

traveler. It is pretty much the same way when they argue

hat the vein injection method is better than the arterial

method because short circuits can be prevented.

Except as a so-called talking point to mystify those who
are not informed on the subject, it is difficult to see why
they should drag in the matter of short circuits at all. I

will venture the assertion that not one embalmer in ten

thousand, one time ten thousand, recognizes any difficulty

from short circuiting, or that it gives him slighest trouble,

or which conributes in any material degree to the waste of

fluid which could be helped by injecting the vein.

The theory of short circuits and their prevention is a

nice thing to talk aibout when you haven't anything real to

argue. While short circuits do exist, they take care of

themselves in a perfectly natural way and accomplish this

much better when the embalmer injects the arteries rather

than the veins.

When a short circuit does occur, this of course means
the flow of the fluid through the arteries and capillaries into

the veins forces the blood from the capillaries into the

veins, the very thing which possibly could happen in dis-

coloration of the neck, ears and face.

The next thing which happens is that all of the tissue

through which this coniiplete circulation has been estab-

lished is disinfected.

The next most important and valuable happening is the

driving of the blood followed by the embalming fluid as

it passes into the capillaries and through to the very small

veins.

Fortunate indeed is the emibalmer who succeeds in doing

this most completely because he has carried the blood far

enough away from the surface tissue and into the veins

to insure against repurgitation of blood with the resulting

discoloration which otherwise occurs when the blood backs

up through the veins to the surface tissue.

The defects of vein injection are that in some cases it

merely produces repurgitation and results in discoloration

which are all too familiar to those embalmers w^ho by mis-

take injected the vein instead of the artery. When the vein

injection is carried on to what the vein injectionists call

success, the color for a day or two may in some cases be

good, but later on this natural color turns to a putty gray

that is far from pleasing.

This almost invariably results where the body is kept

longer than forty-eight hours.

But to get back to the short circuits which are harped

about so much, the uselessness of the injecting fluid into

the vein in an attempt to interfere with this short circuit

must be apparent to every practical man. Let us here

consider what really happens in practice. When short

circuits do carry some fluid through the capillaries from
the arteries to the veins, isn't it quite apparent to every

observing man who has had practical experience and

applied the light of common sense that when the short

circuit of fluid does occur, the veins fill up and thus

provide the best backing up into all of those lateral veins

which are filled with the fluid from the short circuits.

Moreover, this is accomplished in a natural and cleans-

ing way instead of reversing theprocess of Nature as the

vein injectionists do.

(To be continued.)
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I The Supreme Achievement I

in Embalming Fluid
|

i The next time you want Embalm- f

I
ing Fluid, do not merely mention

|

I "Fluid," but insist on "CaranaC." |

I
CaranaC Embalming Fluid I

I is a specially compounded chemical
|

I
which will not alter in strength, and |

I a fluid you can depend upon. i

I We Ship Promptly |

I CaranaC Laboratory
|

I "The All-Canadian Houte" |

Peterborough - Ontario - Canada 1

E M
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GIVE BEST THAT'S IN US

The Editor of Furniture World and The Uudertaker has

received from a funeral director in the Province a letter

which touches a vital point, and one that has been men-
tioned ibeforc. If we want the profession elevated we must
take the utmost care of every case that comes to us and to

make our work satisfactory to ourselves, to our clients, and
to the public generally.

But here is the letter r

Editor Canadian lurniture World:

I hope you will pardon me if I should say something

with regard to the work done and the service some of the so-

caWed members of our profession turn out. What I am
going to refer to makes me wonder if there are people in

this business, as in some others, who think because they

are working for strangers, who in all pro'balities they will

never meet again and the body they are employed to care for

is going to be shipiped away where their everyday customers

will not see it, that anything is good enough! Now if that

is the way to keep up the principals we stand for, it strikes

me there are some working in disguise under the cloak of a

silk hat and a frook coat.

Now, gentlemen, what I am coming at is this: I received

a body shipped to me a few years ago, and wlien it arrived

here the friends told me to be sure and keep a close watch, a^

they were almost certain it wasn't embalmed, as the under-

taker was not a half hour in the room until he invited ithem

in to see how it suited. Now, I need not tell you the rest

of this case as you can well understand how I found

matters.

The other case Vv'as one I received last fall. This body
came to -me the Second day after death from a firm well

up in the estimation of our profession, and it was in a very

bad condition and I had a hard time to make it presentable

for the funeral.

Now, if we are to have faith in our leaders is it not up to

them as well as the whole of us to give to one and all, under

any circumstances, the very best 'Vhal is in us. The out-

side world is too well educated today to be bluffed with

any such flimsy work; and, besides, when we have leaders

we would naturally expect to follow them.

W. H. Love, Ethel, Ont.

Mrs. MACPHERSOM OF BRANDON DEAD

The death occured very sudden on Monday afternoon,

March 27th. at her home, 235 Thirteenth street, Brandon,

Man., of Sarah Gurley, beloved wife of Ritchie Macpher-

son of Macjrherson & Bedford, furniture dealers and
funeral directors, of that city. Deceased, who was in her

64th. year, was the •daug'hter of Mr. and Mrs. John Gurley,

of Leamington Spa, England. She came to Canada in 1889,

and was married at Winnipeg July 4th of that year, and

had been a resident of Brandon for the past 33 years, and

latr Mrs. Macpherson was a member of St. Paul's Presby-
lerain, church.

Beside her husband, she is survived by one daughter,

Mrs. Jas. R. MacKay, of Saskatoon and two sons Archie
and Ritchie, of Brandon.

The funeral of the late xMrs. Macphercon was held on
Wednesday March 29th at 2 o'clock from the family resi-

dence to Brandon cemetary. Rev. J. George Miller officated

The pallbearers weie: Dr. J. McDiarmid, H, L, Adolph.

J. Burchill, W. J. Draper, D. Shirrifl' and H. F. Maley.
John Thompson, and Chas. Cross^land of Winnipeg attended
the funeral.

FINE FUNERAL QUARTERS AT FT. WILLIAM

W. J. Henderson, of Ft. William, Ont., is one of the

|)rominent funeral directors of New Ontario. His parlors

are in the Masonic Block of that city, where he has a space
125 feel by 25 feet. The office is in front; then the show-
room; and behind thaL his workroom. The basement—'full

size, 125 X 25—is used for storage purposes. The layout
and arrangements of these funeral quarters make then the

most up-to-date parlors in the Twin Cities.

Locally there is a population of 40,000, with a large

number of residents in the nearby outlying districts. The
nearest funeral parlors eas; of Ft. William and Port Arthur,

while west one has to go to Kenora.

Mr. Henderson is not an embalmer or a practical funeral

director, much as he would like to be. His financial in-

terest is centred in this business, however, and he has a

practical staff to look after the work. He has been about
seven years owner of the business.

New additions were recently made to the equipment of

the business in the shape of two motors, one a new hearse

—

a Mitchell conAination on a Studebaker chassis—the other

an ambulance on a Dodge chassis.

FUNERAL DIRECTORS AS HEALTH OFFICERS

Dr. J. N. Hurty, secretary of the Indiana State Board
of Health says: "We are constantly advising those who,
under the law constitute boards of health, to appoint under-

takers as health officers. They make better health officers

than the average doctor. We argue they are quite always
to be found in their places of business; they are good
bookkeepers, knowing the importance of records; they have
had training in hygiene and the care of dead bodies; and
lastly it is a very great personal advantage to be a health

officer, because they are then permitted under the law to

issue burial permits to themselves. Where towns have
appointed undertakers as health officers, the work has been
done well and most satisfactorily.

New "Meteor" cnmljina.tio.; ambulance and pall-bearers' coach, and new combination hearse aii.l casket delivery car. Two recent additions
to Chas. A. Towers' (St. Thomas. Out.) equipment.
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ONTARIO

Aylnier

—

Pierce & Co.

Barrie, Ont.

W. D. Minnikin,

Phone No. 431.

Botacaygeon

—

Byug, G. C.

Bowmanville, Ont.

—

INIorris & Son, L. 'Phone 10.

Williams & Cann.

Brantford

—

Thorpe Bros.

Funeral Directors.

Successors to H. S. Peirce.

Both phones, 200.

Chatham—
A. L. Jahnke.

Dungannon —
Sproul, William

Elmira

—

Chris. Dreisinger.

Fergus—
Geo. B. Thomson. Office phone,

194. Residence phone 209

Hamilton

—

Blnchfnrd & Sons.

57 King Street West
Dodsworth, A. H.
59 King St. W.

Eobinson, J. H- & Co.,

19-21 John St. N.
Ingersoll

—

Mclntyres.
F. W. Keeler, proprietor

Kingston

—

Eeifl, Jas-, 254 Princess St.

London

—

Ferguson 's Sons, John
174 to 180 King St.

Midland—
A. Barrie.

Mii.LBMooK. Ont.
B. R. Raper,

Phone ] Branch office,

Pontypool, phone ring 2

short 1 long. Auto equip-

ment for all branch service.

Mount Forest-
Walsh & Weston.

North Bay

—

Y. J. Martyn.
Wagar Furniture Co. Ltd.

Orillia

—

Mnnriell. J. A. Phone 126.

150 Mississaga St

Ottawa—

Geo. B. Burney & Son, former-

ly of Rogers & Burney. 338

Somerset St, Phone, Oueen
81. Geo. B. Burney, H. B.

Burney.

Oshawa

—

Luke Burial Co.

D. W. Dalton, Motor Equip-
ment.

Disney Undertaking Co.

Owen Sound
Chas. H. Fulton.

Phone No. 118.

R. A. Breckenridge.

Paris-
H. Huson & Son

Schomberg

—

F. Skinner.

St. Catharines

—

Grobb Bros.
144-146 St. Paul St-

Picton—
Hicks & Irvine, Funeral Di-

rectors; Motor Ambulance;
phone 125, 200W and 200J.

St. Thomas

—

William, P. E-, & Sons, 519

Talbot St.

P. R. Williams & Sons.

Stratford

—

GreenvFood & Vivian, Ltd.
88-92 Ontario St.

White & Co., 80 Ontario St.

Downs & Fleming.
Toronto

—

Cobbledick, N. B.

1508 Danforth Ave., and
2068 Queen St. E.

Auto equipment for all

branches of service.

Phone Beach 7."?.

W. N. Knechtel.
1202 Yonge St.

Motor equipment for all

branches of service.

Motor ambulance.
Phone North 4400.

The Floury Burial Co.

685 Queen St. E-

Washington & Johnston,
707 Queen St. E.

Corner of Broadview.
Walkerville

A. N orris & Son.
Wejland—

J. J. Pa,tterson & Sons.

Sutherland, G. W.
Whitby—

Nicholson & Seldon.
Windsor—

A. Norris & Son.

J. A. Gates.

Woodstock

—

Paul Bedford.
MANITOBA

Brandon

—

Campbell & Campbell.
Dauphin

—

Farrell, A. F.

Winnipeg

—

Thompson Co., J., 501 Main
SASKATCHEWAN

Moose Jaw

—

Broadfoot Bros.
ALBERTA

Banff-
Fas. A. Reid

346 Otter Street.

P.O. Box 53. Phone 99.

QUEBEC
Montreal

—

Geo. Vaudelac, 1329-1332 Rue
Cadieux and 68-70 Rue
Rachel. Phone, St. Louis

1203.

Tees & Co.,

912 St. Catherine St. W.
NEW BRUNSWICK

Moncton

—

Tuttle Bros.,

171 Lutz St.

St. John
P. J. Fitzpatrick,

98 Waterloo St.

The Canadian Dollar

Is Worth 100 Cents

At the Canadian establishment of H. S. Eckels & Co. (Robert S. Flint,

Manager, Toronto, Ont.), because your cheques are deposited in a

Canadian bank at full face value. That is why, despite the temporary

unfavorable exchange situation with the United States, we are enabled

to make you a very considerable saving.

The Eckels embalming fluids are prepared in Canada from materials com-

pounded by H. S. Eckels, according to formulae known to him alone.

H. S. ECKELS & GO'S CANADIAN LABORATORIES
Robert S. Flint, Manager, 142 Quebec Ave., Toronto, Ont.
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FOR SALE—WANTED
50 cents per insertion up to twenty^five words. Each additional

word two cents. If box is required 5 cents extra to cover postage.

FOR SALE—Light iip-to-datr horse-drawn hearse. Address Geo.

B. Burney and Son. 338 Somerset St., Ottawa, Ont.

A LICENSED EMBALMER competent, reliable, wishes to estab-

lish himself with a firm permanently. Single. 26 years of age,

and can handle cars. References if required, but not working on

mere recomniendatioins. Box 16L Furniture World.

TWO TRAVELLERS WANTED—Covering Eastern, Western and
Northern sections of Ontario on a commission basis. A high grade

line of Llpholstered Furniture. Apply to Box 162. Canadian
Furniture World, 51 Wellington St. W., Toronto.

FOR SALE
Chair .Stock.

Bone Air Dried.

30 M ft. 1" \ 1" square 20" long.

20 M ft. V/j" X V/>" square 20" long.

Birch-—Clear Stock.

Apply P.O. Box No. 6,

Vicloriaville. Que.

ASSISTANT Wauled YiiiiM;i man wiio thoroughly understands

the hiisines.i. Can drive and take proper care of motors. Cath-

olic i)referred. State experience and salary first leMer. Apply
Box 16.'5, Cana<lian I''uriiilun- World & llndertaker, ,51 Wellington.

St. W., Toronlo.

AMIUILANCK WANTi:i)— Musi be modern and up-to-the-minute in

every detail, aiul mounted on six chassis. Cive lowest cash price

first hrtter. Ap|)ly Box 161s Canadian Furniture World & Under-
taker, 51 Wellington St. W.. Toronlo.

POSITION WANTED—by young man of first class experience,
holding the Ontario Emibalmer's License, as assistant. Good size

and appearance, and would like to connect with reliable firm
where merit is recognized. Can drive any make of car. Nothing
but a permanent position desired. Apply Box 160, Canadian
Furniture World. 51 Wellington St. W.. Toronto.

For Transfers, Funerals or Information
From Detroit, Mich, or Windsor, Ont.

PHONE - TELEGRAPH - WRITE

J.SUTTON & SON
521 Ouellette Ave.. Telephone: Windsor 835

Licenced Embalmers in Michigan and Ontario
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Upholstery Springs |

Highest quality Upholtteiy Springs, f
made (lom the finest grade High Car- |
bon Steel Wire, oil tempered aher |
the coiling operation, thus insuring |
uniform strength and "No Set." Re- |
member, the quality of your High- |
Grade Upholstering depends entirely 1
on the quality o( the springs you are |
using. I

HELICAL SPRINGS |

for spring bed and mattreis fabrics. |

Get the habit ; buy Canadian springs |

James Steele, Limited
|

'mo 2fi Guelph, Canada |
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Our 44 'ii

BIRTHDAY
tT'OR forty-four years Champion fluid

has been on the market.

For forty-four years it has given the un-

dertaker greater satisfaction than any other

fluid. It laid the corner stone of our

success for at that time it was our only

product. Many other fluids have come and

gone, but Champion is still the Leader.

We wish to express to those undertakers

who are users of Champion products our

gratitude for their patronage, co-operation

and friendship, for it is by their help that

we have become the largest house of our

kind in the world. Although we are

forty-four years old, we are still growing.

May we all grow and prosper together!

TAKE THE CHAMPION LINE TO StJCCESSl

CHAMPION CHEMICAL CO.
Dr.G. W. Ferguson, Canadian Manager, 28 Leuty Ave., Kew Beach, TORONTO

Canadian Manufacturing Plant, WINDSOR
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Sweeping Reductions

In all lines of Framed Pictures, Serving
Trays,Floor Lamps, Silk Shades, Statuary,
Candle Sticks, Book Ends, etc.

Our new photographs are now ready and
our travellers will be out looking for bus-

iness all over Canada with prices cut to

rock bottom. Dealers should write at

once the particular lines in which they
are interested and we will forward by
mail photos, price list, etc. showing all

lines exactly as they are.

Special
All Candle Sticks and Book Ends are priced at

$3 00 per pair ( we have twelve styles of each)

excepting- Nos. 907 and 908 which are $7.50 per

pair. Some of the patterns we are selling at

$3.00 per pair sold last year at from $6.00 to

$10.00 per pair.

Candles Furnished Free

G. L. IRISH
499 Queen St. West, Toronto, Canada
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FURNITURE
WORLD
AND THE UNDERTAKER

In This Number

A Talk On Good House
Furnishings

The Season For Outdoor
Furniture

The Charm Of Jacobean
Furniture

Bringing In Sales Through
The Window

Make The Advertising
Copy Newsy

Why Some Furniture
Dealers Fail

Toronto, June, 1922
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"STERLING^*
FURNITURE

AT THE

Kitchener

Furniture

Exhibition

Among many others this ex(|uisite suite will be on view at our dis-

play in the Malcolm & Hill Building from July 10 to 15. The quality

and characteristics of "Sterling" Furniture can be better appreciated

by dealers who make an examination for themselves. The reasons why
"Sterling" Furniture should be in your store are not far to seek.

Upholstered Furniture is always popular with your customers, and

"Sterling" has proved to be the popular line with the dealer.

Make a point of coming to our exhibit. We want to make your

acquaintance.

J^urniture
Our aim is to make goods up to

the standard our Irade-maik
implies— ' 'Sterling

"

in every respect.

W. J. ARMSTRONG, LIMITED GUELPH, ONTARIO
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A Chance Not To Be Missed

Kroehler

'^Invisible
Bed Room

Saturday Evening Post
Delineator

American Magazine
Ladies Home Journal
House and Garden
House Beautiful

MacLean's Magazine
Toronto Saturday Night

Each of the magazines hsted here is carrying

advertising which is telHng the public the

advantages of the bed-davenport. This ad-

vertising will have its effect on your store if

you feature the Kroehler Daven-o. You

will be able to meet your customers' requests

in the best manner possible. Your selling

will be easier and your sales will be greater.

The Kroehler Mfg. Co., Limited
(Operating Kindel Bed Co. Limited)

Stratford - - Ontario
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ST0JkYFOSID FURNITURE

483—Chifforette

Bed Ro
Adam

This attractive suite can be had in Mahogany

and Walnut, Satin finish. Trimmings are

Solid Brass.

Apart from the quality which is expected in

every McLagan production, the simple, dig-

nified Imes of this design attract many pros-

pective buyers. The delightful finish and

evident quality quickly complete the sale.

The McLagan Fur
Stratford

482 Vanity Dressing Table 489D—DressingChair 489R— Rocltet
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rURNITURB

om
Design

Suite

Furniture that pleases right from the time the

customer sets eyes on it is easily sold. Vol-

uminous sales talk is unnecessary: time is

saved and everyone is the better satisfied.

McLagan Furniture pleases from the start

that is why so many dealers place their con-

fidence in it at all times.

niture Co., Limited
Ontario

487 B. — Bow End Bed
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No. 686 Buffet

Show Stratford

This

Goodwill may be known by different names,

but the fact remains tliat it is absolutely

necessary to a successful business. In the

furniture trade honest dealing and good serv-

ice must be backed by genuine values in

furniture of unquestionable quality and attrac-

tive design. Furniture built by the Stratford

Chair Company has a reputation for building

goodwill for the dealer, which means that in

No. 686 China Cabinet No. 686 Arm Diner

The Stratford Chair Company
Stratford - Ontario
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rURNITURE

Chair Furniture

Spring

quality, value and design it is correct, and an-

swers the demand of the buying public. The

greatest purchasers of Stratford Chair Furniture

are people of moderate means, who demand

real value as well as dependability. Dealers

who handle this line can satisfy the greatest

percentage of their prospective customers.

Illustrations are from our No. 686 Suite in

Plain Oak. No. 686 Bu€et

No. 686 Diner No. 686 Table

The Stratford Chair Company
Stratford - Ontario
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Profit In Reed Furniture

Reed furniture always finds a welcome in homes

where beauty and comfort are considerations. Profit

to you is both direct and indirect. Your books show

a profit, but there is also the good will that is imposs-

ible to keep track of, yet is always having a benificial

effect on your business. The warm weather is an

excellent time to display Imperial Rattan Furniture.

Its quality, comfort and beauty always make a hit.

Try it out and prove our assertions.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD - ONTARIO

Working For The Future

These seasonable lines are excellent sellers in themselves, but you
can also assure yourself of future business, by featuring them. Sat-

isfaction brings customers back for otht r articles. Be sure to feature

the Sammy Car this season, there is no doubt al out its popularity

and it brings business.

Lawn Swings Folding Chairs Camp Stools and Cot
Folding Tables Children's Furniture Adjustable Lawn Chair
Folding Extension Gates Suspended Verandah Swing

No. 15 No. 22 No. 0

The STRATFORD MANUFACTURING CO., Limited

STRATFORD - ONTARIO
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Living Room Suites

Davenport Beds

Royal Easy Chairs
( The World's Easiest Easy) Chair)

In handling these lines dealers find that the groundwork for creating a

demand has already been accomplished, which makes easier selling.

Lines that sell with the least effort on the dealers* part always show

profitable returns, and make well satisfied customers.

If you are not acquainted with our various lines let us tell you about

them, they will work for you in the right way.

THE FARQUHARSON-GIFFORD COMPANY
STRATFORD . ONTARIO

ADVERTISING THAT PAYS

WANT
ADS
BRING
RESULTS

2 cents per word
per insertion

J
F you have something- for sale try a want
ad. in our ad. column, and 3 0U will be sur-

prised at Ihe results.

OUR

CIRCULATION

COVERS

THE FIELD

2 cents per word
per insertion

The Commercial Press, Ltd., 51 Wellington W., Toronto
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No. 5 14—Dresser

An Attractive

Bed Room Suite
Two Tone, Enamel Finish

Decorated

This is tlie kind of furniture that builds

up good business. Every dealer will ad-

mit that it has real pulling power.

The pieces illustrated here are from Bed
Room Suite No. 514, a suite that has

already convinced us of its merits as a

good seller. We shall be pleased to give

you further particular.^ regarding our

complete line.

THE MEAFORD
MANUFACTURING CO., LIMITED

MEAFORD - ONTARIO

No 514 Cliiffonelle No. 514-Bow End Ded
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Dining Room Suite No. 1120

To meet the needs
o/ your customers

You cannot meet the need of your customers by

handling the first Hne of furniture that presents

itself. The careful dealer, after considering the

question, will agree that the Strathroy Line will

meet his customers' wishes in a way that is also

very satisfactory to him.

Suite No. 1 1 20 is made in walnut and Quar-

tered Oak and only needs to be displayed to

convince you of its selling qualities.

STRATHROY FURNITURE COMPANY, LIMITED
STRATHROY - ONTARIO
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Furniture Men Made Welcome
At Our Factory Showrooms During Month Of July

Our display this year will include a very

wide range of furniture: living room suites,

rockers, tables, smokers* stands, etc. These

should be seen to be fully appreciated.

We have always endeavored to produce

furniture that will be of genuine merch-

andising value to the dealer, and this year

we are certainly not behind the times in

this respect. We shall be glad to see you,

so come to Elora during July.

We will gladly meet

visitors at either

Guelph or Kitchener

and motor you to our

display. Let us know
when you are coming.

JOHN C. MUNDELL & COMPANY, Limited
ELORA ONTARIO

The F.E, Coombe Exhibit

in our

Showrooms, Kincardine

during July

Should be visited by every dealer

who wishes to keep in touch with the

latest doings of the Furniture Trade.

Make a point of seeing our exhibit.

THE

F. E. Coombe Furniture Co.
LIMITED

KINCARDINE. ONTARIO

KINCARDINE

FURNITURE

EXHIBITION



June, 1922 CANADIAN FUKNITURE WORLD AND THE UNDERTAKER 13

'Andrew Malcolm
Furniture Exhibit

KINCARDINE

DURING THE MONTH OF JULY

TT/'E know that a very large number of dealers

are interested in our line of furniture, and

we are doing our utmost to place before them

during the forthcoming display a representative

collection of our productions that will fall in line

with their requirements at the present time.

You have an excellent opportunity to visit us this

year, as we shall be glad to receive dealers and

their friends any time during the month of July.

You have plenty of time to make up your mind

—

but don*t delay. Decide now to make the trip.

THE ANDREW MALCOLM FURNITURE CO.
LIMITED

KINCARDINE LISTOWEL
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THE FOLLOWING DECLARATIONS are self-explanatory and are

published in view of the fact that some manufacturers, unable to compete
in prices and quality,are making statements which are contrary to the facts.

The fact that we miport our Kapok direct, import only the best quality, and have

the mDst up-to-date facilities for treating the same, enables us to fell a superior

quality at a lower price than others. Customers handling our line are always able

to guarantee quality and goods as represented,

J
.. /John Swanton

Declarations: \ * , TT„„,.x.rT
I Alex Hummell

g'tatutnrg i^rkratton

rc -KAPOK MATTRESS

I, John Swanton, of the City of

Toronto, in the County of York, Super-
intendant, Do Solemnly Declare:

1. That I am Superintendant of the

factory of The Canadian Feather &
Mattress Company, Limited and have
been in the employ of the said Comp-
any continuously for upwards of three

years.

2. That all the mattresses manufact-
ured by The Canadian Feather and
Mattress Company, Limited and label-

ed "Kapok Mattress" during the time
that I have been in the employ of the

said Company have been tilled with

100% pure Kapok.

And I make this solemn declaration

conscientiously believing it to be true

and knowing that it is of the same
force and ettect as if made under oath

and by virtue of The Canada Evidence
Act.

DECLARED before

me at the City of

TORONTO, in the

County of York this

:^Oth day of May
A. D. 1922

Signed

John Swanton

Sgd. Z. Gallacher

A Commissioner etc.

g>talut0ri| iprlarattnn

re-KAPOK MATTRESS

I, Alexander Hummell, of the City

of Toronto, in the County of Y^ork,

Mattress Filler, Do Solemnly Declare:

1. That I am the head or chief matt-

ress filler in the employ of The Canadian
Feather & Mattress Company,Limited,
and have been so employed continu-

ously for a period of six years.

2. That no mattress manufactured by

The Canadian Feather & Mattress

Company, Limited and labelled "Kapok
Mattress", has at any time during the

period which I have been so employed
by the said Company, contained any
substance except 100% pure Kapok.

And I make this solemn declar-

ation conscientiously believing it to be

true and knowing that it is of the same
force and effect as if made under oath

and by virtue of The Canada Evidence

Act.

DECLARED beforel

me at the City of

TORONTO, in the

County of York this

30th day of May,
A. D. 1922.

Signed

Alex Hummell

Sgd. Z. Gallagher

A Comntissioner etc.

The Canadian Feather & Mattress Company, Limited
Spruce Street, Toronto
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NON TIP

Folding

Lawn and Camp Furniture

We manufacture the most complete line in Canada.

A display of Camp, Lawn and Verandah Furniture will

bring profitable business to you this season. Make your

selection and order eaily.

If you have not received our new Catalogue No.49 with

complete line, a postcard will insure it being forwarded by

first mail.

OUR GOODS ARE GUARANTEED TO
GIVE SATISFACTION

NON TIP

OTTER VILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE - ONTARIO

"Gendron built a leputation that resulls in iiiiita(icr."

STILL LEADS THE WAY

Our Ball-Bearing Disc-Wheel Carriers and Sulkies are dis-

tinctly new and have exclusive features that win imnrediale

favor.

The Disc-Wheel Carriers are equipped with a brake which

is neat in appearance and which assures complete safely

;

whilst the new collapsible handle v>n our sulkies make them

compact and easy to carry when neceisary.

Supplied in any finish you may desire. A trial order will

convince you of their unequalled selling qualities.

Made exclusively hy

THE

GENDRON
Mfg. Co. Ltd.

with a complete line of

REED FURNITURE

CHILDREN'S VEHICLES

BATHROOM FITTINGS

INVALID CHAIRS

TORCNTO CANADA
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42nd SEASON Opens June 19th Closes July 22nd

YOU, too, will profit by regular trips

to this greatest of exhibition buildings.

MANUFACTURER'S EXHIBITION BUILDING COMPANY
1319 South Michigan Avenue, CHICAGO, ILLINOIS
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No. 487 Elm Dining Room Suite—Satin Walnut or Fume Finish.

Your Customers^ Idea

Of Quality and Price

Our new walnut finish on elm enables you to offer

to your customers something that is almost sure to

take their fancy. Both quality and price fall m
line with their ideas. A success from the start

—

this line attracts a wide range of buyers. Let it

tell its own story.

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO
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are you working if 'f
"A big city," you say? Yes. Bat did you—the retail merchant away out, it

may be, in a smaller city or town, ever stop to consider that there are not only

scores but hundreds of stores serving the big city's Linoleum needs? YOU,
then, have an equal chance for selling, an equal chance with the city mer-

chant—right at your own door.

Why Not Work Your

Own Market This Way?
FIRST; Make up a list of your customers who probably need Linoleum,

adding thereto those of good prospects.

SECOND; Write these a person?! letter, telling them why Linoleum is the

ideal floor for the home. (If you want real talking points we'll

gladly supply them.) Then-FOLLOW THEM UP WITH
A PERSONAL CALL, takmgacopy of our 1922 Pattern

Book in your pocket.

THIRD ; Plan and put in your best selling window a display of DOMINION
Linoleum and Linoleum Rugs. Don't forget to include Floor

Oilcloth and Floor Oilcloth Rugs. (We send display ma-

terial free of charge.)

FOURTH; Link up your local newspaper advertising with this window dis-

play—we supply suitable electros, free.

Now are you ready? Start to-day. Lets help you. Write us now.

DOMINION OILCLOTH & LINOLEUM COMPANY, Limited

Montreal
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SUITE
No. 90

Made in Walnut only.

Top drawer veneered with

Redwood Burl.

Mirror Frame inlaid and

also has a small Redwood
Burl panel at top.

Handles are silver plated.

Height 66 in. Top 46" X 2 1

" Mirror 34" X 26"

At The Kitchener Furniture Exhibition

Suite No. 90 along with our other new pro-

ductions will be displayed for your inspection

in our factory showrooms during the Furniture

Exhibition from July 10th. to 15th.

Dealers are cordially invited to call and see

this display of Chamber Furniture.

JACQUES FURNITURE COMPANY, LIMITED
KITCHENER ONTARIO
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KITCHENER JULY 10—15

FURNITURE

EXHIBITION

QUEEN ST.

AUDITORIUM

From the experience of previous exhibitions we are con-

vinced that dealers will show more than a passing intereit

in our diplay this year.

Merchants have shown a distinct preference for furniture

of a practical saleable nature, and this is what they get in

the Hachborn line. Plain common sense and honest mer-

chandising principles are behind our productions and from

results received we have no doubt that this is appreciated.

Be sure to call at our display. You will be made welcome.

GEORGE H. HACHBORN & COMPANY
KITCHENER - ONTARIO

Dining Room and Living Room Suites

The success that has greeted our productions points

to the fact that we are giving to the trade a line of

furniture that is in accordance with wants of the ulti-

mate buyer.

By making a point of visiting our display, dealers can

keep in touch with the very latest output of our factory

which should undoubtedly have its effect on your ar-

rangements to secure better business.

Don*t forget—see us in Kitchener. You are

heartily welcome.

OUR

MID-SUMMER
EXHIBITION

will be held in

THE

AUDITORIUM
QUEEN ST. SOUTH

July 10-15

The Lippert Furniture Company, Limited
Kitchener - Ontario
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THE ONE SURE WAY
of keeping abreast of the times in the furniture business

is to see the newest productions of the factories for

yourself. That is why we impress upon you the necessity

of visiting our display and examining the latest creations

in Malcom & Hill Furniture.

We consider that your time will be well spent, because

Malcom & Hill Furniture has always displayed decid-

edly saleable qualities from the dealers point of view,

and the productions to be shown at this exhibition are

no exception to the rule.

Do not forget Exhibition Date

MIDSUMMER EXHIBITION
at our Factory

July 10—15 1922

MALCOLM & HILL, LIMITED
Htad Office Branch Factory

KITCHENER LISTOWEL
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Art Furniture
Kitchener Furniture Exhibition

JULY 10-15

No man in any line of business can afford to be behind the times. The furniture

dealer who views our display has Httle chance of being behind the times as far as

designs and up-to-date creations are concerned. Behind the manufacture of Art

Furniture are experts whose experience every dealer can utilize by showing their

creations in his store- In Art furniture nothing is left to chance. Every detail has

been carefully considered—its beauty, utility, dependability and quality, as well as

those selling characteristics that every dealer looks for.

Come to our exhibit in the showrooms of the DeLuxe Upholstering Company, July

10-15. We will make it worth your while.

ART FURNITURE COMPANY, LIMITED
Kitchener - Ontario

Special Display
At Our

Permanent Showrooms

Our permanent showrooms at the DeLuxe Upholstering

Building are always open for your inspection, but from July

10-15 a special display of our furniture will be on view.

Our newest designs will be given particular prominence, and

every dealer who possibly can will do well to see them.

Beaver Furniture has the reputation of being a good seller

with the qualities that create satisfaction. What could

answer a dealer's wishes better? Come and see these new
designs for yourself. You are cordially invited.

The Beaver Furniture Company, Limited
Kitchener -:- Ontario
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DE LUXE
Upholstered

Furniture -

Mid-Summer Display

July 10-15

When you have examined our display of new designs and

coverings, you w^ill realize that in De Luxe Upholstered

Furniture you have a line that can be offered to your

patrons v^ith the greatest confidence.

KITCHENER FURNITURE EXHIBITION

This exhibition places w^ithin your reach a means of gain-

ing the latest informaion about the furniture trade, as well

as offering an opportunity of examining the latest designs,

so that you can make a more judicious decision as to their

suitability for your particular trade. We want to welcome

as many dealers as possible— so come and let us renew

our acquaintance.

De luxe upholstering company
LIMITED

KITCHENER ONTARIO
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Come to Waterloo

JULY

10
TO

15

and see the very latest in

UPHOLSTERED FURNITURE

The merchant who is out to win decides that above all things he

he must give satisfaction, and Glady Upholstered Furniture is a

line that he selects to carry out his purpose. Glady Furniture has

been a source of satisfaction to very many dealers who have featured

it properly, and we feel that after you have seen our display you will

be convinced that it can work for you in the right way.

We extend a cordial invitation to you to visit our display.

H. W. GLADY UPHOLSTERING COMPANY
Corner Union and Herbert Streets. Phone 400

WATERLOO - ONTARIO

Don't Miss

THE ENGEL LINE
Every dealer, alert to changing conditions and the require-

ments of his trade, will consider it absolutely necessary to

visit the

Kitchener Furniture Exhibition
July 10-15

Our showing of the newest designs in upholstered goods

should be of interest to you, and we look forward to giving

visiting dealers a hearty welcome,

ENGEL UPHOLSTERED FURNITURE CO.
WATERLOO - ONTARIO

WesUrn Representative :—MK.W . CLINE, VANCOUVER, B.C.

rmnniiiiijjiTnii mn TTTTTTntnirtiHinimn DmnJimp "TTitTinniirTTii [inn niriiiiiniimminniiniijjmTicj
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SNYDER'S LIMITED
Beg to

Announce
that they are making a special showing of

their full line of

SItumg Ennm Jurttiturf

iMIIMIIIMIIIIIIMIIIIIMIMIIMIIIIMIMIMIIMIMIIIIIIIMIIIIIIIIIIItlllllllllll 'IM:i:ilIlli:illllllllllM:IIIMIi:iMIIII!MMIIi;illlllllllMI!IIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIMII|

IN THEIR SHOWROOMS AT THE FACTORY
WATERLOO

During the week July 9th. to July 1 5th.

IMIIMIMIMIIIIIIIIIIIIIIIIIIIIIMIMIIMIMIMIIIlMIIIIIIMIIIIIIIIIIII
I IIIIIIMIIIIIII IIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIII IlilillilllllMM.IIIIIMIIIIIIIMIIII.'l

The Snyder Line of Novelty Furniture,

considerably enlarged and including new
designs in Smokers, Sewing Cabinets,

Tables and other useful and attractive

pieces for the Living Room, will also be

on exhibition.

New Designs, New Coverings, New Values

will make the display well worth a visit

SNYDER'S LIMITED WATERLOO, ONT.
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OUR BOYS WILL GREET YOU
AT OUR "WATERLOO FACTORY''

PERMANENT SHOWROOMS IN

JULY.

E. O. WEBER LIMITED WATERLOO, ONT

ilililH OKI lilm

Our Display Will Be Well Worth Visiting
AT THE

KITCHENER FURNITURE EXHIBITION

July 10 to 15

"npHERE are few people who have not a decided preference for

^ upholstered furniture, provided they see what they want. To
supply this want a dealer can best make up his mind by seeing our

display at the Kitchener Furniture Exhibition. Purchases can then

be decided upon with an eye to their saleabilily, and therefore with

more certainty of success.

SPECIALTY UPHOLSTERING CO, • WATERLOO, ONTARIO
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No. 248 MIRROR ^
No. 249 HALL TABLE No. 252 CARD RECEIVER No. 250 HALL CHAIR

Visitors to the Kitchener Furniture Show

will find many distinctive new pieces at the

Krug Showrooms, all of ihem executed with

the careful attention to details that charac-

terize Krug productions.

The H. KRUG FURNITURE CO., LIMITED
KITCHENER - ONTARIO
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INVESTIGATE

\Y/OULD it be worth your while to in-

vestigate where you can buy the

best-made Chesterfield Suites in the Dominion

of Canada.

Then remember that Woeller, Bolduc & Co.

of Waterloo, Ontario make Chesterfield

Suites with steel construction which do not

sag in the seats or backs. A reasonable

guarantee will always be furnished on request.

If this is worth your while, then don't neglect

to call at our permanent show-room opposite

the G.T. R. depot where you will find our

full range of samples on display during the

Furniture Exhibition July 10 to 15.

WOELLER BOLDUC & COMPANY
WATERLOO - ONTARIO i
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Some Designs

Are Selling

No. 700 Dresser in French Grey or Walnut

BEDROOM AND OFFICE FURNITURE OFFICE DESKS

CEDAR LINED CHESTS WARDROBES AND CABINETS

See our permanent showroom at Preston, and Exhibition at

E. O. Weber's Factory, Kitchener, July lo— 15th.

Crown Furniture, Limited
Preston - Ontario
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JULY EXHIBITION

Our July Exhibition will be held in the Anthes Furniture Build-

ing during the week oj July 10 to 15, 1922.

This Exhibit will include our new lines of Portable Lamps and

Shades including the new styles in fridge Lamps, the new

poly)chrome stippled finishes, and hand painted translucent sill^

shades.

The Anthes - ^aetz exhibit will include new medium priced

Dining Room and Sleeping Room Suites in new effects and styles.

The Living Room furniture shown will include the new styles,

and a showing of Novelty pieces as well.

Special Efforts are being made to have this summer's showing

a complete one, which will include many lines of medium prices.

We are holding forward to a visit from you during this Exhib-

ition Week- latch string is out, and we will do all we can

to make ^our visit pleasant.

Three shops—each specializing in their own line—are at your service;—

Anthes Baetz Furniture Company Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited

Furniture for the Living Room

Baetz Brothers Specialty Company, Limited

Poria})le Electric Lamps and Shades

Managing Director
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A TALK ON GOOD
HOME FURNISHINGS

The Livingroom

—

By J. G. He!msman

Livingroom In Toronto

Financier's Home

I

The most important room in the home is the living

room. It is here the family meet in happy com-

panionship; it is here that the guests are made
welcome; it is the heart of the home.

Probably the greatest mistake the housekeeper makes in

the furnishing of the living room is overcrowding. It is

a greater evil than to furni-h sparingly.

Overstuffed Furniture

In the present day of overstuffed furniture it is rarely

necessary to need more than the nsually allotted overstuffed

pieces, and a tabic—preferably the long Davenport style

—

two small lamps, though you cainiot use to many lamps

in any room.

In all modern homes overstuffed furniture easily has

first preference. Its luxurious comfort compared with the

cane and mahogany is unquestionable, and coloring and

harmony may be carried out in the most artistic way. The

subdued tohes of tajiesry give an air of refinement which

is much better than the flash of bright velour, and the

wearing qualities are infinitely superior for a dollar-and'

cents investment-

Two-lone effects are verv jmuch in demand and lend

themsp[ve- to many successful decorative schemes. Usually
the loose cushions and inside backs are carried in all-

over designs, with just a slight touch of color, the strip

running along the base completely across and covering the

entire arm is generally of a solid color. The shades of

this ii'a'erial decides the color scheme of your room—the

draperies, cushions, etc., may harmonize with the piping.

Mohair runs tapestry a close race for first choice in up-
holstery. It is a wonderful covering for had usage, but
costs son^ewhat more than tapestry.

Figured Coverings

Few suites are made up of plain cloth without some
relief in color. Figured material is used for the cushions
and back; the same color in a solid weave is used for the

piping.

Tassels are very popular and give a finish to the suite.

This added touch takes the suite out of the commonplace-
Moss hair and felt represent the best interior material.

Tow and excelsior while reducing the initial suite, rob the

life of the suite and should be avoided bv all means.

NOW'S the SEASON /or OUTDOOR FURNITURE
We are now in the midst of the great poroh and out-

door furniture season, and furniture retailers will

find it advantageous from now on to give special

pt'tention to means whereby /they may reap the most

benefit through the increased demand for outdoor furni-

ture- Dninsig the past few years the popularity of porch

and garden furniture has increased enormously. Instead

of the clumsy makeshifts of the past, and the inside furni-

ture pressed into service as the exigencies of the moment
require, we now have artistically designed and delight-

fully finished suites, adding appreciably to the pleasure of

summer. Whenever there is an opportunity to enjoy the

outdoors, in porch garden or lawn, there is an opportu-

nity for the retailer.

The value of appropriate summery window displays and
.1 carefully thought out advertising campaign in crystal-

lizing the widespread popularity of summer furnishings

/iito achial sales cannot be overestimated.

The goods themselves, with their pleasing lines and often

brightly colored decorations, lend themselves admirably to

attractive displiays. Many times the introduction of decora-

tive accessories, such as a lattice work background, bird

cages with real live songsters in them, gives a delightful

finishing touch. 'J hen there are the cretonne effects to

catch the attention of the passerby. Grass rugs are often

utilized with good effect-

Unlimited Possibilities for Attractive Arrangements

In fact, there are unlimited possibilities in the way of

interesting displays, and a little application will usually

result in pleasing and orignal arrangements. Last season,

a window dressing seen quite often in some of the larger

centres was the representation of a porch. Sometimes the

back wall was painted to resemble the wall house—bunga-
low effect, sometimes a landscape effect was introduced,

climbing vines and flowers giving a touch of realism. The
porch setting has the advantage of emphasizing such arti-

cles as hammocks, porch screens, swings, plant boxes,

hanging baskets, elc, to the best possible advantage.

Interesting Styles in Summer Furniture

The styles in sunnner furniture are umisuallv interest-

ing this season. In painted wood furniture, there is a

growing denumd from the west. Judging from the pop-

ular demand last searon, and the interest shown at the
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last fmnilijre shows detileis expect pood sales. There is

a growing appreciation of the peiouliar adajrlabilily of the

artistic and durable wood lines to the lawn and garden,

and porches that are not protected from ihe sudden sum-

mer showers and storms.

The demand for the woven lines, both for porch and in-

terior, remains as widespread and persistent as ever- The
willow, reed, rattan, grass, wicker and fibre are standbys,

and there are some notable additions to the various lines

for this season.

A LESSON IN PERIOD FURNITURE DESIGNS
The Charm Of Jacobean Furniture.

ENGLISH furniture designs are noiw very much in favor.

So much is this the case that manufacturers who pro-

duce the more expensive furniture aie copying the

old English designs very extensively.

"For the sake of variety," said a well known decorator,

"manv ])er3ons are turning again to the Jacobean design

for some part sof the house. The Jacoibean furniture has

been found to be exceedingly effective in soT^ie houses,

and especially in the halls and libraries. Many, whose

homes are very beautiful, are using the old En-^lish furni-

ture throuighoui their houses, but as a general thin'!; it is

reserved for the halls and libi'ary." Bui a w;)rd about

Jacobean.

Much of the furniture which in modern decorating par-

lance is called Jacobean dates, as a matter of fact, from

Charles 11 period. Under the head of Jacobean today are

properly liisited, frorn the standpoint of the dealer and

purchaser and except for pruposes of research, the English

designs which were originated under James 1, Charles 1,

Charles 11 and James 11.

Most of the Jacobean pieces are carved. The chairs

which are now most sought after are cane seated and cane

backed: the backs tall and rather narrow. There are

also the Jacobean wainscot chairs, which are rll of wood
and are lower and broader. These are mostly armchairs

and more comifortivblc. although not so decor:"tive as ihe

tall backed chairs.

For use in the hall, in adition to tlie tall cane seated

chairs, Jacoibean tables and chests are considered highly

desirable. There is a long table, rectangular and quite

narrow in proportion to ils width, which is exiremely

good either for hall or library. Among the Jacobean

trbles also is that vei'v beautiful design, the gate-legged

table. Thesr 1; blrs are, of all the Jacobean furniture, the

;nost desirable for general use, for ihey fit beautifully into

any room where the furnilui'e is of varying periods and
they have a charm all their own. The table has eight legs

and two drop leaves, which are su|>ported on movable
gates.

Jacobean chests and cupboards are especially fascin-

ating objects on their own account. The rich dark oak
chests covered wiih carving add greatly to the beauty of

any oak furnished hall, library and dining room, and hapipy

'he housewife who can keep her linen in a Jocobean cup-

lioard or store it away in a big old Jacobean chest. The
girl also can who have a Jacobean chest for her dowry
chest, since the custom of preparing for her marriage in

'his way has been revived, is accounted a particularly

forlunate person. For a great many years some very

beautiful chest, both of the original Jacobean and the

American copies made in the early days of the colonies,

vere stored away in garrets and deemed too old fashioned

to have a place among the family belongings that were on
view. Of course, long ago all of these were hauled out

of their hiding places and proudly displayed as most
cherished possessions.

The rich and sidsdued coloring of the Jacobean dark

oak and dark cane combine well with tapestry-hung walls

or with wainscoting. Dark-toned Mori'is paper and walls

hung with brown or dark blue cartridge paper also affords

a suitable background for the Jacobean pieces. The bed
chair is a quaint and decorative article of furniture, and

tapestry upholstering may be used with this as with the

high backed cane chair, as it was originally done, without

interfering with its beauty. The furniture of this inter-

esting period of the Jameses, fasioned of honest oak, which

takes a patine like bronze wilh the lapse of time, has an

;ippeal which cannot be gainsaid.
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A CHARMING diningroom display

made hy a Detroit furniture firm

in its "furnished home" during that

city's recent Furniture Fashions Week.
Ths display also served as a display

model for several of the Windsor firms

during the big Better Furnished Homes
week in that city a month ago.
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J
BRINGING IN SALES

I THROUGH WINDOW
I By C. R. World

The prize-winning window put in by J. C. TurnbuU & =

Co., Ltd., Peterborough, Ont., which took the first |
place in the ' 'Marshall Month' ' contest. =
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Y OU must show your goods before you sell them.

Years ago, perhaps, when competition was not so

keen a dealer miight dispose of his goods without

singing their praises for an hour and displaying their

beauties from every conceivable angle. But not now—con-

ditions have changed entirely—and the man who talks the

most (intelligently) and fears not to show his wares, sells

the most, provided, of course, that his merchandise is in-

trinsically valuable to start with and justly priced.

With conditions in such straits, therefore, it behooves

the progressive merdhant to fortify himself against com-

petition with "talkers" and the "showers". Concerning the

"talkers"-—^the salesmen—we have nohing to comment here,

but we would like to "hammer home" a few more reasons

why the merchant should iput his windows—the "shower"

—

first on the payroll.

Goods well made are their own advertisement, that is

axiomatic and the truth; and goods well dislayed are balf

sold, which is likewise a truism. And the better displayed

and the better featured any item of merchandise is the

more easily will it sell itself. Some dealers, however, are

prone to tlhink that any merchandise in any window is sure

to sell, regardless how it is prepared and arranged. But

the average show window is like a sheet of paper and the

goods in it are words, and according as the words are

selected depends the selling value of the storv they tell

—

the show window tells only what you make it tell.

Good display does not make merchandise more valu-

able

—

but it does make it more salable. And this is par-

ticularly true of merchandise in the furniture field. It is

the appearance that counts. A customer going past a well-

arranged show window ds at once impressed with the

beauty of the goods—with the charm—and immediately

thinks of them as more meritorious and on a higher plane

than just "merchandise."

Some (dealers have a keen sense of the fitness of things,

and know just how to give their displays the greatest

seling value. They have a nack for bringing strong colors

into contrast—of playing one article against another—of

seizing the vital part of an article and making the ensemble
stannd forth prominently with an irresistible charm. They
create an atmosphere, as it were, hat works a wonderful

influence on the customer. It is all impression—all ap-

pearance—of course, but its effedt is quite apparent on the

mind. And, after all, this is the very desideratum vv^anted,

for unless one is in the proper mind, one does not buy.

Some dealers are so alive to the possibilities and merits of

proper window display that they make a study of it. They
examine and criticize their own displays, and they journey
past other stores just to pick up pointers for their own use.

The result of this study is obvious. They get new angles

for tiipir own arrangements, which constantly keeps thesn

alive and up-to-the-minute.

A well-dressed, clean-cut, vigorous-looking salesman is

n^^ver at Ljss for an audience. And a well-arranged, care-

fully thcught-out, "snappy"' window display always at-

tracts tho attention of the actual customer and the passer-

by. On the other hand, the poorly thought out display de-

tracts, not alone from the superficial value of the goods

themselves, for it takes away that vigor of impression

which is so essential to the sale of all merchandise.

Satisfactory display is an item that concerns ithe welfare

of cA^ery retail establishment, for not to show merchan-

dise is "hiding the light under a bushel" and increasing

the obstacles which stand in the way of its ready sale-

There can be no doubt about tihe advisability of mer-

chandise display. The question of vital importance is,

"How shall we arrange the merchandise in order to get

the best results?" Looking back over the years, and also

making a study of merchandising conditions in even the

most primitive countries of today, we find that the first

essentials in most merchandising is to get the goods out

A\''here they can ])e seen. This is what the great mass of

dealers are doing at the present day. Of course, the aver-

age store in the most progressive countries has improved
wonderfully in the last few years, this being particularly

true of the show window in so far as construction and
lighting is concerned. The introduction of plate glass

years ago has been the most powerful factor in the im-

provement of the show window.

No inatter how up-to-date you show window may be it

is still vitally important that some one in the store really

knows, something about the more important principles

governing the display of goods that the store bas for sale.

One very important rule that can be applied to almost

all lines is to try to show goods as they will aj)pear when
in use.

Applying this same principle to the showing of carpets

and furniture, it is best to decorate the windows in imita-

tion of room interiors. Let all the goods be shown in

natural surroundings This system of display compared
with the old method of showing a heterogenious collection

of all kinds of furniture and furnishings in an open back
window means that tlie same items of merchandise will

look a hundred per cent, better and at^lually suggest how
they can be used to advantage in the home.

There are, of course, an endless number of S'Uggestions

that can be made that will help any one in his window
woi'k. First of all. the window glass, and infaot every part

of the window should bo ke])t absolutely clean- Great

care should be gi\('ii l.i ihc ^mallc-^! detail of the window.
The construction of the window is very ini|)ortant. On
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account of poor constiucliou, many jiood vvindovvs rcdecl

more of the outskle surioundings and show very litth;

merchandise. This ))raclically makes the window useless

part of the lime, and this fault should he overcome as

soon as possiihle. How to do this is the question. The

reason ihe j)lale glass sIidws reflections is thai the window

is darker inside than it is outside. You will find that

by studying this problem you should be able to make the

inside of your window as light as it is oul of doors and

thus overcome the reflec tions entirely. This can be done

by taking out the falsi ceiling just back of llic transom

bar if l!n k- one. Or il may be the backgrounds are loo

dark and need a light colored covering. Another very

irnjjortant phase of window w(uk is that of window light-

ing so that the goods will be seen lo advantage at night

as well as in the day time. By taking this matter up with

the local lighting company you will be able to procure

espeeiallv designed window reflectors that (Concentrate

every bit of ihe light on the display itself. The element

of color coinbinalion i.-< so important in window work that

all wiiHl')w trimmers should make a special study of the

su])jecl- As a general lule, the fewer colors used n a

window, ihe more allractive il will be.

MARSHALL MONTH WINDOW CONTEST
Marshall Month a year ago met with such great success

ihril anoither Marshall Monlh was held in April

last, during which a window display contest was

lield among the dealers in Canada handling Marshall

products. So many dealers competed in this contc-^t that

it was not possible to decide earlier the winners from the

numcro.is photogiaphs prcscn;ed. This has now ])een

Window trim of C. C'aplan, Cttav.-a, v/hmer of second Marshall Month

done, however, and the judges—McConnell & Ferguson,

advertising agents—have .awarded the prizes as follows:

First—J. C. Turnbull & Co., Ltd., Pelenborough, awarded

a Marshall sanitary mialtress;

Second—C. Caplan, Ottawa, a Marshall- dovi ii maaress.

Third—T- E. Simpson, Sault Ste. Marie,

a Mashallfelt mattress.

The judges' comment on the value and

worth of the displays and their reasons

for awarding the prizes is of value to all

those who take an interest in the subject

of window display and of . help to those

who are sometirnes puzzled as to how to

make their window displays draw. This

t ,mment of the judges follows:

Judges' Comment on Displays

"In passing judgment U|)on the merits

of the windows submitted, the first con-

sideration has been the sales-producing

values, as selling is what window displays

demonstration features, composition and

are for- Points were also awarded for The third prize wiiuio-,v display

arrangement, and the use of posters and window cards to

tie up the name of the product to the impressions made by

the displays. No atlenlion was paid lo accessories used for

eff^ecl, nor to the lack of space in small windows, or to the

extra effect added by high class store fronts.

"The display awarded firsl prize conforms to a meritor-

ious degree in respect to almost every requirement. The

suggestion of coniforl and refinement suggested

by the reclining j.idies and the swans add to the

demons; rstioii and sellin'^ eff^ect. In our opin-

ion his window will sell the most goods.

"The window that won the second prize is

almost over-strong in demonstration and weak

in suggestion of comfort, yet it is considered a

strong selling window since the shortcoming

mentioned is made up for by very strong effects

in window cards and posters. 'Ihis window is

calculated lo leave a more lasting impression

of qualit} and comfort than the window selected

for. third prize.

"The third prize windcjw j)roduces in another

way the appropriate feelings of restfulness that

should sell the product. In a quiet way it tells

the story by dem.onslration and suggestion while

using enough posters to tie up the Marshall

name so that il will stick.

"Each of the other window displays had
many merits as conrposilion, but from the sell-

ing viewpoint they fell short of the prize-winners

by failure in various degrees lo demon.strate or

suggest that more conifort is available in product displayed,

many of them striving lo sell mattresses from the outside

point of view and overlooking the big selling features of a

mattress or cushion which is inside, especially in the case

of tile Marshall pioduct."

made by T. E. Simpson, Sault Ste. Marie.
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MAKE THE ADVERTISING COPY NEWSY
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Chatty readable ads. are read—Study your proposition— Be truthful in your statements— Mail

order advertising based on price publicity—Fence signs for the small town furniture dealer.

Second Article By L. R. Greene, Hamilton, Ont.

I

a. last month's isMie we covered briefly the first essentials

in adVertisinjr your busineSiS. Get them right and you

have laid a firm foundation on which to build your

other advertising, and get results. What is the use of ad

vertising in newspapers, in circulars or by signs to attract

people to your store if. when they get there, they find a

slo])py and r.nlidy establishment, goods poorly displayed,

^ni.j,iiiiiiiiiiiM!;iiiiiiiMn;iiiiiiii[i,iiiiitiuiiMi;iiiiitiiiiii<'iiiiiiiiuiMiiii[iiiMiiiiiiiiiiitMi!:iiHiMiiiiiiiiiii[iiiili^

I A Special Purchase of Living Room i

I
and Bedroom Rockers and Chairs |

I ON SALE I

$22 -$25 Living Room

ROCKERS
$14-85

HIGH GRADE quarter cut

oak living room rocker with tap

-estry or imitation leather seat

(or$14.85. One will be proud

•o possess. Cushion seats. The

many springs all make for the

greatest resilience and ease.

Come early to-morrow. It's a

rare opportunity. See window

display.

$9-$ 10- $11 Bedroom

CHAIRS
.85$4-

BUYING in large quantities

direct from maker, makes this

low price po!sible. Damty bou-

doir chairs and rockers that sell

every day and everywhere (or

$9, $10 and $1 I go on sale at

the one price $485. Woods

and finishes to match any bed-

room furniture you may have.

Teahan Furniture Co.
31-39 Sandwich St. West

Windsor's Greatest Furniture Store

'I'lllllllllllllllllllllllllllNlllllllil

This Windsor firm following Mr. Greene's advice in making
its ads. chatty.

or indifferent or discourteous clerks? You are simply

bringinp; thai customer to your store to impress upon him
'hat yo;!r place is a poor place ,to .shop, and iwhen you

turn him loose with that limpressi'ipn, it mav remain

fresh in his mind for many a long day and by him passed

to others.

And now thai vv l;a\c our inside organization work-

ing along proper lines, what else can we do to advertise

our stf)re;' If we live in a newspaper town or citv, natur-

ally you will expect to use you local paper, so let us con-

sider some of the essentials of successful newspaper ad-

vertising.

Advekti^ing Should Be Persisted'

Fir:-t of all, is the matter of space, as on that depends
the amount of money spent. One of the important features

in Any type of advertising is persistency. If vou are

going to advertise in a newspaper there is no use in being

in to-day and out to-morrow. Adopt a fairly consistent

schedule so there will be some continuity to your adver-

tising. Let us take small space and use it fairly frequent-

ly rather than large space only occasionally-

Then, as to copy, why do people subscribe to news-

papers? Because they wish to read the news. Then just

inject that same idea into your advertisements. Make them

nevs'sy, chatty, readiible .and make your statements definite.

Don't simply say, "We have a fine Hne of furniture, come
in and look it over." Or don't even be satisfied to say,

"We have a fine line of rockers, priced from five dollars

up." In thai case vou are neither newsy or definite. For

instance, "At five dollars we have .some rockers which are

excellent value at the price, but of course, if you want a

The newsy ads. of Fome of Montreal's foremost furniture stores.

good seiviceable chair you lia\e to ]iay more for it. At

seven dollars, we ofTei' a particularly good line ot rotkers.

made bv one of Canada's most famous makers. It is a

dandv. We think it is one of the best values we have and.

therefore, we mention it here- A good, serviceable

r.)( ker for seven dollars,'" and' so on. Study your pro-

position and vou will find lots of interesting newsy items
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in regard to ihp jiodds you handle. Then don't be afraid

to give the prices.

The reader will thinU to liimself, Ah! a good rocke.

at seven dollars. 1 think I will drop in and get one of

those and when you have hiim in the store, think of the

opportimily you have of selling him other goods.

Then make your advertising truthful. Don't exaggerate,

don't overstate. If a product is at a low price, don't give

the man the idea that he is receiving a high-grade product

at half the usual price. It may be excellent value but it

may not be as good as it should be, and if the customer

wants the best he has to pay a higher price- Trutfulness

in your advertising establishes confidence, and the con-

fidence of ihe community in your business and in your

integrity is a tremendous asset to you. When you get it by
hard work, be very jealous aibout it and don't let it go.

So, in review, in writing newspaper advertising, or any

other advertising for that matter, make it newsy, make it

truthful and make il definite, and don't he afraid to men-

tion prices.

Just imagine what a useless thing the Simpson or the

Eaton mail order catalogue would be if they contained

no prices. Therefore, take a leaf out of the practice of the

big fellows who have grown because they knew how to do

business, atid a^pply them to your own business.

D;ri;ct by Mail Advertising

Another big field for you to develop in your advertising

is the direct-by-mail method. That is the sending of circu'

lars or letters to customers or possible customers. To do

this properly, you should really make a survey of the pos-

"^ible field for the development of your business. That is,

does it only include your town or part of your town, or

does it stretch itself out into the surrounding district.

After you have decided as to the what section you expect

to work thoroughly for business, prepare your mailing

list once a month with some interesting circular letter or

other piece of literature. Frequently, you mav only use a

part of your list as you may have your list classified so as

to work a particular type of buyer on a particular propo-

sition-

In preparing direct-by-maiil literature, letters, etc., you

can receive a great deal of help from manv of the manufac-

turers, whose lines you handle. Some of them specialize

in this type of co operatJon with the retailer and have

much valuaible and helpfid material available for your use

which is excellenl in itself and helps you to keep down
the cost of the work you are doing.

Perh?.ps before closing we might also touch on the value

of signs, particularly in the smaller town or villages.

Signs advertising your business can be placed around your

district and out along the main thoroughfares leading into

your tovvti, Such general advertising serves continually to

keep your name before the people who buy. When the

man is on the way to town, jogging along behind the old

grey mare or rattling along in bis Ford or gliding along

^rilMltl'tt'llllinilllllllllilMIIIIMIIIIMIMIIIIIIIIIIIIIIIIMIIIIMIMIIIIIIIIIIinilllllllllMIIIIMIMIMIMIMiniMIIIIIIIIIIMn

I
DON'T HESITATE |

I The inside of this store is just as free to you as |

I the window is. |

I If you want to liuy anything, well and good— |

I but if )>,u just want to look arounl you are quite |

I welcome. |

1 Coine in—there is no obligation to purchase. |

^>niHIIIMIIIMIIMIIIIIIIIIIIIIIIIIMIIIIIIIMIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMHIMIIMIIIIIIIMIIIIIIIIIIIIIIIMIMMIIIII^

in his Packard, these signs may remind him of something

he wants to buy in town and naturally such a reminder

will direct him to your store.

ANALYZING THE BOSS

THE following set of que.stion.s were compiled by
the sales-manager of a large pharmaceutical
manufacturing establishment in the United States

and were originally published in their house-organ.
They were intended to enable a druggist to find out

just where he stood in reference to knowing the inti-

mate details of his business.

To gain benefits from this self-examination, it is of

course necessaiy lo be honest with your answers and
take nothing for granted. A careful review of these

iMieslions may enable you to see how conditions can
be improved in your store.

Eacli (]ue.stion is valued at so many points as indi-

cated by the figure at the left. Study the (piestions

carefully and credit yourself with what you think is

ligiif ill file space at the right. The total of your
credits will give your standing.

Points Credit
6—Do you believe in business system in the store?. . .

.

2—Are you ojien to suggestions? ....
6—Do you take an annual inventory? ....
.")—Do you figure profits on selling price? ....
0—Can you state definitely what your overhead

expense percentage amounts to? ....

)—Have your sales reached a maximum for the

expense involved in selling? ....

3—Do you know what lines pay be.st and which pay
least ?

3—Do you plan advertising carefully and set aside

an appropriation for it? ....

3—Do you push nationally advertised goods? ....

5—Do you discount your bills? . . . .

3—Do you make special effort to sell the higher

priced, more profitable articles? . . .

.

6—Do you turn stock at least four times a year? . . . .

(Allow 1 for one turn; 2 for two turns; 4 for

three turns; 6 for four turns.)
2—Do you meet your customers personally? ....

n—Do you buy from more sources than necessary? . . .

.

i—Do you neglect departments in the store you
are not interested in? ....

4—Are your windows regularly and painstakingly

trimmed? . . . .

5—Do you give prompt, courteous service? . . .

.

4—Do you and your clerks study the merchandise
you sell ? . . .

.

(Do you know how it is made and best talking

])oints?)
•')—Do you make good use of advertising helps?
]—Do you belong to a local, state or national asso-

ciation? . . .

.

(Allow 1 point for each.)
6—Do you attend the meetings? . . .

.

(Allow 6 for any one association meeting regu-

larly attended.)
3—Do you read at least three good trade jour-

nals?

(Allow 1 point for each.)
2—Have you a good mailing list?

3—Do you use it?

5—Do your clerks like their boss?

100 Total
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Each Has The public are inclined to think of the re-

A Mission tailer as interested only in the accumulation

of cash. He is often held up as a man oper-

ating without a conscience. It would surprise many people

who hold such a view to hear some of the statements made
by dealers to the editor of this paper indicating that they

feel there is something else in life besides the accumulation

of money.

For instance, a dealer whom the writer recently inter-

viewed pointed out that each one in this world has a mission

to carry out as he proceeds to earn his daily bread—the

work of lifting the world to a little higher standard—of

making the world a little better and the people in it a little

happier.

"And there is no one in a better position to carry on this

work than the retailer," said this dealer. "He comes in

such intimate touch with so many people in his daily work
that he can exert an immense influence on their lives, their

happiness and their morals."

And, the dealer would do well to keep in mind this part

that he is called upon to play. It is alright to put forth

one's best endeavors to succeed in business but he should

not forget that there is ailso a duty that he can and should

perform.
* * *

Protect Yourself in The dealer buys a safe for p to-

Buying A Safe tection for his records and valu-

ables and in making th? purchas?

of such a piece of equipment he should see to it 'hat he

buys a safe that will really protect him in case of fire.

The manv instances where safes have fallen down when
put to the lest of a real severe fire gives reason for sound-

ing a note of warning at this time so that the dealer will

make sure that the safe which he entrusts with the papers

that mean so much to him will really protect him in ca:-e

a fire should occur.

A safe may stand up all right in a small fire which dncs

not develop much heat and yet fall down when the fire ^'s

heavy and ihe heat excessive. The dealer, however, wants

to be prepared for the hottest fire possible.

Even though the safe on which he can really depend
under all circumstances may cost him more it is utter fool-

ishness on his part to buy any other. When a man is buv-

ing fire insurance he makes certain that the company in

which he insures is a thoroughly reliable one—or at least

he should if he is really a business man. A safe is a ne-

cessary form of insurance against loss by fire and in buying
this as well as anv other kind of insurance the dealer should

see to it without fail that he gets something that will really

protect him at all times even when put to the most severe

test.

Putting Him The writer recently had an interesting

On His Mettle conversation with a dealer who has

made a succcess of his business—and

who wants his son to be a success also. He desired to take

things a little easier himself and as he has a son raised with

him in the business it would appear to be easily possible by

taking the son into partnership.

He decided against this, however. Instead, fee has sold

him part of his business interests, taking his note for same

and making provision for payment in a regular business

manner.

He says the reason he has done this is to place his son

on his mett]le. He has to shoulder responsibilities just as

if he was "on his own" and did not have his father to depend

on. He believes that he will do better and bigger things

than if he were taken in on a partnership on a going and

profitable business. He might be inclined to think that

being a partner in such a business he could afford to take

things easy.

There is a good deal in what this dealer says and it ap-

plies not only to one's son and heir but to one's employees

as well. The clerk who is not given some responsibilities

is always a "leaner" depending 'on some one for direction

and advice. But if he has gradually to assume responsi-

bilities he begins to use his own brains and initiative to a

greater extent and in this way develop into a better and

more valuable employee.

* *

Keep Tab Furniture dealers should always keep a

ON THE Cash close check on the store's cash and this for

a double purpose. The first is to protect

himself and the second to keep temptation out of the path

of his employees.

Money always holds a certain temptation for the clerk

and it is the duty of all dealers to reduce such tempta-

tion a mininuuii. If a clerk knows that cash is not checked

up closely it brings a temptation to depart from the

straight and narrow path.

However, huge losses may occur if rare is not ?xercised.

The writer recently heard of a case where a large grocery

store had lost a total of $2,000 througb a dishonest clerk.

The latter found a weakness in the system of handling cash

and took advantage of the fact.

In another case we heard of a stranger requested to be al-

lowed to assist in the store so as to gain a little experience.

He gained more thai« experience. He was overcome with

a head ache and had to depart and the dealer on checking

up later found that $6,S in cold cash had departed with him.

So it |)ays to keep close tab on cash while the duty of

the dealer in keeping tem|)lalion out of the clerk's way
should not be forgotten.
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Midsummer Furniture

Exhibitions This Year
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THE fiiniitiive" miir.iifacturers of Kitchener and Waterloo

will hold a Midsummer Furniture Exhibition at

(hr^ir factory slinvvrc)(<ms during the of week July 10

to 15. Practically all manufacturers will make a sho.wing

during the period of the Exhibition, which being con-

centrated inlo one week should make that week an ex-

'eedinalv attractive one for visitors and a busy one for

inanufa'jturers and their representatives.

Soir.e of ihe firms are making great preparations. The
Anthes-Baelz Furniture Co. Ltd-; The Baetz Bros. Furni-

ture Co., Ltd.; The Boat'/, Bros. Specialty Co. Ltd.: The
Jacques Furniture Co., Malcolm & Hill, Ltd., The H.

Krug Fmniture Co., and others will show at their own
j)lants The l)e Luxe Upholstering Co-, will also disolay

their latest productions in their own showroTnr-, and in

the same building will be the productions of the Beaver

Furniture Co., and the Art' Furniture Co.

Geo. H. Hachborn & Co.. and the LipiKTl Furnitare C{)..

will show in the Queen Street Auditoriinr:.

Over in Waterloo Snvder Bros., the Spccinli'v Uph iNter-

ing Co-, H. W. Glady Upholstering Co., E. 0. Weber. Ltd.;

Woeller- Bolduc o Co.; Engel LIpholstering Co.; Crown
Furniture Lid. of Preston, and Schierhollz Furn'ture Co..

Ltd., of New Hamburg, will make special displays of their

newest creations.

KINCARDINE TO HAVE SHOW
Both I'he Andrew Malcolm Furniture Co., and the F. E.

Co'ombe Furniture Co., will make display? of their lines

during the whole month of July in their factory show-

rooms at Kincardine.

BIG STRATFORD EXHIBITION AND CARNIVAL
Plans which have been under way for some time, and

have now assumed verv definite sh?ipe. for the holding

in Stratford during the week of Jun° 19 to 24 of a big

"Made in-Slratford" Exhibition and Carnival. The two

larg*" rinks, which are adjacent to er.c'i other, have ])een

.secured for llie occasion, and the .scheme is being fathered
by the Stratford Chammer of Commerce and is receiving
the heartiest cooperation from all llic manufacturers and
citizens at large.

In addition to displays of manufactured goods and
goods in process, there will be many other attractions,

with a change of program every night. The very modest
admission of fifteen cents is being charged with the idea of

securing a large attendance- The Exhibition is being wide-
ly advertised, and the Stratford manufacturers and dealers
look for quite a large number of ou-of-town visitors.

In conjunction with all the other Stratford manufac-
turers The McLagan Furniture Co.. are putting on a dis-

play of both phonographs and furniture, which will make
no doubt a very creditable showing.

FURNnURE SHOW AT FLORA
J. C. Mundell ft Co.. Ltd., of Eh)ra are exhihiling their

line at their factory "showrooms during the month of Julv.

They will be glad to meet any dealers at either Guelph or

Kitchener and motor them to Elora to see their display.

HOME Fin^NlSHlNGS BUREAU MEETING
A meeting of the directors of the Home Furnishings

Bureau was held in the offices of the P'urnilure Manufac-
turers Association at Toronto on June 1. at which Mr. Blogg
presented a report of the recent Windsor Furniture Show
together with other matters of intere.st to the members of

the Bureau. A suggestion was made in regard to the

raising of a budget to finance four "better furnished
homes"' weeks in Ontario this year. After some discussion

this budget was sent on for recommendation to the annual
general miceting of the Bureau w^hich met on June 14.

Manufacturers present at the directors' meeting com-
n^ented very favorably on the Windsor Week, the result of

which was ^hown in actual orders received. The furni-

ture shov/n in the displays in that city and the furniture

used at the lecture was all bought from members of the

Bureau, and these members look favorablv on extending
\h'^ work to other centres. ,

Mr C. Edgar Sibbitt of the Ottawa Phonograph Co..

Ill Bank St., Ottawa, was in Toronto earlv this month.
Mr. Sibbiit is making a success of a furniture department
in conjunction with phonographs. His store is located

at the corner of Bank and Albert streets at the capital-
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Left—No. 41291—One of the framed "old master" scries in color;
and above, No. il410, a framed etching. Both ave from the new

catalogue L of the Phillips Mfg. Co., Ltd.. Toronto.
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Methods That Brought Business To Furniture Dealers

How Some Furniture Dealers Increased Their Sales.
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DEMONSl RATION SELLS EUGENIC SWINGS

Greens of Hamilton, put on manv a novel sale stunt, and

their advertisinji niana<2;er pins great faith to the human
demonstration in the window displays. The firm have sold

hunreds of modern stoves of different makes during the

past three -years, largely through the fact that for periods

of one week they engaged a firsit-class chef to cook every-

thing from cookies to a full-course dinner on the stoves

they were advertising. The window of this store was

always thronged with eager housewives when these demon-

strations were on. The women who. Missouri-like, wanSed

to be shown. Most of them were convinced, and stove

after stove was sold as a result.

Recently, Greens advertised a certain make of eugenic

baiby swing. The most convincing way to stress the

merits of this swing, the firm held, was to instal one

in the front window and place a little baby in it. This

was done. It was Fi-ank CundelTs baby. Traffic was
almost congested at Catherine and King Streets on the

Friday afternoon the swing was in operation by the large

crowd of men and women whose hearts went out to the

blue-eyed litle fellow in th swing, who was all unconscious

of the drawing powers he possessed.

What was the result? Greens, Limited, sold exactly

46 swings in two deys.

"We certainly believe in the human demonstrator," said

one of the officials of the firm. "Time after time we have

enjoyed brisk sales on certain articles mainly through

the appeal of demonstrations in our front windows. We
have found that they pay well. Anything that will divert

the mind of the passerby for a moment tends to impress

the m.ind of the public of your goods. That, after all.

is what every dealer endeavors to do."

40.00 ATTEND STORE'S FURNITURE SHOW

The Bradford Furniture Co. of New Orleans recentlv

held a Period Furniture Store and advertised thev had
5,000 souvenir feather penholders to give visitors, 40,000

visitors attended the show, and the proprietors were kept

busy satisfying requests for souvenirs bv ordering pencils,

cards and other novelties.

SPECIAL SALE SELLS ]\\H'.S

A dry goods rtore in Indianapolis reien'lv piil on a ten-

day's sale, using only one cut in its adverti.fing featuring

a $24,95 rug—on the instalment plan. Il turned out to be
the most successful sale of its kind for that firm in 69
vears. The sales force had to be doubled in the ru"
department.

FREE T/\\l RIDK BRINGS CUSTOMERS TO SALES

Deutsch Bros., conduct two furniture stores in New York
and one in Brooklyn. A. recent fire damaged one of these

stores an a special sale to clean up the stock was put on

at the three stores. The one thing that made the sale a

notable success was the offer of a free taxi ride from any

part of the city to any one of the stores. A fleet of ten

taxis was kept busy brijiging in customers for ten days.

On summing up results the proprietors found they had

added many new customers who travelled from between

seven to ten miles lo their stores, and who bought

goods to the value of between $400 and $500 per family.

DAYLIGHT BETTER THAN ARTIFICIAL

Tlie owner of a furniture store in Rochester, Minn., 'he

Paine Furniture Co., says daylight is better than ar'jficial

light for selling furniture, and to hack up his assertion

has the back of his store opened up with windows similiar

to the front.

"HIGHER" BUT "LOWER"

A dealer who is loaded on the verv "tail end" of one of

the main business streets of an eastern city has advantages

over dealers who are located in the heart of the shopping

center. For instance, he has much lower rent and his

overhead in the form of light and heat is much less because

his store is smaller. In order to impress these facts on the

public's mind he uses at all times in both of his windows

a sign reading as follows:

Although We Are Further Up the "Road" We Are Low-

er Down in Price.

TALK ^-GOOD TIMES' CUSTOMERS

The pu\<r t'f modern busines is Confidence, and no Cana-

dian business man should lack faith in the future of this

country.

War conditions culminated in an inflated market and it

was necessarv that the bubble be pricked. A thunder-

storm was needed to clear the air.

READ CIRCULAR LETTERS

A dealet has the following self-explanitory paragraph

l)rinled in red ink on his envelopes:

"Many a business mat; has missed valuable information

Itv throwing awav a circular letter without reading. It

t.ikes but a momeiit and oftimes means the saving of many

dollars."
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1 WHAT TO DO TN JULY
|

i Ha\ (>
( 'lr!u;nic(' Sales of Summer Goods. Make Mid- |

] Miiiiinci- Special Sales. Push Hot Weather Furniture. |

1 Prepare for August Sales. Visit the Furniture Exhi- |

1 bitions. Make Advance Showing of Fall Goods. |

^IIIJUIMIIIIIIIMMMIIIIIMIIIIMIMIIMMIIIIIIIIinMIIIIIMMIIMIIMIIIIIIIIMIIIINMinUINMIMUUMMniMUIIUIMIMIMIMIIMIMIIIIIMIIUIinHllli?.
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WHY SOME FURNITURE DEALERS FAIL
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Proper accounting essential—Only ten per cent, of dealers succeed—Stopping leaks through system
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r5.v 1). G. BAIRD

IT
is said that not more than ten per (!ent. of those

engaged in running stores l<eep accurate accounts
of their business transactions. It is also said that

only ten per cent, of tliose now in l)usincss may l)e

expected to mal\t' a success of the venture.

Hardly any one wouhl be so dogmatic as to assert

that the former fact is \vhol],\' responsible for the lat-

ter, but certain it is that failure to keep books is one

of the most inipoi'tant contributing factors in the fail-

ure of many furniture as well as other dealers. Good
bookkeeping and good records are just as essential to

the merchant as to the banker.

A friend of mine recently remarked that lie never

b(>gan to be successful until a misfortune forced him
to keep track of his business in a systematic way. He
had been accustomed to let things drift along, know-
ing only that he was kee])ing aliead of the sheriff. He
kept his family well fed and well clotlied, l)ut the bank
acocunt refused to grow.

And then came a time wlien he was forced to remain

away from his business for a number of months. But
during those months he tliought of his business as he

had never thought of it before. And then he realized

that he really knew very little about his shop. As a

result he determined to systematize his work, and now
he can tell on a moment's notice approximately just

how everything is going. He keeps a perpetual in-

ventory, and, as he himself expresses it, he is now
making money.

Stopping the Leaks

This man found that there were a lot of little leaks

in his business. He was accustomed to help himself

from the cash drawer whenever he needed money, and
no record of this was kept. Gifts to charity were made
in the .«.ame wav. Whenever he needed any article in.

stock fo' himself or for his home, he took it without a

thought of enterinp; it in his books.

He found that he was buying goods by guessAvork

;

that he fre(piently ordered stock when he had a suffi-

cient supply on hand, and that he sometimes ran short
of a certain line just because he thought he had enough
in stock.

l^ardiers are becoming very iiujuisitive about a man's
busiiH'ss when he wishes to secure a loan. And they
aren't satisfied with guesswork, either. The dealer

who goes to a banker a)ul says confidently: "Oh, I'm
nuiking about a year; 1 just wanted to make a
little loan for i)urposes of expansion," is (|uite likely

to be shocked out of his confident estimates and atti-

tude. The old oi'der cliaiigeth.

The one who. on the other hand, goes to his banker
with a statement ihal shows that he knows the amount
of stock on hand, the cost of doing business, the per-
centage of gross ])rofits—that ho knows his business,

in other words—will find that the banker, after all, is

a very pleasant individual.

In the same wav accurate records increase the dealer's

prestige with his jobber and with manufacturers.

In case of financial difficulties an accurate business

statement will go a long way toward persuading the

dealer's jobber that he should not oidy tide him over

the difficulty in granting an extension of time, but that

he should also sell the dealer more goods on credit.

Many doalers look on bookkeeping as an unneces-

sary evil and think that the less tliey have to do with

figures the better off they will be. Usually such mer-

chants try to carry a general idea of their business in

their heads or else keep very general accounts. In-

ventorying, they think, takes too much time and labor.

At least, they clid think so until the Government step-

ped in and made an inventory for income tax purposes

a once-a-year obligation.

Important as inventorying is, finding proper costs

of doing business and marking up the sales prices to

coi'respond is of even greater importance.

It is really surprising that some men will overlook

the items of expense that they do.

A dealer of my ac(piaintance went to the bank to

get a loan for some improvements he wished to make
in the way of additions, new fixtures and remodeling.
He assured the banker that he was doing a $20,000

business and was making from 15 to 20 per cent. net.

He owned his own building and he and his two sons did

all the work. He was in fine shape, lie thought, every-

thing clear, a good volume of trade that was steadily

increasing, and little expense. He stated that he
needed a loan in order to make improvements that

Avould add materially to his prosperity in the near
future.

Advice from a Banker

But bank("rs have a way of dami^ening enthusiasm in

such cases. This banker suggested that the merchant
take an inventory and have his books audited. The
merchant felt that he had been insulted and went to

another bank. But the second banker was as con-
servative as the other. Then the dealer determined to

do what the bankers had advised, not because they had
advised it, but just to show them.

The audit showed that this merchant was hardly
nuiking expenses. He owned the building, so he made
no allowance for rental. He and his sons did all the
work, so he made no allowance for salaries. His taxes,
lights, postage and stationery, telephone and telegrams
were very small items of which he made no effort to

keep account. Gifts to ehai'ity came out of the cash
drawer aiul lu) record of these was kept.

This man was astounded. Let it be said that to his
ei-edit, however, that he was big enough to turn over a
new leaf.
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HOW CAN I BEAT THE MAIL ORDER HOUSE
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Being an article devoted to the vexing problem of the Mail Order House invasion of your territory
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By J. T. Base

ONE of the first things to consider is whether or not you
have sufiicient confidence in Advertising itself to turn

the tables against your common enemy- The mere
fact that the Mail Order Houses are where they are is

sufficient grounds for any smaller commercial concern to at

least give an attentive ear to the claims of an Advertising

policy.

The Mail Order Houses are where they are today simply

because they took every advantage of what Advertising

offers. True, they are on a large scale, but that is because

they at least "hitched their wagon to a star." Confidence

in the possibilities of Advertising has been the stepping

stone to success in more than one commercial and industrial

concern. If such a matter can be summed up in a few

words, it would read in the terms of an old adage, "Nothing
venture, nothing have."

The very first thing to do in such a campaign as we are

trying to interest you in is to have the spirit of "venture."

Combine this with all the determination you can muster to

overcome the Mail Order Competition in your territory, and
a still stronger determination to pry into the verv system

that is gradually putting you out of business and discover

its weaknesses, and you will strike the first note of success.

Meaningless Advertising

The next thing which comes to our minds is that of criti-

cism against some very prevalent and virile perennials used

in advertising which bear the ear mark of the amateur.

To say that "Jones's Furniture is the Best" is absolute

folly. The use of cumbersome and much hackneyed super-

latives in advertising is a sure way to invite disaster and a

lack of confidence in advertising. "The Best" may be quite

true, o rit may not; in any case it is a virtue which any
man can use in connection with his goods. It is too uni-

versal in its scope, and above all it is far too vague and too

comical for description. If you write your own advertising

copy avoid such terms and meaningless phrases as those

mentioned.

Take a peep at the Mail Order advertising and see the

styles used there. Wlien that stuff is written it is with an

eve upon an imaginary customer. There lies the secret of

all successful advertising and letter writing. The next time

you write a sales letter, or the next time vou write anvthing

at all which you expect to sell the goods upon your floor,

have before you an imaginary customer and vou will talk

sense into vour copy and add a strong essence of salesman-

ship into the bargain. It is safe to predict that if vou act

according to these few suggestions vou will tell the buvi ni
public more about your goods and your proposition than

you would otherwise.

Try to visualize the prospective customer, talk to him in

vour own mind, and in your own lancuasre, and vou will sell

him. The reason for this is found in the fact that vou will

be more natural, you will avoid sillv. oft repeated nhrases,

vou will be genuine, and vou will be truthful. These are

the necessary attributes of character which will help vou

win the custom and the goodwill of the people in your dis-

trict.

Quality and Price

Then comes the matter of the quality of goods you offer,

and the price you charge for them.

1<> us I'.ni- ji ' Tis no reason why you cauno' buv ii'^lter

than the Mail Order Houses. Your business is a different

proposition in some respects to theirs, for vours is a matter

of personal attention while theirs is done through the

agency of tvpe and paper. That being the case you have a

distinct advantage over them, for you know exactly what
your customer needs, and what his particular fancies con-

sist of. This should guide you in buying; but does it?

Quite a number of the Mail Order patrons are those who
found they could not get what they wanted at your store

for such and such a price. There remained only two ways
to get it, either a trip to the nearest town or city, or the

Mail Order House. Recognize the fact that you are out to

oblige the customer and not the customer you, and you will

take another step toward a really successful Anti-Mail Order

Campaign. Buy so that you can sell as cheaplv and satis-

factorily as your competitor and go another step forward.

The cheapest market is still the attracitve marke\ There

may be a few enlightened souls who realize the truth of

value in the higher priced articles, but they are few and far

between in this particular era.

With these suggestions in mind let us now take a look at

the Mail Order proposition and see where we can pick it to

pieces, and where we can take advantage of it.

Weaknesses of Mail Order System

In the first place it is against all reason for the thriftv

and careful housewife, or averace human being for ihat

matter, to buy somethins; which cannot first of all be

handled and inspected. There is natural instinct in most of

us to want to inspect the article for which we give our hand-

earned coin. It would appear then that it must be folly, or

necessitv which drives a man to send monev awav for an

article about which he has only a vague idea such as a

catalogue storv or illustration can convey.

The writer's own experience is that a great number of

those self same people who have adopted the "buving un-

seen polii'v" are the very people Avho also believe in the

material principle of "regarding a man as a crook until he

proves honest." There is something inconsistent in the

attitude thus displaved, and as we have already stated, if

is either a case of absolute necessitv or else downright con-

tradiction of human nature which drives people to buy
something they know little about.

There, then, is the first Aveakne*.s in the Mail Order House
system, and one which vou can turn against them in vour

campaign. Trv something like this: Put on a special wn-k

showing all the nudl'tudinous defects of this manner of

purchasing. Use all the arguments you can possiblv tliink

of to ridicule it and show its many faults. Have window
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displays which will illustrale your aifiuments piclorially,

&uch as a man hiiying "a pig in a poke," and a lady huying

a hat or some article of clothing all wrapped up and any

other such stunts as will convince the buying public around

you of the folly of "buying unseen."

Another follow-up idea to this would be llii' purchasers'

annoyance at receiving an entirely differenl arliele to that

which they wanted and expected, and the consetjuent incon-

venience. Anv dealer can think up ideas along these lines

and can manage lo display the same jjrotninenlly and

forcefully.

For instance, here is a young housekeeper who wanted

a nice diningroom suite, and she sends away for i'.. When
the suite finally arives she finds that it is a conglomeration

senit as substitutes becau.sie the Mail Order House happened

to be out of that particular suite. Intead of that nice look-

ing suite she saw in the "catalogue" there came a suite thai

brings entire disappointment. This may or may not be

entirely true to actual facts, but in any case it will serve

as a caricature of the "Mail Order Buying" possiibilities.

Jus! let vour iniagiration work a while and you will

soon think up sufficient ideas for dis|)lays and arguments

to direct quite a bit of the outgoing business into your store.

That is. providing your own stock offers better values.

Another point you could work up very profitably is the

difference between the service of Ink and Paper, and the

Personal Service in your own store. What does the clerk

at the other end of the Mail Order House know of the

requirements of the customer. True, there are stereotyped

forms of requirements, but these are only surface deep,

when the writer makes a purchase in any store he feels

grateful indeed if the salesman shows a little human interest

in his needs, and can pass the time of day, etc. Personal

Service goes a long way with most people, and when you

look at buying and selling in the proper light you will

agree that there is considerable pleasure to be had even

though you only purchase a box of matches.

These are only suggestions, but they are potent u ith pos-

siibilities for those who wish to combat the Mail Order
House Competition. If you would wrestle with the latter

organizations, and try at least to win back the ground you

have lost and the patronage which is rightfully yours, you

must get busy and shov' the public around you that you are

going to win them back to you, and that your store offers

all and more advantages which tbe Mail Order Houses

supply.

Now then, "over the top" vou go, and remember "Faint

heart never won fair lady."—Adapted from Western

Retailer.

SOME FURNITURE POLISH RECEIPES

It
must be remembered that both good ingredients and

skillful nianipulation are essential to success with even

the best forni'das.

Furniture Oil

Acid. Asetic- dil ozs. 12

01. Lini pts. IV2

Sp. Terebinth ozs. 8

Liq. Antim Mur ozs- 2

Spirit. Meth ozs. 16

Shake well together. Industrial spirit can be used.

Cedar Oil Furniture Polish

Oil Cedarwood ozs. 2\'->

Parrr.flin Oil pt. 1

Oil Turpenhne oz. 1

Hydrochloric Acid (commercial I oz- 1

Gasoline pts. 2

Add the acid to the mixture last, and shake occasionally

for .several daNs until the acid scents lo be all taken u|)

by lihe oil.

Furniture Polishing Cream

1 Paraffin wax pounds 7

Rosin pound 1

White Soap pounds 1

Water gallons 1

Roil together until mixed, and ;'<!d:

Maiiganese linoleate pints .'>

Naphthalene ounces cS

Tur[)enline gallon ' j

2 Rosin pounds 1 '

1

Palm oil ounces 12

Nilrobcnziii ounces 2

Vanillin drachin 2

Benzin pints 10

Dissolve the rf)sin in the bcn/.in. add the other in-

gredients, and shake well.

."5 Cera- Flav ozs. 1
'/^

Cerac Alb. Ver oz. I/2

Sapon is oz. Y>
01. Tereb pt. Vo

Aq. Dest pt. 1/2

By means of a wler-bath dissolve the waxes in the tur-

pentine and the soap in the water; mix the two solutions

and shake. A nice white cream of good pouring con-

sistence.

The following is a French preparation which, it is

claimed, can be used for giving a high polish to any

surface whatever:

4 Yellow wax parts 30

Oil of lavender prat 1

Annnonia water part I

Alcohol parts 2

Benzin, purified parts 200

A very small quantity of aniline brown added to the

mixture produces a rich dark color.

.1 Animal Oil Soap ouuce 1

Solution of Potassium Hydroxide ounces ^

Beeswax pound r,

Oil of Turpentine |)inls 't

Water, enought to make pints 5

Dissolve the «);ap in the lye with the aid of heat; add

this solution all at once to the warm solution of the wax
in the oil. Beat the mixture until a smooth cream is

formed, and gradually beat in the water until the whole

is completely emulsified.

6 Kaolin ounces 2

Talcum ounce 1

Powdered Borax ounce '/o

AuuiKin- Chlorid;' ounce 14

Mix. Ap|)!v with a damp cloth.

A PERIOD MA.STERPIECE

Cust'Muer
—

"Is it really ya Tudor table? Should not

luuc thought so; don't see any worm holes-"

Dealer
—"Ah sir, even the insects didn't have the heart

to deface its beauty."
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ADVERTISING AS A FACTOR IN PROSPERITY
iiiiMMiHnriMMi jitiniiiMiiiiMiiiiniiiiiiiiiniii|iiiiiiiM'iiMnHitiitnriiiiMiiiiMniiiM!iiiiniiiiiiiiii[ii:iiiiiiiii iiiiiiiiiiiiiMiiiiiiiiiiiinniiiiiiill ilMliliiiiiiiiliiiiiinMi!iiiiltlluiiiiiiiin:!i:iiii:ipitnMiitiiiiliii^

Community that has nothing to do is on way to cemetery — Business man who will not advertise

is drawing the hearse.—Advertising a wise investment— Fullow-up publicity—Value of service.
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By Frank A. Alden

"Early to bed. and earlv to rise,

Stick to your business and ADVERTISE!"

THERE was a time when business men didn't ad-

vertise— ill the sense in which we understand adver-

tising today. Not so long ago, advertising was

looked upon rs a more or less needless expense, if not a

more or less idle luxury. But now advertising is regarded

as a necessity, and. by wise business men, it is considered

an investment, careful v calculated to assure returns that

promise profils..

He was a wise man who said, in effect, "If you invent

a mouse-trap heller than the world has known, the world

will best a path to your door." But far more persons will

continue to examine and buy your mouse-traps if you will

lay out and pave a broad and smooth road to

your plac^; of business; and vim can do that bv intelligent

activities in advertising.

A Wise Investment

Advertising—right advertising—is a wise and legitimate

invesi'ment.

When investments are made in merchandise, naturally,

they are expected to bring certain returns upon the money
invested. When investments are made in advertising, they

also should be expected 'o do the same thing.

Big national advertisers have reduced their advertising

to a science. In planning big advertising campaigns, these

advertisers first decide what percent of their gross receipts

shall be reinvested in advertisina;. Of course, this percent

varies with the character of the goods to be sold, the

season, the section of the country to be solicited for sales,

and the general conditions of business. Then these adver'

tisers carefully selecl the channels in which to place the

advertising. There are m^any means and methods of adver-

tising, as you well know. Some of them are worthy and

dependaible—many of them are not.

The success or failure of an advertisement depends much
on how it is written and how it is displayed. The good

adverlisem.ent mast do at least three things:

(1) II must attract at'ention-

(2) If must hold attention.

(3) It urns', convince

If it fails to attr?ct a tention, but few persons will see

it; if it fails to hold attention, few persons will read it

through; if it fails to convince, your money and efforts

have been wasted. Advertising identifies goods of un-

questioned value. It does not pay to advertise merchan-

dise that is not sound—the "come-backs" are too costly.

Make your advertisements so attractive that everyone

who reads them will instinctively feel that they were in-

tended for his or her particular benefit.

A community is known hy the aggressiveness of its news-

papers .and the live character of its business and civic

institutions. After expending your energy in preparing

an attractive and inviting advertisement, what kind of

receptidu awaits your prospective customer when he enters

your slore? What impression does he get first from the

outside appearance of your establishment? Your show-

windows are the eyes of the store. As you look into a

friend's eyes to learn the true thoughts, so the prospective

customer gazes into yQur slore windows to find out what

kind of a store you keep.

Follow l^p Publicity

After you have spent money for an advertisement, do

not rely en'irely upon it to close the sale. There are a

number of things that might block a sale, even after the

custodier has reached your store- For example; are your

windows neatly and attractively arranged so that they

constitute an invilation to step inside? After he enters,

does he find the your store well lighted, well ventilated?

Are the floors cleanly in appearance? Are the show-cases

and fixtures well polished? Is the merchandise tastefully

and propel y arranged so that it suggests more purchases

other than what the customer originally contemplated?

Merely to stop the crowd, to arouse curiosity, to enter-

tain, is not cnought. The argument must be advanced so

convincingly that the observer will be drawn irresistibly

into the store or persuaded to buy- Try to work into

your displays the unusual, not necessarily some freak,

but something that will arrest attention of the passer-by,

and, having secured attention, lead his eye to the real

object of the disj)lay, which should always be th? merchan"

disc itself, or some advertising matter pertaining to the

goods for sale.

Value of Service

The strongest link in the chain of building up a business,

creating good-will and retaining patronage is service—and
service includes courtesy to every customer no matter what

the size of the purchase may be. Courtesy endows your

business establishment with a cheerful atmosphere which,

if c oupled with a personal interest in your patrons' satis-

faction will prove to be an adventising asset, the value of

which cannot bo estimated. Remember the old saving:

"A satisfied cu-tomer is one of the best advertisements!"

Your one uppermost thought—your one ambition—vour

one desire is to encourage the idea
—"Buy it at home"

—

iu vour community, but are you doing everthing possible

to build 'Up your connnunity as a wonderful section of

the city by boosting its advantages, its resources, its possi-

bilities? Th's is aiiolher aspect of advertising, which if

properly applied, will keep business at home. Arc vou

"with the people" oif your community all the year arouiul

in their every advancement, their social affair. tiit>ir

chuich affairs, and their charitable enterprises? Evfiy-

tliing in the ciinmumity life should interest you.

All) TO Prosperity

I firudy believe that adycrtising will be one of the most

f Continued on page SO )



44 CANADIAN PURNITUliK VVuRLD AND THE UNDERTAKER June, 1922

lilIIIIIIIIIIMIIIIIIIMIIIIIIItllllllllllini! ;ii[ii!iiiiii[itiiiiiiiiiiiiiiiiiii[iiiiHiiiMiiinii[iiiiiiiiiiiniiiiiiiiiiini[iiiiiirNiiiirMiMiMioiiiiiiMii'^

WITH THE FURNITURE SALESMAN
ADVICE, WISE AND OTHERWISE, FOR THE BETTERMENT

OF THE MAN ON THE FLOOR
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SOLILOQUY: ON CHOOSING A SALESMAN
(By Robt. Coryell

j

Whether it ia betler

To take this oiu;

Or that?

J bat s the question.

This one is

Tall;

And hath

Impressiveness.

His way is suave. . . .

And J do see

In him
A seemly confidence. . . .

And miracles are made
Of confidence.

The other one is

Short;

And much inclined to

F.inhonpoint.

He beareth no great

Burden
Of responsibility

I'pon his shoulders,

But he telleth

A merrie tale

Merrilie. . . .

And hath a

Shrend eye

In"? bead. . . ,

Chances are

One will do
As well as

,

TVjiher.

Both ore good.

And both are

Different.

There is no way
To try the thing

Except to try it.

And iheii we'll see who is the winner,

Tbe stalely one, or else the srinner.

WHY SALESMEN FAIL

One hundred inid sixty-eight merchants who didn't buy
tell how thev can be sold next time in a series of interviews

in an exchange. The undesirable qualities in salesmen

=.'iiiiiiiinii>i'iiiii:Miii!ii!'iiiii!iit:i lilllllfllirillllMIMIIII'IIMIMIMIIMM'IIIMIIIIMIMIUIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIM'Jf

SALESMAN'S BELIEFS

I believe in myself.

I Ix'lieve in my firm.

T believe in my work.

1 believe in the goods I sell.

I believe in the fact that

ToiuY IS The Day.

which antagonize buyers are listed as: Profanity, egotism,

loud talking, no knowledge of his line, incorrect advice,

misstatements, boasting, in:erupting while waiting on cus-

tomers, talks too much, talks to girls in office, old jokes,

walking into office with cigarettes or cigars in mouth, chew-

ing tobacco, talking politics, knocking a competitor's goods,

ridiculing line of goods carried, overstatements, condes-

cension in calling upon a small dealer or at a small town,

smutty stories.

Ideal salesmen are lister as: \. Must know his line; 2

Be able to offer constructive ideas to buyers; 3. Give honest

advice as to quantities it is desirious to buy; 4. Have a

cour.eous and j)leasing personality.

KNOWING TAKES THE GUESSWORK OUT OF
BUYING

An important principle of Creative Salesmanship, know-

ing, is equally as important in buying as in selling. In

fact, the elements in both transactions, buying and selling,

are practically identical.

When a merchant knows the needs of his community, he

is reasonably certain concerning the goods his community
can absorb. He does not have to say, "I'll buy a thousand

dollars worth of this or that and see how it goes." He
knows the goods he can sell, which fact is a guide to him
as to what he should buy. It tells him also how much to

buy and what quality his customers would accept.

He knows their preference. He is familiar with their

buying power, their standard of living, their tastes. He
has heard them ask for this and that, and has noted and re-

membered their comments.

When he turns to buy, he is equipped with a buying

knowledge. It is just the same as though his customers

had told him to go ahead and do their marketing for them,

using his best judgment. They are ready to reward him
with their patronage, if he does the job well.

Knowinsr his customers, he knows what to look for in

goods. He is not deceived by sales points that would not

appeal to his trade. But he is quick to detect those that

would. In short, he has taken the guesswork out of buying.

You can never be so sure in your buying as when you

are thinking: of your customers. They desire good value

for their money, dependable merchandise which they can

trust, and variety. If a new product of merit comes on the

market, they look to you to introduce it to them.

Just as customers choose your store because it is reliable,

you should choose to do your buying from firms of unques-

tionable trustworthiness.
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Be careful to not imroll linoleum, floor oilcloth or leltol

in cold weather unhl they have remained at least 48 hours

in temperature of 70 degrees Fahrenheit: if you do, they are

liable to crack. Where it is necessary to stand rolls on end.
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The New "E-C Davenport

illustration shows our new Bed Davenport with inset

of same made up as bed. An outstanding feature is the

full spring edge from end to end—absolutely no hard ridge in

the bed whatever. It is very simple to operate and has a

removable mattress for sanitation. Seat is proper height to

give chesterfield comfort, and as a bed, it has no equal.

On Exhibition During July.

This Davenport will be displayed in the E. O. Weber Bldg.

Waterloo, during the July exhibition. A good display

of our complete line in our permanent showrooms at

New Hamburg Ont.

THE SCHIERHOLTZ FURNITURE CO., LIMITED
NEW HAMBURG ONTARIO
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SALESMANSHIP-GREATEST GAME inWORLD
II, I iiiiiii iiiiMIIIIIIIMIillllllMIIIIMIIMIMIIMIMIMIMIIIIIIIIIIIIIIIIIIMIMIIIIMIM IIIIIIMIIIIIMIIIIIIIIIIIIIIIIIIIMIIMIIIIIIIMIIIMIMIMIinillllllllMIIIIIIIMIIMIIIIMniMIMIIMIIIIIMIMMIIIIIIIIMIIIIIIIIMIMIIIIIIIMMn

Proficiency is within reach of every clerk if he will reach out for it— Some suggestions from an

address delivered before the Saskatchewan Retail Merchants Association at their late convention.

IMM I Illlllllllll IIIIMIIIII IIIIIIIIIIIIIIIMIMIIIIIIII Illlllllllllllllllllllllllllll mill IIIIIII Ill I IIIIIIIIIMIIIIIIIIIIIIIIIIIII I IIIIIIIIIIMIIIIIIII I Illllllllllllllllllllll Illllllll Illllllllll I^.rll Illlf

By Walter H. Wood

SALESMANSHIP is ihe greatest profession the Whole

wide WDild over. There is not a man or woman in this

country who is no', a sales person, not only in retail

stores but in the ordinary/walks of life. Take a maid look-

ing for a domestic situation; you say she is no sales person,

but she is. She sells her services, and that is what eacih one

of us, regardless, of our calling in life, is doing.

The makeup to every salesman is as follows:

Promptness 8%
Attitude 7

Expression 7

Attentiveness 8

Tone of Vioice 6

Form of Speech 6

The first word spoken 32

Method of showing merchandise 26

Total 100%

To be a perfect salebniaii you must have that number of

percentages. 42% goes to yourself, 58% goes to the goods.

Classps of People Met

A salesman has to meet people. He has a great study in

life in the salesman laljoratory. You meet all classes of

people, and to sell successfully you must know them from

A to Z. Here are the classes of people you meet over the

counter in a store:

Lookers—You know them.

Prospective Buyers—You are acquainted with them also.

Buyers—You like to see them.

Then you get tlhem in their different walks of life:

The very rich—Pretty hard to serve.

Moderately rich—They take a little talking to.

Those in Easy Circumstances—They spend their dollars

easily.

Middle Class-
Mechanics

—

The Poor—The poor we have always with us!

Then we have the educated, intelligent intermediate, and

the low class.

Hints on Selling

Salesmanship is a profession, and not a job. If you are

selling you have to have certain points well instilled into

vour education Without them you are not a successful

sales person. First of all, gentlemen, in selling over the

counter be sure and emphasize the word "you." Remem-

ber that the customer whom you are serving is the most

important factor in your world at that moment. There

fore, show interest in your customer. Secondly, when you

have sihown that interest, you appeal to that sense of inter-

est which you have aroused. Thirdly, you appeal to the

imagination of that prrepeclive buyer; and then, when you

have aroused that enthusiasm, you must place yourself in a

position to anticipate objections that may be put forward.

Then ihe next thing you have to do is to make yourself

and the customer agree.

Then here is another idea we have in regard to qualifi-

cations for salesmanship

Knowing the goods 20%
Meeting objections 20%
Persistence in your object 15%
Convincing the customer 10%
Closing the sale on goods 10%
Introducing new goods 10%
Making a permanent customer 15%

100%
That brings it up to 100%—perfection. In order to

excel you must have the knowledge.

Never try to make a sale by making derorgatory remarks

about your competitor. Now there are four or five points

in salesmanship that you cannot get away from if you

want to be successful. You must arouse interest; you must

arouse desire you must give perfect satisfaction,—and
wthen you get those into the minds of a customer, you are

going to make a sale.

Use Of Tact

The salesman must also have tact. In one store not

very far from here the season of tomatoes was coming on,

and there was a bride who thougbt she would go out in

Che morning and do her shopping. She went to the gro-

cery store and looked at tomatoes; she looked some-

where else. The tomatoe?, instead of being 30c were 40c.

She picked the tomatoes over, one after another, and said,

"How much per pound?'' "Forty cents." "Why," she said,

"I can get them down the street at 30c." Now this was
the place to use tact—^but it does not always go. The
clerk used his tact, and said. "Yes madam, I know,

but our tomatoes are hand picked." "Oh, well I will take

five pounds.'' Noiv that was tact.

Make Study of Salesmanship

Now then, there is no merchant in any part of the world

who is in business for charity. No sales person should

have the cheek to try to sell goods for his employer if he

is not imbued with the idea "I must make a profit for my
house, and for my employer."

Take up a course on salesmanship. Supposing there are

five merdhants in your town and twelve clerks. You are

always looking for amusement. Go into amusement that

is going to pay you something. Get together, send for a

set of books, and start to study them. You will find that

you will have a good, social time; you will find that you

have had a hig'her education in salesmanship, and I guaran-

tee in the future you will feel the delight of knowing how to

sell goods, and of being a 100% salesman .
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NOW IS THE TIME

TO SELL—

BREAKFAST ROOM
FURNITURE

178 '2 TABLE

Finished in rich Chrome Walnut or mahogany for interior use or in pleasing color com-

binations of enamel for the sun room or porch, this suite will please the most exacting.

It consists of a Buffet 18" x 54", a China Cabinet, a gate leg table 40" x 52"

with linen drawer and as many fiddle back chairs as desired.

178 CHAIR 178 BUFFET

The North American Furniture Company, Limited

The Owen Sound Chair Company, Limited
Owen Sound Ontario

lllllll'l!
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Bentwood Chairs

are Steady Sellers

Chair No. 1800, illustrated here, is one that can be

carried by every dealer—there are no exceptions. Res-

taurants, Factories, Ice Cream Parlors, Offices are only

a few of the places that use this chair in quantities. Be-

cause of its lightness and strength it has developed into

a standard crticle for which there is a continuous demand.

We Majiiifacture

Reed
Furniture

of every description

Dining Room
>;UITES

AND Chairs

Living Room
Chairs, etc.

No. 1800

Chair no. 920 is one that can be used for many

purposes. As a chair for the kitchen it is hard to

beat, yet it is often used in the dining room. Dealers

find it an excellent seller, on account of its all round

utility and neatness. A line from you will bring

you further information about our complete line.

No. 920

The North American Bent Chair Co. Limited
Owen Sound, Ontario
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THERE'S MORE THAN MONEY TO BE MADE FROM

KITCHEN CABINETS
You've heard the new customer say "1 don't know how I got

along without my new cabinet so long". She tells her neighbor
about her new "Brantford". One cabiret well sold sells five

more—or rather, the first customer sells them for you.

In short, by selling cabinets you secure a lot of workers and
boosters for your store.

"BRANTFORD" CABINETS have led in Canada for years.

We are also manufacturing and selling agents for "Sellers
'

Kitchen Cabinets for Canada.

"Brantford" Bed Springs Are Now N^jitftcdxc E3 Us— In Use For 30 Years.

From wood frame cot« to the highest grade coil springs.

RUDDY MANUFACTURING CO., Limited
Successors to Ham Bros. Co., Ltd.

BRANTFORD ONTARIO

HAVE YOU LOOKED INTO MATTHEWS
MIRRORS?

THEY REFLECT PLEASED CUSTOMERS

5ee OUT new framed line.

MATTHEWS BROS., limited
THE BIG CANADIAN MOULDING HOUSE

1906 DUNDAS STREET WEST TORONTO, CANADA
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No. 1045 Diner
The Arm Diner

illustrated is built

from genuine

Black Walnut to

match theDining

Room Suite

shown on the

opposite page.

We also manu-

facture

Bed Room, Living

Room, Assembly,

Folding and Office

Cliairs and Tenn-

essee Red Cedar

Chests.

Wiile for particulars.

theChesley chair CO..LIMITED

CHESLEY - ONTARIO

failure to gel la good grip on conditions as they are.

it leads to certain disappointment if not absolute ruin.

There will be plenty of work for us all. If we show
our faith by making needed improvements, buying and sell-

ing, putting to work our energies, our brains, our money,

—

everthing we have for the good of the community. How
essential it is then, that we associate optimism with confi-

dence, since confidence is the backbone of business. With
confidence, money will come out of its bidding-places and
go to work along wi'th our physical and mental energy to

build new homes, new stores, new factories, new courage
and new faith.

Passing now, as we are through our period of recon-

struction, a period of our commercial life, that calls for
the very best thought of everyone, it is vitally necessary
that every business man be a governor, a balance-wheel,
in his community, keeping steady and sure the thoughts
and the acts c*f his people, of his friends and neighbors.

Regardless of hov/ much progress we have made toward
normalcy in the past twelve months, it is certain we have
made some progress. What progress was made during
that time was acconsiplished by those who turned a deaf
ear to pessimist and backed up their own optimism with
hard work.

Business is better; nmch better than appears on the
surface- There is a better business frame of mind; a

lessening of fear, nervousness and apprehension. There is

a realization of the fact that the worse is assuredly passed,
that we have made some progress. The danger of any-
thing like the old-time panic is past. I have an unshaken
faith in an ever-increasing prosperity. All the facts support
that confidence—all the signs point to better times.

ADVERTISING A FACTOR IN PROSPERITY

Continued from page 4J

vital factors in returning prosperity, which I have reason to

expect will occur during the present year. Advertising

is the very spirit of current events. He who overlooks

this is missing an irtfallible indication of the business

temperature-

Faith with understanding is practical optimism when
mixed with plenty of hard work and a reasonable degree

of "horse sense" will pay subsantial dividends. Faith

based upon ignorance or lack of understanding, can never

be called "optimism," because it generates indolence and

NEW IDEA IN FURNISHED HOMES

The Germans are hammering for a share of the English
trade, says a furniture exchange in telling oif a Berlin
firm which is offering to send to England "a house with
furniture complete for $1,500." "The house" says the

London Furniture Record "is 44 feet, 6 inches long; 16 feet

wide, and 20 feet high, and contains two bedrooms, one
sitting room, kitchen, bathroom and pantry.

"The furniture comprises a cupboard, sideboard, table

and two chairs for kitchen; a couch, table, two chairs

and two corner stands, for the si'ting room, and two iron

bedsteads, two wash«fands with looking glasses and two
talble for the bedroow."

^IIIIIIIIIIIIIIIIMIIMIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIJIIJinilllllllllllllllllllM'IIIIIIIMIJIIIJIIMIMrilliri"

An etching in a frame of Circassian

walnut grain, from the Phillips Mfg. Co.,

Ltd., line, as seen in their new cata-

logue L.

.IJIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIJIIIIIIIIIIIIIIIIIIIIIIIIUIII.-
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Dining Room

Suite

in

Black Walnut
No. 1045

No. I (145- Extension Table size 6C"x45"
(See Diner opposite page)

npHIS is a suite that in appearance and quality cannot fail to draw the admiration of your

customers and prove itself a good seller.

Black Walnut is used throughout its construction. No gumwood is used for back posts or ends

as is often found in furniture of this description. Your customers are always delighted with

such an offering as this.

A note from you will bring you full particular and prices.

No. 1045 China Cabinet
(With or without minor)

No. 1054 3 V— Buffet size 60"

(1043 Buffet ii supplied if preferred with s's" back. Mirroi 34'x6')

The Krug Bros. Company, Limited
Chesley Ontario
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INSTRUCTION IN SALESMANSHIP

W. H. Mann, General Manager of Marshall Field & Com-
prany, Chicago, gives this experience of educalion in his

big store:

"Wehave an educational system in our store which has

proven very efficient. A number of the young people that

we take have not had even a grammar school education.

We have to give them this education.

"Those who haven't had experience in retail selling

receive instruction in this line Which otherwise they would

have to get in actual experience. Of course the proper

spirit has to be put into this iraining or the people would

not get much out of il.

"We go on the theeory that since the young peojjle have

the energy and v/illingness to listen to us that they must

have their heart in their work. We implant in them the

desire to win promotion and show how this can be attained

by hard work, close application to business, and a thoroug'h

knowledge of the art of salesmanship.

"Our educational system has been the mainstay of our

retail store and the good it has done for us is almost un-

believable.

"The Marshall Field & Company mills in the Blue Ridge

Mountains employ over 5,000 people. Practically all of

these people are mountaineers and are sadly lacking in

education. We furnish them with the opportunities for

education and teach them good citizenship. The advance-

ment made by these people in the last few years is remark-

able an d the progress of the mills has gone forward

accordingly.

NEED FOR MORE EDUCATION

"The people engaged in retail selling need more lessons.

It is lessons that leach them what is good and bad selling.

It show them better than any other way could do it the

vital need for having their heari in their business. It shows
them how easy it is after ail, to have the customer leave

the store with good thoughts in her mind toward the store.

"This question of education in selling is one that con-

fronts every business man, particulary the merchant.

Anything done to advance this work is well worth while

and will accomplish nmch good for everv one.

"The sooner the merchants of this country and the com-
munities become aware of the needs in this line and put the

proper measures into effect, the better merchants and com-
munities they will be. We may confidently look for much
advancement in this work in 1922, as a splendid slart al-

ready has been made and it will increase each month."

WHAT FURNITURE DEALERS ARE DOING

The T. Eaton Co., Toronto, recently took a four-page

spread in The Star Weekly to tell of a special sale of

furniture and home furishings.

On^ of ihe Ottawa retail stores adopted a sales scheme

that could easily be tried out by furniture dealers in a

blue band sale." Windows and interiors were decorated

with blue bands and all articles on sale were marked with

blue bands showing special prices.

The Gelber Furniture Co., Windsor, Ont., during the

month past conducted a successful rebuilding sale. Page
space in the dailies gave publicity to the event-

The wiindow that doesn't draw customers into the storA

fails in its purpose. Sales are not made on the sidewalk.

See the winners of Marshall Window Displays

during Marshall Month in this number.

RADE<$^[[jSpR|N;

We extend our thanks to our agents who co-

operated in making window displays during

Marshall Month.

Marshall Ventilated Mattress Company, Ltd,
Toronto Winnipeg, (Parkhill) Chicago London, (Eng.

pilTllllfTlmTTTTrr
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Upholstered

Furniture

Of Character

And
Distinction

No. 302 Chair, Spring Edge, Double Stuffed, Moss and Hair Filling

There are certain requirements which upholstered furniture must possess, and

which we have succeeded in obtaining to a remarkable degree through efforts

of our expert designers and experienced workmen.

Beauty of design, dependability, comfort and quality of materials, are points that

are given special consideration.

A dependable line of furniture should be on the display floor of every dealer

—

customers demand it. Make yours the Montreal Upholstered Line.

Visit our permanent show rooms, 99 King St, W., Toronto. They are always

open for your inspewtion.

The MONTREAL UPHOLSTERING COMPANY
Head Office

1613 CLARK STREET
MONTREAL. QUEBEC

Toronto Showrooms

99 KING STREET WEST
TORONTO ONTARIO

No. 302 Cheste field, Spring Edge, Double Stuffed, Moss and Hair Filling

IILIlTTTnTTiTTnTTTTmTritinniiiiid'iintH.Lin H'slT'iTIIlTmiF^TnTTiTniiuuiiiuniinsnillTIIlII
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EIGHT FACTORS IN SUCCESSFUL SALESMANSHIP
Bv A Successful Dealer

1. Intense interest; please the customer in every

possible way.

2. Know your merchandise; direct attention to novelties

and new styles.

3. Get at. home with your customers; cater to their

mode of livinjj.

4. Don't talk to much; let the customer ask question

and answer quickly.

5. Be decided if a difference in opinion arises—but

diplomatic always.

6. If the customer is obstinate change the subject at

once. Keep the sales-talk in pleasant channels.

7. Never misjudge a customer by the shabbines of her

shawl—or the luxury of her sealskin coat. The poorly

clad woman may have more money in her stocking than

you earn in a year.

8. Be courteous, wluitevcr the situation The fruitage

of courtesy may mature slowly—^but its growth is sure.

STANDING OF TRADE PAPERS

The average trade paper is regarded almost with affec-

tion by its regular readers. They read it even when they

have not the time for other kinds of reading. It concerns

their bread and bu.ter, and the thing which occupies their

minds during most of their working hours- The advertising

commands as much as the e-ditorial comments. Frequently

it is read first and more closely; and then again. Every-

thing from cover to cover concerns the business of the

reader, the biggest thing in life. There is nothing to dis-

tract or divert his interest- What a wonderful advertising

medium a trade j)aper is for those who learn how to use

it!

—

Excliange.

1,000 MINUTES OF SUNSHINE
Invitations are out, under the above heading, for the

annual picnic of Toronto and Hamilton furniture dealers

and travellers which will be held on Wednesday, June 21,

the longest day of the year, in Victoria Park, Oakvilie-

The sports will start sharp at 1.30, standard time, an

excellent program having been arranged. The chief item

will be a championship indoor baseball match between

Hamilton and Toronto for the $100 B. C. Burroughes cup.

Only one representative from each store will be allowed on

either team.

Following the games supper will be served at the grounds

commencing at -5.30. All are advised to come early and

stay late, as there will be plenty of daylight. Real pies

and cakes will be served at the supper. C- B. Tadman of

the Home Furnitur* and Carpet Co., has charge of the

distribution of tickets for Toronto, and W. J. Nash of the

Green Furnishing Co. is sales agent for the picnic tickets

at Hamilton.

The man wlio reaches the top is the one who is not con-

tent with doing just what is required of him. He does

more.

J. S. Knechtel, Vice Pre-sident and General Manager of

the Knechtel Furniture Co. has been elected a director of

Hanover Cement & Stone Limited.

The next time our traveller calls on you be sure and ask him to show you our Nos. 258 and 234
Chesterfield Suites aad the coverings they come in, they are sure sellers also Nos. 302, 215, and

404, in Spanish make a real good Chair or Rocker.

BEST1VIA.TER1AL-

GUARANTEED
-BEST WORKMANSHIP- BEST SERVICE

NO. 235

The Queen City Furniture Co., Limited
27—53 Vine Ave. - West Toronto
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No. 848 Vanity

A S the average customer wants a medium priced

line, most dealers find that extremes in design

or price are dangerous. Bell furniture is not planned

for the few, but can be handled with excellent results

by dealers in all vicinities. This has been proved

time and time again, and this line becomes a regu-

lar standby with dealers who handle it.

Of excellent value, the designs are particularly att-

ractive. Bell furniture will awaken trade that would

otherwise remain dormant.

You should have one of our catalogues so that

you can get some idea of our full line. Write for

one now.

THE BELL FURNITURE CO.
Limited

SOUTHAMPTON ONTARIO

LlUlUilIl-rnnn:nnT7iTTTnmiuniMM!fii"'!fT"'UTini
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News Of The Canadian Furniture World
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The King, IMionograph Co. Ltd., Toronto, has been in-

corporated, with a capital of $300,000.

Own Your Own Home. Ltd., is the name of a newly

formed realty firm al Toronto.

The re'ail merchanis of Windsor, Out., on June S, held

their annual excursion. A. J- Veale and Jack Gelber,

furniture dealers of Windsor, were officers of the day.

Cood Housekeeping Appliances, Ltd., is the name of a

newly incorporated company at Toronto with a capital

of $100,000 found to carry on business as manufacturers

and dealers in gas, electric, water and domestic appliances

of every description. W. H. Chealde, and C. Harold

Wilson are interested.

C. Caplan, Ltd-, dealers in furniture and clothing at

Otawa, suffered a fire loss tast month in a conflagration

which damaged a business block in that city.

Stratford, Ont., manufacturers and dealers propose hold-

ing a "made-in-Canada ' week.

The British Industries Fair being held this year at

Birmingham and London will have a furniture section for

displaying the newest things in home furnishings.

The Ives Bedding Co. Ltd., has' been registered at

Montreal.

Chatillon, Ltd., have opened up an up-to-date furniture

store at 712 Somerset slreet, Ottawa, Ont.

The Phillips Manufactureing Co- Ltd., Toronto, have

issued to their customer.'^ their new ca'.ialogue "L", a

review of which appeared recently in our columns. This

catalogue is devoted to mouldings, frames, mirrors and

framed pictures.

Mr. S. J. Cook, sales manager of the McLagan Furni-

ture Co., is chairman of the advertising commit'ee of the

Made-in-Stratford Exhibition and Carnival to be held in

that citv during the week of June 19.

The business men of West Toronto held parade on June
~, at which prizes were given for the best decorated car

and float. A band concert wound up the day's program.

The first trackless trolleys used in Canada are equipped

with Marshall Spring cushions. These trolleys are being

used on the Mount Pleasant road, Toronto, a new service

installed by the Toronto Transportation Comm'ssion.

F. L. Kelly, of Baiim & Brody's furniture store, Windsor, Out., chair-

man of the executive committee which put over so successfully the

recent WindKor Better Home Furnishings Week.

HAMILTON FURNITURE MAN DEAD

In the death of James E. Souter of Malcolm & Souter

which occured last month at his home, 173 East avenue
north, Hamilton lost one of its best citizens. For the past

forty years he had been a resident of that city, and during

all of that time he had been interes!ed in everything that

was good.

James E. Souter was born in Aberdeenshire, Scotland,

.57 years ago, and when only three years old came to this

country with his parents and settled on a farm near

Burlington. In 1882 the family removed to Hamilton.

Shortly after going there he became an apprentice in the

shop of the late James Reid. where he learned cabinet

making. Being a thorough, capable and conscientious

v/orkman advancement was natural, and for the past 22

years was general m.anager of the Malcolm & Souter

Furniture Company. Those who worked with and under
him sp^ak most highly of him as a man of the highest

principles.

But he did not confine his life to the factory and the

workshop. He wa= deeply interested in the larger life of

the community and believing that the Christion church was
the greatest institution for the building up of the best

life of mankind, he became, at any early age, an enthusi-

astic church worker. While living in the Western part

of the city he was a member of Erskine Presbyterian

Church, where he was made an elder and was for many
years superintendent of the Sunday school. About 20

vears ago he moved to East avenue and joined St. John
Presbyterian Church, Shortly afterwards he was elected

to the eldership and until is death took the keenest interest

in ever^ihing pertaining to the best life and work of that

congregation.

In 1891 Mr. Souter married Miss Mary McGregor of

Gait, who with two daughters. Misses Jean and Margaret,

and one son. Edward, survive him and mourn the loss of

a most loving and devoted husband and father- Another

son, Mitchell, laid down his life in the great war.

Besides these he is survived by two brothers, Messrs-

A. M. and D. A. Souter, of the A. M. Souter Furniture

Company, Hamilton, and two sisters, Mrs. James Turnbull

of St. Cather'nos and Miss Jean Souter of Rochester, N. Y-

THE INDIFFERENT CLERK

Don't be a ''Take-il-or-leave-it" sort of a salesperson.

Don't make customers feel that you rre doing them a

favor by allowing them to buy from you.

Don't be crus'.y if people are "just looking" and don't

buy.

Take pains to explain impor'ant pointy r.bou' the goods

to the customer.

Practice suggestive selling.

"Make your firm's interest ym-r intcrcs ."

Smoke and water from a fire nearby damaged the store

of Cainpbcirs Furinlurc Exchange at Edmonton, Alta.,

recently.
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5048 SAUCEPAN SET

The largest and most complete

line of Aluminum Cooking Uten-

sils and Specialties in Canada.

Catalogue and Price List on request

Aluminum Specialty Co.
of Canada

Aluminum Cooking Utensils and Specialties

60 John St. TORONTO

166 ALUMINUM TEA SET 343 1 i PANELLED PERCOLATOR
IIIIMIIIIIMinilllllllMIIIIIIIIMIIIIIIIIIIIIIIMIII

No. -416S6 Panel Etching
Catalogue "L" Page 100

Our New Catalogue —
A Necessity In Your Business

158 pages of adequate descriptions and illustraticES

representative of our complete line"—that is our new cata-

logue, it is an absolute necessity in your store. No matter

what class of trade you have, we can meet your needs.

Framed Pictures Framed Mirrors

Picture Prames Serving Trays

Mouldings of every description. Sundries

This catalog should be in your

possession now. If you have not

one, write to us immediately.

PHILLIPS MANUFACTURING COMPANY, Limited
258 to 326 Carlaw Ave.. TORONTO, Ont.
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THE MAXWELL
Sanitary Copper-Alloy Vault

"Potitively the best in the World"

ABSOLUTELY GUARANTEED
for FIFTY (50) YEARS

to resist RUST and CORROSION
WATER PROOF - AIR PROOF - VERMIN PROOF

Because:
Manufactured exclusively of Copper Bearing Steel—the most rust-resisting Steel or Iron

known to the art.

All Seams are Oxy-Acetylene Welded.

The cover is securely fastened by the Famous Patented Maxwell Eccentric Sealing Clamps,

and specially prepared Perpetual Gasket positively seals the vault and excludes any possible

penetration of water or air.

Sturdily and Rigidly constructed. Re-inforced Cover. Will withstand the severest re-

quirements of a Burial Vault.

BRILLIANT COPPER FINISH

All Maxwell Vaults are now finished inside and outside with a beautiful. Brilliant Copper
Bronze and this rich color is very attractive.

Dominion Manufacturers, Limited, Toronto, Ont.
Succe9Mor» to

National Cftsket Company, Toronto, Ont.
The Semmens & Evel Casket Co. , Ltd, Hamilton, Ont. and

Winnipeg. Man.
Vancouver Casket Company. Vancouver. B.C.
Winnipen Casket Company, Winnipeg, Man.

Successor* to

The Globe Ca«ket, Company. London, Ont.
Girard & Godin, Limited. Three Rivers and Montreal. Que.
Christie Bros. &. Company, Limited. Amherst, N. S.

D. W. Thomson Company. Limited. Toronto. Ont.
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Funeral Service Department
—^^^^m^^B^=^Bt Problems affecting the Profession are here discussed and readers are invited to send letters express- ^^^^^^^^mi^^

ing their uieus on any of the subjects dealt with—News of the profession throughout Canada. .

CONDUCTING A FUNERAL SERVICE BUSINESS
By W. J. Stewart, Managing Director, Bates & Dodds, Toronto.

A director of funeral service who cherishes the "golden

ideal" of better service is face to face with the

prohlem cf proper distriibution and recovery of

operating expense.

I will not aUemipt to define "service," as that subject is

of too vast a nature to fully elaboraite upon. However,

I offer for your approval a modified definition of an

establishmen! known as "directors oif funeral service."

They are possessed of sufficient equipment to in-

dependently and successfully conduct a funeral without

the assistance of rented equipment. Their equipment must

be of a grade in keeping with modern esta*blishment. They

employ a capable, qualified, licensed staff in addition to

the administrative staff.

The selection of assisitance is of great importance. They

reflect the character of the establishment and many times

the latest addi ion to your staff, during busy periods must,

by force of circumjstances, be prepared to assume the duties

of a first principal assistant. This class of help must

necessarily receive fair renumeration, and in years to come

will play a more important part in our service, and they

must be duly rewarded. This has a direct bearing on costs.

The establishment mus' be well appointed in every

department, and from cellar to rocf, front to rear show

signs of care and cleanliness; and in addition be open to

public inspection at all times, so that the public can be

convinced that it is a proper place to house and care for

the remains of human bodies. This policy has a direct

bearing on costs.

A director of funeral service must necessarily carry a

stock of supplies. Caskets and supplies must in everv

case be of materials which can be recommended and

guarantee, as to the conslruclirn, value and appropriatnes

Each casket as it rises in value should be of a proportion-

ately beter grade of lumber, cloth, interior, hardware,

trimmings, and when complete should warrant a severe

expert inspection. His policy should be to give exception-

ally hic:h-class professional service to all classes with an

equjtable distribution of operating expense. Commencing

with the value of material purchased, on a one-price basis,

each casket iplainly and neatly ticketed for funeral com-

plete, with the exception of cash disbursments, the selection

of suplies and price must be easily within reach of all.

This is the only policy to adopt. To adhere strictly to

this method, is to be worthy of public confidence and

patronage.

This calls for earnest study of costs. If you are

prepared to serve your clients in the aforesaid manner you

have a dutv to perform; tell them of your establishment.

They will be glad to learn of you. Acquaint them with

your "service" by advertising in a dignified manner. This

also has a direct bearing upon costs.

These qualifications represent capital invested and there-

fore call for expenditures to maintain, which I term as

operating expenses, which may be classified as follows:

Salaries—administrative staff, wages to staff, general ex-

penses, auto vehicle upkeep, advertising, also provisions

for depreciation of auto vehicles, paraphernalia, office

furniture and fixtures, work shop and garage utensils, bad
and douhtful debts, and any other expenditures which are

directly relative to the operation of the business.

The director of funeral service is in business to cater to

the varying requirements of a community seved by him
and must be equipped to render service required accord-

ing to the individual needs of his clients. He must be

able to furnish satisifactorily a funeral in which is used

cos'ly casket and in the conduct of which the most exact-

ing service is remanded, and paraphernalia must be para-

mount quality. The successfuil conduct of the funeral

demands the concentrated efforts oif a highly trained and

administrative staff, or be prepared, on the other hand to

supply a funeral in which is used a plain inexpensive

case, and in which the quesion of expense must be kept

well in mind, still dignity must prevail. Consequently

by the possessing of high-class equipment all classes oif

society receive the benefit hereof, in connetcion with both

illustrations and as do all other graides which come in

between the two types. "Service" rendered must be per-

meated with the conception that the director of funeral

service, by his service, policy rnd character creates, either

a favorable and satisfactory impression and is remembered
by his clients as a proven, reliable honorable member of

society and a credit to his profession, or an undesirable

bel'ef that they have been treated in a callous, commercial

manner.

A director cf funeral service renders to humanity the

best service possible, conveying all that is moital to

border cf earth end the Great Beyond. Consequently his

service must be inspired b}' a higher ideal than costs, but

nevertheless, costs mupl be studied to permit him to remain

in business. Fir?t impressions are usually lasting ones

on a client when selecting in a showroom where caskets r.re

nlainly marked, the funeral complrj'e .wiith service, ii

favorably impressed as th( price quoted becomes less or

.greater, it is quite apparent t:) tlic eye that value also

rises or falls in a like proportion. If a handle or lining

.suits a certain ca-ket, it is decidely not the one for the next

grade better. Giye your clients increased value for every

extra dollai' spent above the minimum. This sylsem

abolishes the tendency to sec bow cheaply we can buv to

suit certain cases and enables the funeral director !o select

quaility goods and be properly reimbursed with profit

according to the value he offers. Therefore, you arc not

saving money by always buying llic cheapest article offered
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i The Supreme Achievement i

in Embalming Fluid

I
The next time you want Embalm-

|

I ing Fluid, do not merely mention |

I
"Fluid," but insist on "CaranaC." |

I
CaranaC Embalming Huid I

I is a specially compounded chemical |

I
which will not alter in strength, and

|

I a fluid you can depend upon. |

I We Ship Promptly
|

I
CaranaC Laboratory

|

I "The All-Canadian House" |

I Peterborough - Ontario - Canada
|
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you, irrespective of quality. Your clients are convinced in

this method by modest explanation, rather than by argu-

ment that the policy of the establishment is true value,

jparamount service and one price, thereby taking no un-

fair advantage of any class of society. Selections of caskets

,with prices within the reach of all. Prices regulated by
value selected and seii'ice commensurate with the same,

.abolishes the impression which the public have that we

charge all we can get, or by the appearance of clients'

.ability to pay.

Cost of goods has increased again and again as have all

items of expense, particularly wages and motor upkeep,

so that the old standard of price-setiting no longer holds

,good. Why should the casket carry the entire load of

operating? The difference between the factory price of

the casket and thai asked of the customer is to a great

extent the cause for general imipression and false belief

that in all cases our profits and charges are unreasonable.

Itemizing funeral accounts other than cash disbursments is,

in the writer's opinion, a wrong method, because each item

,on the acount does not bear fair share of operating ex-

ipense when rightly so it should, but it is an impossible

iproblem to solve what percentage each department is

,chargea'ble with, and after all we are not in the business to

simplv sell caskets but chiefly our service, and the fees

usually charged on an itemized account conveys the im-

pj'ession that wc commercialize our profession by becoming

dealers in caskets at high prices and minimize and depre-

ciate our profession and skill and albility by the manner of

method upon which our fees are based.

TALK ON BURIAL VAULTS

E. Pinckney, an officer and representative of the

Maxwell Steel Vaul' Co. visited Toronto last month and

gave a talk to the sales men of the staff of Dominion manu-

facturers, Ltd.. on burial vaults in general and the Maxwell

in particular. A number of Toronto funeral directors

were among those in attendance, those noticed being R. V.

Stone, W. J. Stewart, C. E. Burgess, Art. McCabe and Wm.
Speers. D. M. Andrews, secretary of Dominion Manufact-

urers, acted as chairman of the gathering and introduced

Mr. Pinckney.

Dr. G. W. Feiguson attended the Michigan Funeral

Directors Association convention held in Grand Rapids at

the beginning of this month.

PREPARING FOR THE BIG CONVENTION
This year's Convention of the Ontario Funeral Service

Ar-sociation is expected to be the biggest and greatest

of the series of annual gatherings that this asso-

ciation has held during the forty years of its existence.

Beside? the convention proper there will be held in con-

junction with it an Exhibition of hearses, caskets, funeral

directors' supplies and accessories.

The combined Convention and Exhibition will be held

in a big downtown Toronto building, arrangements for

which are about comiplrted. In this building besides a

huge exhibition hall are a large convention assembly room
and smaller rooms for committee meetings. Thus it will

be unnecessary to leave the convention hall to listen to

the addresses and discussions, and to see the exhibits,

which, it is expected, will be the greatest gathering to-

gether of Canadian- made furoral supplies ever attempted

in the Dominion.

The Executive, Program and Entertainment Committees

are busy shaping up a fine series of events to keep the

visiting funeral directors on the go for the whole of Con-

vention Week.
As well as being; the first metling of the Ontario Asso-

ciation under its new name, the Dominion Funeral Service

Association will as well hold its Annual Convention dur-

ing the week of the 0. F. S. A., and both Conventions

will combine on an entertainment program that will in-

terest and amuse the delegates, visitors and their ladies.

The school will be conducted as usual the week previous

to the Convention, and the Ontario Examining Board will

conduct their exams following the Convention.

West and East lare expected to send good delegations

to the Canadian National Convention at Toronto and it

remains for the Ontario funeral directors to come in their

strength to attend their own association meetings and to

help welcome their professional brothers who are coming

from the other provinces.

Rememher the dales—School, August 28 to September

2; and combined Exhibition and Convention September

2 to 9.
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CAN EMBALMING BE SAVED?
IS EMBALMING WORTH SAVING?

Written For Canadian Furniture World and The Undertaker, By Howard S. Eckels

The natural circulation fills all of these veins in a

far better way than it is possible to fill these lateral veins

through the injection of fluid into a larger vein. The
injection of fluid into a larger vein only carries fluid into

those branch veins which have no value and there are

comparatively few branch veins which do not have valves.

The operator who injects the vein has no chance of

selecting any other veins excepting those which have no

valves and it is not piobable that one vein out of a hundred

of these small lateral branch veins which are receiving

the short circuits from the capillaries would permit fluid

injection into the large veins to back up into these laterals.

What need is there to try? If they become filled with

the fluid that flows through the capillaries in excess through

these short oircuits why not be satisfied with the their

filled by this natural process.

The elaborate arguments of vein injection are largely

theorv and an argument based alone on theory is not going

to convince many practical and experienced embalmers, or

result in their doing such unnecessary work as to inject

into the vein when that injection is calculated to oppose the

flow of blood from the venous system, which is far more

important in relieving discolorations from the face, neck

and ears.

Every expert and experienced embalmer knows that this

always is best accomplished by arterial injection and

draining from the veins.

One of tlie most practical things ever said by a great

master Embalmer was that, "Blood is man's best friend

alive—his worst enemy dead."

Another unfortunate and disagreeaible result of vein

injection which may be ranked next to the blood discolor-

ation remair#ng in the surface tissue of the face with which

all embalmers are familiar is the discoloration produced by
a mixture of blood and fluid regurgitating through the

veins back into the surface tissue of the face. The surest

way to accomplish this is to inject fluid into the veins,

mixing it with the blood and causing regurgitation.

On the other hand, it is worth while considering the

question of short circuit to know that a slow injection of

fluid into the arteries in such cases is a distinct advantage.

When short circuits intcifere it is because of too rapid

injection of fluid. No trouble would be found if the fluid

were injected as it should be.

A slower injection gives the astrigent embalming fluid a

chance to contract those capillaries through which it is

passed so by this natural process they off^er greater

resistance to the flov^ of fluid through them and after being

disinfected shut off^ the short circuits. Fluid should be

disseminated evenly all over the body. If it is injected

slowly, it will be because the astrigency of the fluid auto-

matically closes the capillaries and prevents short circuits

in all tissue through which it is passed, thus forcing the

fluid to seek new channnels, penetrate new capillaries, and

in turn disinfect them.

CANICULA
That Different

Fluid

The World^s Standard

CANICULA CHEMICAL COMPANY
366 Bathurst Street - TORONTO
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SIMPLE AND ACCL'RATE BOOKKEEPING SYSTEM

You have suggested at different times that we contri-

i)iiLe something lo your magazine, and it occurred

to us that our system of bookkeeping might be
of interest. We consider it fairly good, but would be

pleased to have any suggestions as to its improvement.

We have used it some lime in both the undertaking and
furniture departments and find it quite easy to balance up
at t,he end of each month. We think, loo, that anyone who
tries it out and take into account every item of expense
general public imagines.

This is our syslem; For each order we add the cost as

follows:—oasket lining, cotton, plate, engraving, robe

flowers, cars, embalming fluid, freight, cartage, wear and
tear, etc. Then at the end of each month we total these

and divide the overhead expenses, such as rent, telephone,

water and light, advertising, insurance salaries, etc., between
the undertaking and furniture departments, Then by
deducting the total cost from the amount charged we arrive

at a fairly accurate estimate of our profit.

In the furniture department we follow the same system

by putting the day-book the cost price, and by doing this

each day is quite a simple matter. J. A. Ball Si. Marys, Ont.

NOTES FROM EASTERN CANADA
By F. W. Wallace

Leroy A. Morrison of Neweaslle, N. B., recently grad-

uated from the Syracuse College of Embalming, winning his

diploma with high honors. Prof. L. R Simmons has a large

family of graduates in Canada now and her friends are

legion.

Mr and Mrs Geo. Chamberlain of St. John. N. B. were

tendered a surprise party on the thirtieth anniversary of

their marriage and, were presen'^ied with a fine reading

lamp.

W. E. Calhone has sold his business al Cape Station,

N. B., lo Samuel Bishop. Mr. Calhone has been in business

over 40 years and, highly respected. He has with his

family removed to Western Canada, where he will reside

in the future.

John Snow, Sr. of Halifax, who met with a severe

accident Christmas eve is recovering and hopes soon to be

at his desk.

FUNERAL OF RAYMOND JANTSSE

The funeral of the late Raymond J. Janisse, killed in

Detroit last month was held in Windsor, Onl. It was

largely attended, the funeral procession reaching for

many blocks along the slreets.

Al St. Alphonsus Church, Rev. Dean Downey, assisted

by the Rev. Wilfrid Langlois. of Ford, as deacon, and Rev.

Father Sheridan, of St. Joachim's Church, Detroit sang the

solemn high mass.

The honrary pallbears were Hon- Dr. J. 0. Reaume, Dr.

U. J. Durocher, Gilbert Campeau, Alphonse Oates, Albemy
Janise, and Charles R. Tuson. The active pallbears

were Aldric Adam, Joseph Adam, Raymond Reaume,

Urgel Jacques, Louis Oullette and Ernest Oulette.

The music in the church was rendered by the joint

choirs of Our Lad\ of Prompt Succor, Church of ihe

Immaculate Conoepiion, and St. Alphonsus Church. The

"Miserere" was sung by a mixed quartet, unaccompanied.

The choir was directed by Patrice Oulette.

Present at the funeral were members of the Knights of

Columbus, Artisans, St. Jean de Baptiste and the Holy

Name Societies. The president of the London Clobe

Casket Comjjany, a representative of the Dominion Casket

funeral directors alsc attended the funeral. The flowers

and spiritual bouquets were many and beautiful.

Out of rospect lo the deceased, the stores of Mailloux

and Parent were closed fom 10 to 11 o'clock on the morn-
ing of the funeral, the late Mr. Janisse having been a

former emiployee of the firm.

MONTREAL DIRECTOR AROUND AGAIN

Wm. Wray of University street, Montreal, is just out of

hospital having undergon;3 an operation on his foot for

a broken bone, the result of a recent accident. Mr- Wray
has com.plcted all alterations and improvements to his

funeral quarters and has now one of the finest and best

funeral premises in Canada, with chapel, mortuary, par-

lors, etc., furnished in modern style and on up-to-date

lines.

PROFESSIONAL NOTES
Alvin A. Mugridge, of Shediac, N. B., has purchased

from Tutlle Brothers, Limited, of Monclon, an eight

column home drawn hearse, which he will use in his

furneral directing business in Shediac.

The Tolstoy Cemetery Co- has been formed at Verigin,

Sask

E. Y. Hutchison, a Toronto funeral director, has been

elected president of the Bloor-Balhurst Business Men's

Association of that city.

Dr. J. P. McMurrick of Toronto I'niversity, who lectured

at the last convention of the C. E. A., was elected presi-

dent of the Royal Society of Canada al that organization's

annual meeting at Ottawa last month.

A LAND OF GRAVES.

"China is a country of graves," said Prof. A. B- McCall-

um during an address to the members of the Royal Can-

adian Institute in the physics building of Toronto Univers-

ity during the past month. The professor declared that

during the past 4,000 years. 60 millions of people have

lived and dyed in China. He sta:ed that in China engin-

eers who are constructing railways have the greatest diff-

iculty with the people who object strenuously to having

graves disturbed.

U.S. NATIONAL ASSOCIATION WOULD
CHANGE CONSTITUTION

The Coniniiltee on Constitution and By-Laws of the U.

S. National Funeral Directors' Association, which met for

a three-day session at West Baden, Ind., last month, re-

ported lo President Rcth a number of constitutional

changes. Among the changes the committee would have the

secretary elected by the members at large instead of by the

Executive; would name $2,000 as a salary for the secretary;

would adoipt a publicilv bureau of five members; and adopt

a per capita tax of five dollars for membership in the

Association.

For Transfers, Funerals or Information
From Detroit, IVlich. or Winf'sor, Ont.

PHONE TE' ECPAPH - WRITE

J.SUTTON & SON
521 Ouellette Ave. Telephone: Windsor 835

IJoenccfl Knihnlniei's in Micliipari niirl Ontario
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ONTARIO
Aylmer

—

Pierce & Co.

Barrie, Ont.

W. D. Minnikin,

Phone No. 431.

Bobcaygeon

—

Byug, G. C.

Bowmanville, Ont.

—

Morris & Son, L. 'Phone 10.

Williams & Cann.

Brantford

—

Thorpe Bros.

Funeral Directors.

Successors to H. S. Peirce.

Both phones, 200.

Chatham—
A. L. Jahnke.

Dungannon —
Sproul, William

Elmira

—

Chris. Dreisinger.

Fergus—
Geo. B. Thomson. Office phone,

194. Residence phone 209

Hamilton

—

BLaehford & Sons.

57 King Street West
Dodsworth, A. H.

59 King St. W.

RoViinson, J- H- & Co.,

19-21 John St. N.
Ingersoll

—

McTiitvres.

F. W. Keeler, proprietor

Kingston

—

Reid, Jas-, 254 Princess St.

London

—

Ferguson 's Sons, John
174 to 180 King St.

Midland—
A. Barrie.

MiLLBRooK, Ont.
B. R. Raper,

Phone 1 Branch office,

Pontypool, phone ring 2

short 1 long. Auto equip-

ment for all branch service.

Mount Fcest—
Walsh & Weston.

North Bay

—

F. J. Martyn.
Wagar Fiiriiitiirn Co. Ltd.

OriUia

—

Miindpil J \. Phone 12fi

150 l\fississaga St

Ottawa-

Gen. B. Burney & Son, former-

ly of Rogers & Burney. 338

Somerset .St. Phone, Queen
81. Geo. B. Burney, H. B.

Burney.

Oshawa

—

Luke Burial Co.

D. W. Dalton, Motor Equip-

ment.
Disney Undertaking Co.

Owen Sound
Chas. H. Fulton.

Phone No. 118.

R. A. Breckenridge.

Paris -

H. Huson & Son

Schomberg

—

F. Skinner.
St. Catharines

—

Urolih Bros.

144-146 St. Paul St-

Pic ton-
Hicks & Irvine, Funeral Di-

rectors; Motor Ambulance;
phone 125, 200W and 200J.

St. Thomas

—

William, P. R., & Sons, 519
Talbot St.

P. R. Williams & Sons.
Ptratford

—

Greenwood Sc Vivian, Ltd.
88-92 Ontario St.

White & Co., 80 Ontario St.

Downs & Fleming.
Toronto

—

Cobhle.lick, N'. B.
1508 Dan forth Ave., and
20C8 Queen St. E.

Auto equipment for all

branches of service.

Phone Beach 73.

W. N. Knechtel.
1202 Yonge St.

Motor equipment for all

branches of service.

Motor ambulance.
Phone North 4400.

The Flenry Bnrinl Tn
685 Queen St. E.

Washington & Johnston,
707 Queen St. E.

Coruer of Broadview.
Walkerville-

A. Norris & Son.
Wetland—

J. J. Patterson & Sons.

Sutherland, (J. VV-

Whitby—
Nicholson & Seldon.

Windsor—
A. Norris & Son.

J. A. (Jales.

Wocdstock—
Paul Bedford.

MANITOBA
Brandon

—

Caiii|'liell & Caniplieil.

Dauplim—
l'';i]rell, A. F.

Winnipeg

—

Thompson Co.. 501 MaiL
SASKATCHEWAN

Moose Jaw

—

Broadfoot Bros.

ALBERTA
Banff-
las. A. Reid

346 Otter Street.

P.O. Box 53. Phone 99.

QUEBEC
Montreal

—

Geo. Vaudelac, 1329-1332 Rue
Cadieux and 68-70 Rue
Rachel. Phone. St. Louis

1203.

Tees & Co.,

912 St. Catherine St. W.
NEW BRUNSWICK

Moncton

—

Tuttle Bros..

171 Lutz St.

Pt,. .Tohn

P. J. Fitzpatriek,

98 Waterloo St.

You Never Get More Out Of Your Fluid

Than The Maker Puts In!

WE feel that the profession wants the best Fluid which knowledge and skill and

experience can provide, irrespective of cost—not only because the best products are

wanted by the best men but also because they are Needed if they are to remain the

best men.

We believe that no special and pains- taking effort of hand or heart, or brain or

brawn, that goes into the manufacture of something superior, ever is wasted.

The price a manufacturer asks you for vour fluid is merely a reflection of his own
attitude toward you and his interest in your welfare. If he offers you a cheap fluid at

a cheap price he does so either because he thinks you are content with cheap results

—or, what is worse, he does not care what happens to you or your clients so long as

he makes a sale.

We decline to compromise at the expense of your reputation. We will con-

tinue to absolutely maintain our fluids at the highest peak of efficiency—and will

price them honestly in accordance with their cost and quality-

DIOXIN is the one Fluid you can Trust to be up to the very highest standard.

H. S. ECKELS & CO., 1922 Arch Street, Philadelphia, Pa.

CANADIAN ADDRESS:—
Robert S. Flint, Manager, 142 Quebec Ave., Toronto, Ont.
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FOR SALE—WANTED
50 cents per insertion up to twenty five words. Each additional
word two cents. If box is required 5 cents extra to cover postage.

THOROUGHLY EXPI.RIENCED EMBALMER and funeral direc-
tor, aged 29, desires opeiiinc, in established firm, with opportunity
to purc'ia-se part interest in business. Box 167. Canadian Fur.
niture World, 51 Wellingio-i St. W.. Toronto 6-22-2

WANTED

—

Guad .Salesman to sell as a side line, a first class line
of Chesterfieds in Western Ontario, on a commission basis.
Apply Box 166, Cai^adiati Furniture World & Undertaker. 51
Wellinglon S:. W., Toronto. 6-22-.3

WANTED—Capable experienced young man to go into the Furni-
ture business as Manager, in one of the best small Cities in

Canada. One to two thousand dollars capital reijuired. This is

an opportunity seldom offeied in a lifetime to a man who can fill

the requirements. Box 165. Canadian Furniture World.

FOR SALE—A used hearse nearly new, also a three-in-one casket
van. hearse and ambulance, this also nearly new. Apply Box 168,
Canadian Furniture World & Undertaker, 51 Wellington St. W.,
Toronto. 6-22-1

WANTED—A line of medium priced Bed room and Dining.rooin
furniture as side line by two salesmen covering Ontario up to the
.Soo exclusive Toronto. Both parties dividing Ontario equally.
Box 170, Canadian Furnilure World, 51 Wellington St. West
Toronto. 6-22-1

I'OSITION WANTEr>—An ambitious young man with considerable
experience in retail furniture trade desires situation in store or
as traveller. Good references. Box 169, Canadian Furniture
World, 51 Wellington St. W., Toronto. 6-22-1

FOR SALE—^Hor.se-drawn Ani|iiii.iiirc fully eipiipped. in first cla.ss

condition. Box 171, Caiiuiliaii Furniluri' World, 51 Wellington
.St. W., Toronto. 6-22-2

FOR SALE
Chair Stock.

Bone Air Dried.

30 M ft. 1" X 1" square 20" long.
20 M fL lVi>"xlV2" square 20" long.
Birch—Clear Stock.

Apply P.O. Box No. 6,

Victoriaville, Que 5-22-t.f.

WANTED—^Light, up-to-date, horse-drawn hearse. Address Geo. •

B. Burney & Son. 338 Somerset St.. Ottawa, Onl. 6-22-1

EMBALMER—Marri ed, wishes good position. Experienced with
some of the best Funeral Directors in Canada. Have been in

partnership business. Understand Furniture. Also driving cars.
Apply Box 172, Furniture World, 51 Wellington St. W., Toronto.

.
,

6-22-1

FOR SALE—Motor Hearse, guaranteed in excellent condition in

every wayl Reasonable for cash purchaser. Particulars and
photo on application. Apply Box 173. Furniture World. 51
"^-'ellington St. W.. Toronto. 6-22-

1
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Upholstery Springs f

Highest quality Upholstery Springs, g
made from the finest grade High Car- |
bon Steel Wire, oil tempered after i

the coiling operation, thus insuring i

uniform strength and "No Set." Re- |
member, the quality of your High- 1

Grade Upholstering depends entirely |
on the quality of the springs you are |

using. =

HELICAL SPRINGS |

for spring bed and mattress fabrics. |

Get the habit ; buy Canadian springs ?

James Steele, Limited |

"no 26 Guelph, Canada !

'illlllllllllllllllllllllllllllllllilllllillliiiiiiiiiiiiiiiiiiiiil.lilillilllliill liiiiiii lIlllllllllllllllllllMlllIll illliil::'iliiiillllllll|i>lll)
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TAKE THE CHAMPION LINE
TO SUCCESS

The letter reproduced, a

voluntary testimonial,

comes from one of our

oldest business friends m
Canada who are well

known to the profession,

having been in St.Thomas

for more than forty years.

This firm like many others

in Canada use

Champion
Super-Strength

White Fluid

You should give it a trial

It is your summer friend

and will make twice as

much ready-to-use fluid

as any other.

Order a trial case to-day.

p. R. WILLIAMS & SON
FUNERAL DIRECTORS

SPECIALISTS IN EMBALMING AND DERMA-SURCERY

ST.THOMAS, ONT.. V H.3 iBt. .1922

Dr. G. W. Ferguson,
"The Champion Man",

Friend Doctor :-

Just a few lines to acquaint you vilth the factsIn a recent exhujaat lom
.Nov., 20th, last we were called to care for th»remains of Mrs. Rachel Bond. The family asked that the remains

be^held until Hot., 26th, account of relatives coming from the

The Axillary artery was opened and Injectpd.
draining through the Axillary Vein.

, , ,
Thp Funeral v.as held as scheduled and the remains

looked better than the day of embalment.
Now this so far has been prelim'ary:
The family purchased a new lot In a better part

of the cemetery and wished the remains exhumed and relnterred.
When everything was in readiness, this was April

28th, FIVE MONTHS AFTER FIKST INTERMENT, we took the dau='hter
to witness the reinterment.

ffhen the oasket was brought to the top wo opened
it, and Doctor, here is where you will be interested; the remains
were In a perfect state of preservat ion--really looked better
than the day of the Funeral-i-over FIVE MONTHS IN THE GROUND and
not the least sign of mould.

We were so pleased with the results of this case
that we felt we could not let it pass without acquainting you of
the facts and letting you know -that our faith in "Champion" has
been made the stronger.

Sincerely youra.

P.E.WILLIAl.IS & SON
ST.THOMAS

ONTARIO
519-521 Talbot Street

Kl IIIL I HAWPIQN UNL TO SUCCESSi

CHAMPION CHEMICAL CO.
Dr.G.W. Ferguson, Canadian Manager, 28 Leuty Ave., Kew Beach, TORONTO

Canadian Manufacturing Plant, WINDSOR



We extend a cordial invitation to Furniture Deal-

ers to visit our permanent showrooms at our

Toronto factory during the month of July.

Gold Medal Products including Chesterfield and

Cane Suites, Divanettes, Davenports, Gold Medal

Felt Mattresses, Hercules Bed Springs, Couches

etc. and Gold Medal Phonographs will be neatly

arranged for your inspection.

Do not fail to see this July Display, you will find

it well worth while.

When you arrive in Toronto phone Kenwood

549 and we will send a car for you.

GOLD MEDAL FURNITURE MFG. CO. LIMITED
TORONTO UXBRIDGE WINNIPEG

Gold Medal Bedding Co., Limited — Montreal
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'J^ASTEFUL design, first-

class workmanship and

selected materials are the in-

gredients which compose a

Malcolm & Hill production.
[

Send us your inquiries

by mail, telegram or

phone, at our expense.

MALCOLM& HILL, LTD.
Head Office Branch Factory

KITCHENER LISTOWEL

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^
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CEO COMBINATION
Chesley Furniture Go. Ltd., Extension Tables

Elmira Furniture Go. Ltd., Dining Room Ghairs

Orillia Furniture Go. Ltd., Buffets and Ghina Gabinets

Completely matched Dining Room Suites designed to meet present de-
mands. The construction, finish, and values combine to make it good bus-
iness to place them on your sales floor.

A Dining Room Suite that will attract the customer's favorable attention.
Made in quarter cut oak and finished in Fumed or Italian Brown a soft
dark brown finish.

Chesley Furniture Co. Ltd., Chesley, Ontario

Elmira Furniture Co. Ltd., Elmira, Ontario

Orillia Furniture Co. Ltd., Orillia, Ontario
— REPRESENTATIVES —

Nova Scotia and New Brunswick
Quebec Province . - -

Montreal - - - .

Eastern Ontario

- Mr. J. E. Ellsworth
Mr. J. J. Gagnier

- Mr. foe Charlebois
Mr. H. G, Walker

British Columbia

Western Ontario
Northern Ontario
Manitoba and Saskatchewan
Alberta . . . .

Mr. C. Eastman

Mr. J. Sussex
Mr. G. Durst
Manufacturers Sales Co.
Mr. T. H. Pressor
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A Better Line of Upholstered Furniture

MR. MERCHANT:—
Look into the heart of a Montreal Uphol-

stering Living Room Suite.

Satisfy yourself as to the quality inside as well as the

quality outside.

Our customers have a satisfied feeling when they sell

Montreal Upholstering Products. They will stand the test

of time.

While we do not pretend that our prices are the

cheapest on the market, what we do claim is that the quality

that we give you and the material which we use in our

products makes our merchandise the cheapest in price for

that class of goods, which we are manufacturing.

We guarantee all our goods and every article of our

manufacture has a guarantee label on it, telling you what
the material consists of.

Our new fall line is ready and will be exhibited in our

own show room in Montreal from July 25th to the 31st,

and also in our Toronto show room during the Canadian

National Exhibition. A visit from you will be greatly

appreciated.

THE MONTREAL UPHOLSTERING CO.
HEAD OFFICE: TORONTO SHOWROOMS:
1611-1613 Clarke Street, 99 King Street West,
Montreal, Que. Toronto, Ont.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^
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I

DOLL CARRIAGES
— Just Like Mother's Baby Carriage —

HERE is one of our typical Doll Carriages for
1922. It is woven from one piece of wicker

into a beautiful bowl shape on the Lloyd Loom.
It is a miniature duplicate of one of our beauti-

ful Baby Carriages in design, material and
workmanship. It fills the old time demand
of Daughter for a Doll Carriage **just like

Mother's."

Heywood - Wakefield Co. of Canada Ltd.
Successors to The Lloyd Mfg. Co.

Orillia - - - Ontario
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YourDreams Come True

^AN you afford to risk the

confidence of your trade

with anything but the best

De Luxe Upholstered Furni-

ture ?

Here you have the newest
designs and coverings, the

best finings and the finest

workmanship obtainable any-

where.

Write for our new price list

and range of new coverings'

DELUXE UPHOLSTERING COMPANY
Limited

KITCHENER - - - ONTARIO
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ALWAYS IN DEMAND

No. 485E Bedroom Suite (Queen Anne)

Knechters suites are always sell-

ing. Our manufacturing capacity-

is so great and lines so varied that

we have furniture to meet and
create demand at all times.

Made in many designs, finishes

and woods with Knechtel quality

in every one.

Knechtel Furniture on your floor

will mean a steady stream of

business.

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO
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Famous
"Comfy"
Cushions

Our Trade Msrk

'\'h\> is ihc much talked of cushion, that gives

furniture the real touch of luxurious comfort.

Used on many well
known makes of

furniture.

Write for Catalogue

^^Comfy^' Cushion Co.
340 Gerrard Street, East, TORONTO, Can.

ijiiiiiiiiiiiliiliiliiliiliiiiiliiliiliiiniiiliiliiliiliiliiliiliiliiiii,,i,,ilii,i,,ii,,i, ,,,,,,, ,,,,,,i,,„,,,,„i,,i„,,,,

No. 1045 Diner
The anil diner il-

lustrated is huilt

from genuine
Black Walnut to

match the dining

room suite show n

on the opposite

page.

We also manu-

facture :

Bed Room, Liv-

ing Room Assem-

bly, Folding and

Office Chairs and

Tennessee Red

Cedar Chests.

Write for particular*

THE CHESLEY CHAIR CO.. LIMITED
CHESLEY — ONTARIO

Investigate Now
The QUEEN Line, if you have not already done so, and you
will be convinced of its superiority.

This illustration is but a pair of our big business getters from our extensive range of good sellers.

Constructed of best materials in attractive shapes and designs, covered from a vast assortment of pleasing tap-

estries, our upholstered furniture always attracts and corrmiands the attention of your customer.
A card will bring our catalogue and price list.

The Queen City Furniture Company, Limited
27-63 Vine Avenue

We»t Toronto
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Dining Room

Suite

in

Black Walnut

No. 1045
No. 104.")—Extension Table size fiO" x 4.')"

(See Diner opposite page)

This is a suite that in appearance and quahty cannot fail to draw the

admiration of your customers and prove itself a good seller.

Black Walnut is used throughout its construction. No gumwood is used

for back posts or ends as is often found in furniture of this descrip-

tion. Your customers are always delighted with such an offering as this.

No. 104;-) China Cabinet No. 10,54>^— Buffet size 00"
(With or without mirror) (1(14.') Buffet is supplied if preferred witli glass hack. Mirror 54" x W^

The Krug Bros. Company, Limited
CHESLEY - - ONTARIO

iiiiiiiiiiiiiniiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^
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BURCH LINE
because of its comprehen-
siveness and careful selec-

tion, affords a range of

choice sufficient to meet the

upholstery requirements of

any decorative scheme.

The BURCH Line includes

Tapestries, Velours, Mo-
hairs, Damasks, Hair Cloths,

Cretonnes, Denims and Slip

Cover Fabrics.

A. F. Burch Company
Grand Rapids, Michigan
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Wlhy not

REAP THE FRUITS
KROEHLER

Jnmsible

'Bed 'Pqom

of our extensive consumer advertising campaign? Messages are being

carried to the people the country over, through the Saturday Evening
Post, Delineator, American Magazine, Ladies Home Journal, House and
Garden, House Beautiful, MacLean's Magazine and the Toronto "Satur-

day Night" telling them of the merits and advantages of the Bed-daven-
port.

Unique in design with exclusive coverings,

our extensive range has a Daven-0 that

will meet the means and requirements of all

The Kroehler Mfg. Co. Limited
(Operating Kindel Bed Co. Limited)

STRATFORD - - ONTARIO

[iff^?ntsrR it7TT i»7^ffrrtijrriiTTTt iT7Tiir7rt itTa iî ^
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FURNITURE

5188 Side Table

5187 Table

Character
American black walnut satin

finish. Tops, fronts and ends
five ply figured walnut, other
parts solid walnut. Drawer
bottoms three ply mahogany,
backs three ply. Dust proof
construction. Trimmings oxy-
dized silver. Chairs fitted with
glides, other pieces with nickel-
plated casters.

'T'HIS McLagan Suite satisfies

the most fastidious taste.

Its delicacy of outline, true to

the period from which it is adapt-
ed; its serviceability and its

5189A Arm Diner

5182 Buffet

The McLagan Fur
Stratford
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rURNITURB

Furniture
superb workmanship make it a

delight to its owners and the

envy of their friends.

McLagan best expresses the

highest ideals of Canadian fur-

niture manufacture. A familiar

sight in the best Canadian homes,
it finds an almost universal

appeal that marks it as a most
profitable proposition for the

progressive merchant.

5189 Diner

niture Co., Limited

5184 China Cabinet

Ontario
5180 Buffet 7647 Mirror
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Prices

Gladly
Quoted

Very few merchants can afford to cater to the

ultra-rich only. Most merchants find their

trade composed mainly of people of moderate

means—who after all are the most profitable

class to serve. That is why we say no mer-

chant should overlook Stratford Chair Fur-

niture. It appeals to the people of moderate

means looking for quality, value and good

taste in design.

The Stratford Chair Company
Stratford - Ontario
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REED
FURNITURE
TWO thoughts immediately come to

one's mind when they view Reed
Furniture—namely Beauty and Comfort.

Our line is noted for the above feat-

ures and their neat attractive designs

make them fit into the furnishings of the most luxurious or the

more ordinary furnished homes.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD - ONTARIO

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii

NON TIP

Folding

Lawn and Camp Furniture

We manufacture the most complete line in Canada.

A display of Camp, Lawn and Verandah Furniture will

bring profitable business to you this season. Make youi

selection and order early.

If you have not received our new Catalogue No. 4i) with

complete line, a postcard will insure it being forwarded

by first mail.

OUR GOODS ARE GUARANTEED TO
GIVE SATISFACTION

CANADA BED

OTTERVILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE — ONTARIO

iiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiHii
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JACQUES Bedroom Furniture

shows a real effort on the

part of the manufacturer to

meet the requirements of the

merchant and his trade.

Style, quality and price have

been so combined as to give the

consumer the greatest value for the

money—which we believe is, and

always will be, the shrewdest

means of developing business.

Would you like us to send

you full particulars ?

No. 94 Dresser
Featuring the latest idea in

base moulding. Made in Wal-
nut only. The top is 44 x 21

and the Mirror 32 x 24. The
trimmings are Walnut knobs

with a silver centre.

JACQUES FURNITURE COMPANY, LIMITED
KITCHENER : ONTARIO
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Appreciation

We desire to express our

appreciation for the visit

of so many furniture men

to our July Exhibition and

for the resulting business.

The favourable comment

of these visitors both on

our Listowel line and on

our decorative pieces has

been most gratifying.

THE ANDREW MALCOLM FURNITURE CO.
LIMITED

KINCARDINE LISTOWEL
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You can put Linoleum Rugs in

every home right now!

Every dealer should be wide-awake to the tremendous
selling opportunities for Linoleum Rugs right now

!

Every home is a prospect for Linoleum Rugs in the summer
time. Their cool, clean, refreshing appearance makes a big
appeal to Housewives in the warm weather.

For summer cottages, verandahs and porches Linoleum
Rugs are ideal. It is for you, Mr. Dealer to drive this truth

home and reap your harvest.

Do not let your stocks run low. Many beautiful new pat-

terns are now available—freshen up your stocks with them.

Play up Linoleum Rugs in your window displays. Show
them up to advantage in your Linoleum Department. Send to

us for some of our attractive showcards and window trims.

Our extensive advertising, telling- of the advantages of

Linoleum, is an immense help to you locally. Why not link

up with this advertising by inserting some ads in your daily

papers? We will send you electros free of charge for illustrat-

ing them.

Dominion Oilcloth & Linoleum Co., Limited
Montreal Canada
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The Washing Machine

"De Luxe"

At a Popular Price
ELECTRIC CLOTHES WASHER

The Washing Machine

with the

Largest Dealer Profit

Fully Guaranteed—Minimum Service

Perfect construction and beauti-

ful appearance.

"Bluebird" dominates the wash-
ing machine field, by reason of

its proved efficiency.

Bluebird dealers with the exclus-

ive territory privileges we give,

dominate their particular market.

Manufactured from start (o fin-

ish at Brantford, Ont. by.

The ideal machine for the fur-

niture dealer.

An artistic piece of kitchen or

laundry furniture.

Not a single part of the machinery
is visible.

Ask us if your territory is still

open, and we will send you full

details of our sales plans, adver-
tising co-operation, resale work
and time-payment financing

—

Write now.

BLUEBIRD CORPORATION LIMITED «%^„1^'*''
Ontario

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllNllllllllilllllllllllllllllllllllllllllllllllll^^

READERS :-

There are invalids and persons ill in your community ; be kind ; make
their lives more comfortable and more restful, by selling them a

Lambs Wool Mattress and Royal Box Springs

This combination is absolutely the last word in ease and comfort. The
mattress is of new unadulterated Lambs Wool, made immaculately clean

and sterile through our improved method of washing and cleansing.

Kapok and Felt Mattresses, Down Comforters,

Down and Feather Pillows, etc.

also manufactured.

Particulars and prices gladly quoted.

The Canadian Feather & Mattress Company
TORONTO and OTTAWA

iiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiin
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Quality

Furniture

The Upholstered Furniture which we man-
ufacture is practically unlimited. The de-

signs being graceful, comfortable and beau-

tiful, back up your most convincing sales talk

of high grade construction and they will give

your customer years of service and satisfac-

tion.

W. J. ARMSTRONG LIMITED, Guelph, Ont.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^
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Furniture Par Excellence

Peppier Period Productions are designed

and constructed to meet the approval |

of the most critical buyer and be an

everlasting source of satisfaction and

comfort to its users.

Bedroom and Dining-room

Suites in Mahogany, Oak
and Walnut.

Peppier Bros.^ Limited
Hanover - - Ontario
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Highest quality materials

combined with excellence

of design and craftsman-

ship make Krug Furniture

Popular and Exclusive.

LIVING ROOM,
LIBRARY,
HALL FURNITURE,
OFFICE CHAIRS, etc.

iiliiliiliiliiliiliiliiliiliiliiliiliiliiliili:iiiliilMiniiiiiiiiiiiiliiliiliiliiliilMliiiiiiiiliiiiiiiiiiiiii|iiiiiiiiiiiiiiiiiiiiiMiMliiliiiiii:iiMi:ii!iiiiiii^

The H. Krug Furniture Co. Limited
KITCHENER, CANADA
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DO YOU WANT SATISFIED CUSTOMERS?

Then sell them a

Gold Medal
Felt Mattress

When they buy their

Hercules Bed Spring
Positively a RELIABLE Combination

The HERCULES BED SPRING has been acknowledged by all

for over 3o years to be the best selling bed spring in Canada.

TODAY the

PURITY and QUAUTY
of the

Gold Medal Felt Mattress
has made it too a household word. Ask your customers to look

inside the patent inspection pocket and see for themselves the

beautiful, pure, white layer felt.

THE GOLD MEDAL FURNITURE MANUFACTURING CO., LTD., TORONTO
THE GOLD MEDAL BEDDING CO., LTD., ST. URBAIN ST., MONTREAL

Write for information re our summer specials to stimulate bedding sales

GUARANTEED
GOLD MEDAL

PRODUCTS

_l
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Furniture Your Customers Want

FREE !

^'
your

initial order comes an

electrotype exactly as

the above to help

make your newspaper

advertising productive

of more sales. For

further particulars ad-

dress

HERE is a living room suite, combining

the beautiful Queen Anne and Italian

Renaissance period designs—that your cus-

tomers will admire, and buy.

Look at the illustration again. Notice the

"completeness without profusion" atmosphere

that prevails. Only the greatest good taste

can accomplish such an effect.

The beautiful Queen Anne tables with

their artistically shaped legs have Walnut tops

and solid Walnut bases. The two Italian Re-

naissance Rockers at the right are made of

solid Walnut with webbed spring seats cov-

ered with high grade tapestry. The comfort-

able Chesterfields and Chairs have spring filled

cushions. The upholstery is the highest grade

and the covering either tapestry, velour or

mohair.

THE SCHIERHOLTZ MANUFACTURING CO.
LIMITED

NEW HAMBURG -:- ONTARIO
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INDIVIDUALITY

Woeller, Bolduc furniture contains

those items that are absolutely es-

sential in the manufacture of really

good upholstered furniture— namely:

design, material and workmanship.

With our productions on display

you have a range of upholstered

goods that is sure to attract and

satisfy and at a price that will ap-

peal to the majority.

May we send you particulars

Woeller, Bolduc & Company
Waterloo - Ontario

jiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^
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HESPELER

The Hespeler method of
earning business is to keep
the trade supplied with new
ideas in quality furniture: to

maintain the highest stan-

dard of workmanship: and
to give the greatest value
for every dollar the merch-
ant is asked to pay.

Let us show you how suc-

cessfully this method has
been carried out in our la-

test offerings.

The Hespeler Furniture Company Ltd.

Hespeler, Ontario

FURNITURE
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Hu^li C. MacLean Publications Limi-ted
Toronto Montreal "Winnipeg Vancouver-

Andrew D. MacLean, Editor
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BUSINESS WEATHERVANE
|

"Business is going to be better in the Fall, and prices are going |

to be higher." This is the concensus of opinion among those |

in a position to know. It is expected that the sales of furniture | [

will exceed those of last Summer and Fall by at least 50%." **^'
| [

Industrial Digest, N.Y. June 10, 1922 j 1
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LIVABLE FURNITURE
We Canadians, while admiring the artistic lines of the old master

craftsmen and designers, and living in an age demanding Comfort and
Livableness in things we constantly have around us, insist on stvles in

Furniture that commend themselves to our good taste, and, at the same

time provide that one essential to contentment "Livableness".

"Livableness" demands essentially good construction— "Inside

Stuff"—beneath the artisic outlines. One doesn't want his contentment

spoiled by a sudden collapse of the chair he is sitting in, or have his

temper continually ruffled by drawers becoming stuck when he is getting

his collar or tie out of the chiffrobe or dresser. One wants everything

looking fine, and working as smoothly as a Rolls-Royce.

These features can be had in the lines we make, and now at medium
prices too, as shown in our new designs. These pieces are built with an

eye to "Livableness" and pride of possession on the part of the home
builder.

If you haven't seen our new lines, may we not have the pleasure or

showing them to you through one of our representatives. We are anxious

to serve.

Three shops—each specializing in their own line—are at your service—
Anthes Baetz Furniture Company, Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited
Furniture for the Living Room

Baetz Bros. Specialty Company, Limited
Portable Electric Lamps and Shades

Each of these Shops specializes in its own line, but each has the same
ideals—"Qualitv" and "Character".

J'
Managing Director.

I ^IIIIIIIIIIIIIIIIIIIIIHIIIillllllllllllllllllllllllllilllllllllllllll Illllllllllllll Illllllll I I I II 1 Illllllllllllllllllllillllll II II Illllllllllllll Illllllllllllllllllllll Illlllllllllllllllll^^

I I
STYLES I

liiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii "iiii" iiiiiiiiiiiiiiii| Fair Customer—"I'd like to try on that one over there." |iiiiiiiiiiiiiii iiiiniiiiiiiiiiiiniiiiiiiiiiiniiiiiii niiiiiiiuP

I Saleslady
—"I'm sorry Madam, but that's a "Baetz" Lamp Shade" |

illlllllllllllllllllllllllNIIIIIIIIIIIIIIIIIIIIIINIIIIIIIIIIHNIIIIIIIIIINIIIIINIIIIII|lllll»^ IIIINIIIIIIIIIIINIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIiy
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THE ^ EDITORIAL VIEWPOINT
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HERE are too many jelly-fish per

capita in this Dominion. Too

many spineless individuals are to

be found in the hi^h places

mouthing their greivances and

appealing to class or business as-

sociations to help them make bet-

ter profits. Neither Business

Men's Luncheons nor Legislation

builds a business or makes a nation. Give an ener-

getic man with vision a product of commercial value

and he will be a success and a credit to his country.

You cannot sell the public a product that is not worth

buying nor will tariff's and hand shaking overcome

antipathy to goods of poor commercial value.

We buy goods made in Canada because they

should be more suited in design and execution to

our conditions than goods made elsewhere. We buy

Canadian products Ijecause we expect them to be bet-

ter value—due to transportation advantages—than

outside merchandise.

A Canadian product has sometimes no honor in its

own country. Our people are more willing to knock

than boost and needs must be sold on the real worth

of the goods made by their own brothers and sisters.

Foreign manufacturers realize only too well our

national weakness and through their intensive selling

methods, advertising and otherwise have convinced

our people that there is nothing of much worth made
in Canada.

Our jelly-fish are those who travel to Ottawa to

complain about foreign competition. Our real Cana-

dians are those who stick to their of¥ice, factory or

bench producing goods of real merit—and then selling

them as worthy products in a comprehensive and

modern manner.

The furniture retailer has important volume in the

silent undercurrent of National pride that is below the

easy-going surface of every Canadian. He comes
daily into contact with the foundation of our civiliza-

tion which is the home building classes of the multi-

tude. He is one of the few personal links between
the public and the producer and is one of the most
influential.

The foundation of enduring business is not built

with the feet of clay of first sales. Lasting success

can only be built ui)on re])eat purchases and good
honest service. (Jood honest service is impossible

without quality merchandise for the harm one dis-

gruntled, talkative customer can do travels in a vast

insurmountable circle that may eventually prevent
your expansion.

The only way to prevent dissatisfaction is to stcKk

goods of undoubted value. Let every piece of furni-
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ture, every rug in your store be a direct personal

word of your own integrity and honesty.

The customers' belief that they will receive mer-

chandise of good quality at a fair price is one of the

most priceless assets any business can have.

Any store can attract a crowd by cutting prices

—

a large crowd by giving things away but that is play-

ing to the gallery on a one night stand. The furni-

ture dealer who has been in business for a period of

years is in an enviable position.

His recommendations and advice control hundreds

of millions of dollars annually and he should be in a

position to regulate this vast sum into channels of a

deserving character. He should sell goods of merit-

value that will bring him his legitimate profit and a

wealth of goodwill in the form of satisfied customers.

URNITURE—like everything else

in these days when every-

one's dollar is coveted by e\'ery-

body—has to be sold not just left

around where it can be bought.

Automobile salesmen, wild cat

stock pirates, every fool that has

something good, bad or indiffer-

ent to sell, does his darndest to

sell it. True enough if a house is bought furniture

has to be purchased, but the home furnisher of to-day

—if he is to stay in business and get his just share of

Mr. Public's money—cannot be satisfied with the

customers that come to him because they could not

avoid it. Sitting and lying' on the floor is not usual,

but people could perhaps do so if chairs and beds were

not to be obtained.

People must buy bread to live, but furniture has

to be sold and always has been sold in a greater or

less degree.

Allowing that" every young married couple tiiat

build a home have got to get furniture we still have

a potential market in the already furnished home.

Additions are made to the old house, sun-room furni-

ture is needed, a store room is turned into a room
for a growing member of the family, a more comfort-

able chair for father and the family tastes ha\ e chang-

ed with their a'])ility to ])ay for something better. In

the smaller centres the dealer is in the enviable i^osi-

tion of knowing at least by sight and gossip a large

numl)er of his possible customers, lie is in a position

to know their needs and can keej) in touch with them
by letter, offering sets or pieces that he believes them
to require shortly. If your goods are not worth sell-

ing actively, intensively and with liard work you had
better try and sell your business to someone who
will api)reciate the tremendous i)ossibilities of a pro-

l)eriy conducted house furnishings business
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The Small Retailer is in a Better Position

Than Big Mail Order Houses
Service Keynote of Mail Order Business Which Could Well

be Studied by Furniture Retailers

The retail merchant, particularly in the smaller

towns often envies his brother merchant of the cities

and thinks that if he were only located in a place

where there were crowds of people he could easily

work up dozens of bright novel plans whereby these

hundreds of prospective buyers would be drawn to his

store.

In many respects however the small town mer-
chant is in a better position to serve the people of his

community than is the city dealer. He is more close-

ly in touch with his trade; knows more of their likes

and dislikes ; their peculiarities and their buying
power than would be the case with any city merchant.

Thus he is closer to his trade. It is a case of ser-

vice ; service that is not only considered from the

viewpoint of the merchant himself but also from the

angle of the customer. This ai^plies particularly in

the selling of house furnishings. A retailer is, or

should be competent and willing to advise customers
on harmonious color schemes for draperies and floor-

coverings.

While many people are a'ble to plan and execute
their own decorative schemes yet far more ])eople

have but vague ideas of -what they really need and
ivould be more than pleased to enlist the aid of the

merchant in the furnishing of a room so that it would
evidence good taste and color harmony.

This is a service that is all the more profitable be-

cause it is unusual, and by its nature would create

and maintain business relations of a satisfactory na-

ture.

Every merchant considers services as a part of his

business equipment and according to the way he

serves his trade so does he profit, but never forget

there are two kinds of service—two kinds or none at

all. These are, what the store considers as service,

and what the customer considers as gervice.

The store counts complete stocks, deliveries, charge

accounts and so forth as service. The customer how-
ever accepts all these things as a matter of course.

It is getting something that he is not looking for and
does not expect that makes the strong impression.

Wihen a merchant apparently goes out of his way to

do him a favor—that's what the customer considers

as service.

The first store to deliver goods to a purchaser's

home rendered a service that the customer was quick

to acknowledge. Now that every store gives free de-

livery of purchases, and so it is the expected thing,

few customers ])ay the slightest attention to it—ex-

cept when delivery is late.

It's a whole lot easier for the small store in the

small town or the so-called neighborhood store in the

city to i)ut a personal touch with each transaction.

The small store is thrown int(j a far more intimate

relation with the people who frequent it, than the de-

l)artment store ever can enjoy.

Like every other class of business during the past
year or so, the mail order houses have had to stand
heavy losses, but such concerns are now preparing to

go after business on a greater scale than ever before,

and this calls for extra effort on the part of the mer-
chant to combat the growing competition.

Discussing the same subject in a recent issue,

"Maritime Merchant" has to say that the year 1921

was not a good one for mail order houses. We have
not seen reports of results by Canadian concerns of

this kind, but we note that a Chicago mail order
house was compelled recently to omit the regular

quarterly dividend on preferred stock. As a matter
of fact, competing conditions were not good for con-
cerns of this kind in 1921, and have not yet, perhaps,
improved very much, though these houses will soon
'be in a position where they can quote prices to which
they can adhere profitably. The experience of the

past year or two, however, is merely an incident to

the mail order houses, and while the conditions have
favored the regular retailer as against them, they will

not almays so continue. Another thing we may make
up our mind to is that the mail order houses will not
lie down on the jo'b. If there is anything in the world
that whips a mail order firm into more strenuous
efforts than ever, it is the fact that things have not
been going well with them lately. A glance at the

annual statement is all that is needed to make the

management tone up the whole organization from the

least unto the greatest in it. And what does this

signify to the retail dealers all through the country?
.Simply that they will have to brace themselves for

the shock. Better times are coming without a doubt,
but not easier times in w-hich to get business, because
the most alert competitors the country merchants
have will be more alert than ever. This calls for

extra endeavor to combat the competition.

Kitchener Man Killed in Motor Accident
Mr. Max Fischmann, manager of the Fischmann

Spring Company, Queen Street South, died on July
9th, at the Kitchener-Waterloo Hospital from concus-
sion of the brain. His 14 year-old son, Samuel, is

sufifering from a fractured skull, and a Conestogo
man, named Lederman had his nose broken as the re-

sult of a motor accident at the junction of the Water-
loo-Bridgeport Road this afternoon. In order to

avoid a car driving toward Kitchener. Mr. Fischmann
lost control of his car and crushed into a telephone

l)ole. Mr. Fischmann and the other occupants of the

car were unconscious when assistance arrived and
were quickly removed to the hos])ital. It is likely that

Mr. b'ischmann's son will recover, following the oper-

ation performed at the hospital.
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JOHN ROSS SHAW
The first furniture manufacturer to be president
of the Canadian Manufacturers' Association.

Canadian Manufacturers Honour
Furniture Industry

The Canada Furniture Manufacturers Limited wiiich was established in 1843 claims
John R. Shaw as their Vice-President and General Manager. His other busine-ss interests

include Vice-President and Managing Director, Canadian Austin Machinery Co., Ltd. Wood-
stock, Ont., Director, Canada Spool and Bobbin Co., Walkerton, Ont.; Director, Macey &
AIjcll Co., Ltd., Victoria, B.C.; Vice-President Lindernian's Steel and Machine Co., Musk-
egon, Mich.; Vice-President, Austin Machinery Corporation, Chicago and New York, Dir-
ector, Toledo Bridge & Crane Co., Toledo, Ohio.

Mr. Shaw is also connected with numerous charitable organizations such as:- Pres-
ident, Children's Aid Societies, Oxford County and City Woodstock; Member Board Hos-
pital Trust, Woodstock General Hospital.

Born in Kincardine, Ontario in 1863 Mr. Shaw inherited a taste for law from his father
Alexander Shaw, K.C.

Educated at Walkerton Public and High Schools, he moved to Toronto where he con-
tinued his studies at the University of Toronto and finally graduated from Osgoode Hall.

Before entering the furniture business he practised law in both Walkerton and Toronto.

Fishing, shooting and golf are his favorite sports and in politics he is known as a Lib-
eral Conservative. He lives at Woodstock and his recent aiipointment has been a most popu-
lar one both in his home town and throughout the Dominion.

giiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^
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Will Radio Craze AffectPhonograph Sales ?
Drop in Phonograph Sales Has Alarmed Many— Will This New Competition Assume

Formidable Proportions?— What Past Experience Has Demonstrated

[n the phonograph field both the manufacturer and
retailer are wondering just what affect the widespread

interest which is being evinced in wireless receiving

sets will have on their particular business. Is this

to be considered a competitive line? Will the strong

consumer demand for wireless sets result in a de-

creased sale of phonographs? The question is an

interesting one, especially so as there is something to

be said on both sides.

There is little doubt that in the first enthusiastic

rush for wireless receiving apparatus, the phonograph
industry will suffer. The attention of many people

will be centered on wireless rather than on phono-

graphs, with the result that record sales and exchange
sales will show a decline. Further it is only to be

expected that some who were on the verge of invest-

ing in a phonograph, will defer the purchase of that

instrument in favor of a wireless set. This is only

natural, for people are being carried away by their

enthusiasm for this new and wonderful instrument,

but this is only an initial and' passing phase.

Advantages with Phonograph

The real test will come when the first enthusiastic

rush for that which is undoubtedly novel and inter-

esting is over, and the public have had a chance to

allow their reason and judgment to come into play.

At first thought it is nice to be able to "tune in" on
the air and catch distant concerts and music of various

kinds. The first time I "listened in" I experienced a

distinct thrill. The idea of picking up music out of

the air was almost unbelievable. After the first few
evenings, however, the drawbacks and annoyances of

this form of home entertainment gradually became
apparent. First and foremost it is out of the ques-

tion to select and choose ; one has to be content to

take what comes over or switch off. Again, the re-

ceiving apparatus may not be working properly or

there may be a lot of "interference" in the air, with
the result that the music is weak and indistinct. An-
other drawback, and a real one, is that we cannot
"tune in" at any minute of the day or night and pick

up something good.

For these reasons alone it is not unreasonable to

suppose that the phonograph will be able to continue

to hold its own. One can start this instrument at

any time one wishes. There is an almost unlimited
range of records, covering music in all its forms, from
which to select, and favored selections may be re-

])eated time and time again. There is another phase,

however, which will tend to maintain the popularity
of the phonograph in the face of any kind of competi-
tion, and that is the permanency of the records and of

the master records from which the composition re-

cords are reproduced. Caruso can never be heard
over the wireless, but with the phonograph one can
hear him at leisure. The same holds true of other
departed stars. In this particular direction the phono-
graph is supreme.

Taking Counsel from the Past

Some years ago, and not so many at that, when
the demand for phonographs was increasing by leaps

and bounds, the makers o£ pianos began to feel alarm-
ed, but, upon second thoughts and a closer analysis

of the situation, they realized that anything which
tended to educate the public to music or that tended
to increase the popularity of music, could not help
but result in an increased demand for pianos. Time
has proved the correctness of this conclusion for in

spite of the fact that phonographs have been sold by
the hundreds of thousands, the production of pianos
has been increased and a ready market found for all

that have been made. The same will undoubtedly
hold true of wireless. If it tends to arouse a greater
interest in music, it will, probably, result in an in-

creased sale for both phonographs and pianos.

This is the attitude taken by Ralph Freeman of

the Victor Talking Machine Co., who said recently,

—

"The radio broadcasting of music is a useful and a

very wonderful thing and it is working for us all the
time—by creating a love for music. There is a mis-
taken idea that the radiophone is a competitor of

musical instruments. It is not so. Rather does it go
hand in hand with our business. There are wonderful
possibilities in the radiophone field but it will not
break into that of musical instruments."

When a regular patron of your store begins to

appear less and less frequently as a customer, it is

time for you to go after the patron's interest with
direct mail advertising.

Face to Face with Prosperity

Winnipeg, July 20.—Grain companies, mills, railroads

and the Lake Shippers' Association are just now feverishly

preparing to handle what is expected to be the largest grain

yield in the history of the Canadian Northwest. Rolling

stock is being borrowed from eastern divisions and the banks
are accumulating surpluses of cash at small branches from
the lakes to the mountains in preparation for the big move-
ment.

Official statistics from the grain exchange show the

wheat acreage of the three provinces to be 21,146,000. In

1915 the acreage was 13,867,715. The average yield per acre

then was 25.97 producing a yield of 360.187,000 bushels.

The most optimistic, however, does not anticipate a yield

so high this year. For ten years, however, the average has

been 17 bushels. Upon this basis the yield this year would
be 359,822,000 and this is the minimum that well informed

sources expect will be produced.

The quotation on October wheat, say July 10, 1915,

$1.0334. July 10 this year October wheat quotation was

$1.16!4. On the basis of this quotation this year's crop

ought to yield at Ft. William, $417,393,520 or in cash,

$47,250,000 more than the famous 1915 crop. The amount
that would reach the farmers' hands would be, in cash,

$327,438,000 because it costs 18 cents freight and six cents

elevator charges per bushel to handle to head of the lakes.

Approximately this amount of cash will be released through

ordinary business channels in the west this fall.

Of course this is a debt-paying crop, but if conditions

today continue it means that the books will be cleaned and
all paper liquidated.
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The formal dinner table, correctly ar-
ranged with linen, china and silverware
for every occasion, was a feature ex-
hibit of a well-known firm recently.
Flowered cretonne drapes and valances
were used to striking decorative effect
throughout. The tables were correc'^Iy
set for every possible occasion and af-
forded the young wife examples of pro-
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Need More Science

Less Waste
Think Along New Lines

Prepare for changes in the established order of

doing business was the keynote of an interview given

exclusively to Hugh C. MacLean Publications by J.

D. Forsyth, president of John Forsyth, Ltd., Kitchen-

er and Waterloo, Ont. Mr. Forsyth spoke of the new
order of business, and declared that under old meth-

ods the big essential was success, regardless of how
it was achieved ; but present day ideals demanded that

business be successful because it was honest, scien-

tific and sound.

"In the old order," said Mr. Forsyth, "success was

all that was sought. If a man made money no one

asked any questions. He was a success. In the new-

order he must, of course, be successful. But his busi-

ness must be scientific and not wasteful, either in

men or material. And lastly it must be sound in

order to run the gauntlet of public opinion and eco-

nomic test. It must be beneficial to everyone; to

those who conduct it, to those who work in it, to the

community in which it is located, and the country

at large. We have today a great array of educational

institutions teaching young men business, to which

young men are coming from all parts of the country.

This is a sign of the times, and business men must

heed this sign if they would survive."

Forget yesterday—consider to-morrow. One of

the causes of the present depression is that we are

all longingly considering those halcyon days when
we had more orders than we knew how to fill, and

price was the last thing considered. This is another

thing we must forget. Yesterday is dead ; tomorrow
holds a great opportunity if we are ready to grasp

it.

The average business man does not seem to realize

that one of the most important ideas he must grasp

is that he must forget the old principles of trying to

beat previous records, and that he must not compare
1921 sales with 1920 or 1920 with 1919. These three

years have no relation to one another as far as dol-

lars and cents volume are concerned.

It's the Average That Counts

Can you imagine an engineer becoming discour-

aged because he was not making 60 miles an hour on

a 4% grade. This is the trouble with the average

business man today ; that he thinks and talks blue

ruin l^ecause he is not doing the same volume in dol-

lars and cents and making the same profit in dollars

and cents as he made in 1919. If he would only

picture in his mind what would happen if everybody

did the same volume of business and made the same
profits every year as they made in 1919, and add

thereto the depreciated value of various commodities,

and that it would only be a short time before the

average mechanic would be on the retired list, then

he would get pessimistic viewpoint out of his system

once and for all.

We have periods of progressive business and peri-

ods of retrogression. The latter should in no way
afifect the spirit of the individual, because he should

realize that the same effort put forth in a period of

retrogression will eventually bring him into another

period of progression.

The manufacturer today has the same plant cciuip-
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mcnt as he had in the ])rosperous period. The whole-

saler and the retailer has the same business location,

the same store equipment and possi])ly as great an

amount of merchandise in units, with no more lia-

bilities, than he had in the prosperous period. The
individual, exce])ting in the laboring class, has just

as much to eat and wear ; has the same shelter ; has

the same amount of sleep today as he had in 1919,

so all this mental anguish that we are going through
is all due to our conceptions of dollars and cents value.

If a man has a death in his family he naturally

for some time is depressed, but one death is no indi-

cation that he is going to die or that the balance of

the family is going to die. If a man is sick he takes

care of himself and thinks about getting better. If

he thinks about getting worse and dying, the least he
can expect is that he is going to slow up his progress.

If we would all get down to business and get our
minds in proper shape, all these questions of depres-

sion, smaller volume of business and world-wide con-

ditions, would have very little efifect upon us whatso-
ever.

As a man thinketh in his heart, so is he. If he
thinks optimistically he will make progress. If he
thinks pessimistically he will either be at a standstill

or going down the grade.

Four Furnished Home Weeks This Fall

The general annual meeting of the Home Furnish-
ings Bureau was held in the offices of the Furniture
Manufacturers' Association, Toronto, on ^^'ednesday

June 14, with W. J. Anderson presiding, and eleven

firms represented. The financial statement was read.

This proved satisfactory and agreeable to all. The
President reviewed the work of the Bureau for the

year. In doing so, Mr. Anderson told of the Windsor
Furniture Show in April, of his visit there, and of the

results accruing therefrom. Most of the manufactur-
ers he had spoken to and who had goods shown at

Windsor, had received nice orders as a result of that

show.
Secretary Blogg presented his budget for the bal-

ance of the year. This provided for four "Better Fur-
nished Homes Weeks" this fall. The budget was ad-

opted. The money required to conduct this work will

be raised by small levy on members of the Bureau.
In speaking of the Windsor Furniture Week Mr.

D. M. Wright said he had paid a visit to that city;

had called on all the dealers, and had found them en-

thusiastic about the idea and ready to put on another
such week. He expressed the belief that if the Better

Furnished Homes Movement was spread throughout
the smaller cities and large towns within the next
year or two Canadian furniture sales would he great-

ly increased.

Following the business session a meeting was held
of the newly appointed directors to elect the officers

for the year. The result of this ©lection was:— J. H.
Baetz, President; D. E. Macintyre, Vice-president;
G. W. Gibbard, Secretary-treasurer. The other di-

rectors are J. S. Knechtel, F. F. Coombe, H. M. .Sny-

der and W. J. Anderson.

^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iiiiiiiiii!iiiiiiiiiiiiiiiiii!iiiiiiiii:niiii^^

I
This Fall 50% Ahead of Last? |

I It is expected that due to better business and stronger p

I prices the sale of furniture and allied lines this Fall will |

I exceed the total of sales of last Summer and Autumn |

I by fifty per cent. |
liiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiH^
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Annual Furniture Field Day Proves

Popular With Ontario Dealers
Fine Fellows, Fine Weather Unite for One Thousand Minutes of Sunshine in Giving

Three Hundred Pleasant Afternoon at Oakville Fair-grounds

The annual picnic of the Toronto and Hamilton

furniture dealers and travellers was held at Oakville

on June 21st and was an extraordinary success.

The Baseball game for the B. C. Burroughes cup,

valued at $100.00, was keen and the several hundred

spectators thoroughly enjoyed shouting themselves

hoarse. George Wilkinson was umpire and can be

distinguished by the megaphone, tam-o-shanter and

eye shade in the centre of the group photograph

shown herewith.

Following the ball games the crowd sat down to

an enjoyable supper following which a few S'peeches

were delivered. Mr. William Krug, of Chesley, spoke

of the smiles of mutual co-operation that he saw

exchanged among the dealers present. He regretted

that other branches of the industry could not bring

themselves into a similar state of mind.

Mr. Frank Coombe, of Kin-

cardine, complimented the crowd

on their appreciation of some

of the excellent Chauncey
Depew stories that he told.

Mr. Joe Dale, as chairman, drew

the attention of those assembled

to the significant remarks of

some of the speakers relating to

the advantages that might be

brought about by better under-

standing between various branch-

es of the furniture trade and

stated that he was glad to notice

the increasing number of manvi-

facturers that were each year

more evident at these picnics.

Eddie Bagshaw spoke on behalf

of the travellers. Bert Menzie and C. B. Tadman

After supper everybody took part in the races

with the following results:

Hundred Yards Open: Alf. Winslow, S. Cawkell
and G. C. Bonstead.

Fat Men's Race: William Wilson, Shapiro and
O'Brien.

Three Legged Race : Honstead & Smith, Harvie
& Hughes.

Old Boy's Race: O'Keefe, Collinson and Ball.

Wheelbarrow Race : Smith & Harvie, Cumber-
land & Hughes.

Travellers' Race: Newton, Pearson and McLean.
Boot Race : Deacon, Mack and Speyer.

Drivers' & Helpers' Race: Anderson, Walters
and Mack.

Quarter Mile Race: Cawkell, Deacon and Billing.

Putting Shot. C. Speyers—33' 2", G. Hughes—
29' 5" and Bill Pearson 29' 1".

Standing Broad Jump : Sutton,

Smith and Winslow.

Quarter Mile Relay Race:
Travellers : Newton, Pearson,

Mackie ; dealers : Billings, Dale

and Burroughes.

Following the major ball fix-

ture, the Salesmen played the

Travellers but owing to the un-

certainty of Bill White as umpire
it was doubtful whether any side

could have won. His decisions

were ']:)ased on their amusement
value rather than on the rules of

the game.

Bert Menzie and C. B. Tadman
were very much in evidence "col-

lecting with a smile"

Toronto Defeats Hamilton 7—3 After Grim Battle

Hamilton Toronto
Team 123456789 Team 1 2 3 4 5 6 7 8 9

Harvey
Thompson, H. A x .x x Burroughes, Bert
Henderson x x x Secconrbe, J
Stearns x x Billings

Smith, Harold Speyer, C
Smith, Ralph x x x x Waldow, H
English X x x x Yolles, Sam
Bowstead x x 1 Spry, Lew
Smith, H X 1 Dale. J. G

1 2 3 4 5 6
X
X

1

X

X

X
X

X X
X
X

X

1

1 X X

1

X
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X

1 .X X

0
X

4
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0
X
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Intimate Glimpses of Well-Known Furniture Men at the Toronto-Hamilton Picnic
(l) Alfred Roiberts and J. T. Montgomery of the Mea-

ford line. (2) Tom Chadwick and Wally Bateman travellers
for Gendron. (3) Charles Keener and Lennard Tack dis-
cuss the merits of the rival teams. (4) Soda and ice cream
was popular with MicBeth of the Ives Bedding and the Re-
liable Furniture men. (5) J. T. Montgomery and Sam Rot-
tenberg find the weather warm. (6) Part of the Grand
Stand crowd. (7) Robert Johnson, Henderson and friend
were not as active as some. (8) George Wilkinson whose

ability as umpire was appreciated. (9) Will White, Mc-
Murray, O'Hagan and Billy Wilson watch the game at close

quarters. (10) The Editor had a new car and had its pic-

ture taken. (11) Picking the Winner! McLean of Simmons,
Jackes, Bateman, Joe Coonan, Levenson of Montreal and
others. (13) Watching the Travellers' and Dealers' ball

game. (13) Places were set for three hundred. (Photos ex-

clusive to the "Furniture World.")

Retailers' Obligation to Serve Community
Our theory and practice in merchandising" and ad-

verti.sing are based on the principle that a merchant
has a large and very definite responsibility to his

community, said G. R. Schaeffer, Advertising Mana-
ger of the great Marshall Field & Co., store in Chi-
cago. "We fee! that the patronage of the public im-
])lies an obligation of service" he declared, continuing:

And l)y service we do not mean simply courteous
salesmanshi]), prompt delivery and the like. We mean
service in a much larger sense of the term—service

in ascertaining and fulfilling the needs and desires

of the public in the most satisfactory and economical
manner, the searching out in all the best markets of

merchandise best devised to meet the customer's re-

(piirements, merchandise which shall at once conform
to the highest standards of design and which sliall

also re|)resent the maximum of value which can ])()s-

sibly be offered at the price.

One of the j)rincipal aims of oiu" advertising is

to make the public understand this purpose and prac-

tice. This is why so much of our copy is devoted to

editorial treatment of the c[uality idea, and is address-

ed quite as much to our own organization as to the

public. And this is why, in our art work, typography,
pa})er stock etc., we seek to make our advertising
complement the quality idea.

Some of our sections felt for a time that they lost

some business because they could not use comparative
prices. Perhaps they did—])ut in the long run they
did not.

We still permit the use of the old price and the
reduced price on price tickets, because it is an abso-
lutely honest statement of fact which the customer is

entitled to know. While the immediate response to

comi)arative price advertising may be greater, we feel

certain that in the long run it is far more profitable
to omit comparative prices.



JULY, 1922 3t

Advertisers Forgetting Essentials of Selling

Warns Authority
Too Many Advertisements are Just Announcements Carrying no Sales

Ideas or Having no Sales Force

Speaking before the Thursday session of the Ad-
vertising Convention, E. E. McLeish, U. S. Advertis-

ing Corp., Cleveland, who was selected by the Retail-

er Advertisers to represent them on the interdepart-

mental program, spoke on how advertising could be

made especially effective as a force in retailing. He
said

:

Advertising has run into a war of big space. It

has lost in many instances, as it is practiced in many
places, the element of all advertising—is selling

force—until today in town after town, in store after

store, the competition of that store is not with the

other advertiser's goods, but with the other fellow's

advertising", and he is fighting his advertising dollar

against the other fellow's advertising dollar. That
has come, I am afraid, from some of the spirit of

exploitation, some of this panic, some of this hysteria,

and some of this total throwing away of the know-
ledge of what real selling force meant that followed
the Armistice.

Nearing the Turning Point

As I look at it, we are absolutely at a turning"

point—a turning point in business, a turning point in

industry. During the war, Germany tried out a novel
system in order to get all her people working toward
one common end. Its political system took over the

business system and the industrial system and merged
them into one. The allies followed suit in a great
measure. Here in America where we had built with
different genius a different kind of country, and where
we had prided ourselves upon our tremendous in-

dustrial and business achievement, we tried letting

industry and business work it alone for awhile, and
then we found that there was a new American way
and that was a co-ordination of the business with the
industrial, with the political interests. It was a very
illuminating experience.

And the lesson of our experience during the time
is coming home more and more forcibly to us as the
months go on, that business and politics and industry
must function not for profit nor revenue only, but
for public service to the community which supports
them and which they must serve if they occupy any
vital constructive place in the building of our insti-

tutions.

If we get the idea that every store is a semi-public
institution and every person working in that store or
in that industry is in himself also a public servant,
then we have mapped out a kind of work for the ad-
vertising man. The advertising man in the retail
world has his task absolutely clearly defined.

He assumes from now on that his store, the place
where he works, is first of all an institution that exists
at the sufYerance of the public because it gives the
kind of service that the public wants, and that it suc-
ceeds in proportion as it puts the emphasis on pul)lic
service, as it puts the emphasis upon a social purpose
in the institution, letting the i)rofits take care of them-
selves.

The advertising man who is best equipped for his

job is that man who has heard the dream-fifes_ and
dream drums of words, who has heard and recognized
the rustling" procession of letters, who knows how . . .

words may pout, words may frown, and words may
entreat. He knows the humor, the moods and per-

sonality of words, he knows the clangor of words,
he knows the blare of words, he knows the tenderness
of words. He knows the persuasion that moves a
man and moves a women all out of their own con-
sciousness in the direction of that thought that he
wants them to have. He knows these words. These
are the tools with which he works, the things that he
must constantly study, but words and words alone
never produce a social purpose, never produce a social
service, never produce real advertising.

In the retail store he has a larger field of useful-
ness, I think than he has yet seen or his employers
have yet permitted him to put into practice. The
advertising man as I see him and want to see him is

a combination of philosopher, historian, economist and
teacher. He is the one person who can be depended
upon to keep the social purpose in the institution
which he serves.

Listen for Ideas

The advertising man in the retail department store
is the fellow who has his ear down listening to the
heart beats of the public, if he is on his job.

The other side of the picture is a merchandise
manager who determines what the store policy will be
in conference with his general manager.

Why does it not happen that the advertising man-
ager in retail furniture selling should not have equal
authority and become the third person of the trium-
virate of general manager, merchandise manager and
advertising manager, because that is his place? I

want to see advertising men step up and take that
kind of place and it is wholly up to them in building
themselves so they will be equipped to take that kind
of job. It means speeding up with all the energy that
he has got, and then his work just outlines itself for
hun the moment he gets that kind of courage. That
IS all it takes—courage. Courage to speed up a new
point of view.

Harken the Humble Hen
The codfish lays a million eggs
While the helpful hen lays one

;

But the codfish does not cackle
To inform us what she's done.
And so, we scorn the codfish coy,
But the helpful hen we prize

;

Which indicates to thoughtful minds
That it pays to advertise.
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Ideal ''House'' for the Newly-
Weds

Apartment That Means "Much in Little
"

The last word in convenience and efficiency has re-

cently been attained in a newly-constructed apart-

ment house in Toronto which will be a boon, not only

to the newlyweds, but to the bachelor girl or man, as

they are almost completely furnished. The apart-

ment consists of two rooms and a bathroom, which,

by a simple twist of the wrist, can be converted into

four good-sized rooms by means of revolving walls

and doors. On entering one finds oneself in a small

hall which leads into a large living-room, with many
windows in it. It is furnished with a writing desk

with many drawers which could be used for the

household linen. A narrow living-room table stands

at one side which in a moment can be quickly changed
into a dining table for six, with a sideboard to be

used for many things.

There are rugs on the polished floors, and all that

is required to make the room complete will be some
chairs, perhaps a chesterfield, a lamp or two, some
pictures and all the delightful belongings dear to the

feminist heart.

The scene changes, a spring is pressed, the wall

turns and carries the desk and chiffonier away and a

large double bed appears. A door at one side revolves
bringing into view a most luxurious dressing table

with plenty of drawers. And there you are in a large

and airy bedroom, with plenty of light and plenty of

space. Morning comes and, to the magic sesame a

most complete breakfast room and kitchenette ap-

pears on the scene, with a table which comes down
from a niche in the wall, and which, when not other-

wise employed, can be folded for an ironing board.
At the far end is a white gas range, with large

oven with numerous shelves. A good sized laundry
tub stands next, with a draining board on top and
then a modern enamel sink, and over all a plentiful

array of shelves look down. Opening onto a summer
balcony large enough for an outdoor sitting-room, is

a built-in refrigerator, which is filled from the outside.

Every inch of space has been utilized and everything
in the way of comfort thought out, even a spring door
leading into the living-room when only the kitchen-
ette is required. In half an hour the whole work of

the house could be done and the busy housewife
would then be free for a perfect day.

Letting the Manufacturers Help You Sell
Floorcoverings

Quite apart from the national advertising manu-
facturers of floorcoverings are doing to create a de-
mand for their ])roducts, they are co-operating with
the retailer in respect to furnishing practical dealer
helps.

One large Canadian house manufacturing floor-

coverings exclusively, supplies dealers on request with
sam])les of all new patterns, 'i'hese are i^rinted on
heavy paper, and are exact reproductions of the dif-

ferent designs ; and as they are about 18 inches square,
a good general idea can be presented to a customer
of the particular jjattern which would best serve her
purjjose.
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Alleged Poetry
(Published by Request)

A fellow named "Nash"
Who was surely some Hash

Invited the boys
To partake of his joys.

The evening arrived
All bright and serene

A jolly good five

Were soon to be seen.

To open the "Dore"
Was one big delight

This ne'er happened l)efore

On a Spring Friday night.

The house tho' not large
Is "Stout" as a barge

And laughter shall ring

When all the boys sing.

The man most polite

With excuses galore
Is surely just right

With friend "Jack" to the fore.

Our lad pink and white
Tho' often down hill

Will say something right

As a true "Cundill."
When this tale is told

And the rafters do burn,
Our sextette tho' bold

Will flee through the "Stern."
The good housewife was tickled

To have the gay bunch
And hopes the dill pickle

Will top off the lunch.

By One of Those Present.
This sounds like a real party and hope we'll be invited to the

next. EDITOR.

Mattress Sewing
An interesting demonstration was held recently by

the Canadian Feather & Mattress Co., Limited, 41

Spruce St., Toronto, when a number of visitors were
entertained and shown the dilYerent processes of mat-
tress manufacturing. This firm turns out a particu-

larly fine product and is doing everything possible

to speed up production.

A new machine has been installed for sewing the

roll edge on the mattress. This piece of equipment
has only been working about two weeks and is the

first to operate in Canada. It is made by the Droll
Roll Edge Machine Co. of San Francisco and Chicago.
The machine is mounted on two tracks which circle

a rectangular table. One track is just below the top
of the table and the other runs around close to the
floor. An outstanding feature of the machine is the

manner in which it slows up automatically at the

corners. Arriving at each corner the machine is

thrown into low gear by a projection on the track
which presses a lever. This slowing up at the cor-

ners gives the operator a chance to round of¥ the cor-

ners perfectly. The roll edge machine is certainly a

great time saver for the mattress manufacturer who
had to be satisfied with an hour's work of hand sewing
to produce the roll edge by the old method. With
the new machine the roll edge is done in eight min-
utes. The machine can be adjusted, of course, to sew
the imperial edge as well as the roll edge.

While the Droll Roll Edge machine is an innova-
tion to mattress manufacturing in Canada it is not so
in the states. A San Francisco mattress maker in-

vented the machine several years ago, but apparently
the price was prohibitive or a Canadian market was
not sought. However, the machine is now made at

Hamilton, Out., although the Chicago office handles
the sales in the east.
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Estimated Cupid Will Spend
$75,000,000 This Year

Golden Opportunity for Furniture Men to Fill Household Needs of Young Married
Couples—Estimated That 26,000 Homes Will Be Built This Year

Here is an opportunity that merchants and pur-

veyors of home furnishings and home equipment
will doubtless grasp. Unless one figures out how
much household equipment is required to furnish

25,000 new homes or apart-

ments, no adequate idea is ob-

tainable just what it means in

dollars and cents that these

newly-weds must expend to

comfortably furnish the nests

in which they will take so

much pride.

Costs $1,500 to $2,000

It has been estimated by
several young" cou[)Ies recent-

ly married that to comfortably
and not luxuriously furnish a

moderate-sized home or apart-

ment, costs from $1,500 to

$2,000.

Only the newly married
coui)le realize just how much
is actually necessary to equi])

and conduct a home properly.

The furniture requirements, of

course, head the list in most
homes. There will be living

room furniture to buy, a din-

ing room set, kitchen equip-

ment—probably a kitchen cab-

inet, three or four chairs and
a table ; one and perhaps two
bedroom suites and chairs, at

least three rugs, draperies and
curtains, not to mention the

innumerable other things for

doing the housework, in which
the young bride is the most vitally interested be-

cause the bulk of this work devolves on her.

If the couple have anything left over after buying
the actual necessities for a home, they will likely find

a way to spend it on some luxury or convenience.

See that they leave your store pleased with
your service and your displays for they are

your best customers.

such as a phonograph, a vacuum cleaner, or some
other article that helps to either brighten up a home
or lighten the burden of household tasks imposed
on the young bride.

Of course, many couples
marry without having the

$1,500 or $2,000 to invest in

home furnishings. Most mer-
chants do not expect newly-
weds to pay cash down for

their needs and the majority
are quite pleased to sell on
easy terms. While this costs

the purchaser a little more
than cash down, it is the only
way many can get a start.

By extending ])ayments over
a certain number of months
both the merchant and the

buyer benefit. If the wedding
occurs in the summer months,
like the present, there is the

ice supply to be counted on,

which averages $3.00 to $4.00

a month, and a refrigerator

must be bought.

Doing Good Business

Merchants have been doing
an excellent business so far

this season in catering to the
household needs of the newly-
weds, and this month will eas-
ily maintain the mark set in

past years, according to most
reports. Manufacturers and
other purveyors of household
equipment whose advertise-

ments appear in this issue are assured of their share
of this $75,000,000 that is being placed in circulation

by cupid.

The vast amount of money that young married peo-

ple will spend this year has been largely inactive for

Twenty-five thousand homes will be built in Canada in 1922 at a cost of $100,000,000
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the last two or more years. The enj^aged couples do not

spend a dollar that can be avoided before their mar-
riage and consequently this $73,000,000 is released

into the natural channels of business from wiiich it

has been denied for so long.

Fully eighty per cent of this amount will i)ass

through the hands of the home furnishing stores.

Watch your local papers for engagements and mar-
riages and see that these—lyour most valuable pros-

pects and the sure customers for some furniture man
are notified by letter of your stock and willingness

to serve.

Attractive New Design

The Queen City Furniture Company of Toronto
is showing a number of new chesterfield suites, one
armchair from which is reproduced above, and exem-
plifies to a great extent that comfort is the keynote
of most recent designs. This firm have just added
4,000 square feet to their factory making a total of

46,000 feet and have found it necessary to double their

staff.

Electrical Devices Good as 30 Slaves

If the labor now performed by electricity, steam,
and machinery for citizens of the United States were
accom])lished by hand power, it would require thirty

slaves apiece for each man, woman and child in the

country. This is a statement made by the Smith-
.sonian Institution.

This being true, it is emphatically io the interest

of every home-builder to see to it that he and his wife

and children get their share of the general service.

.\nd as the powers of electricity are practically bound-
less in the elimination of hand work in the home, it

is particularly to his interest that he jjrovide abun-
dant doors through which the wonderful energv can
get in; for when it is allowed to work to the limits

of its jxrwers, housework is made more a matter of

direction than of drudgery and the time and energy
of women are saved for gentler occupations than

those that have wearied them for generations past.

A knowledge of the number of outlets needed and
the places where they are installed, is important to

the home-builder, however, before he can know defi-

nitely that he has a satisfactory electrical installation

—or just electricity.

Our Growing Opportunities

The present generation looks u])on the successful

man with envy. "He had chances we shall never
get"is the complaint, but such is not the case. Op-
portunities multiply as times goes on, and the young
man of today has doul)le the chance to make an out-

standing success that his contemporary of a genera-
tion removed had.

Before the man of ideas opportunity now looms
larger than at any time in history. The human race

has come out of the war with greater needs than
before, only to find that the means of meeting those

needs are, in most instances, less than ever before.

Fame and fortune await the man who can show the

peoples of the earth how to live at less cost, or with
less exertion. He does not have to concentrate his

thought on either luxuries or the unusual and the

outre. Fveryday needs clamor for his genivis.

He who can chea])en the construction of houses,
or invent a substitute for the materials now common-
ly used in house construction, or speed up the actual

building time, can gather in all the money he cares to

ask for. From Vancouver to Halifax rings forth the

cry: "More houses! cheaper dwellings!" London
re-echoes the call. So does practically the whole
world. "Rooms to live in comfortably!" is the pray-

er of all is proved by the estimates of American ex-

perts that, in the next fifty years, the sawlog timber
of the United States will be used up, and that, unless

protective measures are adopted, the timber supply
of Canada will be exhausted soon afterwards. A
reasonably cheap substitute for present building ma-
terials means millions for the man who finds it.

Wealth beyond the dreams of avarice to the per-

son evolving it, is a quicker, better and more efificient

distribution of foodstuffs and merchandise, by elimi-

nating the frightful waste and the costly dual hand-
ling that almost everything we eat, wear or use is

subjected to under our present methods.

What is wanted is the organizing and inventive

genius who can do away with, or cut down, this waste
in time and actual products, all of which the people
at present pay for.

Such a genius can ask his own reward.

So the story goes along the whole range of human
needs. Speed up production, put down the cost of

manufacture, facilitate and quicken transportation,

create substitutes for old materials. Scheme any one
of these industrial and commercial miracles, and the

world's gold and gratitude are yours.

When you annoimce bargains, see that they are
bargains and remember that a mere reduction in price

does not always |)roduce wliat is accei)table as a bar-
gain.

The customers who are i)leased with their first

purchases are the ones who come back to buy again.
The .good values of today are what bring the busi-
ness to-morrow.
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Latest Furniture Wired for Electricity
Idea Born Seven Years Ago in Mind of

Canadian Journalist Beginning to Take Hold

The idea of electrically

wired furniture is not new
but little has been heard re-

garding its actual use even

on a small scale. Recent

months, however, have de-

veloped great strides in this

direction and it is under-

stood that an adequately

wired dining table will soon

be within the reach of the

average home maker.

It was the inconvenient

hanging wires from the ceil-

ing or from the side wall to

the table that have been the

particular source of annoy-

ance to the user of a toaster

and coft'ee percolator at

breakfast. The dog, child or

cat would become entangled

in the maze of wires and

wreak disaster and i)rofan-

ity upon its head.

The average toaster con-

sumes about forty times as

much current as an ordinary

1 i g h t—750 watts—or i n

more familiar terms this

amounts to about one horse

power.
The ordinary lighting fix-

Showing modern Canadian dining room with table and
Note buffet, at right, is illuminated

The modern electrical kitchen with its electric stove, ventilating fan, iceless refrigerator, polishing
motor. Ample connections can be seen for attaching other devices

tea wagon wired for toaster and percolator,
inside by concealed lamps

tures and switches are not

designed to carry or to con-

trol such a relatively heavy
power and consec|uently

break down under the strain

and often endanger the

home with fire.

The modern dining room
table for homes that use

electricity for toasting or

() t h e r heating purposes
should 1)e fed current bv a

heavy cai)le and renroxable

plug connection ample to

carry the maximum of cur-

rent that would be fl<.)wing.

This cable should lead up

inside one of the legs and go
direct to the distributing

panel and switches.

These switches designed

for heavy heating currents

should l)e located, and titled

Hush, near "mother's end"

and would control tiie vari-

ous outlets or i)lugs to the

toaster, percolator, dialing

dish, air heater in wjntK.-r

and fan in summer.
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Boring 7,200 Holes an Hour
How Manufacturers Are Cutting Costs with Multiple Spindle Boring and Mortising

Equipment—Machines Pay for Themselves in Quick Order

In the production of furniture and other forms of

woodwork the boring of holes and the making of

mortises are two important operations. In the past

this work has been done largely on single spindle

machines, but in response to the demand for more
efficient methods and for ways and means of reducing

costs, the manufacturers of boring and mortising

equipment have developed multiple spindle machines
which not only enable more work to be put through
in a given time, but the work is done with a degree
of accuracy not usually encountered with single spindle

equipment.
From actual experience it has been found' that

where any considerable volume of production is hand-
led, multiple spindle machines are able to show a

marked economy in the saving of time required for

the boring and mortising operations. A further sav-

ing is also made in the assembling operations where
special fitting is often required because of inaccuracies

in the boring or mortising. A gang miachine when
set up for any particular job will turn out parts which
correspond in every way, regardless of the number
put through and so has an important bearing on as-

sembling costs.

Handling Time the Same
The handling time required to place a piece on the

table of a single or multiple spindle machine is the

same, and as much time is required to bore one hole
on a single spindle machine as to bore from two to

twenty holes on a multiple spindle borer. With the
single spindle machine when a number of holes of

the same size are to be made in a piece, an elaborate
set of stops must be provided to locate the material
in the different positions so that the holes come in the
right places, and in the event that the holes are stag-

gered, this stop system is still further complicated.
In many types of gang boring machines the spindles
may be so spread and adjusted' that the holes can be
bored over a wide area either in straight lines or in

irregular positions without in any way affecting the
handling or retarding the production of the machine.
Another point to consider is that where various sized
holes are to be bored in the same piece, the proper
sizes of bits can be placed in the different spindles
of the gang-boring machine, and all the holes made
at once, whereas with a single borer only one sized'

hole can be bored in a piece at one handling unless
the machine is stopped and the bit changed.

The two types of machines usually differ with re-

gard to the feed. This is particularly true of boring
equipment. W'jth the single spindle borer the bit is

usually fed into the wood cither by hand or with the
aid of a foot lever. In either case the operator does
not have free movement for quick action in handling
the material. On the other hand with the multiple
spindle machine the output is limited only by the
speed at which the man can get the i)ieces to the
machine and away frf)ni it between the boring strokes
which are automatic.

The rate of feed usually carried on the modern
multiple spindle machine usually runs from 10 to 22

strokes a minute, depending particularly on the size

and shape of the piece handled as this affects the speed
with which the operator may pick up and lay down
the stock. In any event the rate should be so set

that the machine will set the pace for the operator
and so that he will have to devote close attention to

his work to keep up with the machine. On very light

work faster feeding rates are possible in some cases
running as high as from 35 to 40 strokes a minute
with one piece being bored at each stroke. However,
these latter rates of feed are the exceptions rather
than the rule, but from 15 to 20 pieces per minute can
be considered as a fair average speed.

In furniture work the multiple spindle boring
machine is usually made to bore in one direction al-

though there is a tendency toward equipment which

A Fay & Egan multiple spindle boring machine in plant of the
Office Specialty Mfg. Co., Limited, Newmarket, Ont.

will bore in two or more directions at the same time.

Boring machines are also available which will bore
both straight and angle holes in the same general
direction. In this connection it might not be out of

place to mention that small cluster spindle heads are

often used for boring groups of holes with close cen-

tres. These can be used on either single or multiple
spindle machines, but where there are a number of

groups of holes to handle, the multiple spindle equip-
ment is to be preferred, for not only can the different

groups be bored at the one operation, but the spac-
ing between the groups is always accurate and uni-

form.

While it is out of the (piestion to lay down any
hard and fast rules as the conditions under which the
boring is done in each plant varies, it may be taken as
a basis for analysis that any plant handling any volume
of work in which two or more holes appear in the
same piece can profitably use multiple boring equip-
ment. Even in some of the simpler forms of work
retjuiring only two or three holes, a machine of this

kind often saves its full cost the first year.
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Furniture World Changes Hands
Pioneer Publishing House Buys Established Journal—New

Staff Well-known Throughout the Dominion

On June 20th the Hugh C. MacLean Publications

Limited, of 349 Adehiide Street West, Toronto, pur-

chased the "Furniture World" from the Commer-
cial Press Limited.

"The business paper today" said Mr. MacLean, in

spea'king to a few furniture men recently, is one of

the most powerful forces in our industrial develop-
ment. Specialization in education, in reading, in

business, is the trend of the times and is most clearly

exemplified in the demand felt for business and tech-

nical papers."

"We have in Canada a worthy number of such
papers whose circulation is limited to a special in-

dustry or branch of an industry, yet whose average
readers are among the most influential men in the

Dominion. In the case of the "Furniture World"
which is now our youngest publication—we shall

throw our best efiforts into furniture merchandising
problems. We shall do our best here in Toronto and
our editors in Montreal, Winnipeg and Vancouver
will through our pages keep the retail fvtrniture mer-
chandiser informed, instructed and interested."

In referring to the business policies, Mr. MacLean
made the following points clear. "Our unshaken pol-

icy of giving our advertisers the lowest rate per in-

terested reader will be strictly maintained for the

'benefit of the furniture business and ourselves. No
commissions will be allowed advertising agencies as

our own representatives will be constantly in touch
with the field."

lllllllllllllllllllllllillllllllllillllllllllllllllllllllllllllllllllllllllllO^

Mr. Reader, Meet the Men that are ISow at Your Service on the "Furniture World'

Andrew D. MacLean, Editor R. E. V. Bremner, Advertising

W. R. Kell, in Winnipeg

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^

P. T. Carre, in Vancouver

lllllllllllllllll

G. W. N. Day, in Montreal
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Sell with Better Window Lighting
Many Unusual and Interest-Creating Lighting Effects

Can Be Used to Advantage

Many otherwise attractive windcnv displays are

often spoiled by poor illumination. If your store is

located on a ])oj)ular evening thoroughfare—near a

theatre or other place where crowds frequent after

business hours you should pay |)articular attention to

your night display. The male furniture buyer is not

likely to look into your window during the day, for

if he happens to be passing—will be engrossed in busi-

ness matters. In the evening, however, the business

man becomes a home-lover and will stop and admire
and comment on attractively displayed furnishings.

During the daylight hours your window displays may
be beyond the reproach of the most skillful Fifth

.\venue or Bond Street window dresser. But at night

many of our windows are not properly lighted to

slippers at the foot, and dolls, rattles, etc., in the mid-
dle foreground. The stage is set, the baby is asleep

and the parents will themselves be shortly going to

bed—the same conditions that exist among a large

percentage of your evening crowds. Make the walls

of your room of hanging black velveteen or any dark
curtains. X^othing else is to show around the sides

or back except the one window and one or two
pictures.

Now we come to the main feature of the display

and the ONLY source of light and that is the false

window. A very powerful electric lamp with a good
reflecting shade—one strong source of light is better

than several weak—will supply the "moonlight."
Yellow muslin or any sheer material that will lend

give the same or better effect than when seen in day-

By good lighting effects one does not necessarily

mean tremendous brillianc)^ or flashing display, in

fact, the latter does much to disgust the passer-by

who is really interested—and need not have been
attracted by unusual methods of lighting

—

hy the

failure of most interrupted lighting effects to really

disi)lay the goods shown.
The i)ractical absence of light would do much to

attract attention.

Perhaps you are featuring a Bedroom furniture

sale and would like to display it in your windows.
The following plan has been proved most effective in

the few stores throughout the country that have tried

it.

Kcmove exerything from your most prominent
window and obtain from a builder a small French win-
dow frame complete. Have this window glazed, paint-

ed, and set up roughly in one side of the available

sj)ace towards the back. Hang suital)le curtains from
this window and then move in your bedroom furniture.

y\rrange the twin beds, the cradle, dresser and chair

in a life-like and not loo tidy manner—give the room
the appearance of being lixcd in. Have sheets and
pillows and have the beds made down with bedroom

the white artificial light the appearance of moonlight
should be draped in front of the reflector. The '"moon"
should be suspended by a cord from the ceiling and
it will ])e necessary to experiment to get the most
suitable angle for the rays to enter the room.

The reader will perhaps consider the foregoing

smacks too much of stage craft, but after all are not
our bookcases, chairs and rugs appearing in our dis-

play windows just silent actors in the play of "Per-

suading the Purchaser?"

When all is completed turn on the light and adjust

its height to throw a clear beaiii of light into the room.
The light should strike the furniture that you wish

disjjlayed and will make an agreeable impression upon
all who look into the window.

I Have YouAlways Something New? |

I Advantages of always featuring something new, novel or |
1 at bargain prices cannot be overdone— Get Public to be j
i- as interested in your windows as in the daily paper. |

illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllltlllllllllllllllllllllllllllllllllllllllllN

.\ little exercise in the backyard these days is good
for both the l)ack and the yard.



JULY, 1922 45

Featuring the Unseen Selling Points
Higher Quality is Now in Demand—Sales People Should be Able to Explain

Difference Between Varied Lines— Talking up the Hidden Selling

Points of House Furnishings

As with most other merchandise house furnishings

and particularly ibedding", offer unhmited opportunity
for salesmanship. People are far more particular con-

cerning" the outfitting- of a bedroom than was the

case but a very few years ago. W hile price is natur-

ally a considerable inducement
;
yet the price factor

can be easily overcome by featuring the quality of the

goods a salesman may be showing-.

Thus a knowledge of the lines stocked by the store

is highly necessary, and is perhaps more essential in

house furnishings than most other lines of merchan-
dise for the main selling points of comforters, pillows

and similar articles are hidden from sight, and the

customer is obliged to take the salesman's word for

everything outside of what can be plainly seen.

Because of this, and Ibecause of the fact that many
people buying" pillows, comforters and similar goods
may be impressed 'by the outward appearance this

article offers information that the merchant can well

study, with a view to placing himself in a position to

ofifer .selling" arguments when displaying his goods to

a prospective purchaser.

Mattresses Have Altered

We all remember the old straw-filled mattress

of our grandfather's day: how it rustled, how
it required filling ; in

fact this was a job

that iust naturally

followed threshing".

But the straw - fill-

ed mattress has

Sfone; even in the

bachelor's shack on
the Western prair-

ies the modern hy-

genic mattress is

laraelv used. Chiefly

noted for its hard-
ness and dust col-

lectintr oro-pensities

the straw filled mat-
tress is a relic of the
oast, and so largely

is the old leather
tuft used in tieing.

The mattress of to-

day is remarkably
light in weight, very
resilient, retains its

shape, and is very
durable, due to the
fact that cotton and ^
kai)ok are used
lartiely as fillers.

Curled hair and 'fi-

bre are slightly in

demand. Cotton
layer felt mattresses
are best. In this

kind of mattress the
cotton is made into
laps and laid in lay-

KAPOK
Showing Kapok Tree, Branch and Pod. from which Kapok,

a filler in mattresses and Pillows, is secured

ers. Another method is to blow the cotton into the

mattress. A higher grade cotton is required for the

layer cotton than for the blown. As stated leather

tufts are not greatly used, but have given way to

cotton tufts, which last longer and give more comfort.
Darker materials are preferred for cases, bule with a

darker blue strips in fancy patterns being" generally
used. Hygenically perfect and durable to a remark-
able degree, the modern Canadian mattress is well

worth the price asked to-day. I'y playing up the pro-

cess of manufacture and quality of materials used,

merchants could soon educate their customers to the

point of accepting- only the best quality mattress and
thus work up a most profitail:)le trade.

Kapok for Filling Pillows

All cotton filling is used in the cheaper grade
jmIIows. Two grades of cotton are used, either pure
white or new colored cotton clip, the latter is dar'k

in shade. Either grades may be used separately or

mi.xed. Cotton ])illows are very su'bstantial, but are

lacking in what manufacturers call "life ;" that is

they do not spring- back to regular sha])e.

.Second-grade pillows are a mixture ot chicken

feathers and cotton. A large percentage of feathers

is used, these being"

largely imported
from the L^nited

.States, as the local

supply is too limited.

The best results are

ol)tained by chop-
ping" feathers. .Some
manufacturers do
not do this and pro-

duce a heavy and
rather unsatisfactory
filling. Pillows fill-

ed with duck feath-

ers are superior, be-

cause there is more
down in duck feath-

ers, and, therefore,

ihey are niuch st)fter.

Goose filled pillows
rank high owing to

the greater degree
ot down which, gives
them tile .resilience

so essential. Down
filled pillows are th?

best of all, the down
being separated from
the (|uill of <;"(>ose

featluirs by air blow-
ing. Canadian duck
is preferred, as the

proportion of down
is greatest. Kaook
filler— \ c g" e t a b 1 c

fil)rc from Java-
is the i)rincipal filler.

This is soft and silkv

used

-Courtesy of Toronto Feather & Down Co., Ltd., Toronto
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and orange in color. It is used in mattresses as well

as pillows, is non-al)sorl)ent, makes a good filling" for

boat cushions and lifdjelts. J'illows are then covered
with a cotton "ticking," usually of blue and white
stripe.

Wool or Down Comforters?

Eiderdown is practically off the mariket. The
price of $5 per lb., as quoted to-day, is prohibitive.

Two libs, are required for a comforter. Down from
Canadian goose feathers is preferred. Dbwn froin

Chinese geese is also used, but it is not as good as

Canadian. Due to the colder climate, Canadian birds

have more down. Manufacturers really prefer Cana-
dian goose feathers to eiderdown, which clings too

much ; that is, if a ball is held in hand and shaken
it will bold together, whereas goose feathers separate

readily. As the comforters are filled by a blow pipe

system, an evener distri'bution is obtained and re-

tained from goose feathers. Eiderdown duck fre-

quents the shores of Hudson Bay and Newfoundland.
Down-proof sateens and cambrics are used on the

less expensive lines of comforters. These are of good
wearing quality.

Silks and satins are used on more expensive com-
forters. These must be interlined, and do not contain

the wearing qualities of sateens and cambrics. Down
comforters are used chiefly by Canadians. Wool-
filled comforters are preferred in the United States,

and it has been noticed that the demand for wool
comforters is increasing here. Wool is a lighter fill-

ing", and possesses greater heat containing qualities

than cotton. New cotton and cotton clips are used

in the less expensive lines of comforters. Of the

three mentioned, down is the most popular in this

country. It is blown into the comforter and then

sewn by hand operated machines. All manufacturers

do not make their own laps. Those who do secure

best results say the less handling a roll is subjected

to the more uniform the felt and the better the com-
forter. When unrolled, the lap is placed between two
layers of cloth. This, in turn, is placed over and
under the cotton lap and stitched in the required

patterns. They are carefully examined for imperfec-

tions, and all loose threads removed. Canadiain bed-

ding manufacturers are producing an article of great

merit. Pure bedding laws are not in force here as

in the United States, but Canadian manufacturers

generally measure up to their standard. The Ontario

manufacturers have petitioned the Government to

establish such an act.

Kapok—A Wonderful Substance

Although this has ])een used for a number of years,

the fact does not seem to be generally known to the

public. As we stated earlier in the article, Kapok
comes from Java, where it is packed under the di-

rection of tlie Dutch (jovernment. It is a soft, silky

substance, and is a most interesting" article to work
with. It is non-absorbent, and if you were to take

a bundle, hold it with your hand under water, it

would up. It is more bouyant than cork, and is

used to a large extent in the manufacture of life belts

and for similar rc(|uir('ments.

Forced to Move
After iiaving l)cen doing business for sixty years in

the same building, J. Chamberlain & Sons of St.

John, N. are ex])ecting to be moved to make way
U)Y the new railway station.

Brilliant Minds or Efficient Men ?

Se\en ])eriodicals have, during the last six weeks,
published articles eulogizing the well-balanced mind
and the all-around man. Their ideal is the man who
works on a Physical Culture Magazine time-table and
whose mental graph would be a straight line ; he goes
about his daily work with the same regularity and
precision that a wooden horse goes around a merry-
go-round and like the horse is never any more tired

when he stoi)s than when he starts, lie knows all

al)out civics and handl^all, reads Systems and Shadow-
land and can converse intelligently upon any news-
paper topic of the day.

On the other hand there is the man who doesn't
know basket-ball from basket-weaving, thinks the
trombone is next to the humerus and believes that
the Volstead Act is on the Keith circuit. lie has,

however, written fourteen text bocjks on architecture
can tell early Gothic from late Gothic arches by the

feeling.

In Noveml)er, our well-balanced man may be talk-

ing to his well-balanced wife about poor" Enoch Sniggs
who is absolutely gone on electricity and who knows
nothing of Life's Vital Questions." In June he is re-

ferring in loud tones at the Business Men's Luncheon
to "my great friend, Enoch Sniggs, the famous auth-
ority on electricity."

The well-balanced man sits in the centre of the
see-saw ; Enoch Sniggs sits on one end. The w.b.m.
stays ])Ut and is sure of his position ; Enoch has a fifty-

fifty chance. He may bump his head on the stairs or

he may be dumped into the mud puddle. At any
rate, he has the satisfaction of knowing that there is a
possibility of him rising in the world and obtaining a
perspective that nothing short of an earthquake will

bring to the eyes of the middle-man.
The greatest contributions to the march of pro-

gress have l)een the gift of men who have been hipped
on something. The sum total of the knowledge of the

last word in well-I)alanced minds is simply a bour-
geois digest of the achievements of those queer streaks
who have been the tragedies of neighborhood
gossip.—Toronto Goblin

The Law of Success
The law governing what is called "getting

on" is just as sure and inevitable in its operation
as the law of gravity. Any healthy young man
of average intelligence and education, who sticks,

courageously, persistently and perseveringly to

his job, who refuses to be overcome by obstacles,

but fights on until he has overcome them, who
exercises all the industry and all the common
sense at his command—any man of right prin-

ciples,, who. puts, forth, sustained, effort, and
application, is bound to win recognition. He
will get the reward he has thus won. It is in-

evitable. .The rolling stone gathers no moss.
The youth or man who is constantly shifting

from one place to another is less apt to win out
than the one who conquers the difficulties of

whatever job he has and proves master of it.

If the man has the right qualities and is doing
notably effective work, either his employer or
someone else will sooner or later note the fact

and the recognition and reward will be forth-

coming.
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A Growing Sales Opportunity
Electric Household Helps Looming Large on

Furniture Dealers' Horizon

By H. Dearie

There are two very essential rooms in every aver-

age home the proper and efficient equipment of which
has not. until quite recenth^ received the serious at-

tention that they deserve from the average high-grade

furniture dealer. There appears to have been in the

development of furniture business a tendency to con-

centrate more particularly on the sale of those articles

and pieces of furniture that contribute towards beau-

tifvin"' and addinf^- comfort to the home and to neslect

McClary Hou s e h o 1 d

Water Heater—that will

supply ample hot water
for wash day or every day
purposes. The advantage
of an electric heater of

this type is that every
calorie of heat developed
goes to heating the water
and is not wasted up a

chimney.

the more utilitarian lines although it must be realized,

and is graduallv being realized, that the sale of labor

saving" devices of whatever kind contribute just as

much to comfort and happiness in the home, even if

not more so in the final analysis, than many articles

the sale of which is pushed with considerable vigor.

Many furniture dealers have now awakened to the

possibility of selling equipment of this nature for the

kitchen, and are now carrying at least one line of well-

known and well-advertised high-grade kitchen cabinets

and refrigerators and are producing a large volume of

sales in these lines that must have increased their

total volume of business to a very considerable amount
and correspondingly produced increased profits for

them.

Whilst the sanitary and convenient moveable
kitchen cabinet is a development of comparatively re-

cent years and one which the furniture trade did not
immediately take up. Now that they have done so,

it is probable that the bulk of kitchen cabinets placed
in the home are sold by furniture dealers and this

api)lies in a lesser degree to several high-grade re-

frigerators on the market.

There is now another rapidly increasing industry
which is developing at a remarkable rate in Canada,
largely owing to the wide-spread facilities for obtain-
ing cheap electric power. This is the electric ap-
pliance field and comprising many electrical appliances
that are now available for relieving the housewife of

the toil and drudgery of many tasks that have to be
periodically performed as a matter of regular house-

hold routine. Whilst it could not be suggested as

desirable that furniture dealers should attempt to carry

a stock of all the smaller electrical appliances that are

used in the home, such as toasters, irons, perculators,

and similar articles, there are, at the same time, ap-

pliances that come distinctly under the category of

house furnishings and among these might be particu-

larly mentioned the Electric Washing Machine, the

Electric Ironing" Machine and the Electric Vacuum
Cleaner, without all of which no modern home may be
said to be thoroughly, properly or efficiently furnished.

With regard to electric washing machines, it

may perhaps be argued, that some of these are not
always efficient and have the appearance of pieces of

machinery which are not desirable in a furniture store,

but there are one or two Canadian made machines
on the market which have all their mechanical parts
entirely enclosed and which have enameled cabinets
of most pleasing design which do not present the same
appearance of mechanical devices, but which are, in

addition to being an article of the utmost utility, also

to the eye of a prospective purchaser, and which in

no sense detract from the appearance of a furniture

store, but rather add to its interest.

The growth of the electric washing machine in-

dustry in Canada is developing" at a phenomenal rate

and is comparable to the growth of the automobile
industry fifteen years ago, and the sewing machine
industry forty years ago, and there is very little ques-
tion that there will be very few homes, wired for

electricity, that will not include as part of their regu-

Invincible Vacuum
Cleaner has only recently

been placed on the market
and has a number of in-

teresting features. Un-
usually powerful this two-
stage turbo fan will create
a vacuum of 33 inches of

water when revolving on
ball bearings at 5,000 R.
P.M.

lar equipment an Electric Washing" Machine of one
type or another during the next few years.

Recent Government statistics show that more than
half the total number of homes in the whole Domin-
ion of Canada are wired for the use of electric current.

This is probably accounted for by the fact that elec-

trical development in Canada is larger per capita

than in any other country with the exception of Nor-
way. Whilst the horse-power available per capita is

greater than any other country, and the cheapness of
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electric encr<;y in C'anad.'i, accounts in a large measure
for the i)()i)ularity whicii it has attained.

In view of the extensive electrification of Cana-
dian homes it is interesting- to note the following

figures relating" to this field, these figures being com-
piled from recent statistics the end of last year, and

Smaller type Vacuum Cleaner especially adapted
for cleaning upholstered furniture, etc.

showing the percentage of saturation in the larger

electrical appliances.

Washing Machines 5.9 %
Vacuum Cleaners 8.6 %
Ranges 4.7 %
Ironing Machines 14%
Dish Washers 07%
Whilst statistics do not, as a rule, make very in-

teresting reading, the lesson to be learned from a

study of the above figures is very simple. It is that

there is a tremendous market available for the sale

of high-grade ecpiipment such as Electric Washing
Machines by the wide-awake furniture dealer, and he

is, perhaps, better ecjuipped to handle the sale of such

articles and to command the bulk of this business by
reason of the fact that he is accustomed to selling on
credit or on a definite instalment plan, a method of

conducting business that is most commendable and
one that is not carried on to any large extent by the

hardware dealer or Electrical Dealer partly because
they do not have sufficient demand for such business

to install the necessary collecting and accounting sys-

Canadian Ironer for large home—heated and
turned by electric Hght

tern and partly because many of them are not in a

financial jjosition to extend lengthy terms of credit.

I-'ully fifty ])er cent, of higher ])ricc(l household api)li-

ances are sold on instalment ])lans.

Every furniture dealer will realize thai a very

large ])ercentage of his sales are made to women and
a still greater number are influenced by women.
Practically three-quarters of all money expended is

distributed ])y the women of the house.
One of the hardest and most menial tasks a woman

has to perform is that of providing her household with
clean linen and garments and there is a tremendous
opportunity for .sales, and a tremendous o|)portunity

to build up a good-iwill that cannot fail to be produc-
tive of other business in other lines for those dealers

who undertake the marketing of electric washing ma-
chines.

Those dealers who have not already become alive

to the i)ossibilities of laundry and kitchen equipment,
and who have not realized that there is an industry
growing uj) around them that is going to play a most
imjjortant jjart in household equijnuent, shcjuld lose

the merits of the various

A well-known type of electric washing machine with a

pleasing appearance and satisfactory mechanism

high-grade electrical washing machines of Canadian
manufacture that are offered to them and obtaining
the agency for the one that appears to them to be the

best on the market, and thereby establishing them-
selves in their community as the leader in a market
that is on the threshold of phenomenal growth.

Pure Bedding Laws
Across the border there are twenty States that

have pure bedding laws. Every bedding factory is

inspected by the Government and all materials used

in the filling of mattresses have to be absolutely sani-

tary ; second grade materials being thoroughly steri-

lized, h'ach mattress is then labelled, showing ex-

actly what it contains. This not only protects the

public against disease, but it gives the manufacturer
who is making a high grade article of new materials

a chance to compete against the product of a firm

who might use cheap unsanitary second grade fillers.

"i'^u-niture World" believes that in the interests

of manufacturer, dealer and consumer this matter can-

not too soon be brought to the attention of the hed-
eral (iovernment and the neces.sary law enacted pro-

hibiting tiu' use of unsanitarv materials.
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Comfort Throughout the Ages
Development of Furniture From the Earliest Times Shows Tendency Towards

a More Comfortable Civilization

By A. D. MONK
Drawings by Heath Robinson in the "Cabinet Maker"

had no chair

I'Voni the humble seat

of the earliest prehistoric

man on the razor j^rass

of this surviving- crust,

from the uncertain thrones

of the crft murdered rulers

of ancient times ; the

modern Chesterfield is

but the history of civiliza-

ton and the development
of a great and active in-

dustry.

The furniture or house-

hold effects possessed by
the early dwellers on this

earth are considered by
men of science to be an
indication of the civiliza-

tion or culture of the
possessers for slowly life became more intricate.

A hairy warrior who went to the trouble of col-

lecting a few rushes to ease his reclining ibody was
considered the intellectual superior f)f those who
merely slept in the mud.

The warrior's descendants, after considerable

thought and experiment, perhaps may have evolved

a sort of matting of grass

or rushes that was more "^'S" " '^^J .

serviceaible and not so likely

to get into one's hair as was
the loose grass.

With the improvement in

appearance of the proud

owner of the newfangled

matting the women of those

times took note and were

pleased. So it came to pass

that other men, neighbors,

discovered the secret of the

matting and l)ecame equal-

ly charming'.

Thus we find the men of

those earlier times striving

to improve upon their do-

mestic arrangements both for their personal comfort

and for the attraction of the opjwsite sex. Furnishing

a home for the woman of his choice was a simple

matter in those days of the salbre toothed tiger and
flying reptiles. True, they had no modern furniture

store to go and be shown the latest in carpets, twin
beds and dressers, but the tastes of those days were
easier to satisfy. A cave, a floor mat and clul) were

»said to be the proper trousseau for even a daughter
rtf the "First l-'our Hundred."

Early Deck Chair

'I

The ston.e age came and

l)rought with it the strength

and perseverance necessary

for the manipulation and

construction of the tools,

and articles of general use

that were constructed of

that material.

The stone chair and stone

ginger beer bottles were
develpped wi'th s^uccess

—

the former to be rediscover-

ed and |)atented by Thomas
A. Jidison in 1910, and
known then as concrete
furniture.

The design of, say, a bou-
doir chair, by the stone
hewers, depended largely on the time at the disposal
of the worker and the size of the stone available.

Prisoners of war were often used to hew the earliest

of furniture and it is thought that the long hours that
some retailers work to-day is due to the hahit of their

captive forebears.

The modern deck chair which is said to bring the
general public, through its intricacies of folding,

nearer to the millenium of profanity than golf, is a

development df the interest-

> ; ing design shown in one of

the accompanying tintypes.

The Dawn of Comfort
(about 9,000 B. C.) shows
the design of the first two
piece chair which was satis-

factory as long as the occu-

pant was capable of balanc-

ing his or herself thereon.

The first movable chaii

aroused consideral)le op-

position when first intro-

duced. Husibands coming-

home late at night com-

plained that their wives
purposely left chairs to be
stumbled over. In the moreInterestingf yet Simple Designs

actively demonstrative honifs reformers sought to

l)ut througfh legislation to have all movable chairs and
furniture chained to the floor to prevent the happy
couple hurling them at each t)ther.

Like many other inventions, the movable chair

was brought a'bout from necessity.

Many of the architects of the earlier dwellings
designed the chairs and tables too far apart, with
the result that—in extreme cases—it was necessary
for the diner to indulge in considerable walking" be-

tween mouthfuls.
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Tremendous Strides have been Made in Furniture Design

A fine finish was impossible on the more dehcate
forms of furniture and furnishings until the invention

of glass as there was no protection against the ele-

ments.

(jlass, it has been said, was almost as great an
invention as beer and it is certainly strange how
closely the two industries were allied—up until a

few years ago.
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Keep Rugs on Display Clean with Your

Stock of Vacuum Cleaners

Let your customers see your floor cover-

ings displayed to the best advantage by
cleaning them daily with a good vacuum
cleaner. Let your prospective purchasers

of vacuum cleaners see the machine you
are anxious to sell them in operation and
the sale is half made.

The first essential in the preservation of

rugs is thorough cleanliness. Unless all

the dirt is removed from them at frequent intervals,

their nap will be rapidly worn away. This wear is

caused by the sharp gritty dirt which embeds itself

in the depths of rugs and which actually cuts the soft

nap forced down against it by walking or rocking.

Only a beating can dislodge this buried grit and
only a vacuum lifts rugs from the floor and gently

beats out all destructive grit and so preserves the rug
from wear. In addition a vacuum electrically sweeps
up the stubbornest litter, freshens colors and straight-

ens the nap, that should not be allowed to remain
crushed.

Pioneer Western Woodworker Passes

Another of the fast-vanishing httle band of "old
timers" of Western Canada has passed in the person
of Alex. Brown, Sr., who died at his home in Winnipeg
on April 13th. Alex. Brown, or "Sandy," as he had
been familiarly known to his many friends, was born
in Ayrshire, Scotland, and came to Canada when a
very young man. He settled in the West in 1872,

and with Thos. Rutherford of Gait, Ont., formed a
partnership known as Brown & Rutherford, to engage
in the woodworking and lumber 'business. This busi-
ness still exists, and from an inconspicuous start in

a small factory, has developed into a large plant, en-
joying an extensive trade.

The business of Brown & Rutherford is to be con-
ducted by the sons of the two original founders of

the company.

Big Merchandiser Selling

Electrical Specialties

The Adams Furniture Company of Toronto are

maintaining an exceptionally large and interesting

stock of electrical goods of a conventional character

as well as a special department for Radio supplies.

In speaking of the Radio craze, Mr. Lord, manager
of the Electrical Department regretted that the de-

mand was quiet at this time and expected it to remain
so for the next couple of months. "People do not

want to stay inside and listen to grand opera in the

hot evenings—they much prefer to leave the house
behind" said Mr. Lord. The autumn, however, will

soon see a decided revival of the demand for radio

supplies, Mr. Lord believed. The extensive stock of

electrical home specialties shown by this firm have
been very well received by the public.

Guy Luke & Co-Operation
Here we have Guy Luke

of Hamilton whose efforts

to bring about greater co-

operation among dealers and
others have met with suc-

cess. The furniture men of

Ontario owe a great deal of

their business pleasantness
to the efforts of Mr. Luke
and men of his type who
see that friendship is always
better At the annual
picnic of dealers, travellers

and a few manufacturers
held in Oakville, Ont., re-

cently the success of good
fellowship was strongly evi-

dent. The big mail order
houses organize their staffs

into Glee Clubs and Athletic Committees, to assist in

creating 'Espit de Corps' or fraternal feeling. The
need for furniture retailers to get together and ex-
change their ideas, vent their complaints is far greater
than among the employees of one big organization.
We take our hats off to Guy Luke and men like him.
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Descriptive Terms for Furniture

Advertising and Selling
Providing Truthful Information— The Cornerstone

of all Reputable and Successful Business

In the past, furniture terminology has, to some ex-

tent, expressed a fundamental laxity of good business

practice. In some quarters it has been a cause for

lowered standards. All too often terms used have

been the basis for promoting misunderstanding be-

tween a store and its customers or have been a harm-
ful instrument of unfair competition. They have given

mission of the Associated Advertising Clubs in the

adoption of these terms, and presents them with the

belief that they will be acceptable and become an in-

tegral part of the advertising and selling language of

the stores.

Enlightened self-interest prompts business con-

stantly to take i)rogressive steps to improve its ser-

Standard Furniture Names
Recommended by the National Vigilance

Committee and affiliated Better Business Bur-

eaus, -Adopted at a meeting in Chicago, April 13

193.?.

SOLID—Furniture designated as solid mahog-
any or walnut shall have all exposed surfaces of

solid wood of the kinds designated.

MAHOGANY OR WALNUT—Furniture de-

signated as mahogany or walnut shall have all ex-

posed surfaces ('both solid parts and plywood) of

the kinds of wood designated.

COMBINATION—Furniture designated as com-

bination mahogany or walnut shall have all ex-

posed surfaces of mahogany or walnut (solid or

plywood) in corr^bination with gum, birch, or

other suitable wood.

The kinds of wood used in combination with ma-

hogany or walnut should be named for example:

"Combination mahogany and liirch," "Combina-

tion walnut and gum."

IMITATION—Furniture designated as imitation

mahogany or walnut shall be that with exposed

surfaces of other woods colored to imitate ma-

hogany or walnut.

Wihere other woods are used, the name of this

wood is to be substituted for that of mahogany
or walnut in the definitions.

The term "e.xposed surfaces" shall mean those

parts of a piece of furniture which are exposed

to view when the piece is placed in the generally

accepted position for use in the home.

the unscrupulous dealer undue advantage over the

honorable retailer and have tmdermined public con-

fidence in the furniture business as a whole.
Trade custom has seemed to legitimatize certain

unwise terms but as a matter of fact it is no excuse
for continuing their use if the integrity of selling" and
advertising service to a store's customers is in any de-

gree menaced by them.
The Retail Furniture Association has been able to

co-operate with the National Better Business Corn-

vice to constmiers and thereby merit an increased

measure of i)ublic confidence.

First in importance as a service i)rinci|)le is talk-

ing to the public in plain accurate terms about goods
ofYered for sale. To-day the public speech of business
—Advertising—demands complete accuracy. As a

great toilet goods' manufacturer has phrased it,

"Truth in Advertising Implies Honesty in Manu-
facture."

Accurate and uniform names for the various classes
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of furniture have long l)een desired by far-sighted men
in the industry. There has been a need for them.

Not that there has been an unusual amount of con-

lidence-destroying and unfair practice in the furniture

business, but there has Ijeen enough to make it im-

ixjrtant that the public be given a dependable guide

to furniture descriptions, and that legitimate mer-

chants be provided with a standard to which they can

rally—a basis of confidence-building practice on which

better business may be permanently built.

Consumers, retailers and manufacturers oi furni-

ture have been consulted in the adoption of these

standard terms. It is believed that they are distinctly

in the public interest. Their authoritative character

gains by the fact that they are based substantially on

terms projiosed by the National Council of P'urniture

Associations for the use of manufacturers.

Of special interest in the adoption of simple, ac-

curate terms for furniture description, is the decision

of the United States Supreme Court, handed down
April 24, 1922, upholding the Federal Trade Com-
mission in an order forbidding the WJinsted Hosiery

Company from labelling underwear with the names
of materials unless the underwear is made entirely of

such materials. The Federal Trade Commission order,

which the higher court has afifirmed was

:

"Cease and desist from employing or using as labels

or brands on underwear or other knit goods not com-
posed wholly of wool, or on the wrappers, boxes or

other containers in which they are delivered to cus-

tomers, the word 'merino,' 'wool' or 'worsted' alone

or in combination with any other word or words, un-

less accompanied by a word or words designating the

substance, fibre or material other than wool of which
the garments are composed in part (e.g., 'merino,

wool and cotton' ; 'wool and cotton' ;
'worsted, wool

and cotton'; 'wool, cotton and silk'), or by a word or

words otherwise clearly indicating that such under-

wear or other goods is not wholly of wool (e.g., part

wool)."

In the majority opinion, written by Justice Bran-
deis, the Supreme Court, speaking of vmfair practice

through misleading trade terms, which sometimes de-

ceive even buyers in the trade, says :
" these

brands and labels tend to aid and encourage the

representations of unscrupulous retailers and their

salesmen who knowingly sell to their customers as

all wool, underwear which is largely com])osed of

cotton."

The Maker's Part

The burden of accurate labelling rests strongly on
the manufacturer, whether of underwear or furniture,

as shown in these words of the highest tribunal

:

"Fhe dece])tion is due primarily to the words of

the labels, and not to deliberate deception by the re-

tailers from whom the c(jnsumer jnirchases."

It is i)ointed otit by the Sui)reme Court that, "It

is t(j liic interest of the ])ublic that a proceeding to

sto]) the practice be brought." Also, the Court calls

the ijractice unfair competition, thuswise: "For when
misbranded goods attract customers by means of the

fraud which they perpetrate, tr;ide is diverted from
the jjroducer of truthfully marked goods."

'{"he High Court sees no defen.se for misleading
trade names in the excuse that they are a custom of

the trade, but .says that, "A method inherently unfair

does not cease to be so because those competed against

have become aware of the wronged practice. Nor
does it cease to be unfair because the falsity of the

manufacturer's representation has become so well

known to the trade that dealers, as distinguished irum
consumers, are no longer deceived. The honest manu-
facturer's business may sufYer, not merely through a

competitor's deceiving his direct customer, the re-

tailer, but also through the competitor's putting into

the hands of the retailer an unlawful instrument, which
enables the retailer to increase his own sales of the
dishonest goods, thereby lessening the market for the
honest i)roduct."

Modern Methods and the Trade Journal

by G. W. N. D.

A good trade journal—in the best sense of the

word—has just as important a place in modern in-

dustry as modern equipment. Equipment may be

well and good, but without the latest information

on the best uses of that equipment how can one

expect to obtain results which will enable him to

survive the exacting demands of present-day com-
petition? The columns of the technical educator

devise and direct the best that can be produced

from the material on hand.

The function of The Furniture Wotld is

to provide the latest and best practice in the

several fields of the furniture industry. In this

service not only the editorial but the advertising

pages are enlisted. Always it must be remembered
that some of the brightest minds are to be found

among those who have sufficient enterprise to spend

considerable sums upon the extension of their trade

connections.

Now we are persuaded that the practical men
in the furniture industries of Canada consti-

tute the very backbone of the country's industrial

establishment, and it is our constant aim to produce

a paper which breathes forth this conviction from

cover to cover.

The part of the reader in our scheme of things

is just that bit of practical information which crops

up in the trivial round and common task, and which

serves as the basis of the most helpful, educational

material that can be published: how this and that

economy was developed in a certain store by the use

of certain equipment; how a saving was effected

here and there: here, perhaps, by the substitution

of a different kind of display, and there, possibly,

by turning over a portion of the operation to

skilled instead of unskilled labor, or vice versa.

It means nothing as to how the idea is worked up
from a literary standpoint. It is the idea itself that

is wanted.

Mordern methods within the province of the

trade journal boiled down spell one word—co-opera-
tion. Co-operation between the journal and the

industry,—between the journal and each individual

reader and advertiser. Co-operation with the read-

er; service to the advertiser. Modern methods spell

co-operation, and co-operation spells efficiency.
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Simplicity Keynote of Modern Homes
Interior Furnishings Must Harmonize With Unobstrusive

English and Colonial Exteriors

Simplicity in shape and color, refinement in de-

sign and convenience, mark the difference between the

modern home and the stifl: and crowded "parlor"

houses of a few years ago. To-day the wife requires

greater charm in the home to combat the amusements
that are offered outside. The automobile, the moving
picture theatre and dance hall are all influences that

mitigate against a happy household—unless that

house is made a real home by attractive decoration.

Medical men tell us that red wall paper and glar-

ing lights have been the cause of much imhappiness
and even illness. Women are more sensitive to lack

of harmonies in decoration—from their constant con-

tact with pleasing or unfortunate furnishing of their

homes—and are, therefore, better able to judge color

schemes.
Furniture men must recognize that they are re-

sponsible for the pleasing appearance of a home they

have furnished. Do not force your ideas upon the

home-builder because they may clash too strongly

with their tastes, but try rather to bring your cur-

tomers to realize that a certain scheme and a simple

one should be maintained in every room.
Arrange your displays with a view to creating ay

atmosphere of simple refinement—a simplicity of de-

sign and arrangement that invites a purchaser to com-
pare it with his own home or homes he knows.

Telling the People Through Local Papers
Enlist the Co-operation of Your Home Editor in Educating

the Public on the Price Question

From time to time we have advocated that getting

the co-op»ration of newsj^aper editors in placing be-

fore the public the facts in respect to prices will ac-

complish much in disabusing the public mind of un-

fairness on the part of the retailer.

People read editorials and believe them. The
average man can be more deeply impressed by a half

column article than by a full page display advertise-

ment, because the one looks like a free, unbiased

opinion, whereas the other has all the earmarks of

propaganda.

The newspapers are the moulders of public opin-

ion, and the co-operation of the local editor can be

made wonderfully effective.

We have heard altogether too much of the alleged

sins of the retail dealer. Now let us have a few of

his virtues, just to even things up. Give your editor

a few facts to work up, and, if he possesses the tradi-

tional "nose for news," he will do the rest.

Here is how one newspaper handles the matter:

"The retailer has been the 'goat' in public criticism

on the high cost of living.

"In reality the average retailer has been one of

the greatest forces in the effort to bring prices down
to sane levels. There are exceptions, but not many,
among the progressive merchants.

"The average retailer has gone the extreme limit

by offering higher quality merchandise at lower prices

than in years. In other words, he took many losses

and greatly reduced his margin.

"But there are a lot of things over which he has

no control which will continue to keep prices higher

than during pre-war times. As long as railroads

charge the present-day rates ; as long as cost of gov-

ernment and taxes soar; as long as rents remain ab-

normally high; as long as pul^lic utilities mvtst get

big rates—prices will remain higher than that imagin-

ary level which has been termed normalcy.

"'Regardless of the causes of these things, or the

merits of the case, they afifect general conditions and
must affect retail prices. It is an unfair mind which
singles out any class or enterprise and tries to place

the blame upon it.

"Be fair with your retailer until you have definite

proof that he hasn't been fair with you. And even
should you discover one or more retailers unfair to

you, it could be no reason to condenui retailers as a

cla>;s.

"The facts are that prices are greatl}' reduced, that

delayed buying on the part of the public is short-

sighted and unwise, and in itself tends to hold prices
higher."
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Dominion Furniture Factory Destroyed

By Fire

The Dominion Furniture Company, situated at

Edmonton, Alberta, was completely destroyed by fire

which broke out on the premises. The building was
completely demolished and not a "stick" of furniture

or any of the machinery could be saved so quick was
the action of the flames which had gained consider-

able headway before the fire brigade of the city were
notified. Several other buildings in the immediate

vicinity were also damaged by fire and water.

The Dominion Furniture Manufacturing Com-
pany's building was a frame structure and owned by
them. This, together with all the machinery, the

furniture and the furniture in process of manufacture

was a total loss, estimated at about $40,000. It was
only partially covered bv insurance amounting to $25,-

000".

The cause of the destructive fire is not at present

known and the police in making their report of the

occurrence state that after interviewing several people

who live in the vicinity of the factory discover that

no one was seen in or near the building.

The company was organized a little over a year

ago and is composed of local men. The company
manufactured all kinds of furniture, using native

woods which were put through a special curing pro-

cess and the finished product had already made its

way into the Edmonton fiu-niture market and else-

where. R. H. Douglas is the present manager of the

company.

Lipsticks and Furniture

To show the disparity between what people of the

United States buy in the way of luxuries of trifling

value and household furniture of solid substantial

worth, Mr. Greaves, of the San Francisco Furniture

Exchange, quotes statistics as follows:

"Compilation of annual statements shows that

less than $600,000,000 worth of new furniture was sold

in the United States last year, whereas lipsticks, face

powders and perfumes ranged close to a billion dol-

lars. The American people eat over a billion and a

half dollars' worth of candy each year, but the furni-

ture merchants and furniture manufacturers, through
lack of constructive advertising, they claim, remain
in the half-billion-dollar class. The advisory depart-

ment will show merchants how to market furniture

and not to sell price.

"General demand today is calling for a medium
grade of house furnishings with an occasional demand
for higher grade materials. The items of luxury or

the unnecessary articles of home furnishings are be-

ing omitted to a considerable extent by retailers at-

tending market weeks within the past pear. This is

uncjuestionably due to lack of ready money on the

part of the ^buying public. San Francisco's Forward
Movement has created a busy period for building con-

tractors. In many instances, expecially in districts

west of Twin Peaks, a house is sold before it is com-
pleted. Building activity is, by reflex action, stimu-

lating the home furnishing trades, so that merchants
and, manufacturers distributing goods in San Fran-
cisco look for a prosperous season immediately fol-

lowing this midsummer market week.

"Wicker furniture manufactured in Befkele^ will

be one of the attractive exhibits prepared for the vis-

itors. Sunfast cretonne coverings and cushions are

prevailing in porch sets and living room furniture.
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Making Furniture on Gravity Conveyors

How a Progressive Manufacturer Has Organized His Plant—Handling Costs

Reduced with Gravity Conveyors— Work Thoroughly Systematized
—Confusion, Rush and Costly Delays Eliminated

Multiple production! The term is familiar to

everybody, yet it only became prominent in the Eng-
lish language a few years ago. Perhaps it was born
when Henry Ford applied the rule of multiplication to

those fast little "Lizzies" that dot the globe in every

clime. Perhaps the date was earlier, but, anyway,
we have Avith us today, "Multiple Production," and
it is going to stay with us for a long, long time.

That little manufacturer, with the big vision and
the yearning look—ask him what he is longing for,

and he will answer, "Multiple Production." That
big fellow, whose plant covers acres and whose check-

book is bigger still—let him whisper in your ear the

cause of all his prosperity, and don't be surprised

when he tells you, "Multiple Production."

It is in the air. It has invaded and' pervaded every
industry, and the aromatic red cedar chests that are

useful as well as ornamental adjuncts of our homes
are now the result of multiple production.

Planned for a Purpose

A salient example is found in the plant of the

Standard Red Cedar Chest Company located at Alta-

Vista, Va. It is a new factory, not yet a year old,

and it was planned with (and for) a purpose. The
builders did not simply erect a structure and then
occupy it. They first gave careful thought to the

character of the work to be produced and how it could
be produced most advantageously, and with this as

a basis . the factory was consummated. In other
words, they laid out their processes and then erected
a building around them.

It is interesting to witness the real science of pro-

duction, the science that obtains lower manufacturing
costs, a better product, maximum production in mini-

mum space, and an extraordinarily satisfactory ser-

vice to customers.

In the Altavista plant the lumber is first sawed
and then scientifically treated in dry kilns. Perhaps
the term "drying" is anomalous, for it is the mission
of the kiln to provide sufficient moisture to prevent
the boards from cracking, and to retain the proper
amount of oil in the lumber to supply the odor neces-

sary for moth prevention. So, you see, a dry kiln

is not wholly a dry kiln; it is an institution that sci-

entifically treats woods.

Conveyor Belts Take Hold

From the kiln the lumber is delivered to the ma-
chine department, where it is cut to the necessary
lengths and freed from all defects. It falls on a belt

conveyor that at this particular juncture moves to-

ward the grading department where skilled "pickers"
sort out the panels, selecting those that can be used
to the best advantage.

And then another machine comes into action. Ma-
chines and more machines till the last step is reached,
because it is not expedient, according to multiple pro-
duction, for any man to do what a machine can do.

From the time the red cedar lumber enters the
door until the finished chest is delivered to the pack-
ing room, machines are glutted with work, via the
belt conveyor. No trucks are used for handling the
panels.

Well, from the grading department the panels
roll through the dove-tail glue jointer, which makes a
joint that is stronger than the natural wood itself,

as proved by tests. OnAvard they go to be dressed,
sanded and trimmed, and the tcnoncr gives them a
sharp welcome and a cutting goodbye. It is the ten-
oner that makes the famous "double-lock corner.
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Three Furniture Men You

FURNITURE WORLD

Should Know

President Robert S. Harmer Passes
Mr. Robert S. Harmer, who died recently at his

home in Connaut^ht Circle, Cedarvale, in his 70th year,

was one of Canada's prominent manufacturers, being
President of the Sawyer-Massey Company, Hamilton

;

President of Canada Furniture Manufacturers', Wood-
stock, Ont.; President of the Seaman, Kent Company,
Toronto ; and a director of the Gray-Dort Company,
Chatham, Ont. Mr. Harmer was ill eighteen months,
suf¥ering from pernicious anaemia, the malady having
become acute two months' ago. Born in England, he
came to Canada at an early age, and entered the ser-

vice of the Massey-Harris Company about 50 years

ago. His ability was such that he won rapid promo-

tion, and at the time some years ago, when he severed

his connection with the company to take uj) other

business interests, he was General Sales Manager, t'ne

compan3''s foreign business having been built up
largely through his efforts.

Mr. Harmer was an Anglican and is survived by
his widow, formerly Miss Emily A. Richardson, of

England ; two sons, Dr. Charles Harmer, Paris,

France, and H. R. Harmer, Montreal ; and three

daughters, Mrs. T. A. Hunt. Winnipeg: Mrs. E. A.

Johnson, North Gower, Ont., and Mrs. H. K. Patter-

son, Winnipeg.

Made-in-Stratford " Exhibit at Toronto
Fair

Between forty and forty-five manufacturers will

be represented in the "Made-in-Stratford" exhibit in

Exhibition Coliseum at the next Fair. Mayor W. H.
(Gregory and Mr. A. W. Deacon, secretary and man-
ager of the Chaml)cr of Commerce, have conferred
with President i^'Ieming, Managing Director John G.

Kent, Vice-i)resident Geo. T. Irving and other Exhi-
bition ofificials and completed arrangements for the

disj)lay. Others in the Stratford deputation were:
Messrs. S. J. Cook, F. W. Trebell, ii. W. Strudley, F.

M. Gifford and Duncan Ferguson.

After a two-hour visit to the Coliseum, the parly

selected a space 10,000 spuare feet in area in the west
annex of the l)ig building, and to this will likely be

added another 2,(X)0 feet, to be occupied by an educa-

tional cxhil)it by the firand Trunk Railway.

Editorial Notes

The little leak steals your profits unawares. The
big leak may steal them before you can prevent it.

Watch for both kinds.

H= * *

When you are buying goods, be sure that it is

your own judgment that influences your purchases,

rather than the persuasive eloquence of the man doing
the selling.

* * *

Any advertising space worth buying is worth fill-

ing with the best copy you can write.

* * *

If you see a new line you can add with profit, don't

tliink too much about whether it is strictly within

your own field. You are in business to make money.



GET TOGETHER

Owen Sound

Welcomes You

Several splendid Provincial highways

lead to Owen Sound and make motor-

ing easy.

We would like to show you our big

modern factory and its new permanent

showroom in which are displayed

many new and very attractive de-

signs.

THE NORTH AMERICAN FURNITURE CO.
LIMITED

THE OWEN SOUND CHAIR CO., LIMITED

Owen Sound » Ontario



Our long experience in the manufacture of Bentwood Chairs has

enabled us to place upon the market a product that will stand

the most rigid and critical inspection and is worthy of the con-

fidence of those who stand back of the goods they offer to their

communities and who stake their business reputation on the

service of the merchandise that leaves their store.

We also manufacture

REED FURNITURE
DINING ROOM SUITES

AND CHAIRS

LIVING ROOM CHAIRS

BEDROOM CHAIRS, ETC.

which will meet the demand of those customers requiring fur-

niture of Quality, Design and Superior Workmanship.

The North American Bent Chair Co. Limited
I Owen Sound, Ontario |
E 1
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Latest Furniture Styles Shown
by Manufacturers ' Exhibits

Practically every manufacturer of furniture and
allied lines in Ontario displayed his products on an
attractive scale during the months of June and July.
The Stratford firms held their displays in the Skat-
ing Rink and Casino during the Made-in-Stratford
Exhibition which was such a success for the manu-
facturers of that district. That was during the week
of June 19th to 24th. The week of July 10th saw the

K itchener-\V aterloo

men exhibiting their

attractive lines in

their own factories

where a real wel-

come awaited every-

one who called.

During the month
of July the Toronto
Office of the Canada
iHirniture Manufac-
turers will hold

special displays for

all who may be visit-

ing the city from
various parts of the

Dominion. In discussing the buying situation a num-
ber of the better informed believe that considerably

better times are to be expected in the Autumn, de-

pending" largely, of course, on the \Yestern crop. Act-

ual purchases at the various showrooms exceed last

year's sales under similar circumstances by about
sixty per cent.

New Divanette Suite shown for the first time by the Kroehler Mfg. Co.,
"Made-in-Stratford" Show

The styles this year reflect largelv the business

conditions existing throughout the country. Appre-

ciating that the public is of necessity quieter in their

tastes and more satisfied with less epoch-making de-

signs, the manufacturers have all largely restricted

themselves to making minor improvements to exist-

ing lines, rather than introduce startling creations.

Grey enamel with
floral decoration was
evident on a Geor-
gian Bedroom Suite
by a well-k n o w n
firm and aroused
some interest.

Spanish inlay

work on library

tables, parchment
finish, two and three
color effects, both in-

lay and panels, were
seen with 'pleasing

comments from buy-
ers.

The tipholstering firms showied some beautiful
combinations of two and three colors on their Ches-
terfield. There was one of special artistic merit in

royal blue and grey tapestr}- seats with grey silk

over-balance. Some rose tapestry on walnut cane-
backed chair in Queen Anne finish was admired.
Duotones in furniture coverings are now very popu-

at the
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Two Exhibits of Interest at the "Made-in-Stratford" Show

lar across the l)()i-dcr and it is expected that the demand
will soon be felt by dealers in Canada.

The two colored tendency was exemplified in a

popular bedroom set in gum and trimmed with walnut.

One of the oldest manufacturers devoted their large

Model by the De Luxe Upholstering Company

space to one piece from each of their many and varied

lines. Their Windsor style breakfast chairs and

beautifully carved work was the centre of much fav-

orable comment.

The popular davenports were on display at Strat-

ford and demonstrations were given to show the ease

with which this type of bed can be opened and closed.

A line of juvenile furniture was of particular in-

terest and goes to prove that specialists of this kind

are always in demand.

We were shown a two-toned Walnut Bedroom

suite in a Louis X\T design attractively arranged

with rugs and draperies supplied by another exhibitor.

Service is in How You Look at it

The retail merchant, ])articularly in the smaller

tcnvns, (jften envies his brother merchant of the cities

and thinks that if he were only located in a place

where there were crcjwds of ])eople he could easily

work u]) dozens of bright, novel ])lans whereby these

hundreds of ])ros])ecli\c buyers would be drawn to

his store.

Ill many respects, however, the small town mer-

chant is in a better position to serve the people of

his community than is the city dealer. He is more
closely in touch with his trade; knows more of their

likes and dislikes; their pecularities and their buying
]jower than would be the case with any city merchant.

Thus he is closer to his trade. It is a case of ser-

vice, service that is not only considered from the

viewpoint of the merchant himself, but also from the

angle of the customer. This applies particularly in

the selling of housefurnishings. A retailer is, or

should be, competent and willing to advise customers
on harmonious color schemes for draperies and floor-

coverings.

While many people are able to plan and execute
their own decorative schemes, yet far more people

have but vague ideas of what they really need, and
would be more than pleased to enlist the aid of the

merchant in the furnishing of a room, so that it would
evidence good taste and color harmony.

This is a service that is all the more profitable

because it is unusual, and by its nature would create

and maintain business relations of a satisfactory na-

ture.

Every merchant considers service as a part of his

business equipment, and according to the way he
serves his trade so does he profit, but never forget

there are two kinds of service—two kinds or none at

all. These are what the store considers as service,

and what the customer considers as service.

The store counts complete stocks, deliveries,

charge accounts and so forth as service. The cus-

tomer, however, accepts all these things as a matter
of course. It is getting something that he is not look-

ing for and does not expect that makes the strong
impression. When a merchant ai)parently goes out
of his way to do him a favor—that's what the cus-

tomer considers as service.

UPHOLSTERY SPRINGS
Highest quality Upholstery Springs,
made from the finest grade High
Carbon Steel Wire, oil tempered
after the coiling operation, thus in-

suring uniform strength and "No
Set." Remember, the quality of
your High-Grade Upholstering de-
pends entirely on the quality of the
springs you are using,

HELICAL SPRINGS
for spring bed and mattress fabrics.

Get the habit; buy Canadian Springs.

James Steele, Limited
Guelph Canada

NS 2A
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Brantford Kitchen Cabinets

Sellers' Kitchen Cabinets

Brantford Bed Springs

From Wood Frame Cots to Best Coil Springs

Quality Guaranteed and Prices Right

RUDDY MANUFACTURING CO. LIMITED
Successors to Ham Bros. Co. Limited

BRANTFORD : ONTARIO
~iiiliiliiiiiliiliiliiiiiiiiiniiiiiiiiiiMiniiiiiiiiiii!li;ii!iiiiiiiiiiiiliiliiliiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiliiiniiiiiiiMiiiiniiii:iiiiin

Important Notice to the Furniture Trade

Will advise there has been no change in the ownership
of this lirm. The Marshall Ventilated Mattress and
Cushions will continue to be made by us as heretofore

in Canada—notwithstanding any advertisement in U.S.
papers to the contrary.

Marshall Ventilated Mattress Company, Ltd.
Toronto Winnipeg, (Parkhill) Chicago London, (Eng.)
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FURNITURE
WORXD

ANNOUNCING

A New Publication by a Famous House
We have pleasure in announcing that the "Canadian Furniture World" has

recently been purchased by us and will be published at our head office : 349
Adelaide Street West, Toronto. Editorial and advertising policies will be

made to conform with the following papers that have gained national prestige:

Electrical News, Canada Lumberman, Footwear in Canada, Canadian Woodworker, Western
Contractor and Builder, Contract Record & Engineering Review, Commercial & Retail Merchants'
Review, Furniture World, Western Lumberman, Western Coal Review.

Hugh C. Maclean Publications
Head Office : 345 West Adelaide Street

Vancouver Chicago Toronto Montreal Winnipeg
The largest publinhera of technical papers in the British Empire, printing in Toronto,
Winnipeg and Vancouver. Proprietors of MacLean Building Reports Limited.
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Gendron
Built A Reputation

That Results in Imitation

This means that for 36 years we have maintain-

ed the highest standard of quality and given

our customers the benefit of our original ideas.

Cheap imitations of Gendron products may
reach your store.—Don't allow them to tempt

you as you are entitled to the very best and
your reputation does not warrant your handling

of these substitutes which, after all, are an

involuntary tribute to the original.

Our
Trade-Mark

is Your
Guarantee

Look for it on all our goods

Originators of the Go-Cart and Patent Bail-

Bearing Baby Carriages and Vehicles

Master Makers of

Genuine Reed Goods
Bathroom Fittings, Invalid Chairs

E6e GENDRON MFG. CO.
Limited

TORONTO :-: CANADA

Steady

year-'round sellers

No. 2219—TEA WAGGON
Walnut or Mahogany

Top 27i"x37"

Tea Waggons as made by Coombe
are more and more combining art-

istic appearance with practical

utility. The effect is a steadily in-

creasing demand which carries

sales along from one year's end to

another.

If your turnover on these articles

has not been as great as you think

it should — why not give the

Goombe line a trial?

We'll gladly forward full information

upon request.

The

F. E. Coombe Furniture Co.
Limited

Kincardine - Ontario
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Mfestward

North, south, east and west bound trains are carrying our publications to

interested readers. Publications that serve their respective industries, trades

and professions with information of a specialized character that is impossible

to obtain elsewhere. The advertising pages of these same journals make
more than fifty one thousand business calls for our advertisers each month.

If you desire technical information or publicity we can offer you a ser-

vice unequalled.

Hugh C. Maclean Publications
Electrical News

Canada Lumberman

Fwtwear in Canada

Vancouver

Canadian Woodworker

Western Contractor and Builder

Contract Record & Engineering Review

Commercial & Retail Merchants' Review

Furniture World

Western Lumberman

Western Coal Review

Head Office : 345 West Adelaide Street

Chicago Toronto Montreal Winnipeg
The largett publishert of technical papers in the British Empire, printing in Toronto,
Winnipeg and Vancouver. Proprietors of MacLean Building Reports Limited.

/9\
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When you get through looking at

yourself in Matthews' Mirrors
Have a look at our catalogue

MATTHEWS BROS., LIMITED
1906 Dundas Street West

The big Canadian Moulding House
Toronto, Canada

piiiiiilliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^

Chesterfield 82" long, 37" high, 33" deep

I /^UR Chesterfields will pass the strict scrutiny of the most particular buy- |
I \ J '^^^y aren't just good here and there but from the frame to the out- |

I side cover they are carefully built of the best materials so that when you |
I sell a "SPECIALTY" production your customer has secured a piece of furniture |
I that will give generations of comfort keeping its shape and beauty throughout |
I its long period of service. |

\ SPECIALTY UPHOLSTERING CO. - WATERLOO, ONT. I
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D

P
a

What would be more convenient in any house-

hold than a Peerless Folding' Table? Durable,

nicely finished in round design they strongly

appeal to those people who like to obtain value

for their money.
The sales on' this table denote the general

approval of the trade.
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The rates for this department are $2.80 per inch

per insertion with 28% discount for four or more
insertions. Advertisements requesting employment

or employees will be inserted at one cent per word.

Confidential box numbers available.

WANTED TO BUY.—A real good undertaking business in

an Ontario City. Send full particulars at first writing. Box
238 Furniture World. ^

WANTED—A furniture salesman for town of 13,000, one
with knowledge of book-keeping preferred. Apply Box 326

Furniture World, 347 Adelaide St. W., Toronto. 7

WANTED—An Undertaking and Furniture business in a

small town or village in Ontario. None but a good paying
business wanted. Apply Box 33.') Furniture World, 347

.Adelaide St. W., Toronto. 7

WANTED—One big coach Brougham or Royal Berlin. Must
be in first class order. If so send me photo of them, with
the price of them—please rush. L. Theriault, 339 Centre St.,

Montreal. 7

WANTED—Good Salesman to sell as a side line, a first class

line of Chesterfields in Western Ontario, on a commission
basis. Apply Box 166, Canadian Furniture World, 347

Adelaide St., West, Toronto. 6-22-3

THOROUGHLY EXPERIENCED EMBALMER and fun-
eral director, aged 29, desires opening in established firm,

with opportunity to purchase part interest in business. Box
167 Canadian Furniture World, 347 Adelaide St., West, Tor-
onto^ 6-22-3

FOR SALE—Motor Casket Wagon, almost new; in perfect
condition. Would make splendid combination. Will sell

cheap. Apply to F. M. Nash, 1141 St. Clair Ave., Toronto.

FOR SALE.—Ambulance. Been run two seasons. In first-

class condition. Run on city streets. Six cylinders. Best
of riding qualities. Good reasons for selling. M. R. Nash,
1141 St. Clair Ave., Toronto. 7

PATENT FOR SALE—on device for lowering caskets.

Will. H. Tliompson, Sprucedale, Out. 7

FOR SALE—Horse-drawn Ambulance fully equipped, in

first class condition. Box 171, Canadian Furniture World,
347 .\delaide St., West, Toronto. 6-22-2

FOR SALE.— Ill health forces us to sell our Undertaking
Business in an Ontario town, including up-to-date equip-
ment. Black Hearse, White Hearse, Van, Church Truck,
young well-matched IBlack Team, nets, etc. If desired, would
be glad to assist anyone, but wish to be relieved of business
responsibilities. Particulars on applying Box 229 Furniture
World. 7.

FOR SALE— Inirniture store 25 ft. x 100 ft., with a $].j,000

stock of furniture and carpets will be sold without reserve.
It is an established business located on the main street in

Saskatoon and is well known throughout the surrounding
country. Further and full particulars will be given in re-

sponse to enquiries addressed to, The Reinborn Furniture
Co., 139 Second Ave., Saskatoon, Sask. 7

FOR SALE—Furniture and Undertaking
business in good Alberta town. Must sell.

Box 227 Furniture World, 347 Adelaide St. W.,
Toronto. 7-8

FOR SALE
Chair Stock.
Bone Air Dried.
30 M ft. 1" X l" square 20" long.

20 M ft. X lyi" square 20" long.

Birch—Clear Stock.
Apply P.O. Box No. fi \'ictoriaville. Que. .".-22-1. f.

Consider the Yardstick!
It is always exactly 36 inches long

More or Less than that and
it is no Longer a Yardstick

NATURALLY, if a manufacturer put out an alleged yardstick that could

utilize every odd lot of lumber and made them anything from 24 inches

to 40, he could sell them cheaper

—

BUT they wouldn't be yardsticks any more than some of the stuff now on

the market is embalming fluid.

DIOXIN is the one fluid that, like the real yardstick, is and must be abso-

lutely uniform.

YOU can measure results by it and be SURE that it is right.

Canadian Laboratories

142 Quebec Ave. Toronto, Ont.
H. S. Eckels & Co.

1922 Arch St., Philadelphia, Pa.
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NO. 514

BED

ROOM
SUITE

These illustrations can convey but vaguely the true
design, structure and real value of this Meaford suite.

Finished in two-tone enamel it is rich and attractive.

Your goods will be on the move the year around if you
select your stock from the Meaford line and your
store will become noted for quality and right prices.

A cardfrom you and
We will be glad to co-

operate and assist you
in your selling ejfforts.

THE PIEAFORD
MANUFACTURING CO., LIMITED
MEAFORD - ONTARIO
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Staple lines which
always sell readily

m

m

I

BENTWOOD CHAIRS

.11

REED FURNITURE
DINING ROOM SUITES

AND CHAIRS
LIVING ROOM CHAIRS
BEDROOM CHAIRS, ETC.

We will gladly

send you full

particulars ofour

complete line on
request.

Drop us a line

to-day.

No. 920 No. 1800

The market for Bentwood Chairs is staple—the de-

mand is always there, and when the chairs are the

product of our factories they are doubly popular for

our name is a guarantee of satisfaction to both the

dealer and his customers. It will be to your advant-
age to investigate our line.

The North American Bent Chair Co., Limited
Owen Sound. Ontario

m

a
m
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TISSAGE DE VELOURS
(SGHELLENS & MARTO)

Manufacturers of

"QUALITY FIRST"

VELOURS
MOHAIRS - PLUSHES

for Upholstery Purposes

Factory: AGHEL, BELGIUM

Canadian Salesrooms and Warehouse

:

G. NOEL & COMPANY
30 St. John St., MONTREAL, QUE.
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The Furniture with the Guarantee
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I Every material used in the manufacture of our Upholstered |

I
Furniture is subjected to a rigid inspection before being |

I used.
j

I This insures our client's getting what they pay for, and |

I leaves no doubt in our own minds that we are supplying |

I the best possible values.
[

I Be sure and see our Fall lines at our Toronto Showrooms
|

I when you are in Toronto for the |

re Canadian National Exhibition

The Montreal Upholstering Company
HEAD OFFICE
1611-1613 Clarke Street,

Montreal, Que.

TORONTO SHOWROOMS
590 King Street W.

Toronto, Ont.
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Mersereau Beds and Way Sagless Springs form an ideal combination for

every dealer, for the demand is already there and the satisfaction they

give means steady and increasing patronage. Brass and steel beds in

wood finishes are becoming more popular every day and are obtainable in

many attractive designs. These will form part of our display in our old

stand in the Industrial Building at the Canadian National Exhibition. It

will be worth your while to call on us.

Link up your own local publicity with the

national advertising of Way Sagless Springs.

The market is waiting.

We will gladly furnish window displays and

and dealer helps in every form. Let's get

acquainted. Write to day—Now

!

The Canadian Mersereau Co., Ltd.
Florence St., Toronto, Ont.
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Isn't It The Truth?

MO matter how difficult

selling conditions may
be, a good line will always

find buyers. People buying

to-day are more discrimin-

ating than a year ago and
the consequent increased de-

mand for Malcolm & Hill

Furniture is a tribute to the

values offered. Our new lines

are particularly appealing.

Have you seen them?

A postcard will bring particulars

MALGOLM & HILL, LTD.
Head Office

KITCHENER
Branch Factory

LISTOWEL

iiiiiiiiiiiiiii (iiiiiiiiiiiiiiiiiiiiiiiiiililiiiiiiiiiiiiliiiiiiiiiliiiiiliiliiiiii
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A Popular
New Suite

BED
ROOM
SUITE
No. 514

The great popularity this new bed
room suite is enjoying is amply
proved by the heavy demand. It is

finished in two-tone enamel in a

most attractive design.

The very evident beauty and quality of this suite is typical of all Meaford furniture,

and when combined with a reasonable price, create values which the prospective buyer
cannot overlook.

The Meaford Manufacturing Co., Limited
Meaford — Ontario
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When quality

is the first

consideration

iiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiii

iiiiiiiiiiiiiiiiilliiiiiiiliiiiiliiiiiiiiiiiiii

No. 370

TC'PIK^ ^^lirn itllT*^ has the first call. The extreme
M.M.M.WM'M. V/ beauty of its conception, the

artistry of its construction and the sterling qualities of its material never

fail to call forth the admiration of the prospective buyer. When this is com-

bined wih a moderate price, the selling arguments are very obvious and
speak for themselves of high value. A Krug Furniture display will be the

means of attracting the home-lovers of the entire community to your store.

Try it.

May we send you full particulars ?

The H. Krug Furniture Co. Limited
KITCHENER, CANADA

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII^^



AUGUST, 1922

r;!;:::i:::;!:::;!::::i::o:;::i::::i:::i: ;:::!;:::!::i::::i::i::!::::i::::!:;;:r;::!::::i::=::::=: ::;:i::!::!::!::::i::::i:::!::i::[::::E::;;!:::;::;;:!:^

The charm of period furniture was

never more evident than in these

beautiful pieces of authentic de-

sign. Their appeal is universal

and the price at which they sell

brings them within reach of all.

A trial order will convince you of

the popularity of this medium-
priced line.

No. 995 China Cabinet

THE BELL FURNITURE CO,, LIMITED
SOUTHAMPTON, ONTARIO

Haveyou
a copy of
— our—
catalog?

PERIOD FURNITURE \

—in all its beauty—

Made to sell at a moderate price

:::!:::::::::i::::i::::i::::=:::i::;:=:i::::=::::=:;::i:
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Two Pictures that

Tell Their Own Story

The days of "Real Sport?"— (most of us recall them, but not
always pleasantly)—have given way to an age of re-adjusted
liousekee'ping in which floor-covering merchants play no small
part. Merchants are. as a matter of fact, big factors in the dis-

trilnition of household appliances and aids that women welcome.

Linoleum and Linoleum Rugs
are a boon to the housewife, and the housekeeper of to-day, real-

izing this, is buying them freely. Probably she buys from you.
probably from your competitor, but the merchant with the as-

sortment gets the business.

Our new Linoleiuu Rugs are meeting with a ready response
—have you seen oiu' brochin"e, describing them? (Sent free

on request.) And the advertisements we are continuallv running
in magazines and farm papers are bound to make prospects for

those who show and advertise these products at the present time.

Let us send you our Free Window Trimming Helps—
Then your sales will show big increases— Write to-day

AdvfrtiHetnents like tfn- above are

neiuiinfi husitiens your wfiy are

vol* rt'iuhing out for it'/

Dominion Oilcloth
MONTREAL

& Linoleum Co. Limited
CANADA
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New Creations in
Sectional Bookcases

Showing the New Universal Design
In Quartered Oak, Imitation Mahogany, Imitation Walnut

/^NE of the most pleasing features of the SloW^micW line is" its wide range which permits the dealer to reach every class
and satisfy all tastes. This new Universal style is already be-
coming most popular, for it has many pleasing features jn
design and fittings.

See the Complete Line at the Toronto Exhibition

STRATFORD ONTARIO
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Kroehler

DAVEN-O
*^ Invisible An \

TORONTO
EXHIBITION

Aug. 26-Sept. 9

1

Famous as Kroehler Furniture is throughout

the continent, there may be some dealers who
have never had the opportunity of becoming

acquainted with the complete line. To these

we offer a special invitation to come and make
themselves familiar with its advantages. To

those who carry it already we will be able to

offer new suggestions in advanced creations.

1!

!1

The Kroehler Mfg. Co.
OPERATING KINDEL BED CO.

STRATFORD
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Invitation
to us at our Exhibition

Home in the New Arena
lillltliiliillllllllllillilliiliillilllli.l

The dealer who is not now handling the

Kroehler line is neglecting an opportunity for

increased trade and profits. Link up your

sales effort with this nationally advertised pro-

duct and take advantage of the demand already

created. It will pay you to investigate.

These magazines are carrying
advertising for the Kroehler
Daven-O.

Saturday Evening Post
Delineator
American Magazine
Ladies' Home Journal
House and Garden
House Beautiful
MacLean's Magazine
Toronto Saturday Night

WE WILL ALSO HAVE OUR
USUAL DISPLAY IN
INDUSTRIAL BLDG. No. 3.

iiliil!'liiiiiiiii!iiniiiiiiiniii

Limited
LIMITED

ONTARIO KROEliLER DA\T^N-0

1

1^

i:

1:

1:

1:

l:::

:;i
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REED FURNITURE
ON EXHIBITION

This ever-popular style of furniture has increased in

favor immensely with both dealers and customers in

the last year. The reason is to be found in its beauty
and comfort obtainable at a very moderate price.

The

ARENA
Toronto

Exhibition

The Imperial line of Reed Furniture has been a

genuine trade-builder for many dealers and an op-

portunity of examining the full line should not be

neglected. This opportunity will be afforded in our

display in the arena at the Toronto Exhibition.

Come and get acquainted.

The Imperial Rattan Company Ltd.
STRATFORD, ONTARIO
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STRATFORD t£in PURNITURC

At The Exhibition

The World's Easiest Easy Chair

ROYAL EASY CHAIRS

DAVENPORT BEDS
LIVING ROOM SUITES

A select display of these

famous lines will be held

in the Arena building of

the Toronto Exhibition.

A visit to our exhibit will

well repay you for the

time spent and you will be

heartily welcomed. Full

particulars on all lines will

be obtainable there.

The Farquharson - Gifford Company
STRATFORD .... ONTARIO
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FURMITURK

DON'T FAIL
TO VISIT

OVR EXHIBIT

This charming bed-room suite

(No. 540) is one of the most pop-
ular designs of the season. It is

typical of the high standard of

quality and craftsmanship which
characterizes all McLagan pro-

ducts. Made in Walnut two-tone
finish.

Write for particulars

McLAGAN
STRATFORD

SEE TH IS
BEDROOM

FURNITURE

I
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FUlttllTURE

HANDSOME
SUITE

-

COMPANY

ATTHE ARENA
TORONTO
EXHIBITION
McLagan Furniture will be on
display in the Arena Western
Annex second floor. Dealers are
invited to take advantage of this

opportunity to become acquaint-
ed with all that is new in the fur-
niture world. You are invited
to make our display rooms your
headquarters while on the
grounds.

LIMITED
ONTARIO
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Well Worth

TORONTO
EXHIBITION

Aug. 26—Sept. 9

We wish to announce an exhibit of our

Hnes at the Toronto Exhibition, August

26 - September 9th. We have endeav-

ored to make it the finest and most

representative display of our furniture

yet attempted. Situated in spacious

quarters in the new arena, examination

is greatly facilitated and dealers will

find a visit most profitable.

May we welcome you?

Suite No. 685

The Stratford Chair Company
Stratford - Ontario



AUGUST, 1922 19

STRATrOIlP FURNITURE

Visiting
The high reputation enjoyed by

Stratford Chair Furniture was not

lightly won. Only by giving the ut-

most in craftsmanship, quality and

design was it attained. The name

thus won is being jealously guarded

and the result is found in the confi-

dence dealers everywhere repose

in us.

FURNITURE
EXHIBIT IN

THE ARENA

No. 218

The Stratford Chair Company
Stratford - Ontario
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Visit Our Display at the

Exhibition

The wide variety ofour products

will aid you in building trade

We invite you to come and

look over our new lines as well

as old ones which will be on

display in the Arena at the

Toronto Exhibition. The wide

range and variety of the Strat-

ford line will enable you to

serve your customers more
completely and build up a more
profitable trade.

Furnishings for All Classes and for All Seasons

NEW LINES
Tea Trays
Tea Wagons
Blackboards
Smokers
Childrens' Desks
Card Tables

Folding chairs

Folding tables

Bookcases
Umbrella stands
Childrens' Furniture
Pedestals, Desks, etc.

OLD LINES

The Stratford Manufacturing Co., Ltd.

STRATFORD - - - ONTARIO
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» Introducing^

A Suite of Exceptional Merit

This last addition to the Schierholtz line

was created in answer to the demand for

furniture of quality suited to the smaller

rooms of the present day.

The suite is made in Solid Walnut in a

pleasing design and upholstered with spring

seat and padded upholstered back. Work-
manship and material are of the same high

quality that characterizes all our products

and has made them ready sellers in the past.

The above photograph gives but little idea

of the beauty and value of this suite.

Write for Particulars and Prices

THE SCHIERHOLTZ FURNITURE CO., LIMITED
NEW HAMBURG ONTARIO
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Where Quality

Joins Economy

Andrew Malcolm Company's furniture is excep-

tional on account of its exclusiveness, originality

and popular price.

The same high standard in beauty of design and

quality of workmanship is maintained through-

out our line and makes it worthy of a merchant's

unqualified recommendation.

Designed by Craftsmen

who are Originators

The Andrew Malcolm Furniture Co.
LIMITED

Kincardine Listowel

:i;;i:::=:::!::::!:;i;::[:;;:=:=;j::i::;:=:::i
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I GUARANTEED FELT MATTRESSES !

m

m We have been manufacturing felts for the mattress trade for years and have
g established an enviable reputation for fair dealing and reliability.

m
S Owing to the fact that so much second hand material, such as old used mat-
11 tress stock, is being sold as new material at a price much lower than new g
§ stock, we have been forced to go into the mattress trade to protect ourselves. H
i .... s
g With the installation of the latest machinery for making mattresses and as gM we garnett our own felt we are in a position to guarantee our products. II

I We absolutely refuse to use any second hand or pulled mattress stock and §
^ all our mattresses are labelled and guaranteed new material only. ®
II y
a Prices and information cheerfully supplied. m
m m
§ Call and see our exhibit in the Industrial Building during the Canadian g
S National Exhibition August 26th, to September 9th. 11

i The National Mattress, Felt & Batting Company
|

1 340 Gerrard Street East : : TORONTO |
a m
iiaiiHHiiiaBBaiiiiiiiaiaiiiaaaisjaiaBHigjiMiiiiS'lMiHiiaiaiaiMiHiiiaH
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GAPO MATTRESSES
(NOT KAPOK)

After months of endeavour we have perfected a process whereby our
Capo mattress is as light as Kapok and should be a real selling pro-

position and excellent value for the price asked. It is not felted but
made on the same principle as Kapok

;
retailing at about the same

price as the wholesale price of Kapok mattresses.

We have a very handsome assortment of feather ticking which with
the highest quality feathers procurable makes our line of pillows

superior to anything we have ever offered.

Lambs-Wool, Kapok, Felt Mattresses, Pillows, Down Comforters,
Cushions and Upholstered Box Springs.

When attending the Canadian National Exhibition, phone North
4500 and a motor car will bring you to our showrooms.

The Canadian Feather & Mattress Company
LIMITED

TORONTO and OTTAWA

iTlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll Illlllllllllllllllll llllllllillllllllllllllllNINIIIII I llllllliluJIIIIIIII II I I IIIINI I I II I II III! I I I I Illlllll Illlllll II iiliiiii {iiiii I I ,1 lllllllllllllllllllllllllIB
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NON-TIP FOLDING CHAIRS
Simple—Strong—Safe

No. 16

Made from selected hardwood.

Strong steel stampings firmly rivet-

ted to frame.

X'arnished Natural Color.

Fold Flat and can be piled closely.

Thousands used in Theatres, Halls,

Schools, and for renting purposes.

Guaranteed to stand hard usage.

We also make Folding Canvas Cots,

Camp, Card and Sewing Tables, In-

valids' Bedside Tables.

Ask for catalogue No. 49.

No. 70

Manufactured by OTTERVILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE — ONTARIO

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIII^

[a[a[i[S[gi[aisisisiigi(Miigiaiaia[aHia(gi[g)ia,ia(aiaig]iaiaia[aiaia(ag)iaia^

Something New in Tea Waggons
This illustration, representative of our line, possesses those qualities of craftsmanship that dis-

tinguish Coombe productions from all others. Made in the regular Walnut and Mahogany fin-

ishes as well as hand decorated.

Our line of Tea

Waggons, Ches-

terfields, Chairs,

Desks, etc., always

on display in our

permanent show-

rooms.

See our range of

decorated furnit-

ure for Fall trade.

It will pay you to

investigate.

No. 2251 Tea Waggon

The F. E. COOMBE FURNITURE CO. Limited

I Kincardine
1
SliSBIHglllBSIllgigllMlgKg]!

Ontario

a
a
a
a
a

a
a
a
m
i

s
a

iaHHiaHBB@®ia®iias!H@[aia®BS)HaHia®saassB®BP(aHBB!aBia®sisB@a!i®asaaaaBiiiasiHBSiLi®®igsiaggi!



26 FURNITURE WORLD

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^

THE supremacy of Specialty Upholstered Goods is made plain in

every piece. Design, construction and attention to detail com-
bine to produce a product that stands first with both dealers and
patrons wherever the line is known.

A card will bring full particulars =

SPECIALTY UPHOLSTERING CO. - WATERLOO, ONT.
\

.fiiillllllllllllillllllllliilliiiiiiiliillllillllllllllllllllllllllllilili^

Sell—

"ARISTOCRAT"
AND

"WELLWORTH"
MATTRESSES

These are Trade Getters and Trade Builders, because satisfied customers always
mean more business. These mattresses are attractive in appearance and
containing 100 per cent, pure Java Kapok they are exceptionally comfortable,

light, durable and sanitary.

Othnr grades aUo manufactured. Let us know your
wants ; we can supply you to your satisfaction.

The Standard Bedding Company -:- 27-29 Davies Avenue, Toronto
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The "1120"

will make friends for your store

Every detail of construction and finish

reveals that fine craftsmanship or which
Strathroy Furniture has stood for years.

The lasting satisfaction that comes with
owning such a suite will mean increasing

respect and friendship for your store.

And the moderate price at which you can
profitably offer this Dining Room Suite will

impress every customer who sees it with
the remarkable value you are giving
in furniture of such character and dis-

tinction.

The Strathroy Furniture Co.
LIMITED

Strathroy x Ontario
i

::::i::i::::i::::i:;::=:i:::;i;::r::r:::=::::=::::i:::
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Announcing the

Opening
of our

New Show Rooms

As manufacturers' direct repres-

entatives, we are showing sam-

ples of import lines of

Framed Pictures

Photo Frames
Mouldings

Mirrors

Pottery

Candles

Incense

Brass Ware
Candle Sticks

Artificial Flowers

and many other items for the

Gift Departments

in

Furniture Stores

WHOLESALE ONL\

When visiting the Canadian National

Exhibition we would be pleased to have

you call and inspect our lines.

J. H. Walker, Ltd.
Suite 524 Foy Bldg., 32 Front St. West

TORONTO
Phone Adelaide 1522

"Gendron"
—the name tells the story

There are several children's vehicle

manufacturers in Canada. All of them
can fill the frame with reed, but when it

comes to a new creative design, graceful

curve to the bendings, they are as help-

less as a novice, and ninety-nine per cent,

usually imitate our creations.

We are originators and infuse a dis-

tinctiveness in our goods—Gendron is

always first in carrying out new ideas.

Mr. Buyer, as a guarantee of good
workmanship and satisfaction to yourself

see that our trade mark GENDRON ap-

pears on the goods you purchase.

We are makers of

Genuine Reed Carriages Invalid Chairs

Reed Furniture Wagont & Sleighs

Exhibition at Toronto

opens August 2(ith, for two weeks. Make
our booth, No. 87 Industrial Building, or
our factory. Duchess and Ontario Streets,

your headquarters.

^/>e GENDRON MFG. CO.
Limited

TORONTO :-: CANADA
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LLOYDALETS
Lloyd Loom Products

HERE is something new in the Baby Carriage

world. It is a Baby Conveyance which can

be used as a carriage or as a stroller. It is strong,

light, low in price and just the thing which the

women of today are seeking. It is particularly

pleasing to mothers living in apartment houses,

flats or in homes where steps must be mounted in

entering. The Lloydalet is beautiful and popular.

It is woven out of a single strand of wicker. Deal-

er should stock up at once.

Heywood - Wakefield Co. Ltd.
of Canada

{Successors to The Lloyd Mfg. Co.)

Manufacturers of Lloyd Loom Products

Oriilia - - - Ontario
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To Holders of Five Year
51 per cent Canada's

Victory Bonds
Issued in 1917 and Maturing 1st December, 1922.

CONVERSION PROPOSALS

THE MINISTER OF FINANCE offers to

holders of these bonds who desire to con-

tinue their investment in Dominion of

Canada securities the privilege of exchanging the

maturing bonds for new bonds bearing 5^ per

cent interest, payable half yearly, of either of the

following classes:

—

(a) Five year bonds, dated 1st November
1922, to mature 1st November, 1927.

(b) Ten year bonds, dated 1st November,
1922, to mature 1st November, 1932.

While the maturing bonds will carry interest

to 1st December, 1922, the new bonds will com-

mence to earn interest from 1st November, 1922,

GIVING A BONUS OF A FULL MONTH'S
INTEREST TO THOSE AVAILING THEM-
SELVES OF THE CONVERSION PRIVIL-

EGE.

This offer is made to holders of the maturing

bonds and is not open to other investors. The

bonds to be issued under this proposal will be

substantially of the same character as those which

are maturing, except that the exemption from

taxation does not apply to the new issue.

Dated at Ottawa, 8th August, 1922.

Holders of the maturing bonds who wish to

avail themselves of this conversion privilege

should take their bonds AS EARLY AS POS-
SIBLE, BUT NOT LATER THAN SEP-
TEMBER 30th, to a Branch of any Chartered
Bank in Canada and receive in exchange an official

receipt for the bonds surrendered, containing an
undertaking to deliver the corresponding bonds
of the new issue.

Holders of maturing fully registered bonds,
interest payable by cheque from Ottawa, will re-

ceive their December 1 interest cheque as usual.

Holders of coupon bonds will detach and retain

the last unmatured coupon before surrendering
the bond itself for conversion purposes.

The surrendered bonds will be forwarded by
banks to the Minister of Finance at Ottawa where
they will be exchanged for bonds of the new issue,

in fully registered, or coupon registered or coup-
on bearer form carrying interest payable 1st May
and 1st November of each year of the duration
of the loan, the first interest payment accruing
and payable 1st May, 1923. Bonds of the new
issue will be sent to the banks for delivery im-
mediately after the receipt of the surrendered
bonds.

The bonds of the maturing issue which are not
converted under this proposal will be paid off in

cash on the 1st December, 1922.

W. S. FIELDING,

Minister of Finance.
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The Washing Machine
|

>T\^ - ^^^^ ^

The Washing Machine

"De Luxe"

At a Popular Price

colonial
maid"

ELECTRIC CLOTHES WASHER
Largest Dealer Profit

Fully Guaranteed —Minimum Sertice

Perfect construction and beauti-
ful appearance.

"Bluebird" dominates the wash-
ing machine field, by reason of

its proved efficiency.

Bluebird dealers with the exclus-
ive territory privileges we give,

dominate their particular market.

Manufactured from start to fin-

ish at Brantford, Ont. by,

The ideal machine for the fur-

niture dealer.

An artistic piece of kitchen or ^
laundry furniture.

Not a single part of the machinery g
is visible.

Ask us if your territory is still

open, and we will send you full Q
details of our sales plans, adver- S
tising co-operation, resale work
and time-payment financing

—

Write now.

BLUEBIRD CORPORATION LIMITED "'^S"''Ontario

Advantages That Help You Build Sales

It is easy to sell a bed spring like the Luxury—It has talk-

ing points that at once arrest the customer's attention.

108 springs on standard size bed, each spring has 13 coils

extra heavy enamel finish, unqualified 25 year guarantee

The comfort and ease of Luxury Bed Springs mean
satisfied customers. To sell Luxury Springs is an asset

that builds future business.

Write us for prices and discounts

RUDDY MANUFACTURING CO. LIMITED
BRANTFORD : ONTARIO

IVe manufacture Bed Springs in every style for all purposes, besides the celebrated Sellers Kitchen Cabinet



32 FURNITURE WORLD

No. 950 Chair

Mundell's Furniture
i:iiiliiliiiniiiliiliilii|[ilMiiiiiiiMiiiiiiii:iiiiiiiiii ii!iiiiiNiiiiiiiniiiiiiiiiiiii!iiHiiiiiiiiiiiiiiiiiiiii|

Makes Friends

and
Friends make Customers

Artistic designs, attractively finished, with quality in

every part very well sums up the high standard of our

lines that instantly appeal to seekers of (JOOl)

FURNITURE.

Chairs for every occasion,

Fancy Rockers,

Living Room Suites, Tables,

Smokers' Stands, etc.

JOHN C. MUNDELL & COMPANY
Limited

ELORA - ONTARIO
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I
ii

I Selling Satisfaction

m

Every Sale Makes a Friend

There is real satisfaction in sel-

ling Ball Furniture for you can

guarantee its quality to be as

high as its appearance is attract-

ive. Every sale made ensures

continued patronage from your

customer and a closer friendship

between the community and your

store.

Write To-day for Particulars.

HI

a
a
a
m
m
m

m
m
m

BALL FURNITURE Co., Limited i
HANOVER, ONTARIO |

I
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I
BUSINESS WEATHERVANE

|

I ''It is noteworthy that the June improvement took place during the third |

I month of the coal strike, and with the Northern cotton industry still |

I suffering from labor trouble of long duration. Advance under such con- |

I ditions shows clearly the impetus of the forces making foi progress, and |

j warrants the expectation of an acceleration of the upward movement |

I when these retarding factors are removed." Harvard Economic Service. |

OCCASIONAL FURNITURE
As a "Home Furnisher ", do you make the most of the opportunities

provided by the large number of new homes being built, the great num-
ber being remodelled, or the Fall "House Cleaning" period? This

Fall will provide exceptional opportunities, for which you should provide.

"Occasional " furniture is again coming into its own. An odd
chair, a chesterfield, table, desk, console, lamp, tea-waggon, or any of
the large number of occasional pieces of furniture we make, will many
times add a fresh note in a home, which will bring delight to the home-
maker.

Here again, merit must be the appeal, for in occasional furniture,

the scrutiny is thorough. Each piece must not only be designed correctly,

but the design must be completed by real craftsmen.

A window displav of " Baetz " Occasional furniture and lamps at

this time should be a great help in assisting the home-maker in selecting

these occasional pieces. Do not rely on "Suite" furniture alone.

"Occasional " furniture, well featured, brings many additional sales

and good profits.

Ask to have one of our salesmen call. He will be glad to show you
these lines, and to assist, if you wish, in featuring them.

Three shops—each specializing in its own line—are at your service—
Anthes Baetz Furniture Company, Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited
Furniture for the Living Room

Baetz Bros. Specialty Company, Limited
Portable Electric Lamps and Shades

Each of these Shops specializes in its own line, but each has the same
ideal—"Qualitv" and "Character".

Kitchener, ont.. August 1922.
J'

Managing Dircctor.

j I APPRECIATION | |

|«iniiiiiiitiiiiiiii IN Ill I iiiiiiiiiiiinJ
Visitor, to little ^Bobbie-"Such beautiful furniture you have in this

|„, ,„„„ „„„„ ^^^^^ |
g room Bobble. g
I Bobbie—"Yes, I think the furniture man likes it too, for he keeps calling." |
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THE ^ EDITORIAL ^ VIEWPOINT
VERY encouraging sign from

the viewpoint of the furni-

ture industry—and indeed

from tlie viewpoint of indus-

try as a whole—is the large

volume of building work
which has been carried out

in Canada during the first

six months of the precent year. Starting with the

small total of $8,392,600 in contracts awarded during

January, the statistics show a swiftly rising increase

which reached a total of $35,620,400 for June. The
following figures (contracts awarded) show the pro-

press that has been in building construction since the

beginning of the year ;

—

January $ 8,393,600

February 10,718,300

March 13,465,000

April 29,428,400

May 34,827,300

June 35,620,400

It is in the construction of homes that furniture

men are, of course chiefly interested. It will there-

fore make them sit up and take notice to learn that

home building, in particular, has been progressing at

a phenomenal rate during this year. Here are the

figures for the first six months, (contracts awarded) :

—

6 months Percentage,

total

Residential $53,435,300 40.3

Business 39,660,900 29.9

Industrial 10,050,700 7.6

Public Works and Utilities 29^305,100 32.2

The relative increase in the volume of home build-

ing during the past five years, as compared with other

classes of construction is quite remarkable. Express-

ed in percentages it is as follows :

—

-S S » .HP •

Pi C9 ^ Ph ^
1918 14.7 26.2 39.0 20.1

1919 24.7 31.4 30.0 13.9

1920 21.4 33.7 25.3 19.6

1921 31.9 35.3 6.9 25.9

1922 6 months .... 40.3 29.9 7.6 22.2

During the month of July there were contracts let

for 1.992 homes in Canada, at a total value of $9,347,-

600. Real estate men and builders report a continued
brisk demand during the present month for liomes

already built. The outlook therefore is iov a big fall

season in the furniture industry. Most of the homes
for which contracts have been awarded this year have
yet to be furnished, and every live furniture dealer

will be watching the contracts awarded in his locality,

the progress on the houses under construction, and
the sales to prospective home owners, and following

u]) to the psychological moment, when the time is

ripe to approach the owner with regard to the pur-

chase of furniture. Here is business, great chunks of

it, for the man who is live enough to take hold of it.

Investing at 36 Per Gent.

Suppose a business man in whom you had perfect

confidence walked into your office some morning and

asked you to lend him $100. at 36%. Suppose a man
to whom you owed $100. came in and said,; "if you

will pay me right now, I will discount it at 36 per

cent." If your conscience did not prick you, you

would jump at either offer, and if you did not have

the money in your pocket or in the bank, you would
make arrangements with the bank to loan you the

necessary money for 6j^ or 7%.
This in effect is the offer your manufacturer or

jobber makes to you with every account he renders

on a basis of 2%, 10 days, net 30 days. If you accept

his offer you are making 36% on your money. If you
do not accept his offer you are doing what is equiva-

lent to paying 36% yoursellf in the meantime.

It is a rather remarkable fact that a ver}- large

number of furniture dealers do not take ad\antage
of this splendid opportunity to make their money
work for them. It is poor business to neglect these

discounts, and excellent business to take advantage
of them. As a matter of fact the rate offered is so

high that certain manufacturers are considering the

advisability of reducing the 2% to 1%, which would
l)e still equivalent to allowing a discount of 18%.

Just consider for a moment what this may mean
in a year. Suppose a dealer were doing business in

a small way and his accounts amounted to only $100.

a month ; his monthly discounts would be $2., and
his yearly savings from this source $24. Here is a

case where a man with $100 capital, turned o\er
every month, makes 24% on it, merely through taking

his discounts. A turnover of $1,000 a month would
yield in the same way. a profit of $240 a vear.

1 here is no other source of income tliat yields so

higii a return to the merchant as this op])ortuiiitv

of discounting his l)ills. Never fail to take advant-
age of it. It is important enough to represent the

difference between success and failure.

Some one may ask how the 3^i% is obtained. It

works this way; 2'/f , 10 days net ,^0 days, means that

your bill of $100 is due 30 days from to-dav. Wm
are allowed 10 da\ s of grace, and if at the end of 10

days (or at any time during that period) from the

date on your inxoice you are in a position to i)a}- the

bill-you get a discount of $2. i.e. ynu pa\- $''8. That
$2 rei)resents interest recei\ ed for a period of 20 da\ s.

which is at the rate of v$36. for 360 davs.



36 FURNITURE WORLD

The Problem of Getting Cus-
tomers and Holding Them

How Schreiters, Kitchener, Solved It
Live Advertising Methods that Reach the Individual Bring Prospects to the

Store—Attractive Merchandise and Complete Service Make Customers

—

Newly Established House Furnishing Dept.

It is refreshing' to visit a wide-awake, ra])idly-ex-

pandiny business house, where all the earmarks of

growth and progress are evident to the observer—not

necessarily a concern where the manager is continu-

ally "'tearing things loose" while the employees fuss

about their work in nervous haste, but a concern
where there is an atmosphere of enthusiasm and where
one can see that the chief and his staff are putting

both their energy and their imagination into their

work. Such an organization is Schreiters, of Kitch-

ener, Ont.

Making the Windows Pull

Schreiters have a handsome store, as the accom-
])anying pictures will show—which may J^erhaps be

considered the first essential in the furniture business.

Look at the windows. They are (jf a size that permits

wide scope in the matter of disj)lay, each being" as

large as a good sized room. This permits using the

furnished room effect to excellent ad\antage, as had
been done with the window to the left of the entrance.

This window is ])anelled in with Ijeaverboard which
is papered in a very ])retty ])attern, and the false win-
dow is draped with handsome curtains. A fine Ax-
minster rug covers the floor, and an attractive walnut
dining room suite is artistically arranged in a manner
that will appeal to every home-lover's eye. There is

a semi-indirect electric fixture suspended in the cen-

tre, and in addition two wall fixtures. Nothing, in-

deed, has been omitted that would be found in the

average well-furnished dining room, and the whole
effect is so pleasing that the passer-by has simply got
to stop and look.

In the window on the right a different a])peal is

made. There is a special selling of eiderdown quilts

—which exemplifies the policy of Schreiters in offering

complete service in the furnishing of the home, of

which more anon. This window also is arranged so

that it can be easily walled in for the purpose of mak-
ing a furnished room type of trim, but the firm be-

lieve in keeping the interest in their windows ali\e

by variety and by diversifying the appeal to reach
different kinds of people. One prospect may be at-

tracted through his artistic sense, his love of the

beautiful, another through his economic sense, his in-

tinct for bargains—and one man's money is as good
as another's; therefore give them all something" to

please them.

The interior view gives an idea of the size of the

store. The firm are at ])resent using three floors

—

the basement, first floor and third floor. The second
floor is rented for club purposes to another concern,
but it is the intention to take it o\er shortly. The
picture shown is of the main floor, where are exhibited

high-class dining room, living room and bedroom
suites and various lines of ornaments. The manager's
office and general offices are at the rear, and right over

them, a mezzanine floor, is a phoncjgraph depart-

ment, occu])ied by the I'honola Company of Canada.
The J^honola peo])le oi)erate the dej^artment them-
selves, renting" the space from Schreiters, and a big
business is done in both machines and the records.

This works out to the advantage of Schreiters, apart
from the financial return in the form of rental, as it

continually brings new customers into the store, who
may see some article of furniture that they will pick

up and who, in any case, will know the store and will

be inclined to come back to it for any of their re-

quirements along this line.

In the basement, kitchen and l^edroom furniture

is carried, and on the third floor, the house furnish-

ings, grass and wicker 'furniture, babies carriages and
go-carts, etc.

House Furnishing Department Makes a Hit

The reader will ha\e noted that Schreiters carry

a wider range of goods than is usual in the average
store in the medium-sized town. Their policy, as

mentioned, above, is to offer their customers as com-
plete service as possible in furnishing the home. In

line with this idea, the second floor of the building,

which is shortly to be taken over, will be devoted,
l)rincipally, to a house furnishings department. This
department, at present on the third floor, is this year
l)eing operated for the first time since 1914, the out-

break of war, and the firm report that the business
done in all the lines represented—linoleums, rugs,

draperies, window shades and so on—has been so phe-
nomenal that they have decided to place more emph-
asis upon it by giving it the extra space. When it

has been established on the second floor next spring,

they aim to make it second to none in Ontario. A
feature which it is planned to include in the depart-

ment will be i)rovision for furnished room displays,

for the purpose of ])ortraying" to the customer just

how the goods will appear when actually installed

in his home, and gi\"ing" him suggestions on color

schemes, lighting" effects, room arrangement, and so

forth. The firm is equipped to do their own measur-
ing, cutting and fitting of draperies and go right to

the home of their client and give him advice on what
will best meet his needs. They are considering the

advisability of adding wall paper to their other lines

when the furnishings department is enlarged, thus

enabling them to offer an even more complete ser-

vice. In carpets, they carry both Canadian and
British makes, in Brussels, Axminsters and Wiltons,
The demand for the i^iece goods, they state, is very

limited, but rugs are a live line and make a rapid turn-

over.

Profitable Side-lines

1 he management of Schreiters always keej) in

mind that their primary aim should be to sell furni-

ture, but at the same time they believe that the

greater the number of lines they can legitimately
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Illustration at top of the page shows an interior view of Schreiter's Store, looking toward the rear. One of
the spacious display windows is shown in the centre, featuring eiderdown comforters. Another splendid

window display—in furnished room effect—is illustrated in lower cut.
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carry, for which there is a demand, the greater is

their oj)|)urtunity for increasing' turn-over m propor-
tion to o\erlu'ad. An idle salesman is a liability,

while he renrains idle and in the furniture business,
where the sales are relatively small in numlier and
the demand is quite variable, it is a problem to keep
the salesmen busy on productive work all the time.
It is therefore profitable to round out the stock with
goods which have the element of newness about
them or which are particularly tempting to the eye.

There are certain goods for which demand can be
more readily stimulated due to the fact that, being
comparitively recent introductions, a large part of

the field ifor them is still virgin, that is to say, there
are a great many homes in which they ha\'e ne\er
yet been used. Various electrical goods, for instance,

come in this class. Take the washing machine. What
a saving of labor it would effect in a large number of

households which as yet have never had any experi-

ence with electric washers. Schreiters carry the

JJluebird machine and i)Ush it strongly with very
profitable results. Then there are electric table and
floor lamps. These are very attractive goods and
can be used to great advantage in the average den,

living room or library. They are what might Ijc

called "useful luxuries." The company carry many
varities of these lamps and find them good sellers.

As accessories to them, they carry a wide selection

of silk and jiarchment shades and make it a point to

always ha\e something new and attractive to show.
1 he lamj) displayed in their window at the moment
as seen m the picture has a shade of remarkable
beaut}', in parchment overlaid with ground glass.

Novelties That Attract

In the tjrnamental line, they stock mau}- exclusixe

novelties, including art glassware, and pottery, im-

|)orted from l'"rance, luigland and Japan. Polychrome
ornaments form another attraction which makes a

well-nigh irresistible appeal to the lo\ er of the beauti-

ful. The actual sales in these goods do not run u])

into very large figures, but they help to make the store

attractive and are very helpful in display as a means
of setting off the larger articles o'f furniture to the

best adxantage. The demand for them is largely for

wedding and ( hristmas gifts.

N'acunm cleaners and carpet sweepers are of course

stocked and sell readily, being an indis])ensible acces-

sr)ry in a store which carries car])ets, rugs and u])-

holstery.

And while catering to the parents, it has also been

found adxantageous to ])rovide for the needs of the

youngsters. Schreiters make cpiite a feature of their

children's department, where the parent can secure

a wide selection of all such articles as baby carriages,

go-carts, strollers, kiddie cno])s, baby walkers, baby
swing <le velo])ers, cribs, etc.

Getting After Business

.Schreiters ha\e the go(KJs, but they don't just sit

;iround and wait for peojile to come and buy them.

Thev ".get after business," which to our knowledge, is

the one be<l means of getting it. Mr. W. j. Todd is

the adscrtising man and he believes in the personal

touch, or jjcrhaps the personal ])Unch would express it

better. Anyhow he doesn't just insert ads. in the news-

l)a')er and exjject the town to come flocking as a re-

sult, I'irst, he figures you must have real inducements

t(j offer them, and second, if they don't come for the

written invitation you must get out and rail on them.

Price is a big factor in selling furniture to-day. i'eoj)le

don't buy first and in\esti,gate afterwards, as they did
some years a.go- they now in vesti.gate before they buy,
and in Kitchener, where the industry i- established,
the}''re not easily f(K>led on furniture values. If you
offer them a bargain, it's g(;t to be a real bargain.
And real bargains, Mr. 'J'odd says ha\e been a xery
effective means of bringing people to the store—and
when \ou have got them in the store, it's the sales-

man's opportunity to sell them more than they actu-
ally came with the intention of buying. The firm is

running an August furniture sale at the ])resent time,
backed u]) by special newspaper advertising and win-
dow 'disi)lay, and the results up to the time of writing
have been very favorable.

The Personal Touch

(ietling after ])rospects personally has been prcj-

ductive of business. Schrieters kee]) a close watch
on the building permits issued and the announcements
in the social column regarding .engagements and com-
ing marriages. When a new home is a])])roaching the

])oint where it is time to think about its furnishings,

thev look it over and size uj) its probable require-

ments. Then they call ui)on the owner and offer their

services. Ilf he or she desires any advice they are

ready to ,give it and to ,go ahead and make the house
a home. 'J'hey find that in the majority of cases,

peoi)le are ])leased to be called upon in this way and
a great many large sales are made just by following

them u]) diplomatically, and by being able to offer

really constructive suggestions to the ])rospect re-

garding ways and means of making a comfortable,

attractive home. I!ut the salesman doesn't just hap-
pen to kncnv these things ; he's got to find them (jut

and to this end, Mr. Todd, states, he has found the

articles in the trade magazines verv valuable. Help
ful suggestions are also to be found from time to time
in the women's magazines, such as Ladies' Home
journal, ( iood Housekeeping, etc.

In dealing wih the jjublic, the firm fcjllow the policy

of going the limit to please the customer. Anything
he asks, in reason, in the way of refunds or exchanges
will readily and cheerfully be granted. Goods are o'f

course sold on credit, the larger part of the businness

is done on a cash basis, the proportion being about
40 per cent, to 60 per cent. Conditions in Kitchener

are quite good, with prospects of continued improve-
ment, and there is little difficulty with collections.

There have been a large number of new homes built

this year, and many more are now in course of con-

struction, so that the management of Schreiters look

forward with efpianimity and o])timism to the Fall

trade.

The question of most vital interest, however,

is whether or not the period of greatest stress is

behind us. A decreasing total of failures in the

United States duirng the successive months of

the present year would seem to indicate a definite

improvement in conditions. Canadian figures dis-

close a similar situation, in spite of the extremely

high business mortality rate during the first half

of the year. The record of solvency during the

second quarter is an improvement over that of

the first quarter.—Royal Bank of Canada.
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Here's Another Customer for You!
Have You Calculated the Purchasing

Power of "His Majesty." A New
Canadian Baby Every Two Minutes

Wliat is a baby worth tu the furni-

ture man as a customer? How
many babies in your neighborhood?
Have you ever figured out the

answers to these two questions?

Every parent takes ])leasure in

wiiatever ])leases his child. The
majority of parents will endure
hardships themseKes in order tiiat

their children may be hapi)y and
properly entertained and educated.

It follows that many of the hum-
blest homes, today. ha\ e a room that

is given ()\er almost exclusively as

a play room. 'I'his is not ttnly a con-

cession to the children but a con-

venience to the parents for it is at

the same time a storage area where
all sorts of toys and playthings are

segregated.

Now what do we find the parent
buying his child? .\ cradle, of

course, to ])egin with, or a bassinet,

generally on a stand or wheels ; also

when he is a few weeks old he must
ha\ e a carriage. While he is in the

crawHng stage something in the na-

ture of the kiddie coup, or perhaps
a folding yard, is a great help to

the tired mother—the kiddie is

hajjpy and you know where he is.

"Idien he begins to "feel" his legs and a babv "walker''

is in demand. About this time, or before, a porch gate
will save the ])arents many weary steps. Now he
begins to sit up at the table for his meals and a high
chair is essential. ( )ther chairs are also requisition-

ed—a nursery chair, rocker, etc-

Then he wants his own little table and chairs and
finally he graduates into the gxeat class of toy users

—

rocking horses, hobby-horses, kiddie cars, automo-
biles, dolls' carriages, dolls' sleig'hs, sleighs for his

own use, black boards and dozens of other items. Ac-
cessories all along the line such as wardrobes, work-
stands, tables and chairs for various purposes, swell
the demand created by "His Majesty The Baby."

There is a double aj^peal the dealer may make, and
ought to make, in handling childrens' furniture. First,

there is the pleasure all these things will give the

child. Second, there is the labor-saving element in-

volved for the tired mother. Most young fathers are

solicitous of the mother's health and will do anything
in their power to relieve the strain incident to the

care and up-bringing of young children. There is no
need to oft'er excuses for urging the purchase of labor-

saving furniture.

How Many?
So much for his needs. Now do you know how

many there are of him? And do you know where to

find him?
It is a common practice among retailers of shoes,

clothing, hats, sporting goods and such things to keej)

a close "tab" on the youth of the

district, from 0 years old to the time

of leaving school, and supply them
and their parents with timely infor-

mation regarding the varicnis items

of stock carried to sui)i)ly their

needs.

Thev watch the hirth announce-
ments, the school class reports, the

sciiool sporting results and so on.

In a dozen different ways they en-

deavor to enlist the "co-operation"

of the children- They try to make
the children like them, like to come
into their store—remembering thai

not onh' are they, to some extent,

immediate customers, but that they

constitute the real buyers of a few
years hence.

It may be that furniture dealers

in some localities, alscj follow this

course but one rarely hears of it

and conversation with some oi them
would lead one to suppose that the

children are not an asset worth cul-

tivating. This is a mistake.

Try tabulating a list of the vari-

ous articles of furniture stiitable for

children up to 10 to 12 years and
then prepare a list of youthful pros-

pects in yom- town or district. You
will be surprised at the sum total of business it o])ens

up in prospect.

A Nursery in Your Store

Why not a "nursery" in your store, fitted with
exery item of furniture that ccjuld delight a child's

heart and add to its health and comfort? Even if

ill } ()U only arrange it as a temporary affair, it should
ser\e more than one useful i)ur])ose. If it is i)roper-

No. 42950—"On Dreamland's Border

One of a number of attractively framed Baby pictures stocked by Phillips
Mfg. Co., Toronto—Very suitable for nursery or bedroom
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ly advertised, parents will come to see it, out of curi-

osity, if for no other reason. And before they know
it, they'll be "sold" on some new and interesting- idea

you have introduced. They won't be happv until

jimmy oets it—jimmy won't let them. \on can jjick

up suggestions from \ ery many sources—magazines,
the movies, the homes you \isit, and the children
themselves. If you want to please the parent, please

shopping. In other instances, they form part of the

department where juvenile goods are sold.

Furniture for the Other Trades

a little judicious suggestion and solicitationBy „

you may ])ick up some nice l)usiness in e(|ui])ping

children departments in the stores in your locality.

If you have the merchandise and the ideas and can

The furnishing of the nursery should be attractive and suitable

the child, and if you want to please the child, study
it, get into sympathy with its interests, try to put
yourself in its place and understand its motives and
its viewpoint.

"Oh, Gee! Mother Isn't that great? Can't we
have one in our nursery?" If you can draw excla-

mations like that from the youngsters, through the

merchandise you exhibit and the way you exhibit it,

you're on the way to make sales in youV children's de-
partment.

And there's another strong reason why a "nm-sery"
such as we have suggested should proxe a |)rofitable

scheme from the furniture dealer's point of view. You
are starting along a line which other stores are likely

to follow. Are there children's departments in any
of the stores of your town? No douI)t there are, or
at least something that passes for it. All over the
continent we find there is a development in this di-

rection. Shoe stores and garment stores everywhere
are beginning to make a special bid for the juvenile
trade. In many instances most elaliorate juvenile
departments are being installed, fitted with children's
chairs, children's tables, swings, rocking hor.seis, toys
and what-not. Sometimes we find these are arranged
just as playrooms where the youngsters are kept oc-
cupied and amused while the mothers do their own

show any live business man wherein it has helped
you, and how it can be made to build trade for him,
yoti won't have much difficulty in jiersuading him to

invest a little money, or perhaps a considerable
amount. More than likely, if it hasn't already hap-
pened, you may have Brown of the shoe store com-
ing around looking for service just along this line,

Init if you haven't got the thing worked out before-
hand, you'll miss haM the sale. He'll probably buy
a few kiddies' chairs from you and let it go at that

—

just en(jugh for a sort of makeshift department. <^n
the other hand if you can xisualize a really snappy
arrangement with all the details and accessories,
you've i)robably got his business right off the bat.

(live the idea a little consideration. It's worth think-
ing over.

A. A. I<\)urnell of Cornwall, ( )nt., known to the
furniture trade for several years, has recently re-

modelled his i)remises and made cjuite a wonderful
change taking in every a\ailal)le space. Mr. I'our-

nell only started in a very small way in 1*>13, and by
steady progress and plenty of hard work he is now
the proud ])ossessor of a well stocked store and show
rooms.
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An Attractive Living Room

Courtesy Daly & Morin

A Treatment that Lacks all Appearance of

Ostentation and Overcrowding. Every New
Home Should have the Co-operation of the

Furniture Dealer. His Advice on Color

Schemes, Wall and Ceiling Designs and Gen-

eral Arrangement Should be Recognized as

Invaluable.
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Something More Ornate

Courtesy Daly & Morin

Another Homey looking Living Room with

more Decorative Arrangement. The absence of

Ceiling Lights in both cases is noted. The

Oblong Shape of Room always seems to lend

itself to more Homelike Decoration unless

the Space is very Limited.
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The Rapid Rise of J. Levinter
Six Short Years Ago He Started With
Few Hundreds—Today Owns a Store

40 X 90—Service and Honest Dealing

To-day, as always in the past, the retail furniture

business is a fertile tield for the man of energy and
determination- We hear of dealers starting out in

life with very little capital and achieving success

early in life and among such may be listed Mr. J.

Levinter, who started his career in the furniture world

as a boy with his father, and continued to assist him
until he was a few years over his teens, when with

only a few hundred dollars in his pocket he decided

to rent a store on 1 169 Bloor Street, and set up busi-

ness for himself. There he worked for two years,

selling all kinds of furniture, bearing in mind that

service to his customers and honest dealing, at all

times, were the prime factors, i^inding that his trade

was increasing, and that he had made sufficient money
to buy the building he was occupying, he bought it,

and two years later he purchased the premises next

door, thereby increasing his store from 20 ft. by 50

ft. to 40 ft. by 50 ft. When our representative called

to see him the other day, he found that he had ex-

tended his store a further 40 ft. in depth, giving him
a total floor space of 40 ft- by 90 ft.—all owned by
him. He was just then busy getting ready for his

sixth anniversary sale, which was successfully held on

August the 11th.

Mr. Levinter carries a large stock of medium and
high grade furniture—all purchased from leading

manufacturers in Canada—which constitutes his prin-

cipal line of l)usiness. But he also deals considerably

in toys, especially at the Christmas season, when he
has a very large turnover. His other merchandise
for liome furnishing are: washing machines, gramo-
jjhones, electric light fixtures, linoleum, kitchenettes,

carpets, stoves, etc.

The store is a solid brick ljuilding throughout,
with hardwood floors. It is well illuminated arti-

ficially, for the evening, and has ample window light

for the day. Ventilation is gO(jd, having a cross draft-

:\ large illuminated sign decorates the front.

His accounting system is modern and up-to-date,

with a full set (jf books; his wife assists him in this

(leijartment. .\11 g(jods are scjld on strictly cash terms.

']"he lay-out of the store consists of two wing
aisles and one in the centre, .so that a customer is

enabled to \iew all the goods easily. There are two
large plate glass windows, behind which is a slightly

raised platform for showing ofif any special window
display.

.All goods are delivered by an auto truck, kept for

the purpose. Mr. Levinter does his business chiefly

in his own locality, which is a good one, but he als(j

sells furniture to people living in other ])arts of the

city-

Mr. Levinter appears to have solved the problem
of carrying on a house-furnishing business at a profit.

He says the secret is hard work, close attention to

business, and a good accounting svstem.

Montreal Retailer Profits by Experience
Classify Your Display—Advertising is Good
if Persistent— Give Value and Service

"In my opinion," said the manager of a large Mon-
treal furniture store, "imagination is essential to suc-

cessful salesmanship. l>y that 1 mean that one should

endeavor to picture the mental attitude of a possible

customer, and to so direct the sales talk as to meet
that attitude. Surroundings of a store have a strong

influence on retail business. The more home-like they
can be made in a furniture store the better. The
ideal method of laying out a store is by model rooms

;

1 am aware that this is not possible except in rare in-

stances. The ordinary store-keeper must therefore

do the best he can, having regard to the limitations

of s])ace. it is, 1 think, a mistake to disi)lay furniture

without regard to its class. .Never show an expen-
si\e suite side by side with a cheap one—they will

kill each other. An experience in this connection
taught nie a lesson which I ha\'e ne\er forgotten. A
lady desired to be shown some brass hedsteads. i

took her to the de])artment where the hedsteads were
stocked in a long row, regardless of their value. I saw
at (jnce that the would-be buyer was i)er])lexed by the

array, and 1 endeavored to show her the goods singly.

lUil I could not off-set the first impression of con-

fusion in luT mind and so I lo-,l a sale.

' rhe display of furniture in too great a mass is a

mistake. The endeavor of a salesman should be in the

direction of getting a customer to visualize the effect

of a given piece of furniture in the home; this is dif-

ficult under any circumstances, except where model
rooms are shown, but it is next to impossible in in-

stances where there are masses of goods displayed re-

gardless of their character.

Excellent Results from Persistant Advertising

"With resj)ect to advertising, 1 have secured ev-

cellent results where it has been persistent. To ad-
vertise for a short period and then to go to sleep

means that the money is largely wasted. But pub-
licity must be backed up by two things—giving value
for money and by service. Customers can only be
retained by a retailer performing those many acts

which trivial in themselves, are yet of great value to

the customers, who as a rule appreciate the services

rendered. The reputation of the store is enhanced—
and we have examples here in Mt)ntreal of large busi-

nesses built up and maintained on reputation. There
is nothing novel in the views expressed; nevertheless
thev are, I believe, worth keeping in mind."
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Are You Sure You Make a Profit?
Tt seems ;i silly ciuestion to ask any business man

if he is sure he is makin,^' a i)r()fit. W'e all know of

a number of instances, ho\ve\ er, where dealers ap-

l^eared to be pros])er()Us—looked prosperous, acted
prosperous, thous4ht they were ])r<)S])erous and vet, in

the course of a 'few years, went to the wall.

How is it ex])lained?' The folio wint^ (piotation

from a ])rominent retailer's remarks the other day
throws a good deal of li5>ht on this subject. This re-

tailer said :

"Statistics show that 90% of merchants who start

business are unsuccessful, generally for the reason that
expenses and profits are figured incorrectly."

lie g'oes on to say that he has found tlu^ custom
\ ery general to Figure the expenses on sales and .gross

jjrofits on invoices. Some merchants, he says, iigure

entirely on invoice and some entirely on sales. Me
strongly advises that all ])ercentages should be fig-

ured on sales.

He goes on to illustrate by stating that ?iV/( mark
up (on cost) does not mean ,^0% gross prtjfit ; it only

means 33 1/3 profit (on sales). The following hg-

ures will illustrate

:

Suppose the invoice ])rice is $8.00 and the mark
up 50%; then the sales price is $12. Suppose th.?

cost of selling is 30 percent or $3.60; the net profit

is only the difference betvvetn $4. and $3.60 or 40 cents,

which in only 3 1/3 of $12. or 5% of $-^.00. This is

not enough profit iniless the turn-over is \ery great

and yet the mark up of 50%- (on cost) sounds big

enough. Manufacturers and merchants have been

misled by this high sounding Iigure and believe they

are making a fair ])rofit when the\' are not.

Let us take an actual case and work it out together

so that if it should ha])|)en you are one of that nn-

THt l>IIOBiiH SIMPLIfltP

cost of Article...Wi
Overhead Expense ?^*'''on Sales

Profit Desired .... I0\)n5ale

iClRClE REPRfSENTS THE SEUiNG PRICE 100

If eS^is'lOO''? then

If 154 is 1% then:

Overhead rxpf-nie is 2t% of 154"?

Profit . ,
I'. 10%

Cost is 66% 1001°

fortunate ''O/r, you will know belter in the future.

Suppose you desire lo hnd the necessarv ])er ci'nl. to

add to invoice price to give you 10'/^ net ])rofit (that

is, on sales). Assume expi'uscs 30% (on sales). .*>up-

pose now you sell an article for $100. heducting 40%
(for exjjenses and |)rotit added togetiier. leaves 60%'

(jr $C)0., as the invoice i)rice. In this case it was nec-
essary, therefore, to mark the price uj) from $60 to
$100, that is, add $40 U> $60, or 66 2/3%.

See how easy it is to do business without making
a profit at all. Sup])ose again an article sold for $10(J
and we deducted (jnly cost of selling, viz; $30, leav-
ing the invoice price $70. The- marked up price in
this case^ was $30 on $70 or 43%. .Some merchants
"i^y -^^y-" ^ liis looks big

; my customers won't stand
it." The only alternative is doing business at a loss.

.\ successful merchant will realize at a glance how
accurate our hgures are; how imi)ossil)le it is to re-
pudiate them. We urge every merchant to studv his
overhead ex])enses carefully, however, to be sure that
every item is included, liere is a typical statement
based on a yearly turnover of ^120,000. .Are you tak-
ing account of all these items. if your selling ex-
])ense is less than $30, are you making'doubly sure that
no item of expense is omitted? Studv this itemized
account carefull V :

Itemized E.xpenses
I'ersonal 6 %

1 1 II

I'ay Roll

Rent
A(i\ertisinL!

Insuraiiee

bi.L;htinH- &
Dt preeiation

'IVansportatioii Vi%
I delivery

bad Del)ts 1/2%.
1 nterest ] %
( leiieral 1 %

%

1 %
'A%

:{()%

\\era,i4e monthly .sales

.\vera.i4f monthly expenses

.Avera.ne montlily |nircliascs

.Kvera.ue montlily net iirofits

.$7,200

8,400

4,800

4,800

1 ,200

fiOO

:!,()00

fU)()

l.HOO

tiOO

1 ,.200

1,200

.'t;.{(i,0()0

.$1 (),()()()

:!,()()(» -ISO %
7,000

(\,(U>(\ -(JO 2/:!%

:i:;4 - 1/:!%

.'Xnmial .Sale.s

Amiiiai expenses

Animal imrchascs

."Xniiual net i)rofits

$130,000
iifi.onn

84,000

SO,000

100 %
:iO % of sales

6(i 2/^% of sales

4,()()() - 3 1^% of sales

100 %
.\ cotiple of successful merchants were discuss-

ing the various leaks in their business the other day
when one of them remarked on the large amount that

is given to customers on trade discounts or cut price
sales. .Some dealers hold sales periodically—find it

stimulates business and yields a profit in the end.
But this merchant drew attention to the fact that dur-
ing" the sales his expenses were heavier than durin.g

the other months. He was afraid that many mer-
chants over-look this. h'urther than that, the re-

duction in the ])rices of .goods sold, actually represent-
ed an expense in selling. This also must be taken
into consideration.

Read this (piotation over ;i,gain just to be doubly
et rtain it does not include you

;

"Statistics show that '^0%' of merchants who start
business are unsuccessful, generally 'for the reason
that e.\i)ense and profits ;ire ligured inaccurately."
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How Often do you Turn your Merchandise?
Frequent Turnover is as Vital as the Amount of Profit

—A Splendid System of Records Prepared by U. S.

Chamber of Commerce for all Classes of Retail Business

I Iierc should l)r no difficulty in e.\])rc'ssing the

idea that the number of turno\ ers are just as \ ital to a

business as the amount of ])rofit on each turnover.

Thus: If th.e profit on each turnover is 5 per cent,

and there are four turnovers in any gi\en period, the

profit on tlie stock investment is 20 per cent. ; and if

the number of turnovers is doubled, the profit will be

doubled.

Many years ago merchants and manufacturers who
had studied distribution with exactitude, as if it were
a science, or at least an art, learned that the rate of

turnover is one of the most important factors in busi-

ness. If all of its relations are taken into considera-

tion, perha])s it is the most important factor, except
always an accurate form of cost accounting, without
which it is inconceivable that any business, large or

small, can be conducted really well. We use the ex-

pression "almost inconceivable" because we know that

some business heads have not established cost ac-

counting. This is not an argument against it, any
more than if a merchant does no advertising his fail-

ure to utilize this sales method is an argument against

the need for publicity. If a business man does not
keep his costs se!)arated 'from each other, we are

forced to ask

:

How does he know when some of his exi)enses are

too high ?

Clearly as the importance of the turnover appears,
and universally as its truth is accepted, there are fre-

quent violations f)f its most fundamental principle

—

not to overbuy—e\-en among comparatively progres-
sive merchants. An addition to the cash discount or

an attracti\'e j^rice concession sometimes will induce
the purchase of considerably more goods than can be
sold within a reasonable turnoxer ])eriod. This en-

tails the likelihood that a season will ])ass leaving a

costly lot of goods in stock and the resultant mark-
downs and sacrifice sales as the only way of moving
them.

It is, of course possible to be too conservative and
to buy less than could be sold. This is not really a

serious condition because, unless transportation facili-

ties are very poor or the distance from supplies is

\ery great, a shortage usually can be made u]) in a

few days and often in a few hours. Average condi-
tions only can be discussed here. Special cases de-
mand special methods.

Losses Due to Slow Turnover
\\'hen the various exi)enses and wastes involved

in slow turnovers are stated sejjarately the subject be-
comes exen more easily understood. What are the
elements in which losses due to slow turnovers may
be found ?

fa) Investment.

(I)) Interest.

(c) Mark-down.
(d) Salary and wage.s.

(e) Shelf or storage room.
(f) Prestige-reputation.

(g) Inefficiency.

An examination of these elements shows their re-
lation to each other.

(a) Invested money is the source of profit wliicli in turn

driiends upon tlie amount of goods in stock and upon tlic

Icngtli of time wliich these goods are carried. It is evident

that to (h)ulde the turnov'er to the same thing as douliling

tlie amount of stocks without increasing the investment. ()r

\ice \ersa, one half as many turnovers results in douhling

the amount of money invested for the same quantity of goods.

Interest must he paid upon all borrowed money and

most merchants are borrowers. If the turnover is reduced

from a period oi six months to one of three months, the in-

terest on a given load is reduced in the same proportion.

(c) Mark-downs are required for three principal reasons:

1. The goods have proved unsalable at the original mark-

up.

2. Too many were bought and a change in the style or

season has left some of them on the shelves

—

.'!. With the result that they have l^een soiled, chipped,

bent or defaced otherwise by frequent handling.

(d) Salaries and wages must be included because every

operation in e\-ery establishtnent costs something. When an

unprofitable operation is performed it represents a loss.

Roughly these losses are due to:

1. Waste of time by management in reaching decisions

as to when and what mark-downs are to take place.

3. Waste of time by sales force.

Rewriting tickets.

4. Rearranging- goods for mark-down sales.

(e) Shelf or storage room is a definite part of tlie ex-

pense of doing business; and that portion which is dex'oted to

slow-selling merchandise is wasterl.

(f) Prestige-reputation—for the high character of time-

liness of merchandise is sought by inost stores. There is a

distinct waste measurable in dollars and cents when the re-

putation of an establishment is lowered by unstylish or shop-
worn goods.

(g) Inefficiency always results in waste. The buyer
whose judgement often is wrong usually makes the mistakes
from lack of knowledge as to the stock and the speed or slow-

ness with which it is moving. I'requent mistakes cause un-

certainty in the mind of the one who makes them and tend to

worse errors as the time goes on unless some measures are

taken to make them improbable.

Have you ever figured or even estimated the
amount o'f these costs in your o\\;n business?

More losses which take the form of waste mav be
thought of, such as insurance on marked-down mer-
chandise and other overhead items, but these cannot
be div ided conveniently and only need be mentioned.

Reduce the Waste
There is just one method of reducing this waste

to a minimum. That is through records of i^urchases
and sales which can be consulted at any moment

;

which will give a complete i)icture of the situation as
it changes from week to week, from day to day, even
from hoiir to hour, if that be desirable, and which will

sun])ly the knowledge for immediate additional pur-
chases, for mark-downs or for any other change in

handling the stock.

In iMg. 1 are shown two sets of graphs, series A-1.
A-2, A-.l .\-4 and 15-1. W-l. H-,l B'-4.

I'.ach of th.- colinnns in series A re])resents sales
amounting to JplOO.tXlO. but the number of turnovers
increases from 1 in .\-l to X in \-4, and it will be ob-
served tliat with each increase iti turnoxer the stock
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investment as well as the interest are cut in two while
the amount of profit increases.

Series W shows uniform stock investments and
costs of interest throughout while the amount of prof-

it increases with the num])er of turnovers.

Differently expressed, series A proves the de-

creased investment needed to perform a given amount
of l)usiness, while series 1! proves the increased busi-

ness and ])rofits which accrue to the same investment
upon a multiplied turnover.

All of this has been accomplished in a simple man-
ner with benefits equally to the merchant and to the

customer. (And every wise merchant knows that a

benefit to the customer comes home to roost as a bene-
fit to his business. )

Costs Less Than 1 Per Cent

In a certain establishment the direct cost of this

method of stock control has amounted to less than 1

per cent of the selling price. Yet it has increased the

turnover considerably in all df the departments where
it has ibeen applied; and in the department where it

was first installed the turnover has nearly doubled
while the mark-down wastes have been cut in two.
Not only has the number of turnovers increased, but
also the amount of merchandise sold in each turnover.

Errors in the judgment of buyers have been made
less probable in the future as the causes and kind of

errors have been made clear. Last, but not least, a

another subject, since the discussion now relates sole-

ly to control of the stock, which can be accomplished
effectively only if it be arranged according to a defi-

nite departmental plan.

After the departmental ]jlan lias been arranged an
inventory must be made on the control cards, which
are designed to exhibit every necessary fact for every
day in the month. .\ sami)le card is shown Fig. 2,

but the exact shape and si/.e will differ somewhat with
the department or kind of business involved. The
idea is adapted to the most widely differing mer-
chandise, as, for example, sh(jes and wire nails, or

canned goods and vacuum cleaners. l!y ])rinting on
both sides the capacity of the cards may be doubled,
and by using a card twice the size, folded in the mid-
dle, a quadrupled capacity is secured.

Many methods are practicable for indicating to

which department a control card belongs. Probably
the simplest is by means of tinted cards, of which
there are seven standard colors—white, blue, red,

green, yellow, salmon and grey. If a greater variety
is needed, the name of the department may be printed
faintly in large characters on the face of the card; or

the upper edge of the card may be indented or clipped

at the corners so that it may be identified at a glance.

Whatever plan is adopted should be considered care-

fully beforehand since changes are troublesome and
expensive.

The row of figures at the toi) are the days of the
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Fig. 1—How Turnover Increases Profits

record of the remarks by customers shows the en-

hanced re])utation of the stock.

If the accomplishment of these results has been
through any com])licated or difficult method its gen-

eral application might not be ea.sy. But the exact con-

trary is the case. It is perfectly simple and almost

as easy as not to do it at all; and it is quite as applic-

able to a wholesale as to a retail business; to a large

business as to a small one.

I'irst and foremost is the necessity to divide the

establishment into dei)artments. Usually this is the

case already where a large stock is carried, but small

stores often have not done .^o and a ])art of their trou-

ble comes from this neglect. An additional advantage
following the practice is due to tlie better dis])lay

which may be made of the stock. This, however, is

month and the blank spaces below are for the quanti-
ties "Rec'd." "O. H." (on hand). "Sold" and "O. O."
(on order).

According to Fig. 2, a shoe hrm had on hand at the
opening of business on August 1, 19 pairs of size 9
and 11 pairs of size 9>^ black oxford blucher calf

shoes, style 2783, which cost $4.50 a pair, and were
bought of Stevens & Company. During the first week
in August, 18 pairs of size 9 were sold, two pairs were
returned by customers (one each on the 4th and 5th),

so that three pairs were on hand at the opening of

business on Monday, August 7. On the same day 24
pairs were received which had been ordered on the 2nd.

Returns in Red Ink

("ertain of the figures, like "returned goods," usual-
ly are made with red ink, but the color cannot be
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sliowti in the engraving, for which reason the figures

are enclosed in a circle. The figure 24, "O. O.," also

should be cancelled with red ink. In practice most
words are abbreviated and "black oxford blucher"
would be written "Blk Ox BI."

These cards, it will be observed, constitute a per-

petual inventory which displays at a glance every
factor in which the management and the buyer may
be interested; at what rate the goods are selling;

which styles are most popular ; when it is time to

order more, and which of the goods must be marked

ticularly. Labor-saving dexices usually ensure al.so

a much higher degree of accuracy.

The Correct Mark-up
( )nc very great improvement and saving not men-

tioned yet is the increased knowledge of what con-

stitutes the proper mark-u]) in various lines. Hitherto

there was a sort of happy-go-lucky guessing contest

as to what might be a reasonable spread. This has
given way to the recorded facts shown upon the con-

trol cards. It has not reached the high plane of a

fixed mark-uj) percentage for each class of goods, but
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Fig. 2—A Perpetual Inventory Card

down. They are under the charge of one person, who
makes all of the entries, and are mounted in an open
rack. Probably the most remarkable characteristic
of the control card is the fact that changes are re-

corded within a quarter of an hour after they take
place, so that those in authority, if it is necssary, may
know the precise condition of the whole stock at any
hour of the day.

From this description it is evident with what cer-
tainty and rapidity judgments may be formed and poli-

cies may be altered.

Guard the Coupons Carefully

To provide the facts for this control a coupon bear-
ing the style number is detached from the ticket with
which each article of merchandise is provided when it

is placed on sale and this coupon it is necessary only
to transmit to the person who has charge of the con-
trol cards. As an interesting economy (although hav-
ing really nothing to do with this particular subject)
these tickets are made in triplicate and are printed
on an addressograph. Not only has there been a di-

rect saving in the number of people employed in

marking the goods, but there has been a surjirising
elimination of errors; and, of course, the very com-
mon troubles due to poor handwriting have been ob-
viated wholly.

It .follows, therefore, that the careful study of
this subject brought indirect imi)rovements as well
as those betterments which were sought more par-

even that is ex]:)ected as one of the results in the near
future, and in the meantime most of the usual and
costly errors have become things of the past.

It would be difificult to exaggerate the improve-
ment in the morale—the enthusiasm—of the sales

force which will follow the introduction of the con-
trol card method. Naturally, this has brought with
it a higher ratio of sales to the time expended in

selling. A very definite certainty exists that the ])rafit

due to quicker turnovers will be matched by the sav-
ing in selling expense ; and this again is certain to be
reflected in the attitude of the sales force toward
their employment and particularly toward the sale,

which will be regarded by them more in the light of

a probability than ever before. There is nothing
strange in this. A feeling of confidence is the first

requirement for successful selling and merchandise
which drags must ha\-e a deterrent efi^ect ujion those
who attem]:)t to dispose of it.

It should be understood very clearlv that while
the control cards are for the purpose of collecting in-

formation which is required in every business, there
remains the necessity to condense the figures which
they disi)lay in the form of a report. This should I)c

done weekly and monthly in any event ; and. prefer-
ably, there should be reports of the previous dav's
operations placed upon the desk of each person in

authority every morning. \\'ithout these reports the
managament fails to secure the benefits endowed by
the control cards and the chance for immediate action
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is lost. ( )])|)()rtunities for a profitable chan}4e in ])(j1-

icy may conic suddenly and if not taken advantaj4"c

of at once may disappear as (piickly as they came.
Control cards are largely to ])ro\ide for these sudden
changes which a wide awake merchant can convert
from a loss into a ])rofit only if he has before him a

])icture of what is taking ])lace.

Two Forms of Reports

Two forms are needed :

(a) Slow-selliny merchandise.
(1)) Quick-sellin.^; merchandi.se.

These will be considered separately because they

relate to problems which are entirely distinct from
each other.

(a) Slow-selling merchandise must l)e recognized im-
mediately in order that the mark-down shall not be delayed
beyond the proper moment and to ensure that future pur-

chases of that class shall be made with more caution.

(b) Quick-selling merchandise should lie emphasized
in the minds of those who are responsible for buying and
this can be done only through visualizing what has taken

place by means of the actual figures and dates.

No particular imi)ortance need be attached to the

jirecise form in which these rejiorts are made so Ion

4

as they are of a size to fit standard Tiling cabinets.

They should display a short description of the mer-
chandise, the name of the manufacturer, the (juantity

sold, the quantity unsold and the date when jjlaced on
sale. In the case of slow-selling merchandise the re-

port should show the mark-down (if any has been
made) and the sales since marking d(nvn. B(jth of

the re])orts should have a sufficient sj)ace for remarks.
In an establishment (jf any magnitude the best

results can be ensured (jnly by emi)loying someone
ifrom the outside, whose duty shall be to study the
existing i)ractice and a])])ly better methods wherever
it can be shown that an im])rovement is likely to fol-

low. In one instance very great results were secured
through a young man who had never sold a dollar's

worth of merchandising experience of any sort, lilit

he had an observant eye, an analytical mind and a

dii)lomatic manner. Those who have been close to

a business, who have seen it grow to large dimensions
from a small beginning, usually are the last to be-

lieve that any improvement can be suggested which
they would not themselves think of at first, unless they

have rare qualities of vision and imagination—unless

the}- are bigger than their jobs.
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Brighten Your Window with Show Cards
This is the First of a Series of Short Articles,

Written by an Expert, Showing Retailers How
to Make their Own Window Display Cards

"Why don't you bri,^"hten u]) your window with

some attractive, snappy show cards, Jim? I saw
some in Bob Smith's store and they look fine. Peo--

pie stop and read them, then their eyes wander around
to the other thini^s in the window and store. That is

what you dress your window for—get people to look."

This is the way a customer of Jim Robinson's
greeted the furniture dealer one morning, as he was
passing the store, and Robinson happened to be stand-

ing in the doorway. W ithout knowing it. the custom-
er had touched upon a more or less tender point with

Jim. lie realized that Bob Smith was gaining on
him, that his store was more attractive, that his win-

dows seemed to ha\ e more pull, and he felt that one
of the attractions in liolj's windows was a number of

very nicely written cards, giving information, not only

about the furniture in the window and the ])rices, but

about all sorts of advertising things associated with

the furniture business. W here lU^b got them, he did

not know, liut he did know that such cards were

hundreds of retailers in Canada. There are few who
do not realize the value of attractive window cards,

but real goods, like other high quality goods, cost a

lot t)f money. it may be known to many retailers

that, with a little practice they could make very at-

tractive display cards oif their own. W'e know this

to be the case, however, because we have seen it done.

Realizmg the importance of show cards, therefore,

and the tremendous advantage it would be to any re-

tailer to l)e enal)led to print his own cards, we are

planning to run a series of "Lessons" on Show Card
Writing. These "Lessons" will be given by an expert

show card writer. They will be brief and to the point.

There will be nothing elaborate or unnecessary. We
trust the readers of the "Furniture World" will find

them of real value. Here is your first "Lesson." Let
us know what you think of the idea

:

Show-Card Writing—Lesson I

Contrarv to the general opinion, a talent for draw-

///////"mm.

expensixe to jnirchase.
his friend.

He explained this in part to

"What you say is quite true, but the fact is I don't
feel I can afford the expense of cards such as 1 would
like. They cost a lot of money. As a matter of fact
I should have to send to one of the larger cities for

them."

1 he al)o\e is not an imaginary conversation; sim-
ilar circumstances arise daily in the experience of

ing is not a necessity to become a good card writer.

The first requirement is proi)er tools, and tlic next es-

sential from the mechanical stand])oint is common
sense instruction. ( iood card writers, like good musi-
cians, get there by a|)])lication and practice, and still

more practice.

(lOod brushes are an al)solute necessity. Practi-

cally all card work is done with what are known as

red sable card writing brushes. Red sable is much
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more expensive than camel's hair but no other kinds
work so well in water colors for making letters. Don't
exi)eriment with any but real sable brushes. These
come in \arious sizes numbering 1 to 14. However,
for. general use numbers 6, 8 and 10 are good sizes.

Some card writers ])refer long handles, but as a rule

six inch handles balance better in the hand and it will

probably be found adx isable to cu.t the l)rushes when
necessary to this length.

Two or three good makes of manufactured card
writers' colors are now on sale at most stationery

stores. These can be secured in handy two ounce
bottles. Colors drying without a gloss are much
easier worked with and not as hard on brushes as the

colors with glossy finish.

For our first lesson we will begin with Ijlack i)aint

and practice the various strockes. There are about
fifteen different strokes in the formation of any given

style of letter or scroll. Master these and card sign

painting will become easy work. Practice and plen-

ty of exercise with the brush will give sure re-

sults. No one can draw a straight line with a brush

the first time; a steady hand can only be acquired 1)}

l)erseverance.

Oip your brush into the bottle and tiien snKjolh t(j

a s(juare chisel end before attempting to make a stroke.

Always make your brush strokes continuous, they can
be made more perfectly with a fairly rapid steady
stroke. Hold the l)rush in the same way as a pencil

but n(jt rigid, as the brush must roll between the
lingers in the execution of \arious curves.

liegin by j^ainting the vertical strokes and then go
on to the horizontal which will be harder to manage.
In the copy it will be noticed that some of the strokes
are straight on one side only. I^ractice these as well

as the ones that are straight on l)oth edges. Next
come the curves and double curves which of course
are to he made with one comi)lete stroke of the brush.
Start in with confidence and work rapidly but care-

fully. Any common smooth paper is good enough
to practice on.

b'inally, always wash out your brushes carefully in

clean water, flatten them out to chisel end and leave
standing with the hair end up.

Good Lighting Helps to Sell Goods
Study the Figure Below— It Tells an Incredible Story

of Improved Efficiency by Gleaning and Renewing

The season of the year is approaching when fur-

niture retailers will do well to inspect the illumina-

tion of their stores and windows. During the sum-
mer and the long days we almost forget about our

electric light bills, but with the approach of the

longer evenings, the hours of selling extend into the

period of artificial lighting. It may be that your

equipment is of the best—the most modern that can

be bought,—but even in that case it is well to see

that your units are properly cleaned.

It is very surprising and difficult to understand

unless one has made an actual test, how much more
light a clean lamp and reflector will give out than a

dirty one will. Look at the picture given herewith

and compare the curves. The inner curve represents

the quantity of light given out by a certain lamp

frequently shown a loss in efficiency of from 25 to

30 per cent, due to dirty lighting equipment.

Then, it may be that your lamps have been used
for some time and have become blackened. In that

case you are using just as much electricity and paying
out just as much money, but getting 25 to 30 per cent-

less light than you would do with a new lamp. It

is an easy problem in arithmetic that you would be

money in pocket to throw these old lamps away and
])ut in new ones.

Do not overlook, too, the effect on yourself, your
staff and your customers of proper illumination. Good
lighting not only brings people into your store, but
it keep^s them in a much more congenial mood

;
you-

yourself are feeling much better physically and, every-

thing considered, the chance of a sale is tremendously
increased.

Take a look over your lights both in your store

and your window and see if you cannot improve them
at very little expense.

35^

when it was surrounded by a dirty reflector. The
dotted curve indicates what hapi)ened when the re-

flector was merely Avii)ed. The larger curve, that is.

the oulsidc one, indicates tiie amount of light given

out by this same unit when the reflector and lamp
were given a thorough washing. Measurements have

The Evil of Exaggerated Statements

"In a great many cities where business men have
not organized to i)rotect themselves against the de-

structive ])ractices of those who abuse advertising

by making exaggerated statements," said H. J. Ken-
ner, director of the vigilance work of the Associated
Advertising Clubs of the world, "advertisers have
found that the appeal of their advertising is being
dulled. If some advertisers are allowed to fool ])eo-

ple, that hurts all advertising. During the last few
months, when sales have been somewhat harder to

make than they were before, a growing number of

])usiness men have been unwise enough to attempt
to resort to exaggeration. Greater demand for help

in the organization of local work has resulted."
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Shall I Add Electrical Goods to My Stock?
The Experience of Many Dealers Favors
a Number of Appliances, Especially

Washing Machines and Floor Lamps

Many furniture dealers are asking themselves the

question. "Shall I add electrical goods to my stock,

and if so, what items would fit best with my present

1)usiness? Do electrical goods carry enough ])rofit".''

Experience will give the best answer, of course,

but many furniture men are already quite enthusi-

astic over certain electrical appliances. For example,
there are floor and table lamps; these surely fit in

admirably with house furnishings. Then there are

electric vacuum cleaners for the store handling car-

pets and draperies; and it's a short ste]) to washing
machines, ironers and many similar household neces-

sities. Many hardware stores are today handling-

electrical ap])liances with profit- Does it not look as

if the connection between electrical a])pliances of

every kind—which after all are largely house fur-

nishings,—and household furnishings were more log-

ical and intimate than the connection between hard-

ware and electrical goods? We think it is.

Many furniture stores are already looking into

this matter. IV-rhaps the viewjxjint expressed below
will help to a decision. It refers ])articularly to elec-

tric washing machines and was written by Mr. J. A.

Keith for the "Furniture Record:"

Is it Profitable for the Furniture Store to Handle
Electric Washing Machines?

Can furniture dealers sell electric washers at a

.profit? Can they? The answer is that they are doing
it in many cases. In other instances they are not.

But the fact that they are furniture stores is not the

reascm for any lack of success in the sale of electric

washers.
There are plenty of electrical dealers who have

yet to learn how to go about it correctly- It all re-

solves itself into certain simple fundamentals which
ap])ly regardless of the nature of the business in which
the store is engaged.

Before 1 dissect these fundamentals and show how
easily they can be mastered, I want to explode the

arguments that are occasionally advanced by furniture

stores against the ])rofitability of selling washers.
F^irst and foremost comes the objection that the

discounts on washers isn't large enough.

1 grant that you may be correct if you figure on
using your store as a storehouse for washers, selling

one only now and then and turning your investment
once or twice yearly. But if you handle washers on

that basis you had better discontinue—either the

washers or the methods you must now l)e using.

I'Jectric washers offer an oi)])ortunity to do some-
thing that ordinarily is not possible with most of

the other lines you are accustomed to selling.

In a Different Catagory

So you niusl consider them in a different catagory.

Your overhead is high because the bulk of yotu"

business is on merchandise of a bulky nature, mer-

chandise which takes u]) a lot nf floor si)ace and which
turns over only every six or eight months on the

average.

But you shouldn't make the mistake of trying to

impose such an overhead upon electric washers.
IClectric washers fall int(j a different class because

they require very little floor space in comparison with
the rest of your merchandise- And as the models are

few in number as against the large variety you must
keep in stock to sell other merchandise, you can carry

a small stock of washers.
This enables you to turn o\ er your cai)ital invested

in washers from once e\er\- two months to once a

month (in the average—])rovided y(ju employ the right

methofls in selling, which 1 shall outline shortly.

In other words, on your investment in washers

} ou can make from six to twelve profits a year, where
on the same mone}' in something else you make only

one and a half or two profits a year.

Split the difference and call it nine profits a year

on washers. For illustration, call it two profits a year

f)n the other merchandise.
Nine times 35 per cent. e(|uals about 3(XJ per cent.

Two times 50 ])er cent, equals 100 j;er cent. With
a smaller i)r(jfit l)er sale, nevertheless, you make three

times as much on your investment-

This may sound like "old stuff," which, in fact,

it is, and yet this \ ery obvious thing is being stum-
bled over l)y a good many dealers.

Overhead Not Same on all Stock

The greatest mistake that a modern merchant can

make is to figure his overhead as being the same on
everything in his store, regardless of what it is. Aver-
ages sure are dangerous in this connection.

It is apparent that a piece of merchandise which
stands on the floor or remains in the warehouse for

six months costs more for rent of the space occupied,

lieat, light, interest, insurance, etc., than another piece

of merchandise which stays around only for one

month.
Why, then, should the one month's "visitor" be

assessed as much as the "visitor" which stays six

times as long? And yet how often that is being done!

Twenty Per Cent. Enough
It is a fact that live electrical dealers can sell

washers on an o\ erhead of about 20 per cent. Owing
to the small s])ace recjuired and the frecjuent tiirnover

it runs just about that.

A furniture store should look upon its electric

washer dejJartment as a little electrical store operated

alongside of the rest of the business.

The electric washer business should be regarded

as a se])arate business in figuring the real costs and
l)rofits-

There is no reason why an "electrical store" within

a furniture store, cannot be ojjerated just as economi-

cally as a regular electrical store. If anything, the

furniture store ought to be able to operate its "elec-

trical store" for less, because it shouldn't cost as much
or re(piire the investment that a separate store does.

P>ut at any rate, a 20 per cent, overhead is cer-

tainly the maximum which should be assessed. With
a 35 ])er cent, discount, this leaves a net of 15 per

cent. i)rofit per sale. With six to twelve turnovers
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annually, this figures 90 to 180 per cent, net profit

per year on the investment in washers.
You can hardly exceed that for profitability!

Now comes the matter of attaining these six t(j

twelve turnovers a year on the investment in electric

washers-

It can't be done in sufficicMit \ olume to warrant the

attempt if you treat washers as staple merchandise.
Washers must be regarded as specialties, some-

thing that must be eternally i)ushed and sold by
specialty methods.

A salesman thoroughly imbued with the use of

electric washers and enthusiastic about them should
be detailed to the work of selling them. He should
in turn enthuse the others in the organization with a

view of getting them to turn over prospects to him
for closing.

Spend Time Outside

It is desirable that he spend a considerable time
outside looking up prospects.

A great help on getting a line on prospects is for

the store to have a line of electric washers which
embraces enough variety and a great enough price

range to enable the salesman to have a machine for

every type of prospect.

Especially is it a good idea to have a popular priced

"leader," a washer of modern design, excellent quality

and attractive appearance which can be featured at a

price under $100. It is found that by advertising and
displaying such a "leader" many people will come to

a store.

Then it is a simple matter, often in as high as

three cases out of four, to interest these prospects in

higher priced models of the same make- Of course,

this plan is an old borax merchandising ]dan, but it

proves just as efifective in boosting the sale of washers
as it does on other merchandise.

A good plan is to get a complete line of washers

and concentrate upon it. This simjjlifies the sales

w ork because the salesman has only to talk one make,
giving the customer her choice of models to fit her

needs and ])urse.

Also it makes it easier to advertise, reduces the work
of ordering, lessens correspondence, enables the dealer

to get large discounts by combining orders for as-

sorted models.

With an attractive value to offer as a "leader",

newspaper advertising proves very profitable. Also
the use of form letters, inserts with statements, etc.,

is more resultful.

The same specialty methods of selling employed
by other successful dealers can be used by furniture

stores. The distributors of electric washers are famil-

iar with these methods and are in position to show
you how to put them in to effect.

There is one point sometimes raised in connection

with the sale of electric washers by a furniture store-

That is the matter of rendering service.

Troubles are Rare

As a matter of fact, electric washers of the better

makes to-day have reached such a point of perfection

that troubles are a rarity. Furthermore, they are so

simply constructed in most instances that adjustments
can usually be quickly made by a .salesman or some-
one who has made a little study of the machine. He
does not need to be an electrical expert.

Furniture stores can sell electric washers at a

profit. Many are already doing it. Many others can
duplicate these successes by the simple adoption of

similar methods.

Viewed correctly, the discount on washers is

ample. Use of the correct selling methods will return

greater annual profits on the investment than can be

secured from a similar sum invested in slower-turning

merchandise-

Excellent Results With Vacuum Cleaners
A progressive F'astern furniture store that recent-

ly added \acuum cleaners to its line arranged a big-

publicity scheme to let the public know about it,

which was productive of excellent results. The cam-
paign was i)Ut on early in the season and this is how
they went about it.

In the first ])lace they advertised extensively that

the months of A])ril and May are the average house-
cleaning months of every year. After making this

statement in large type, considerable s])ace was de-

voted to singing- the ])raises of the vacuum sweeper,
jtointing out its econtjmical and labor-saving cpialities.

And in order to secure the feminine attention, it was
stated that a c(jntest would l)e conducted which was
to be absolutely free of entrv to every housewife in

their city and the vicinity.

And here's the way they worked the contest. .\

number of can\assers from the store were a])l)ointe(l

to \isit every electrical home within 2.^ miles of the

store and demonstrati' the \acuum sweeper to e\ery
housewife who showed any signs of hailing from Mis-
souri and wanting to be "shown." The dust sucked
uj) by every canvasser demonstrating the machines
was taken to the store at the end of the day and placed
on a \el\et rug in one of the show windows. The
women \verc invited to guess how much dust or dirt

li.id been rcnioxed from tl e lunnes during the cani-

]jaign, and the one guessing nearest the correct weight
was given a $65 sweeper absolutely free. The woman
guessing next nearest was allowed $»50 on a sweeper,

making it necessary ifor her to pay $5 only to procure

a $65 machine. The third nearest guesser was allow-

ed a credit of $55, making her sweepar cost her but

$10; the fourth was allowed $50; the fifth, $45, and so

on right down the line to the thirteenth guesser, w'ho

was allowed a credit of $5.

It was agreed that any tie for first, second or third

should receive the full credit or free machine. There
were no ties, and 2,7i2) guesses were registered, which
indicates the interest that was aroused among the

feminine element (jf the community by the contest.

During the 2S business days the campaign was on,

the firm disposed of 100 vacuum cleaners, represent-
ing gross takings of $6,500 for that department. .\

total of 3S ))ounds and (> ounces of dirt was removed
Ironi rugs or cari)ets in 3.745 homes v isited and demon-
strations given.

i'lie hrni went abt)Ut the cam|)aign in a systematic
manner. They lirst learned ifrom the local electric

company that there were 6,700 homes electrified in

;iiid about their city. I he twelve canvassers v\'ho con-
ducted the sweever drive visited 3,745 of these homes
and much seed has been sown, from which no doubt a

harvest will later be reaped.
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Pays $5000 a Month for a Store the

Size of a Hen House
Because Tens of Thousands of People Pass That Way—Your
Window is the Magnet of Your Store —Keep it Energized

In New Vurk there is a retailer who pays five

thousand dollars a month for a little room on Broad-

way about the size of an ordinary "hen house." On
the mere basis of floor space, the charge is outrageous,

but tens of thousands of people pass the little place

every day. lience its value.

Have you e\er thought of it this way? The rent

you pay for your store is governed by the number of

people who will see its windows each day. It's a

pretty strong argument in favor of careful attention

to window display. If you're paying big money for

the privilege of having your windows on a much-
travelled thoroughfare, surely it's worth a little extra

investment to take advantage of your position by the

use of display schemes that will secure the attention

and interest of the passers-by.

Furniture Lends Itself to Attractive Display

The furniture dealer is in a particularly fortunate

position in that* he handles a very attractive class of

merchandise, and merchandise which lends itself to

display in a particularly effective way. Furniture

can be advantageously exhibited in a setting almost

similar to that in which it is intended to be used.

This applies to few other classes of goods. If a shoe

merchant, for instance, wants to display afternoon

shoes, and he arranges an "afternoon tea" setting,

with a group of ladies sitting around sipping the cup
that cheers, it will make a very pretty scene, no doubt,

but there'll be so much else in the picture, gowns and
hats and china and chairs and tables, that the shoes,

the article which has to be sold, may be overlooked
entirely by the spectator.

Not so with the furniture, however. If you ar-

range a furnished room display, the furniture is the

most important part of the picture and even the care-

less observer cannot overlook it for something else.

Anyone entering a room, which is not crowded with

l)eople, will observe how it is furnished, if he observes
anything. There are few who are not interested

enough in the comforts and attractions of home to

take pleasure in a tastefully furnished room, and there

is no doubt therefore that this type oif display is as

effectix e a method as the dealer can use.

Variety is the Spice of Window Trimming

Certain essential points have to be kept in mind,
however, if it is to be used to the best advantage. In

the first place, there must be variety. Your displays

must I)e changed frequently enough that people can
always exjject to find something new and interesting"

in your window. If you keep the same setting there
for any length of time, the passing public will be-

come so used to seeing it that your window will

make about as much impression upon them as the

telephone poles, or the warehouse windows that they
pass by, but don't see, every day. You must keep up
the continuity of interest as the vaudeville theatres
keep it up, by rapid change, and the introduction of

the unexpected where possible. On the other hand,

you must of course remember that the primary object

of your window is to sell goods. No doubt, you, like

the writer, have often stood and watched freak stunts

carried out in store windows for the purpose of catch-

ing the eye, and have passed along u])on your way
without knowing either what was for sale or the name
of the firm who were trying to sell it. The emphasis
in a display must always be upon the goods to be sold,

no matter what adjuncts and accessories may be in-

troduced for the purpose of adding interest.

The Value of Timeliness

Timeliness is another very essential feature. Get
the buyer when he's in the mood. If you suggest the

means of satisfying a need to the man of the house
the same day that his wife has been dilating upon the

need itself, you've got a good chance o'f making a

sale.

"Henry! Really this porch is disreputable—you'd
think these chairs had been picked uf) from a wreck
on the lake shore from the look of them. They spoil

the appearance of the place entirely. We'll either

have to paint them over or buy some new ones."

Henry goes into the city that day and in passing
Brown's furniture store, his eye is attracted by a

dinky display, which represents a verandah furnished
after a style which he feels sure would please his wife

down to the ground. And so, on the spur of the mom-
ent, he goes in and orders the whole outfit to be de-

livered that day.

There's a tendency in the average furniture store

to use window trims that are a bit staid and formal.
The same kind of thing is shown again and again in

the same old way, while, as a matter of ifact, the win-
dows should be so full of life and suggestion that peo-

l)le would go there to get ideas on furnishing their

homes. There's great scope for making them as edu-
cational as they can be made attractive.

The Science of Eye-Catching

F)Ut whatever may be the inherent interest value
of your window and however pleasing the appearance
of your merchandise, the dis])lav must be scientifically

planned for the |)urpose of catching the eye. You've
got to count upon the fact that a great many people
don't see what they look at. b'iguratively speaking,
you've got to hit them between the two eyes before

you can awaken them to the fact that there's some-
thing you want to show them, 'i'heir oi)tic organ
seems to reflect all that is presented to it that is not

of direct and immediate interest to them, rather than
to take it in. "^'ou've got to stimulate it before it will

carry a message to the brain. I'Or this jjurpose your
window displav must have a centre of interest in it.

'i'he whole arrangement should tend to direct the eye
to rest upon some i)oint that is of i)articular atlractioi\

and which is calculated to arouse the attention of the

indi\idual. This is the science of C()mi)elling interest

So much ot what we see is nierel\' a sensation it
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ne\ c'i" reaches the mind and we bear ni) recollection of

it with us. any more than we do of the hundreds of

faces we see on the streets of a city in a half hour's

walk. If you look at a window where the attention

is sort of spread out equally all over it, ten chances
to one you'll merely j^-ive it a ^'lance and pass on.

Arranging the Focal Point

In the average living room, the centre of interest

is tile firerjlace, and it can be made attractive or other-

wise, according' to the taste used in arrangem-jnt, A
hreplace might be a difficult feature to provide for

in the average store window, but it could be made
a very effective one. However, there are other ways
and means of creating that attentitm-compelling point

in the display. A floor lani]), with a ])roper grouj)-

ing of the furniture and skilful use of draperies, can
be made to serve the purpose to excellent effect. A
picture, or a jjarticularly unique and attractive article

of furniture might serve. We have seen a handscmie
oval mirror gold-framed, hung on the background of

a store window, and its eye-catching; value was really

remarkable. (Jnce he has got the right idea, however,
any number of methods will occur to the 'furniture

dealer for creating that essential focal point in his

windows, lit a little theoretical about your disj^lay

pul)licity. Think about it. Me on the look out for

suggestions that ytju can pick uj) from other stores,

or perhaps in the theatre, or the pages of a magazine.
There never yet was a good window dis])lay arranged
that did not ha\e a gcjod idea back of it in the first

place.

Cultivate the Goodwill of the Farmer
A Few Timely Hints on Methods
That Have Been Tried with Success

The percentage of stores in Canada which depend
on the farming trade for a considerable percentage
of their business is (|uite large. A study of how this

class of trade can be cultivated to the best advantage
should be fruitful of results in increased sales. In-

dividual methods are of course oi paramount import-

ance. J£ach customer, be he farmer or artisan, manu-
facturer or doctor, must receive treatment according
Id his particular individuality, but at the time it must
be remembered that as between country folk and city

folk there is a class distinction and in some instances,

unfortunately, there is something bordering on class

antagonism. This condition should not exist, but the

fact remains that it does, and difficulties in business

relations often result, which are regrettable from
ever_\- ])oint of view, and particularly from that of the

retailer-

'i"he barrier to mutual friendliness and understand-

ing, however, is not an insurmountable one. A not-

able instance in which it has been overcome has recent-

ly come to our attention. To the merchants of Battle

Creek goes the credit of initiating a movement which
has created a better feeling between town and coun-
try, which has engendered a spirit of good fellowship

and helped to eliminafe many of those little frictions

that helj) to wear out the nerves of salespeople and
put hardship into their day's work. The Merchants'
Dinner Club of Battle Creek got a big idea. The
members felt that, inasmuch as a large part of their

business was done with farmers and their families,

something should be done to ])lace their relations on

a more friendly footing; they discussed the matter

and decided that what they should do was to form an

organization by means of which the farmers and their

wives and the merchants and their wives might get

together and get acquainted. The idea, having been

conceived in good will, was speedily l)rought forth in

the form of the Battle Creek Community Club.

This is how they got it going. A committee from

the Merchants' Dinner Club was api)ointed to get in

touch with the farm clubs in the surrounding territory

to ex])lain their jjlans and rctpicst the privilege of

visiting the membership meetings to invite the entire

membershii) to be the guests of the Merchants' Din-

ner (lub at one of their weekly luncheons. 'I'he

scheme worked well, and for five consecutive weeks
the Merchants' Dinner Club entertained different

farmers', clubs at their luncheons. The men from the

country were at bit sce])tical at first, but they came
along, and the reasonableness of the Community Club
idea appealed to them. Consequently it was formed
and has since been going strong. Its main feature

is a picnic luncheon once a week attended by the

merchants and farmers and their respective better

halves, the serving being done by the men. Promi-
nent public men are invited to be present and address
the gathering, and many notable speakers have been
glad to have the opportunity of visiting such a unique
and praiseworthy type of orgaization.

The advantage which has been gained lies of

course mainly in the fact that the merchants have
become acquainted with their customers in a social

way and each understands the other better. The
farmer has got an inkling of the difficulties the re-

tailer is up against and begins to see that there are

a few thorns in the bed of roses that looked so cushy
from his viewpoint, and the retailer, on his part, has
his eyes opened to the business of farming. Con-
sequently they find common ground upon which they
can meet and when the farmer comes to town to make
his purchases he looks forward with a feeling of

jjleasure to looking in on Jim Jones or Bill Smith.
And as for his wife, formerly when she came to town
it was very few people she knew even to nod to on the

street, but now she may have the pleasure of spend-
ing a half hour with Mrs. Brown, the grocer's good
woman or Mrs. Henry of the furniture store. Con-
sequently her visits are more frequent, and the more
frequent they are, the better for the retail trade.

Does this community club idea ajjpeal to you, Mr-
Merchant, as something that could be advantageously
applied in your neighborhood? You're the man to

start it.

For the firi.;t time since 1917 American roads
have granted reduced fares to the Canadian Na-
tional Exhibition. The Canadian railroads are
also giving a lower rate from White River to

the Atlantic.



AUGUST, 1922 59

Special Opportunities for Every Month
Keep Your Plans a Lap Ahead of the Seasons and be Pre-
pared in Advance — By Anticipating you will Create Orders

Every month of the year has its special merchan-
dising opportunities, but Septeml)er is certainly not
excelled by any. The furniture dealer will do well to

consider carefully the motives which influence peo-

ple to buy the type of merchandise he carries at this

particular season. The holiday season is past. Peo-

ple have come back from the lakes, the mountains and
the sea shore and they are readjusting- themselves to

life in the home. The house seems a bit shabby and
dilapidated. The women folks have to get into their

bungalow aprons and set themselves to cleaning and
rearranging. They have been relaxing' during the hot

weather and now they return to the duties of home
maintenance with renewed energy. But while on
their vacation they have seen other homes they have
talked with t)ther women and heard about how they

do thing's in their houses
;
they have made new friends

while away whom they go and visit in the city—and,

in many different ways, they have been assimilating

new ideas, which are the germs of new needs. It only
requires the stimulus of shrewd, psychologically-

timed merchandising, to develoj) those hazy ideas in-

to definite desires, which nothing but actual lack of

the necessary cash, will prevent the average house-
wife from satisfying. For her ambitions are" centred

upon the beautifying of her home, and bit by bit she

will acquire those little extras that help to bring it

nearer to her ideal.

She looks ahead in September to the fall and win-
ter months, and through the right kind of advertising,

suggestions will be presented to her which will set her

thinking about the little improvements and changes
she must make in anticii)atiun of the coming season.

She will be very ready to patronize a good house
lurnishings department. There's a strip of linoleum
to replace a certain worn spot in the kitchen, or per-

haps the whole floor needs to be recovered ; it may
be a cocoa matting runner for a l^ack hall, or a length
of carpet for the stairs, or a rug for the living room.

Draperies and hangings have become fadded and jaded
with the summer sun and dust. The verandah is go-
ing to be used less from now on, and the liying room
more. It needs new curtains likely enough, or new
cushions, or perhaps indeed I3ad would consider buy-
ing that Chesterfield suite the family have been talk-

ing about for so long. The sun room is a mighty nice

place to sit of a September evening, but ten chances to

one it isn't properly lighted for reading . A nice table

lamp is just what is needed, and quite likely a table

into the bargain. Then Jim is starting in to study

again, and he could do nicely with a new bookshelf in

the library.

These, and many other, needs, which the coming
of the fall will luring, will suggest themsehes to the
mind of the furniture merchant, who believes in us-
ing a little imagination in business and the appeals
he makes through his newspaper advertisements, his
direct-by-mail publicity and his windows, will direct
themsehes to these weak spots in the economic ar-
m(;ur of the prospective buyer.

September is also likely to be a month during
which a large number of houses will change hands.
Thousands of people will be moving into new homes,
and they will need new furniture in order to estab-
lish themselves in comfort and good taste. This is
a big opi)ortunity for the dealer, \ind offers scope for
the effective individual api)Iication of direct-bv-mail
advertising.

Don't forget Labor Day. The working classes
form a large proportion of our population and wield
an immense buying power. 'I he first Monday in
their trade will fail to signalize it with a .special win-
SepteuTber is their day, and no merchant who values
dow display, or at least with a greeting of some kind
in his window or advertising.

Neither should the fall fairs be overlooked Sei)-
tember is the most popular month for them in Can-
ada, and they offer excellent opportunity for the fur-
niture dealer to secure some out-of-town business
•As IS always the case, advertising is required to take
advantage of the occasion. Many merchants adver-
tise in the fair catalogues and claim to get good re-
sults therel)y. We are told of one live furniture
house last year which manned the entrance to the
tair grounds m their town and had neat folders dis-
tributed representing the interior of a living roomUn the inside of the folder was printed the followino-
message:

•'In September 'tis time to plan ahead for the cool-
er days of fall and winter. You'll be living in the
living room quite a bit more from now iforward Th=re
were some little items of furnishings you intended toadd before next winter weren't there? Wheth-r it's
a table lamp, or a Chesterfield suite, the house of [—
can supply you to your utmost satisfaction. I„ ourhouse furnishing dei^artment vou will find much tointerest you, new drai)eries and rugs, in deliohtful
patterns that will help to make your rooms brighterW hether you intend to make anv purchases at themoment or not, we'll be glad to' have vou drop inand see our store and our stock." '

"

The City Home a special

opportunity
t this season
of the year
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Courtesy Daly & Morin

Milady's Boudoir—An artistic Window Treat-

ment using Imported Damask and Plain Filet

Net—Furniture in Harmony.
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Take a Tip from the Modiste
The Most Attractive Bail Catches the Most

and Largest Fishes

Is your store a showroom or is it a warelicnise ?

Some furniture dealers we know seem to look upon
their place of business as a warehouse. The one con-

sideration that seems to influence them in the ar-

langement of the merchandise on the floor is econ-

omy of space. What do we find in the averag'e store?

Chairs in stacks and Chesterfields in rows, tables

lined up in military array, bedsteads piled dozens

deep and bundles of rugs and mattresses. The cus-

tomer can see everything" of course—that is he can

take a squint at it if he manages to twist himself in-

to the right angle. Ikit the question is—does he

know what the article actually looks like? The chan-

ces are that he does not. I^nvironment counts for as

nuich with furniture as it does with human beings.

The ladv who charms nou with her attractions in a

magnificent drawing" room, wtnild probably be pas-eel

by unseen in a knitting mill or chocolate factory, where
she's not "set off" to advantage. So with an article

of furniture; if it's crowded in with a lot of others, it

won't impress you. Hut if you place it in an a])pro-

priate setting", the eye takes in its attractions in a

moment.
Logically, the ifurniture dealer should endeavor

to present his goods to the ctistomer in a way that

will make them appear to the best advantage. Limi-

tstions of space may make it impossible to show every-

thing as attractively as might be desired, but it would
seem good business to rent e.xtra warehouse accom-
modation, if necessary, and show a smaller cjuantity

of furniture on the selling floor in a more artistic

fashion that the average store attempts to do. There's

Walnut Dressing Table shown by McLagan Furniture Company

—

Two-tone finish

a considerable amount of shopping done by appoint-

ment in the furniture trade, and where the salesman

has the opportunity of making ])reparations before-

hand, he should use his judgment as to what is like-

ly to suit the customer and have the goods attractive-

ly arranged when the customer comes to see them, so

as to indicate as accurately as ])ossible just how they

would ai)pear in the home.
Consider how the modiste sells hej ex])ensive

gowns. She doesn't hang them up in rows on a rack,

.slot she! The prettiest and most Venus-like man-
nequins that she can hire are none too good for the dis-

play of her exclusive models—young women who' are

adepts in the art of wearing" clothes and would look

quite stunning in almost any kind t)f apparel. And
when some dear lady of social prominence, who is

not as willowly as she used to be, \mX whose monetary
attractions more than make u|) for any decadence of

phwsical charms, sees an extpiisite creation worn l)y

an ex(|uisite creature, she fondly imagines that she

can wear it to just as good advantage—and a tliousand

dollars is neither here nor there.

J ake a tip from the modiste. L'se the setting to

hel|) sell the goods.

How a Montreal Dealer Ob-
tained New Customers

It is a mere truism to state that furniture retailers

have to meet conditions which are common to all

store-keepers. At the same time they are confronted

with problems which, if not ])eculiar to the furniture

trade, are different to those in many other retail

trades. Take for example, the case of a grocer and
a furniture dealer, h'or the former, the principal part

of his turnover is derived from constant customers,
who can be depended upon to patronize the store

week by week. On the other hand, the business of

the major number of furniture stores, at any rate in

the towns and cities, is largely transient in character.

It is more difficult to hold the customers, partly by
reason of the natttre oif the trade, and ])artly l)ecause

people are not, as a rule, inclined to be tied to any
one furniture store. There are, of course, those who
are almost life-long ctistomers of furniture stores,

but the idea of exclusive bttying is not in faxor, the

credit system ha\ing materially contributed to its

loss of i^opularity.

The dailv pa])ers afford exidence of the strong
bid made for this chance business. It is the aim of

e\ery furniture store, whether condticted on a credit

and cash basis or on a ])tirely cash basis, to secure

new customer.s—and to keep them. During July,

Messrs. W'oodhouse and Company, .St. Catherine
Street, West, Montreal, adopted a ])lan which ])roved

very satisfactory in th.e way of obtaining fresh cus-

tomers. The firm do an extensi\e credit business,

also selling" for cash. The scheme put into operation

appealed to both classes of buyers. The i^lan coii-

sisted of offering beds under the credit system but

at cash j^rices. The initial payment was a dollar,

with ]:)eriodical instalments of three dollars. The
idea was that the i)lan would be attractive to those
who would, ordinarily, be credit customers, seeing

that the_\- could secure better terms—cash terms in-

stead of credit terms; and that it would also be of

ads antage to those who, while able to ])ay cash, might
like to take ad\antage of a credit i)lan which did not
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involve tl,ie i^aynient of tlie usual extra charges in-

volved in credit terms.

The good points of the scheme from the firm's

side was the possibility of a large turnover and the

accession of a considerable number of new customers.
.According to tlie manager, the ])lan succeeded in

both |)oints. Nor is this all. These new customers
will be constant \'isit(jrs to the store in order to

make the periodical payments, presenting fresh op-

pt>rtunities for the sale of additional goods. W'hat-
e\er may be the merits or demerits of the credit sys-

tem, it at least affords the salesmen enlarged scope
for increasing business by reason of the many en-

forced visits of old customers. It in fact sohes to

a certain extent the ]:>r()blem of getting the ])ul)lic

into the store and of seeing what is on offer. Under
the law of averages, a given amount of further busi-

ness should result.

The Bassick Manufacturing Go.

The Bassick Manufacturing Co., whose head of-

fice is at ISridgeport, Conn., ha\'e bought the i^lant

of the Wood Manufacturing Company, at Belleville,

( )nt. This lirm, which is the i)romoter and manu-
facturer of alemite ]jroducts, established a small

branch in Belleville a little o\ tr a year ago to try out

the possibilities of manufacturing in Canada. 1 he
results of this \enture ha\'e been so successful that
the ]jresent plans for e.\pan,sion have been tmder-
takeu. -A charter was secured for the original com-
l^any in Canada, under the name .\lemite Products.
Limited. This concern will now be merged in a new
incor])oration which will be known as the l>assick

Alemite Comjjany of Canada. It is projjosed to manu-
facture here every line that is made in the Bassick

plants in the I'nited .States.

The Government's Gonversion Scheme
The attention ;'f the htjlders (A the fi\e and a half

per cent, war loan bonds maturing December 1, 1922,
is directed to the offer of the Minister of Finance to

renew the loan. The last Canadian loan was placed
in .\ew \'ork but the Minister is making his ])resent

linancial operation entirely a domestic one by (Offer-

ing to accei)t the maturing bonds in exchange for new
bonds bearing the same rate of interest, running for

either fi\e years or ten years as the bondholder may
l)refer. .\ further inducement to the investor is that
he receives a bonus of one month's interest. The only
difference is that the new Icjan is not tax free. The
terms offered are favorable to the investor and doubt-
less a large ]Jart of the maturing loan will l)e renewed.
.\rrangements for the exchange of the bonds can be
made at any branch of any chartered bank. Holders
who do not wish to reinvest will be ])aid in cash on the
1st December. 1922.

The Go-Getters Get It

There is ])lenty of business right around the cor-

ner, if you only go out and dig it up. .Scjmetimes

right close at hand is the biggest order awaiting us-

i he writer knew a printer once who sent his sales-

men all o\er the country to get business, and did it

for N'ears.

()ne day he hired a green salesman, who didn't

know any better—and this .salesman went into the
business house just across the street, and came back
with an order that totalled just $4,000.

That printer thereu]Jon woke up to the fact that

he bad been letting things get away from him.
Don't say the jjrinting busin'ess is different from

the furniture business. It is only different in that
you are selling something that everyone has to have.

Right around the corner from you may be a nice

juicy order. Then there's down the street—and over
in the next block. This may be a somewhat dead
season—but there are live prospects in every build-

ing in your town.

Attractive bedroom chair—Chesley Chair Co.

A Semi-Public Bulletin Board
A semi-public bulletin board has been found

an effective means of fostering goodwill by many
'live stores. Its object is to offer a genuine ser-

vice to the store's customers, to make the store

a popular place for them to visit. In some in-

stances it has been used as a medium of public-

ity for the customers' use. Notices, such as

"Rooms to rent," "Piano for sale," have been en-

couraged, and all kinds of enquiries have been

posted. A little box is placed close at hand as

a clearing house for all questions and notices.

The Dry Goods Economist, in discussing this

service feature, emphasizes the fact that it should

not be allowed to develop into an advertising

sheet—its main object, to be of service to the

customer, should not be lost sight of. At the

same time, however, interesting little bits oi

publicity could be sandwiched in. For instance,

a series of store inspirational slogans could be

run weekly. "Twenty years of sterling service

to this community," could be followed by a list

of the firm's oldest and most prominent custom-

ers' with a further statement that, "through these

sturdy customers we have risen to our present

position—we invite you to join them."
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What Obstacles Prevent The
Development of Your Business?

Here is a List of Stumbling Blocks
On Which Most Individually - Operated Retail Stores

Gome to Grief—Are You Taking Gare to Avoid Them?

Here is a list uf the principal difficulties of store-

keeping which the owner of the individually operated

retail business has to face, as outlined by Professor

Whitehead, of Boston University, before the Boston

Chamber of Commerce :

—

(1) Lack of definite business policy.

(2) Buying in too large (|uantities.

(3) Allowing one item (jf expense to become dis-

l)roportionate.

(4) Trying to get a ])uying profit.

(5) Considering increased inventory as a profit.

(6) Failure to depreciate fixtures and merchandise.

(7) Making "conditions" the excuse for poor trade.

(8) Failure to train salesforce.

The professor's analysis of these several stumbling

blocks to success is interesting. He says:

"Ask the average small retailer what his business

policy is and he will give one of those delightfully

vague answers that tell plainly of his neglect to es-

tablish one—or even of his ignorance of what it

means.
"For example: The small retailer cannot success-

fully cater to all the people in his community. He
can cater to the poor, the medium or the fine class

trade, but he cannot hope to get ail of them. He may
bid for the medium-to-fine trade, or the medium-to-
poor trade—but if he tries to reach both extremes he
will slip between the two and get—neither.

"Through not having this definite sales policv he
loads up his shelves with good merchandise that is

not suited to the class of trade that ])atronizes his

store, and the people who could use it to advantage
do not think of his store as one that caters to their

needs and wants.
"If he lacks a definite ])olicy with regard to credit

limits and terms he, in conser|uence, spends (or

wastes) much time in deciding individual cases that
ought to be settled according to policy.

"With no definite advertising policy he spends
money spasmodically and to no fixed idea. Then he
wonders why his advertising does not fill the store
with eager buyers.

Don't Let Quantity Buying Reduce Stock Turnover
"The small retailer who does not realize the magic

of turnover often falls into the ])itfall of quantity buy-
ing to get a reduced price. .\s a rule, he is money in

pocket if he buys a small (|uantit\- that will sell quick-
ly and pay the extra price for the small shipment.

"This does not mean that he should never Iniy a
quantity of an article if the price is low enough to
justify it. But if he does, he should sell at a low
price and stimulate sales bv passing the saving in price
on to the customers.

"If, however, he buys and then tries to sell them
at the full retail price, he ties up money that should

be working overtime instead ot slumping on the jon.

Unbalanced Distribution of Expense Allowances

"A retailer ma\ kee]) his expenses down to 25

])er cent, let us say. Crant for the sake of illustration

that 25 per cent is normal for that trade.

"Because of illogical di\ ision of expense i)erceht-

ages. the energy of the business is unequally applied.

Too much i^ressure is made in one direction, while

starvation of energy ])ertains to another. The allow-

ance for rent may I)e overstepped by 2 or 3 ])er cent,

and that extra expense has to come out of other ex-

l)ense items and therefore creates an unbalanced dis-

tribution of expense allowances.

"Further than that, few small retailers make any
serious attempt to departmentalize sales and to charge
up to each dej^artment its fair proportion of expense.
If the small retailer would do this, he would find that

some departments do not justify their existence and
should be made to work profital^ly or be cleaned out
to make room for a more jjrofitable 'worker.'

Retailer should not Endeavor to Secure Buying Profits

"I'Aery retailer makes ])r()fit from three sources

—

a buying profit, a selling profit, and profits from tak-

ing cash discounts. The second and third profits are

\ ital—the first should only be a 'hapenstance.'
".\ buying profit is one that is made by buying

goods before a rise. Thus when prices go up, the
merchandise at once increases in value. The small
retailer therefore makes a profit on buying and a

l)r()fit on selling.

"\Moe l^etide the retailer who tries to do this—it

will cost him lots of money. In the first place, trving
to anticipate a rise in prices is gambling—just betting
on the future, and that is not the function of the re-

tailer. In the second place, merchandise bought for a
rise has to stay in stock longer than it should. There
is loss instead of profit on the tied-u]) capital, and the
more or less rapid depreciation of the merchandise.
By the time such goods are sold they are quite likelv

to have become shop soiled, and the 'profit' thus made
is turned into loss through markdown.

Increased Inventory not Profit

"When the books are closed at the end of the
fiscal year, profit is shown in the increase in capital
over the amount shown in the |)receding balance sheet.
.Supi)()se that the net worth of a business was $25,000
at the beginning of a trading period. .\t the end of
tliat Deriod the business ma\- show a net worth of
$30,000. Therefore, the busiiiess is $5,000 ])etter oflf

than it was.

"But until the in\entor\- item is studied the a])-

nlause had better be restrained. If the merchandi.se
investments sliould show a $5,000 increase, it is safe
to assume that the business has lost money.

"Increased nu'rchandise is only jjotential i)rofit

—

or ixnential loss. Indeed, when inventories begin to



swell it is wise to assume that the increase is un-

salable stock.

"Profit should be disclosed by increased cash and
a merchandise inventory substantially the same in

amount as before. Of course, if new departments
have been added, the stock should show an increase

in proportion.

Depreciation on Fixtures and Merchandise

"The day that new fixtures are built into a store,

they are worth less than half what they cost.

"While it may not be politic to take such a heavy
markdown the first year, it is wise to mark down
heavily all fixtures. True, the loss thus taken is a

paper one, yet it is wise to face facts at their worst.

It is so easy to bluff oneself into believing that every-
thing is lovely just because a 'profit' is made, when
the 'profit' may be represented by a too high value on
fixtures and merchandise.

Forget that "Trade is Bad"
"It is a mistake for the individual to accept a con-

dition as inevitable, simply because it is general.

This accepting of the general as inevitable for the

particular is unfortunate, especially at this time.

Some retailers, many retailers, are doing a bigger
business than ever before—yet 'trade is bad.'

"The reas(jn for their success is that thcjse pros-
pering retailers would not accept conditions as bad
for them. They would not allow themselves to be in-

fluenced by the psychology of general pessimism.

"If e\ery small retailer would forget condiliims as
tiu-y ajjply to him and ofi'er a wise selection of mer-
chandise, marked at close figures based on ])resent-

day costs (even if the goods were bought at a much
higher figurej and then g(j ahead after the trade as

if he really meant it, he would find his conditions im-
prove and continue to improve.

"Unless the small retailers know the goods they
cannot sell them—they can merely allow customers
to buy them. The retailer cannot, and should not,

expect his help to know the stock and to be enthusi-
astic about it unless he tells them about it.

".After telling the story about the goods, the re-

tailer should educate his people in the principles of

salesmanship. He should teach them the value of

cheerfulness and courtesy—and make it worth their
while to practice what is preached.

"And, while about it, the boss himself can practise
what he preaches."

How is it with You ?
Replies to a questionaire sent out by the National

Association of Credit Men on "Has the revival of
business reached your line?" indicate that improve-
ments starts with what might perhaps be considered
the most essential industries and tarries for those
businesses that deal with luxuries or things that can
be dispensed with. Here are some of the percentages
of the answers

:

Trade Yes No.
I niljlcniciit, vehiclcN and allied lines 100 0
I run and steel 95 4
Groceries and allied lines 88 12
DruHs and allied lines 86 14
(
"lotliin.L;

. . 80 30
Furniture 72 28
Dry Lfoods, notions, etc 6i> ;i4

Jewellery 37 63

'i'he iieloeil .\rt Rug Compau}', Limited, Mon-
tr.?a], has taken out letters patent of incorporation.

'Hie I. ion Safety Si)ring, Limited, 'I'oronto, has
taken out letters patent of incorporation.
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A Difficult Customer
to Handle

Requires the Use of Common Sense, Tact
and Sound Judgment

In some localities we still have the old spelling"

match, where the one who can spell the best remains
long^est in the contest, by spelling all opponents down.
And in some places, not so remote, there exists the

practice of talking against time, merely for the pur-

pose of talking the opposing side "to death," so to

speak.

Often the salesperson is confronted by a customer
who, in a loud noisy voice that attracts attention,

insists in telling everything that he or she knows, so

that every person within shouting distance can hear.

Now, for instance, when this type, in a loud, wild

and wooly voice, tells 3'ou that he knows more about
furniture than you ever dreamed about knowing, and
you can't fool him, "No! By Gosh! No Sir! Why,
my brother's boy works down at Windy's furniture

factory, nailing boxes, and he told me all about it,"

my advice is not to start a talking down contest.

You can't 'beat him at his own game.

Find the Easy Way
The fact remains that he is what lie is, and we

are supposed to sell him merchandise. There must
be some way of approaching him that will helj) us to

find the easiest path to a proper sale. Let us see,

the "know-it-all"' kind of folks are individuals, as a

rule, who have a bump of egotism over-developed; that

is, their "Ego" or "Self" got started and' could not

stop, so it has overgrown itself and has crowded out
some other things like judgment and sense of pro-

portion and the proper fitness of things. These per-

sons are like gardens where one kind of weed will

monopolize the whole show and kill some of the de-

sirable plants.

This type is really suffering from a form of ignor-

ance and vanity combined- The easiest way to make
sales to this type is to feed their vanity with flattery.

They believe they are "wise guys." All right, tell

them" so in words they love to hear. They will eat

them alive. I know. I ha\ e tried it.

They believe they are always right and want you
to be sure to recognize that fact. All right, give
them the food they want (in a quiet, soft voice) by

Grateful for the information

letting them know how grateful you are for gaining
so much, information. They believe they are very
wise and know so much that no one can fool them.
All right (still in a small voice) tell them how much
pleasure it is to wait upon them, because it is always
easier to sell folks that are "informed" than it is

the ignorant.

This line of action will cjuiet them down, and they
will become less noisy,; because they wjll believe

that they have convinced you that they are what they

*From "T.vpes of Customers," liy Wm. Pidgeon, Jr.

themselves think they are—and so the need for loud,

noisy protestation is gone.

Sell Them Right

Now, it is very important to sell this type of cus-

tomers and sell them right. If we can cause them
to feel that they have convinced us of their greatness

they will shout praises of the store, and salespeople,

and merchandise, to the .skies—just as loud as they

will condemn and curse the whole outfit if we do not

succeed in giving them just what their unbalanced
nature demands.
We are the ministers to their material needs and

our prescrij)tion for them should be about this pro-

l)ortion :

Mixture: Merchandise Dope 25%, diluted with

Vanity Syrup 75%.
Dose: Give freely to every Know-It-All Cus-

tomer.
Results: (if instructions are carefully followed)

(iuaranteed Satisfaction.

The application of this dose does not mean that

you must be deceitful, sharp and unfair. It means
the use of common sense, tact, and judgment.

An Effective Western Stunt
Creating Goodwill that Will Endure for

Years to Come
A unique publicitv stunt was recently "put across"

in a W astern store which, from a good-will standpoint,

proved \ery effective, and also produced immediate
results in the way of increased sales. It was called

the "Woman's Club Department Manager's Sale,"

and also proved \ery profitable to the Club under
whose auspices it was conducted. "Furniture Age"
tells how the scheme was carried out.

Prominent advertisements were run in the news-
]>apers announcing that on a certain date the local

woman's club would take over the management of

the H Furniture Company's business for one day,

when fourteen ladies whose names were well-known
throughout the community would assume the duties

of department managers.
Portraits' of these "star" additions to the store's

staff were reproduced in the advertisings, in connec-

tion with announcements of alluring values to be

offered under their direction in each of the store's

sales sections. The general i)olicy of the day was
dictated by the chairman of the women's club build-

ing committee, who assumed the office of sales'

manager. A floor manager and an advertising man-
ager were also appointed, in addition to the heads of

the different departments. The store's regular ex-

ecutive stafif remained discreetly in the background to

solve unexpected merchandising tangles, but it was
surprising how little their advisory supervision was
required.

The popular api)eal was based largely on the fact

that a sul)stantial ])ercentage of exery sale was to be

donated to the building fund of the new clul> house
which the women's organization wa--^ i)lanning to

erect.

"Through tlu' courlesy of th? II l'"urniture

Company," wrote the tem])orary advertising "man-
;)geress" in her introductory advertisment. "arrange-

ments ha\e been made by th? building committee of

the women's clul) to take o\er the numagement of

their store, Saturdaw ^,lay 20. Tremendous \ alues
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are featured in each (le])artmeiit. and on every dollar

of this department manaj^er's sale, a generous per-

centage goes to the ])uilding fund for the new Clul)

House. The Women Managers have entered a race

to see which dei)artment by use of special values can

most exceed the de])artment (|Uota and win the prizes

offered for the first three departments. A cordial hi-

vitation is extended to the people of the community

to attend this great sale."

The publicity cam])aign included, in addition, di-

rect-by-mail letters to the five hundred and seventy-

five members of the local organization, as well as to

housewives throughout the district.

"It was not expected at first," the management

of the store explained, "that the temp(jrary depart-

ment managers would tai<e a i)articularly active part

in actual sales. Our regular sales staff was on the

job, of course, and the ladies were to be in evidence as

hostesses in each section the store, there to greet

their friends and bear witness to the legitimate char-

acter of the enterprise.

"But it was surprising how enthusiastically those

women went to work and insisted upon selling home
furnishings to their neighlK)rs whenever the oppor-

tunity arose. Everv furniture merchant will appreci-

ate the sales value of a washing machine demonstra-

tion conducted by one of the best known women's

club workers in town.

"As a matter of fact the ladies themselves, un-

assisted, were responsible for a great many sales

—

sales that doubtless would not have l)een made Avith-

out their assistance. The event was an interesting

success in every way. The day's returns were big,

from a sales' standpoint, and the good will the store

derived from the occasion will endure, no doubt, for

years to come. A great deal of benefit came through

the direct-by-mail campaign ;
every women who made

a purchase at the store on May 20, acted u])on the

conviction that not only did she receive her money's

worth, but that she was helping the women's club.

"Luncheon was served during the noon hour for

the employees and their tem])orary managers. Dur-

ing the afternoon members of the women's club of-

fered refreshments to every visitor."

Imagination in Business
An Intangible Quality but Essential

to Financial Progress

Imagination is an intangible quality. Neverthe-

less it is as real and vital as electricity, or the microbes

we cannot see, or love which we cannot weigh.

Imagination is a Magic (jift bestowed upon little

children, to make childhood rich and lovely. By its

exercise, the broken bits of glass and crockery become
wonderful treasures, and the flat si)aces outlined with

sticks and stones, a rare ])alace. Imagination peo|)les

the child's world with fairies, with readily-accepted

wonder-tales, and e\en with good old Santa himself!

.\n Ima.gination is not a childish attribute alone,

for with out it, linman beings can never be hai)])y or

|)rosperous. i he girl who practices her music lesson,

will find it drudgery unless she can hear in the tones

she i)roduces, the falling of water, the twittering of

birds, or the rhythmic beat of the surf on tlie shore.

The }-oung chap will rebel against his years of,

training in applied science, dr}' mathematics, and in
'

ex])erimcntal work, if he does not use his Imaginationl

to look into the beycMid and to see what service he
will be able to give to the world s(jme day, and the
returns which will be justly his for that service.

The mother who cradles her little child in her
arms, and who gives up her own interests that her
little one shall have the best she can give, is motiv-
ated by the Imagination of the worth whileness of the
future she is building.

The business man who li\es only in the present,
and who makes no ])Ians fc^r an ultimate goal for

which he is willing to work, and to suffer, and to

sacrifice, is the man in a blind alley job; the man on
a stu])id treadmill which will never ad\ance him one
} ard beyond his ]jresent jjosition.

Imagination is the electricity oi effort. It is the
friendly germ of Progress. It is the love of doing
and being. It is the essence of faith and hope. It is

that joy of vision which makes dreams come true.

W ithout Imagination, li.fe is like a gray day, with-
out the sunshine. Without Imagination, life becomes
a monotonous, desert-like stretch, without silver show-
ers, sjjringing flowers, tumbling waterfalls waiting to

surprise us around the next corner, or the eager glad-
ness of friends who care.

Imagination helps us to endure the disappoint-
ments of today which we know are but temporary. It

encourages us to put up with rough journeys and up-
hill climbs because of what will be waiting farther
on. It contents us with the knowledge that though
some of the satisfactions and rewards of life may be
lacking,—that a splendid eternity awaits us with the
rewards we have merited in abundance.

Flexibility in Merchandising

One of the essentials of successful merchandising
to-day is flexibility. This is a time of flux. Condi-
tions are constantly changing. The public mind is

unsettled, their tastes erratic, their moods uncertain.

It is a time, too, of rapid progress and development.
People accept, to-day, with scarce the elevation of

an eyebrow, the most marvellous electrical and sci-

entific discoveries. \\'e are becoming almost sur-

prise-proof, and there seems to be nothing so mar-
\ ellous that it can shock us out of our matter-of-fact

take-for-granted attitude.

Under such circumstances as these, the merchant
needs to be wide-awake. He needs to cultivate a

sensitiveness to the moods of the public. His mental
barometer must accurately register the atmosphere
of his community, so that he can anticipate the psy-

chological ap])eal almost from day to day.

Of course there is always the fellow who jumps
about from one policy to another and never gives any
line of action a fair trial. He's simply got a dose of

nerves, or lacks persistence, or has something loose

somewhere in his make-u|). What we have in mind
is not that a man should change a good policy, but

that he should always be ready to adjust it to the

conditions of the moment. Pleasing the iniblic is like

l)leasing a woman. It requires tact, jjatience and fore-

sight, and not a little well-timed wooing—l)Ut it pays.

O'h, Hoy ! It pays!

Mr. Andrew jardine known to the furniture trade

for some years has recently purchased the interest

I

of his brother Bert jardine, and is now operating a

\ery fine and well stocked furniture store on Pitt

-Street, Cornwall.
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Can you Read your Customer?
If You Would Buy Right You Must Know

What Will Sell

The store in the smaller town or city cannot hope,

of course, to successfully copy the methods of the big

houses in the main centres. The conditions are dif-

ferent and the methods must be adjusted accordingly.

It would be fatal, for instance, for a smaller concern

to start plunging with large jmrchases without regard

to selling ])ossibilities, for the pur])ose of securing

reduced prices. I5ut while one may not imitate the

other fellow's ways of doing things, one can learn a

great deal from them. And obviously, one lesson that

can be drawn from the facts mentioned above is that

too much emphasis cannot be placed upon the import-

ance of buying right. And in order to buy right, one
must keep his eye always on the selling end. W ill

it sell at the price we can afford to offer? That is

the one and only guage by which the wisdom of a pur-

chase should be determined. And in order to use that

guage effectively, the merchant must know his clien-

tele. He should know almost to unit the number of

prospective purchasers in his community for any ar-

ticle he buys. And it is always best to be on the safe

Dinner Chair, Bell Furniture Co.

side in buying a few, less, rather than a few more,

than the market cat;i,;J^S;sir(l,ilate. If you are sold out

oi a certain line aij4fii^!^^*'|. '^"pply tlie customer who
wants' it, well, you've Tdsfa sale unless you can satisfy

her with something else. iSut if you ha\e a few of

the line over that you can't dispose of, except at a big

reduction, then is the time that you actually lose

dollars and cents—and that's what hurts. There-
fore, we say, know your clientele thoroughlx , know
their tastes and their requirements. This knowledge
will enable you to concentrate your buying. You'll

buy less of the lines that don't sell and more oif the

lines that do, thereby you will gradually be enabled

to take advantage of that larger unit ])urchasing pow-

er, which helps to determine the price you have to

pay for the goods.

The Smaller Concern's Opportunity
Scientific buying and scientific merchandising is

needed to-day. livery move a business man makes
should be based, not on chance, but on facts. Charts
are an invaluable aid in analyzing the merchandi-
s)ing- possibilities and prdbabilities. 'Classify your
stock and classify your clientele into groups and cal-

culate how much furniture of each class is likely to

be bought by each class of customers. This is get-

ting down to science in business. You've got to know.
Guesswork won't work these days. It is here that

the smaller man in the smaller town has an advantage
over the large organizations in metropolitan centres

—he can get closer to his clientele and figure out their

requirements more accurately. He can become ac-

(juainted with a large perce-ntage of them personally

and learn their likes and dislikes, their idea on home"
furnishing, and their plans for the future. Records
of his sales and a close study of his community, its

rate of development, its annual home building, its

marriages, its house renovations and redecorations,

its (furniture renewals, and the spending of its aver-

age citizens for these ])urposes—^these constitute the

merchant's opportunity for scientific business build-

ing. And there's not going to be much business
built Ijy chance and guess work for many years to

come.

Caught Largest Bass
The North American Furniture Co., Ltd.

Owen Sound, July 22nd. 1922.

Editor h^irniture World,

—

Mr. William l*"ieldkamp, manager of the Canada
(Hue Company, Brantford, was my guest on a bass

fishing party up north a few days ago. While Mr.
Fieldkanij) is a lucky and enthusiastic fisherman, and
a real all-round sportsman, I wish to correct some of

the reports I have heard since he returned to Brant-
ford.

It is (|uite true that he caught a great number
of bass, and more or less put the fish market out of

business for a few days in Brantford, but by the en-

closed newspa])er clipping', which was taken from a

local paper, you will note that he did not catch the

largest one. I think Mr. Fieldkamp should credit me
with a good deal of modesty in not even taking the

measurement of the prize fish. Up north, however,
we are used to big things, and Mr. Fieldkamp, living

in a small inland town, should be excused perhaps,
as he was no doubt carried away with the number
of his catch rather than the size.

Yours very truly,

J. A. Minchner.

Caught Largest Bass.

W. .1. Fcldkamp has just rcturn-

td from Stokes Bay. in the \iciiiity of

(Icor.niaii Bay, where he has been bass

fishin;.;-, in coiiiifan.\' with a party oi

sportsnieii. fur llic past several (lays.

J. A. Mituhner of the North .\merican
Furniture C o. of ()\\ en Sound, is credited

with the eatchin.n' of the largest ba>s in

years at Stokes Bay. No iiieasurenients

could be secured.
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The Satisfaction of Thrift
A Thrifty People Means Contentment and

Leadership

Thrift is a peculiar word. It has a funny, stubby
sound which is agreeable to our ears if we are a sav-

ing" tem])erament and a reproachful accent if we are

thriftless or inclined to belong to the Spendthrift Class.

That word "S]:)rendthrift" means, scattering our
savings, or our cai)ital or assets. It is a title none of

us enjoy, and yet all who are not thrifty, are spend-
thrifts.

To be thrifty, we must first of all make the great-

est possible u.'^e of our own natural talents and en-

dowments—no matter what they are. We must make
efficient and resultful use of our time—not wasting
it or allowing it to drift away withtjut giving us the

largest returns which we can gain from it.

The man who operates a peanut stand when he is

perfectly capable of being a good farmer who will

l^roduce much food, is a spendthrift. The man who
uses seven evenings a week seeking to be amused,
and spending monev in the effort, when at least half

of that time could be used in taking a course of study
which would increase his efficiency and earning pow-
er and abilit}' to render larger serx ice— is thriftless.

The person who refuses to i)ay his own wa}' or

his just share of the e-\])enses of an outing or an un-
dertaking, is thriftless, for he is paying too high a

price for his own self-respect. The man who declares

that he cannot afford this or that because of the dol-

lars it will cost, and who sacrifices happiness, health,

culture, or o])portunity in consequence, is thriftless

—

for money is of value only because of what is makes
possible in the way of present necessities or perman-
ent investment of merit.

The business firm which felt it could not afford

an up-to-date store front and fixtures, was thriftless

in that it paid fcjr these imjjrox ements in lost prestige

and patronage.

There is thriftlessness in inactivity, in fear, in

timidity, in ill-advised and speedy action, in plunging,
in foolhardiness. and in taking unnecessary risks.

True Thrift means making the best use of every-
thing we have in order that we may benefit ourselves

or others in the use of it. This is simple enough and
the very essence of good busness judgment.

Why should we go on snending and spending fool-

ishly to please the other fellow? Maybe he is a thrift-

less chap and will waste the money. Anyway, the

more wisely we handle our own affairs, the stronger
will be society as a whole.

We do not always take into consideration the

satisfaction of Thrift. The person who is making the

best use of talents, time, and money, is sure to be con-

tented and reas(jnably satisfied, even if ambitious.
There is real jov in lying down at night with the feel-

ing in mind :

"Well. I have spent a good day. No ])art of it has
been wasted. I have made others hai)pier and life

easier for some at least. I have done nothing myself
to occasion regret or remorse. On the whcjle. 1 have
been a good citizen !"

Such an individual will sleep scjundly and will

awaken eager for another good day. The thriftless

individual—the spendthrift, may enjoy the broadcast-
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ing process tor a time, but sooner or later there comes
anxiety, worry, and often want and despair. Joy is re-

placed with bitterness, and anticipation with dread

;

and a mellow and delightful age with the Dead Sea
fruit of what might have been.

Thrift means inde]>endence and happiness all along
the way for there is solid satisfaction in actually know-
ing that we are making our lives count, and that
should a sudden call come, our unfinished business,
will not ])e the cause of embarrassment to others.

A thrifty individual is a jjatriotic one, no matter
how small or large the position filled may be. A thrif-

ty people makes a thrifty nation, and a thrifty nation
is always a world leader!

Pillow Display Rack by St. Lawrence Furniture Co.

Art Graft Furniture Co. Extending

A by-law has been passed in Goderich, Out., under
which the Art Craft Furniture Company takes over
the old Wheels Rigs factory at the amount OAving
by the former occupants, $9,700 and secures partial
tax exemption for ten years. Tht new company
will engage extensively in the manufacture of chil-

dren's \ehicles and rattan furniture. Mr. R. P.
Cough, of Toronto, is largely interested.
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Three Furniture Men You Should Know

D. E. Macintyre.
North American Furniture Co.
Owen Sound, Ont., Director.

Daniel Knechtel, Knechtel Furniture Co. Ltd.,
Hanover, Ont.

W. J. Anderson,
Stratford Chair Co.,

Stratford, Ont., Director.

A "Different" Sales Contract

A dealer we know has a sales contract different

from most furniture stores. On all sales above $5.00,

10 per cent, is allowed for cash, 9 per cent, if i)aid

within thirty days, 8 per cent, sixty days, 7 per cent-

ninety days, 6 per cent. 120 days, 5 per cent. 150 days,
4 per cent. 180 days, 3 per cent. 210 days, 2 per cent.

240 days, 1 per cent. 270 days and net the tenth
month. After ten months 6 per cent- interest is

charged. This method of a sliding scale of discounts
has proven very effective in keejjing collections high,
and by charging 6 per cent, after ten months most
accounts are cleaned up within a year.

Too Personal

George Bernard Shaw may have started this sar-

castic one. It's about an enterprising salesman who
believed in putting the homely style and personal ap-
peal in his letters. He sent out a letter to a number
of firms, addressing it to their purchasing agents.
The letter opened with this sentence: "If you had
a hole in your trouser pocket through which your
loose change was trickling every day. etc." And it

went on to explain how his product helped stop a
hole in business- The results '(rom the letter were
mostly good but when he called at the offfce of Blank
& Co. a short time later and sent in his card to the
purchasing agent, he was told icily that Miss Jones
didn't care to see him.

Cornwall House Furnishing Co.
H.

(
Jackson of Cornwall, Ont., has recently ])ur-

chased the interest of H. J. Roth and is now operating
a very fine retail furniture stt)re on Pitt Street, Corn-
wall, known as the Cornwall House Furnishin" Co.

R. S. V. P.

other thingsFred Burlew, the horseman, does
besides train the wonder horse "Morvich" winner of

this year's Derby. When the "boys" gather round he
contributes his share of the stories. One concerns
two men with like names—John A. Smith. Both
lived on the same street in the same block. One was
a doctor, and one a clergyman. The doctor went to

Africa one spring, with a party of friends, to hunt big
game. A couple of weeks after Doctor Smith's de-

parture, the minister died. And the following day a
cablegram was sent by the doctor to his wife, address-
ed to "Mrs. John A. Smith.'' The messenger boy, in

error, delivered it to the minister's widow who open-
ing it, read: Arrived safely, but heat is terrific, John."

"Looks
Comfortable"

—

Chesley Chair

Co.
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Did You Ever Have This Experience?
It's really a rather peculiar sensatiun to wander

intt) a furniture store with the intention of buyni^
something and hnd the premises, apparently, with-

out human habitation. ^ et it hapjjens ! I'erhaps it's

a kitchen chair one wants. He expects to be greeted

at the door and is rather abashed to find that there

is no one in sight. He hesitates, looks around, jjeers

d(jwn to the far end of the store, and then begins cau-

tiously to explore. He wanders through thickets of

floor lamps, and multitudes of ])edsteads and tables

and bookcases and baby carriages. Still there are

no signs of life nor of kitchen chairs. He tramps
around in the hope of attracting some attention, but
is only answered by the sound of his own footsteps.

At last, when in exasi)eration he turns to leave the

store, there are indications of some movements in the

basement, and finally a head heaves in view over the

railing of the stairway. The customer, having wasted
so much time, and feeling that perhaps he might ha\ e

a similar experience in another store, decides U) wait
and make his purchase—but don't you think it likely

that the next time he requires an article of furniture,

he'll try some other concern.

The Cover Sample Abuse
Chicago, Aug. 3, 1922.

Mditor Furniture \\\)rld :

—

Some old philosopher has said that we eventuall}

pay, for what we think we get for nothing, and such
is the case in the retail furniture trade in the matter
of samples of upholstery covers.

It has been the practice in years past for manu-
facturers of upholstered furniture to furnish small

cover samples without charge. Gradually the retail

trade began to recjuest larger samples, and still larger,

until recently 24 inch square samples have become the

rule rather than the exception. As the demand for

the larger sizes increased gradually, manufacturers
were slow to appreciate exactly what these samples
were costing them. In fact, it is only a matter of

months since the real expense involved was figured

at all, and when it was, the result was astounding.
One manufacturer, whose largest business is in

medium grade goods, kept an exact record on thirty-

four sets of sample books, and he was dum founded
to discover that these thirty-four sets had actually
cost him almost eleven hundred dollars. The bill for

the cloth alone was eight hundred dollars—then there

was the additicMial cost of the covers, the printing,

binding, etc.

Although the industry was slow to recognize the

leak this practice produced, it has finally reached the

stage of national comment, and practically all of the

large houses are now making a charge for large sam-
ples. 'They will furnish small samples to their cus-

tomers without charge, but they are asking their

dealer friends to ])ay for the big ones if they want
them.

'Phis change in i)olicy was born of necessity. With
a sani])le cost of one hundred dollars for every thou-

sand (hollars worth of goods ship])ed, it is evident

that this practice would lead to disaster if it were
allowed to continue and to grow. 'I"he cost of the

samples was not figured into the cost of the goods,

hence, in most instances, these costs formed a "leak"

which did not (le\elop until the day for accounting
arrived.

Retailers, being good I)usiness men, appreciate the

necessity of eliminating all waste in industry, and the

\ast majority of them were quick t(j see the manu-
facturer's viewjjoint- Now, instead oi carrying a num-
ber of large sample books secured frcjm various manu-
facturers, they find that one book, together with the

smaller sam])le books of a number of makers, is usually
sufficient for their needs. And they value the sam-
l)les they have paid for far more than they valued
the old ones which were given them without charge.

We eventually pay for what we think we get tor

nothing, and it would ^certainly have become neces-

sary to charge the cost of the samples into the cost
of the goods had the old practice continued.

Yours truly,

Rali)h F. Winders,
Executive Secretary, N.A.U.F.M.

Caution in Giving Credit
A furniture dealer relates a recent incident which

indicates how necessary it is to use caution in the

extensicjn of credit.

A young woman came into his store and asked
to be shown some baby carriages. After she had se-

lected one that ])leased her, she told the manager that

she hadn't the money to pay for it just then. She
had just a dollar available at the moment but was
selling a I)edstead to a neighbor and would get the
monev for it the following Saturday. And if she ]jaid

the dollar down, could they ]Jossibly let her have the
baby carriage now, and she'd pay the balance just as
soon as she got the money for the bedstead. She
needed the carriage very badly in the meantime in

order to take the children out this warm weather.
W Ould the lirm wait a week for the remainder of the
payment ?

The manager listened sympathetically to her
stt)ry. When a woman comes looking for a baby car-

riage, you can't help but feel a bit sympathetic if

you're a i)arent yourself. And the result was the
ycnmg lad}- wheeled off a $20.00 carriage for her
youngster. The firm hasn't seen or heard of her since,

I'Ut is informed by neighbors that she left town for

])arts unknown the day after she made her "i)urchase."

Why Not a "Lost Sales" Record?
lia\e you a lost sales record.'' W hen a sale is lost

you should know about it, and wdiy, so as to guard
against the loss of another from the same cause, if

])ossible. Some of the most common reasons and ex-

cuses for customers not buying are: price too high;
looking for something better; just shopping; saw ar-

ticle at lower ]jrice elsewhere ; will wait for special

sale; dcjes not like type of merchandise carried; wants
to show goods to a 'friend.

Some progressjye concerns have ado])ted the plan
of supplying their 'salespeople with forms on which
they rei)ort daily ieaf,h. sale lost and explain the cir-

cumstance-- of ils^^KSji'ti.. < This su|)])lies the manage-
ment with very x allialile data. l)oth as to the efficiency

of the members of their sales iforce and the possibility

of improving the condition of their stock or their busi-

ness system.

A "Made-in-Stratford" exhibit will be one
of the features of the CoHseum at the Canadian
National Exhibition this year. .Jamaica will have
its first official exhibit since 1914.
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554A Vanity Dresser

In American Black Walnut

Worthy of Canada's Fine Homes

Furniture made in our factories is recognized

by discriminating buyers as being correctly de-

signed and made with exceptional care.

People of good taste regard the merchant
handling North American Furniture as a leader

in his Hne.

The North American Furniture Co., Limited
OWEN SOUND - ONTARIO
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Established Business
Papers

^ Unless we felt that our papers were,

even in a small way, contributing to

the enlightenment and betterment of

our specialized fields, we would have
little excuse for existence.

^ We believe that our papers enjoy

greater prestige among represen-

tative men than any similar publi-

cations in Canada and that our

advertising rates are the lowest per

interested reader.

Robbins & M^ers Motors

Hugh C. Maclean Publications
Electrical N«u>s

Canada Lumberman

Fitotwear in Canada

Canadian Woodworker

Westem Contractor and Builder

Contract Record & Engineering Review

Commercial & Retail Merchants'' Review

Furniture World

Western Lumberman

Westem Coal Review

Head Office : 345 West Adelaide Street

Vancouver Chicago Toronto Montreal

The largest publiaherB of technical papers in the Britith Empire, printing in Toronto,
Winnipeg and Vancouver. Proprietors of MacLean Building Report* Limited.

Winnipeg
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RISHEL SANITARY
"VENTIBESTOS*' TABLE MATS

Order* Filled Promptly by Express or Freight
The ONLY Mat
with a centre of

CORRUGATED
ASBESTOS.
Our mats are .ive

ply, consisting of

one heavy sheet of

corrugated asbes-
tos between two
heavy sheets of

wool felt. These
are firmly quilted
together and en-
closed in a remov-
able flannel cover.
The cover con-
sists of white cot-

ton flannel on one
side and green
Kearsage Plush
on the other.
There is no possi-
bility of marring
the table top when
our Ventibestos
mats are used.

Round or square
are the same price.

Unless specified
will always ship
round mats.

Originated and
sold only by us.
This Solid Fumed
Oak Display Rack
Absolutely free to
our dealers. Write
us for particulars

Special

100 per cent Efficient

The Silent Salesman

attention given to Canadian orders.

J. K. RISHEL FURNITURE CO.
WILLIAMSPORT, PA.

Dining and Bed Room Suites

"We make all our own Chairs and Dining Tables."

llliliiliiliilMl'iliil<:iiiiiiiiiiiiir|iii!ii<iiiiiii<iii)i'iBii]iigiiBMiii|iiiiiii)iiiiiiin|{iiiiiiiiii|iiiiii
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EXAMINATION
By

s

m

The Board of Examiners
to be held at

Toronto, Sept 4th and 5th, 1922

The Board of Examiners, under the Eml)almcrs' and

Undertakers' ACT, will conduct an Examination tor

those wishing to qualify for Government Certi-

ficate and License, in the Anatomical Section of the

ITniversity Building, Toronto, commencing on

Septemher 4th, l(t23, at 1 p.iu. continuing on Tuesday

September .Ith.

Candidates wishing to take the Examination will

send in their application and fee of $20.00 to the

Secretary not later than August 2.'')th, 1923. Blank

forms of application can be had on application to

the Secretary.

T. E. SIMPSON, Esq.,

- Secretary-Treasurer,

Sault Ste. Marie, Ont.

B B
i i
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Can We Help You?
There may be certain articles which you cannot find in these aiivertis-

ing pages that you would like to have information on. Do not hesitate

to use this form, no matter what it is. If we can be of any service to you
in supplying that information, it will be a pleasure to do so. We want
you to feel that the Furniture World is published in your interests and
we want to help you whenever we can.

INFORMATION WANTED
Furniture World

347 Adelaide St. West, Date 19

TORONTO.
Please tell me

Name
Address
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The rates for this department are $2.80 per inch

per insertion with 25% discount for four or more
insertions. Advertisements requesting employment
or employees will be inserted at one cent per word.

Confidential box numbers available.

WANTED— Furiiititrf and inulcrtaking l)usiiu'ss in t(oc)(l

town; must be over '>() fuiHral.s per year. Box 2'.i\, Furniture
World, Toronto. ' 8-9

WANTED—Good Salesman to sell as a side line, a first class

line of Chesterfields in Western Ontario, on a commission
basis. Apply Box 16(), Canadian Furniture World, 347

Adelaide St., West, Toronto. 6-23-3

FOR SALE—Furniture store 35 ft. x 100 ft., with a $l.-),000

stock of furniture and carpets will be sold without reserve.

It is an est£iblished business located on the main street in

Saskatoon and is well known throughout the surrounding
country. F"urther and full particulars will be given in re-

sponse to enquiries addressed to, The Reinljorn Furniture
Co., 139 Second Ave., Saskatoon, Sask. 7

FOR SALE—Furniture and Undertaking-
business in good Alberta town. Must sell.

Box 227 Furniture World, 347 Adelaide St. W.,
Toronto. 7-8

MOTOR HEARSE FOR SALE
Guaranteed in every wa.\'. $1,()()0 Cash. Apply Box 3.i(),

Furniture World, Toronto. K

WANTED TO BUY.~A real good undertaking business in

an Ontario City. Send full particulars at first writing. Box
338 Furniture World. 7

WANTED— .\n L'ndertaking and I'urniture business in a
small town or village in Ontario. None but a good paying
l)u.siness wanted. Apply Box 33.') Furniture World, 347
Adelaide St. W., Toronto. 7

UPHOLSTERY SPRINGS
Highest quality Upholstery Springs,
made from the finest grade High
Carbon Steel Wire, oil tempered
after the coiling operation, thus in-

suring uniform strength and "No
Set." Remember, the quality of

your High-Grade Upholstering de-
pends entirely on the quality of the
springs you are using.

HELICAL SPRINGS
for spring bed and mattress fabrics.

Get the habit; buy Canadian Springs.

James Steele, Limited
Guelph Canada

NO 26

WE ARE IN THE MOULDING AND
PICTURE FRAME BUSINESS

And are turning out the finest goods made in the British Empire

HAVE YOU HAD ANY OF OUR GOODS LATELY?
THEY ARE STILL VERY SATISFACTORY.

MATTHEWS BROS., LIMITED
1906 Dundas Street West

The big Canadian Moulding House
Toronto, Canada

tj NoNow is the time to place your order

WPEERLES5
' FOLDING TABLE-

The ever increasing demand for Peer-
less Folding Tables prove that our
table is unsurpassed and unequalled for
convenience, quality and finish, yet at

a price that is within the reach of every
householder.

Hourd & Co. Limited Licensees and DEPT. W
Manufacturers LONDON
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No. 487 Elm Dining Room Suite—Satin Walnut or Fume Finish

KNECHTEL FURNITURE
MEANS

BETTER BUSINESS
More business and better

business is the reward of

the dealer who takes ad-

vantage of the popularity

of our recent creations

in furniture suites. The

designs are particularly

attractive, well made and

the quality is such that

the dealer can guarantee

satisfaction with every

piece.

Y New furnishing problems

are presented in the mod-
erately priced apartments

and the small homes of

today. The appeal which

many Knechtel suites
make is largely due to

the happy way in which

they solve these problems.

Can you afford to neglect

this opportunity for in-

creased business ?

Write for Particulars

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO



Be sure and call on us when at the

Canadian National Exhibition
August 26th, to September 9th. In an effort to give you an idea of the extent and variety of

our tremendous line of upholstered furniture in artistic designs and coverings, we are occupy-
ing three booths Nos. 94-107-151 in Industrial Building No. 3. The new famous 5 in 1 patent
chair will also be demonstrated, to see this chair alone would make it worth your while coming
to the C.N.E.

The Queen City Furniture Co., Limited
27--53 Vine Ave. West Toronto
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Leaders in Their Line

BENTWOOD CHAIRS

For year-round steady sellers there is no
line to equal "North American" Bentwood
Chairs. Their general utility, lightness and
strength make them favorites everywhere,
and the dealer who displays them reaps a
reward in generous profits. Write for full

particulars.

The North American Bent Chair
Company, Limited

OWEN SOUND - ONTARIO
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Mr. Furniture Merchant
Exceptional Values

Neat Designs

Varied Selections

Good Construction

Excellent Finish

These are the factors which sell your

merchandise at a profit and these you

will find in the C.E.O. combination

line of Dining Room Furniture.

Business is Good
Therefore we advise placing orders

early for your requirements to avoid

disappointment in shipment.

Chesley Furniture Co. Ltd., Chesley, Ontario
Specializing in Extension Tables

Elmira Furniture Co. Ltd., Elmira, Ontario
Specializing in Dining Room Chairs

Orillia Furniture Co. Ltd., Orillia, Ontario
Specializing in Buflets and China Cabinets
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A Chesterfield Suite of Unusual Beauty
Suite No. 7211—In both construction and material this suite is well up to

the Schierholtz standard. With steel tempered coil springs in seat and
back, Fischman Spring-filled cushions, and handsome upholstering, this is an

unusually handsome suite. The Chesterfield may be transformed into a

comfortable bed in a few seconds and when used as such the tapestry is

thoroughly protected. Write today for full particulars.

THE SCHIERHOLTZ FURNITURE CO. LTD.
NEW HAMBURG ONTARIO
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Embodying that most essential feature

SALEABILITY
Our No. 905 Buffet Two Tone Walnut Finish

Saleable because it combines unusually

good taste in design with the best that can

be found in workmanship and materials.

Saleable because it can be sold at a price

that your customers can afford to pay.

If you really want goods that are saleable,

by all means link up your store with this

nationally known line,—Andrew Malcolm.

THE ANDREW MALCOLM FURNITURE CO. Ltd.

Kincardine - - Listowel

::::i;;;;i:i::;i:;i:s;;:i:ss^^^^^
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PERFECTION
MAY BE BEYOND HUMAN AT-

TAINMENT BUT MALCOLM &
HILL FURNITURE CREAT-
IONS REACH A STANDARD OF
EXCELLENCE RARELY
EQUALLED AND NEVER SUR-

PASSED.

INSPECTION
WILL CONVINCE YOU

MALCOLM& HILL, LTD.
Head Office Branch Factory

KITCHENER LISTOWEL
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Boost Your Sales with

The unusual appeal which Meaford Furniture makes is based

on its combined high quality and moderate price.

The line is particularly suited to the smaller houses and apart-

ments of the present day and finds a ready sale wherever shown.

In design, finish and material it is the equal of much higher priced

lines.

The Meaford Manufacturing Co., Limited
Meaford — Ontario
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TO create furniture so beautiful and of such

quality that price is of the secondary im-

portance because of the true value in every

piece, is our constant endeavor.

Yet the price is as attractive as the furniture

itself.

May we furnish you with

particulars of our line?

The H. Krug Furniture Co., Limited

Kitchener, Ontario
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DOLL CARRIAGES
Lloyd Loom Products

Lloyd Loom Doll Carriages are the exact duplicates of Lloyd Loom Baby
Carriages. They are made of the same fine, strong wicker; they are

woven out of the same continuous strands without short ends, corners

or unsightly braid; they are made of the same strong steel and have

every one of the "selling" characteristics of the Baby Carriage line. Lloyd

Loom Baby Carriages just like Mother's Baby Carriage. You have a

great opportunity to supply the market with just what they want and at

very reasonable prices.

Heywood Wakefield Company of Canada, Limited
Successsors to the Lloyd Manufacturing Company

Manufacturers of Lloyd Loom Products

ORILLIA ONTARIO

s
m
m
m
m
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personal
Service

bW to \ellmore
LINOLEUM

This Fall great quantities of Linoleum and Linoleum
Rugs will be sold throughout Canada. Hundreds of

merchants have laid plans to reap this harvest of desir-

able business—are you going to get your share? Our co-

operative service is available for you. A few practical

suggestions are offered, which we will help you carry

out. Let's get together right away.

Fix up a Linoleum window that will make people

stop, look and buy. Send to the Dominion Oilcloth Com-
pany for their attractive window trims, showcards and
paper patterns.

Give Linoleum a place in your newspaper advertising.

We will supply you with our illustrations free. They are

striking, convincing and will bring you results.

And how about an enticing display of our show
cards? These are painted by the best artists and re-

ceive notice wherever used.

your mailing list

Make up a mailing list. Enclose ou inter-

esting folders with a personal letter, suggest-
ing that the customer visit your department
to see the new designs just in.

Write us for the enclosures. Personal
service goes far to win and hold cus-

tomers—measuring the rooms, help-

ing to lay the Linoleum—estimat-

ing the cost. These other little at-

tentions will develop business.

Why not fill in coupon right

away.

Dominion Oilcloth &
Linoleum Co. Ltd.

Montreal Canada
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A
Modern-Day

Necessity

Kroehler

DAVEN-O
Invisible

oedRoom

Nowadays with smaller houses and smaller rooms and
particularly with the advent of the modern apartment,
something in the nature of a folding bed is practically

a necessity.

Of the many such devices on the market, none so com-
pletely and satisfactorily fills the bill as does the

Kroehler DAVEN-O.
By day this folding bed is a luxurious chesterfield. At

night, in a twinkling, it is converted into an inviting

restful bed. Thus to all intents and purposes it adds
an extra room to the house or apartment. It is the
spare room when visitors arrive.

As a profitable proposition for the merchant, its value
cannot be too strongly emphasized. Are you selling

the Kroehler DAVEN-O?

The Kroehler Mfg. Co., Limited
{Operating Kindel ^edCo., Limited)

Stratford — Ontario
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Showing the new
Universal Design.

In quartered oak,

imitation Mahog-

any and imitation

wahiut.

Every Home Needs the Slobc^V^rnicke
Every home has books; but few have the pro-

per means of keeping them. Too often they
are bundled away in corners or on shelves to

become soiled and unsightly, often ruined.

Yet this need not be, for every home can af-

ford one of these practical and handsome
moic^rwicw bookcases. One of the features of

the f^ioW^rwickc is that it is ''sectional", which
means that it can be added to at any time.

Why not give your customers the opportunity
of purchasing something they actually need ?

Ifyou will write us we will be pleased to forward fu II details.

STRATFORD - ONTARIO
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PUMNITUItC

Suite No. 685

Value is an Outstanding Feature

of Stratford Chair Furniture

We are showing some particularly attractvive

suites, ideal for Fall selling, at very pronounced

values. Many merchants are featuring these

as leaders with great success. Why not do the

same? We can make prompt delivery in any
quantity no matter where you are located.

Our Specialty
is Quarter Oak Box Seat

Diners although we also

make a wide range of chairs

for the Living-room, Bed-
room and Office.

Complete Suites
include Buf?ets, China Cab-
inets and Extension Tables
for the Dining-room; Dres-
sers, Chiffoniers, Beds, Dress-
ing Tables and Stands for
the Bedroom.

The Stratford Chair Company
Stratford - Ontario
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No. 5264

No. 5260

75/?e

^'McLagan

meets the

growing demand
for better

furniture^^

No. 5249

McLAGAN FURNITURE
STRATFORD
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No. 5267

EVERY thoroughly live dealer who keeps an
ear constantly to the ground has felt the grow-
ing demand for better furniture and those who

have catered to that demand have met with no little

success.

Mc Lagan, who
"quality" field

line that sets a new

has always been
comes forward

high standard.

leader in the

this season with a

And to further

help the dealer move his goods Mc Lagan advertis-
ing is going ahead with renewed vigor in Canada's
leading

_

daily and weekly newspapers It looks
like a big season for McLagan merchants.

The Dining Room Suite here illustrated is a laco-
bean Design which many are featuring witli ex-
cellent results. It is obtainable in both oak and
walnut.

Ask us for full particulars

No. 5249A No. 5268

COMPANY LIMITED
ONTARIO
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Smokers
SUBSTANTIALLY built

^ and finished by experi-

enced craftsmen who take

pride in their creations. That

is why these smokers can be

depended upon to bolster up

trade at any season of the

year.

Made in Mahogany, Walnut
and Fumed Finiahet

Every one fully guaranteed

No. 75 No. 76

The Stratford Manufacturing Co., Ltd.
STRATFORD - ONTARIO

Leaders in the Reed Chair Field

ALWAYS something new and

''Different" is the motto of

the makers of "Imperial" rattan

furniture. One thing only never

changes—the quality and the

care literally woven into each

piece.

To make your store distinctive

put in a stock of this fast-selling

line. You will never have cause

to regret it.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD ONTARIO
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GUARANTEED

1 IS ME
^ETTESDAVENPORTS DIVAI

THE

GOLD MEDAL
DIVANETTE

Is a Real Bed, Not a Makeshift
1—It serves two purposes. A comfortable settee and

a restful BED.
2—More room for bedding than in any other make.
3—Mattress folds in "J" shape affording perfect ventila-

tion and never spoiling your mattress.

1—Full weight mattress can be used.

5—Makes into a full length bed and same height from
floor.

6—Springs strung from end to end so that two persons
can sleep without rolling to centre.

7—The fabric is made of strong links which is supported
• by truss underneath, making a comfortable bed which

cannot possibly sag.

8—The Helicals are heavier gauge and there are more
of them than in any other make of divanette.

!)—Back folds under seat, doing away with unsightly
overhang of back, and also protects cover of seat
from floor.

10—Most easily set up divanette made as no bolts or
nuts are used.

11—Made in many designs and chairs to match every
design. Also made in any covering.

THE

The GOLD MEDAL Divanette is

the best proposition on the market.

It has real talking points which are

selling Divanettes where people

are really sceptical as to the value

of such an article in their home.

By carefully examining the GOLD
MEDAL Divanette and comparing

No. 820

it to other makes we know you will

be fully convinced that the GOLD
MEDAL Divanette of today is the

easiest one to sell, and (a very im-

portant point) the easiest one to

set up and take down.

GOLD MEDAL
Toronto

FACTORIES
Montreal Winnipeg Uxbridge
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No. 302 Chesterfield, Spring Edge, Double Stuffed, Moss and Hair filling.

A Guarantee That
Means Something

No. 302 Chair, Spring Edge, Double Stuffed,

Moss and Hair Filling.

VERY piece of furniture that^ leaves our factory doors bears

our unqualified guarantee. We
regard this guarantee as a pledge

to the trade that goods purchased

from us will be satisfactory in

every particular. To that end, all

material is rigidly inspected and

only the finest workmanship em-

ployed. We would be pleased to

have you look over our new lines

at our showrooms.

Write for Information and Prices.

Montreal Upholstering Company
Head Office Toronto Showrooms

1613 CLARK STREET 590 KING STREET WEST
MONTREAL, QUE. TORONTO, ONTARIO
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No.

90

Made in Walnut only with top drawers and panels in Redwood
Burl. Mirror frames inlaid and handles are silver plated. A
suite that is finding great favor.

Let us send you particulars and prices.

JACQUES FURNITURE COMPANY, LIMITED
KITCHENER : ONTARIO

Jillllllllllllll"
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G.Noel& Co.

Our Line is Exclusive

TAPESTRIES
DRAPERIES
DAMASKS
VELOURS
PLUSHES
MOHAIRS
GIMPS
ETC.

For Upholsterers and Manufacturers.

Samples and Prices Will

Be Mailed Upon Request

Sole Distributors of

La France Textiles

Canadian Salesrooms
and Warehouse for

:

TissAGE De Velours

(Schellens & Marto)

Achel, Belgium

30 St. John St

Montreal, Que.
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I Handsome Diners
m
I These handsome diners

i —which are made in

I Plain Oak— are of the

I same design and

I go with Suite

I No. 1039 illus-

trated on the

opposite page.

If you are not

familiar with

Chesley crea-
tions write to-

day for prices

and full partic-

ulars of one of

the most sale-

able lines
known.

The Chesley Chair
Chesley

Company Limited

Ontario

[liiMiiigiiiiagiiaHaisiaiaiaisBiHiaiisiiaHiaHHSigHBBiii^

Every Sale Makes
a Steady Customer
The reason for the popul-

arity Ball Furniture en-

joys among dealers is

found in the fact

that it never fails

to make steady

custo m e r s with

every sale.

Ball Furniture is

well made, beauti-

fully finished and

sells at a moder-

ate price.

Write for particu-

lars.

1

Ball Furniture Co., Ltd.
HANOVER - - ONTARIO
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A Popular

Priced Suite

that is

Selling Well

i

i

56 X 22

(See Diners on Opposite Page

1 This suite—made in

1 Italian Plain Oak

—

i is one of the best
HI

I
sellers of the year,

I appealing to the

j average man be-

I cause of its hand-

I some appearance

I and moderate price.

Write and get full

particulars of our

complete line today.

The Krug Bros.

Company Ltd.

CHESLEY
ONTARIO

NO. 1039

This suite is typical

of the high quality

and careful work-

manship which go

to make Krug Bros,

furniture one of

the most popular

lines offered to the

trade.

SI
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Your Store is Judged

by the Goods You Sell

When you sell MuncKll Furniture

you attract the most profitable

trade to your store, for your goods
are based on true value— a happy
combination of beauty, quality

and moderate price. We make
chairs of all kinds. Living Room
Suites, Tables, Smoker's Stands, etc.

Investigate our complete line—NOW

li

No. 950 Chair

JOHN C. MUNDELL & CO. LTD., ELORA ONT.

Exceptionally Well Made and Finished

Superior construction

and higher quality mat-
erials feature this Beav-
er Buffet (Italian Re-
naissance) made in both
Standard White Oak
and Solid American
Black Walnut.

Orders can be promptly
filled.

THE BEAVER FURNITURE COMPANY, LIMITED
KITCHEN EK - ONTARIO
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BUSINESS WEATHERVANE

The general situation continues to present many contrasts and ir-

regularities but the status of business in spite of the protracted labor

troubles, is more favorable than had been commonly anticipated when
the year opened.

With large crops foreshadowed, with improved financial and credit

phases and with many of the former weak spots eliminated progress

should again momentum when the strikes are definitely settled.

Duns Review of Trade in the U.S. August 26, 1922.

= iiiiiiiiiiiiiiiiiiiiii:iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMMni>:£

FOUN DA T ION S
In these days of enlightenment, you wouldn't think of buying a house

with a defective foundation, —defective through use of poor or improper
materials, or workmanship. It simply couldn't stand up to what you
want in a house.

And yet, do you ever consider the foundation in your upholstered fur-

niture? If the foundation -the frame, the webbing, the tacking,—is

not sound, how can you expect it to stand up, to give your customer that

satisfaction to which he is entitled, and to which you, as his furnisher,

are committed? You wouldn't serve your guest at dinner with over-ripe

fruit, or underdone yegetables, or raw meat. And yet - - - - -

The foundation in "Baetz" upholstered furniture is made with
especial care. It has its responsibilities to carry, as the last buttons on
a man's trousers.

The frames are well designed, and clean sound hardwood only is

used. The stock must be of ample weight to carry out the design, the

pieces are dowelled together,—not nailed—and the corners braced with
metal corner braces. The webbing must be closely woven, full width
and weight, set close, and well tacked and back-tacked, using full size

tacks.

Upon this we build,—the foundation is secure.

Oil tempered springs, new stuffing materials,—no old "odoriferous"
materials enter our factory—fill in: and handsome coyerings complete
the luxuriously comfortable, artistic pieces.

And our prices are very reasonable.

Let us demonstrate.

Three shops— each specializing in its own line—are at your service—
Anthes Baetz Furniture Company, Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited
Furniture for the Living Room

Baetz Bros. Specialty Company, Limited
Portable Electric Lamps and Shades

Each of these Shops specializes in its own line, but each has the same
ideal— "Quality" and "Character".

Kitchener, ont., Sept. 1922. \ } Managing Director.
I
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I SWEET DREAMS
j |

I Sambo: "Say Rastus, somethin' funny happened to me last night." | 1
"II" iiiiiiiiii"! Illllll"! Rastus : "Dat so?" iiimi i: nm iiiihniiiiii iins

I Sambo: "Yes, last night I dreamed I was eatin' shredded wheat; an' |
I when I wake up, half my mattress was gone." |
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THE OS EDITORIAL VIEWPOINT
PROFESSOR of art in a well-

known university has just stated

that "much of the unrest that

exists in the world today is due

to the jarring atmosphere cre-

ated in so many homes by the

inartistis furnishings," and the

question naturally arises—who

is to blame that this condition exists?

It would appear that the fault cannot be laid

entirely at the door of any single group. The manu-

facturer may feel ever so keenly that he should only

turn out designs that he knows to be correct and yet

he may be forced to meet a public demand for an en-

tirely inferior article, from an artistic point of view.

The retailer's hands are more or less tied ; on the

one hand he must cater to his customers and on the

other he can only carry such stock as the manu-

facturer supplies. The third party, the customer,

frequently has no ideas of his own on the fitness

of furnishings and, when he has, often enough is

very wide of the mark.

An improvement of conditions is very much to be

desired. It may well be said that there is just as

much profit in the manufacture and sale of inartistic

furniture as there would be if we insisted on the pub-

lic purchasing exact reproductions of the recognized

"periods"—perhaps more. However, we are sure

there is no manufacturer, and no retailer, who would

not gladly see the standard of public demand raised.

It seems to be more or less taken for granted, in

the trade, that money and good taste go together—

that the more expensive article should be the most

artistic, and that the poor man is better satisfied witn

something tawdry and fussy in api^earance. This may
be true in certain cases, ibut it is 'far from

universal. The ])oor and the inartistic we ha\e al-

ways with tis. it is true, but there is a very large class

of our citizens, having limited means, but whose ar-

tistic temperaments are highly developed. Does the

furniture trade meet the requirements of this class?

We think the answer must be given in the negative.

It may be a dream of the distant future but we
hope the time will come when Canadian homes will

be much better furnished than they are at present

;

not more expensively, necessarily, 'but w'ith more
character. This can be brought about either by the

education of the middle class consumer, so that he

will demand better design in furniture ; or by the

dealer and manufacturer refusing to make or sell

such abortions as have sometimes been turned out in

the past. It is not easy to see where the responsibili-

ty rests, but it does seem evident that a campaign of

education is long over due.

A campaign for better homes has been started in

the United .^ tatts by a group of people who call

themselves the Advisory Council for Better Homes.
I his advisory council includes such prominent men
as the \ice-presid(.nt of the United States, the sec-

retaries of Commerce, Agriculture and Labor, the

Commissioner of Education, the Surgeon-( ieneral of

Public Health Service, the president of the (ieneral

PAxleration of Women's Clubs and many other well-

known men and women. They ha\e set aside the

week of October 9th to 14th., this autumn, as demon-
stration week, and they have jirinted a "I'lan l!ook"

which is being distributed widely all over the coun-
try. This Plan Book, which is referred to elsewhere
has an introductory chapter entitled "Better Homes."
This is followed by a chapter "The Home as an In-

vestment." A plan is then outlined for community
organization in general, for securing better homes.
This is followed by a section under the heading
"Essentials for Demonstration Homes, Suggestions
on Buildings and Grounds." Then follows "Sugges-
tions for Furnishing and Decorating the Home;" then
a chapter on the "General Equipment of the House"
and finally a chapter on "Financing a Home."

Who will come forward and lead a movement for

"I letter Homes," homes where the atmosphere is

restful, the furnishings on simple lines inexpensive
without being inartistic? Such a movement we are

certain would have the hearty support of both the re-

tailers and the manufacturers.

An Age of Specialization; but

—

IS is an age of sjiecialization

—

but there's a limit to the extent

to which sjjeic-ialization can be

carried. The general tendency
seems to be for the manufac-
turer to specialize on the type

of product and the retail dis-

tributor to specialize on the

class of trade. In some lines of business, it is pos-

sible for the retailer to specialize to a very high de-

gree—take the shoe business for instance—here we
find stores catering to a high class men's trade, ex-

clusively, or a high class women's trade.

But there is a force working in the ojjposite direc-

tion, which inclines toward a broadening out in the

retail business, rather than a narrowing down. We
find it in the tendency toward departmentalization as

a result of the high carrying charges in down-town
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stores. Mercliants, in many instances, have found it

advisable to widen the scope of their o])erations, and

introduce \arious side-lines, in order to increase the

])ercentas>e of their turn-o\er to their expense of do-

in.L;- business to the hi.nhest possible limit. 'I his ten-

dency has resulted in the l)uildint>- uj) of the \>\'^ d--

l)artment store or<>ani/.ati()ns. which have succeeded

in cutting down their percentage of overhead to quite

a considerable extent, as compared with the store

which specializes on one variety of goods. Then we

find shoe stores establishing hosiery departments

and men's wear stores stocking shoes, drug stores

carrying phonographs, jewellers carrying stationery,

hardware stores carrying electrical ajipliances, and

so on, almost ad infinitum. All this is in an attemin

to increase the amount of business done in the same

floor space, or in other words to increase the i)er-

centage of turnover to investment.

The fact of the matter is that a very large part of

the art of merchandising to-day consists in the ability

to draw the public into the store. In many of the

most modern and successful retail establishments, the

expenditures that may be charged to this account-

advertising, window display, location, and so forth

—are very high, and it naturally follows that once

having attracted the public within his store the mer-

chant's next problem is to sell them the greatest

amount of goods that is consistent with customer

satisfaction. Hence the broadening out policy that

is making itself felt in so many lines.

How about the furniture business? Is it follow-

ing the same trend?

Furniture Dealers Adding Allied Lines

The indications are that it is. Furniture dealers

are finding it advantageous to handle various allied

lines of merchandise which the customer is likely to

purchase at the same time as he is buying furniture.

iMany of the most progressive stores are carrying

rugs, draperies, electrical api)liances, stoves and a

variety of other goods which may be considered in the

nature of household e(|uii)ment.

Conversely, too, we find occasional instances in

which a store that formerly devoted itself to another

line has added furniture. 'One of these which came

to our attention during the past month, affords an

interesting illustration of the trend of e\ents in mod-

ern merchandising. Kcjrmerly this concern dealt ex-

clusively in stoves. They were "specialists" in the

literal interpretation of the word, and according to

the theories which have been widely held were there-

in following out ap])roved principles of merchandis-

ing. P)Ut nevertheless, business began to fall away,

and, the management being wide awake, did not sini-

])ly blame it on "(icneral Conditions.''—that poor old

scraiH'goat upon whose head are placed the mistakes

iind failures oi the unprogressi ve businessman. They

began to investigate and seek for tlic specific condi-

tions which were bringing altout the decline.

When things are going wrong, and you can't ju>t

find the source ol the trouble, ho\ve\ er practical an

indiv idual you may be. you've got to begin to theori/.e.

Try what ajjpeals to )'ou a> the most likely theory

of the situation, anel i)roceeel to act u])on it, scrutiniz-

ing results meanwhile. The fault may lie in the ad-

vertising, ejr in the merchandise, or the prices, e)r

the window displays, e)r the salesmen, e)r the ]ejcatie)n.

or anv one of a number of e)ther different causes, or

a combinatie)n e)f them all. If you i)re)cted on the

theory that the advertising is wrong, and begin to

make changes in your methods, the results may jjrove

that your theory is ce)rrect, or, on the other hanel,

they may indicate that you must look elsewhere fe)r

the tre)uble.

Selling the Customer all at one Time
The cejucern in ejuestieju diel se)me theorizing and

investigating, and the conclusion they arrived at as

to the cause of the falling off in the demand fe)r their

stoves was that the big furniture houses had recently

begun to handle them. W hen one is pre])aring to

settle himself in a new home, he usually makes the

big purchases first. He will go to the furniture store

and select the variejus suites and articles of furniture

he may require. The kitchen stove, generally speak-

ing, will come second. Many furniture concerns have

capitalized this fact by installing stove departments

so that they ma}' be in a position to fully equip the

customer's kitchen as well as the other rooms of his

house. \\'hen a buyer has selected his chairs and

tables and beds, the salesman politely suggests,

"What aliout a stove. Sir? Perhaps we can serve

ye)u along that line." "Why I was going down the

street to the stove store to buy one." "'W ell, sir. we

have them here, the very best anel latest, and if ye)U

will just make ye)ur selectie)n in e)ur new de])artment

in the basement, it will save you time, and tre)uble.

perha])s. We'll send them all up te)gether feir ye)u.

anel you'll have everything eleli\ered at the same time,

just when ye)U want it." .Vaturally the customer

falls in with the suggestion, ;inel another sale is lost

lo the stove man.

It little avails te) scratch your head anel wail that

the times are e)Ut of joint, when ye)u're up against

.'in unexi)ected ce)nditie)n that elemanels drastic changes

in your business ])e)licy. \Ou've got twe) alternatives

befejre ye)U—e)ne is tei shut shop anel the other is to

readjust your business te) the new conditie)n, even

though, figuratively speaking, it may take an axe

anel a keg of dynamite te) de) it. The merchandising

e)rganization te) which we ha\e referred useel all the

dynamite that was required te> l)l(>w precedent te) the

four winels e)f heaven, and adeleel furniture "as a siele

line- "—a siele line which, howex er. is occupx ing as

large a |)lace in their business operatie)ns as the stoves

on which they specialize.
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Suggestions for Furnishing and Decor-

ating the Home
Movement to Educate the Public to Recognize,

and Demand, a Higher Standard of Furnishings

It does not follow by any means that nioxcnunls
having their origin in the Unittd States of otlier

foreign countries are better. than "Made in Canada"
ideas, but still we should not hesitate when other

peoples hit upon a bright idea, ti; take advantage of

it ourselves. At the present moment a campaign
known as the "Better Homes Campaign" is under
way in the United States. The work is in charge of

a general committee, which includes some ot the

best known men and women in that country. The
underlying idea is not only to build ])(.tter homes

—

more artistic, more comfortable homes—l)ut to fur-

nish them better after they are built and one of the

methods of education has been to issue a I 'Ian Book.
This Plan Book contains some very interesting ideas

on building and furnishing. Suggestions are made
for the deccjration of each room, hall, living room,
dining room, bed-room, and so on. A color scheme
is suggested in each case and a list of furnishings

which w'ould work in suitably with the color scheme.

Under a separate heading The Iu|ui])ment of 'Jlie

Home—outside of furnishing—is fully taken care of,

and also in a chapter by itself, the very imjH)rtanT

question of Financing. W'e quote from the section

given over to Furnishing and Decoration :

Persons who must furnish a house for the oc-

cupancy of a family face four distinct pr()])ltms: first,

they must see that the things selected suit the house
in size, coloring, and style; second, that the pieces

selected are harmonious with each other, and that

they are comfortaiile and well-made
;
third, that they

suit the requirements of the family; and fourth, that

they fit the family purse.

Backgrounds

The first requisite of a house is that it be restful
;

therefore, it is wise to use wall coverings that are

plain in effect. Plain paints or tints, and wall-papers
of a cloudy, all-over pattern, make the best back-
grounds.

When a room faces north, the l)est colors to use
are the yellows, which might range from a cream
color to a deep pumpkin yellow.

In rooms that face south, it is possible to use light

greys, which might range to a deep putty color;

though it is possible in sunny rooms to use almost
any color except those which might fade easily.

The best way to treat rooms which have wide
doorways connecting them with other rooms is to

have the walls of both rooms alike, preferably in

some plain color.

Floor Coverings and Hangings
Rugs and floor coverings should be several shades

darker than the walls, and l)e either in |)lain colors or
have a small or indefinite all-o\er design. Where
walls are |)lain, the latter type of carpet should be
used. When walls have on them and figured cover-
ing, ])lain car])et should be used.

The hangings for rooms which ha\e i)lain wall

coxerings could be strip(d oi- 'figured, but in rooms
where there is a figured wall covering, the hangings
should be in jjlain colors, taking the color scheme
for these from the dominating color note in walls
and carpet.

Furnishings

A good rule to lollow in ch(josing furnishings is

U) a\-oid anything which strikes you as elaborate, or
prominent. If a ])iece of furniture, carpet, or cur-
tain material stands out in a sho]), you may be i)uite
certain that it will be even more noticea1)le in a house.

.\ house can only be considered properly furnish-
ed when it meets the real needs of the occupants.
Comfortable chairs, sofas, and beds, good tables, and
soft carpets, make u]) the most important objects,
and the.se should be the best that the family can af-
ford. .\o definite rule can be a))plitd to the arrange-
ment of the furniture, but balance and wall space
should be considered first. Where a single opening
is placed in the centre of the wall, or like openings
at equal distances, the wall spaces will be in balance;
in the case of unecpial openings, the wall sl)aces will
be out of balance.

At balanced wall si)aces, place pieces of furniture
of relati\-e size and contour. These may be tables,
(.hairs, sofas, and pictures. Leave the more intimate
and personal furniture, such as favorite chairs, sew-
ing table, and foot stool, for a gronj)ing at one side
or in the centre of the room, i.ay all carpets and
rugs parallel with the longest sides of the room.

In a room uith unbalanced waU spaces, ])lacc
aj.ainst the longest spaces the largest pieces of fur-
niture—the piano, the bookcase, the daxenport
grou])ing perhaps a tablt , mirror, and chair against
a smaller and opposite wall s])ace. This permits the
comfortable chairs, tables, lamps, and pottery to re-
lieve the stiffness, allowing them to ])e grouijed in
the centre of the room.

Ho not indulge in too many pictures, ])ut select
a few of interest and good quality. These few should
be hung on a level with the average eye. Small i)ic-
tures should be hung somewhat lower.

Do not invest in many ornaments. .-V few bits
of colored pottery, or some brass ware, is all that is

required to strike a lively note. Place these so that
they will balance other objects arranged on the same
mantel or bookshelf. For e.xaniDle, a pair of brass
candlesticks placed at either end a mantel, with
a iK)ttery bowl, clock, or ornament in the centre,
strikes a balance. N'ever ha\e a large jar on a small
table or stand, or small onianieiUs on ;i large table.
A good thing to remember is thai ornaments decrease
ill \alue as they increase in number.

FURNISHING THE HALL
'1 he first impression of a house and its occupants

comes as one enters through the front door into the
hall. Thus, nowhere in llu' nlire bouse is il more
important to strike the right keynote in furnishing
and decoration. If there is no closet in tlie ball fiir
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wraps and umberellas, it will l)e necessary to liave

in some obscure corner a wooden strii) painted the

same color as the woodwork, in which are solid brass

hooks, placed low enough so that young- members
of the family can reach them. Also, for umbrellas,

provide a plain pottery jar which will harmcniize

with the color scheme of walls and carpets.

On the hall table have a card tray—brass if the

hardware is brass—silver if the hardware is nickel

or iron—and a medium-sized pottery vase in crackle

ware, or some natural color. A hall lantern or scones

would be in harmony with these furnishings, and

have decorative value.

Color Scheme for the Hall

Walls—Ivory paper or paint.

Woodwork—Paint—dull finish.

Floors—Hardwood—stained antique oak, finish-

ed with wax or varnish.

Ploors—Softwood—Painted a deep yellow, or

gray, or stained to represent hardwood.

floors—Linoleum—In a tile pattern of black and

white, provided the living room is not directly con-

nected with the hall; in such case use only plain

brown, grey, or jaspe linoleum.

What the Hall Might Contain

A table—Of oak, mahogany, or walnut, either

drop-leaf, gate-leg, or console.

A mirror—Gilt, or to match the wood in the table,

Early American or English.

A straight chair or two—With or without rush

seats, enameled black, with stencil design, or to

match the wood of the tables.

A low-boy—^Of mahogany or walnut, with draw-

ers for gloves, string, etc.

A large chest—^Of oak or brass-trimmed mahog-

any, for overshoes, etc.

One or two rugs—^May be Oriental in blues,

browns, tans or black ; or wool braided, in blues,

browns, tans or black; or Wilton, in blues, browns,

tans or black; or Axminster, in blues, browns, tans

or black.

A cocoa mat—placed at front door,

THE LIVING ROOM
As the living room is the gathering place for fami-

ly and friends, it may be considered the most import-

ant room in the house. It should take its keynote for

decoration from the hall. If there is a wide door-

way connecting the living room with the hall, the

color scheme should be the same. As the living room

serves as library also, open book shelves, painted the

same as the woodwork, are essential, and more sub-

stantial than book cases.

The first requisite of such a room is that it shall

be restful. Avoid using rocking chairs. Use little

bric-a-brac. Nothing which does not contribute to

the necessity and beauty of the room should be al-

lowed.
Tan or ivory is good in a room which is inclined

to be dark, or gray and gray-green in a room in-

clined to be bright.

Suggested Color Scheme

Walls— Ivory, cream (jr gray—pai^er or ])aint.

Woodwork—^Ivory paint—dull finish.

P'loors—Hardwood—Stained anticpie f)ak with

wax or varnish finish.

Floors—Softwood— Painted a deej) y(^ll'>w or gray,

or stained to represent hardwoods.

Furnishings for Living Room
Tal)le—Drop-leaf—in mahogany, weathered oak,

or walnut; (jateleg—in mahogany, weathered oak, or

walnut; Modern ChiiJi)en<lale—mahcjgany, weather-

ed oak, or walnut, or .Sheraton ty])e of table.

Sofa—Upholstered in either sage green or brown
upholsterer's velvet; blue, yellow, mauve satin or

taffeta sofa cushions.

Armchair—Overstuffed chair in indefinite striped

upholsterer's velvet in sage green ; satin cushion in

corn color.

Armchair— I'ack and seat upholstered in l^rown

like sofa—arms of mahogany.
Desk—A reproduction of a Sheraton, Hippie-

white, or Early English Desk.
Chair—Rush bottom—same wood as desk, or in

dull black or sage green dull enamel, conventional
stencil design.

Wicker chair—(Jf brown or natural wicker, with
printed linen cushions in floral pattern.

Tilt table for cards or tea—Mahogany or walnut.
Fire])lace (If any)—A wood-box or basket; and

irons and fire screen, hearth brush and tongs.

\ Reading Lamp—.Sage green or black pottery

base ; an old gold colored paper shade, bluted or

plain, top and bottom bound with sage green tape

ribbon, or guimpe.
A Clock—In simple, plain design of wood, antigue

gilt, or leather.

Footstool—Small ottoman, covered in black and
yellow needlework or velvet same as sofa (brown j.

Waste paper basket—Small black wicker next to

desk.

Decorative Acces.sories—Green vase, gold luster

bowl, mauve pottery piece ; Desk appointments in

dull brass, bronze, or leather ; Book-ends—Library
Shears. Match box and ash tray on table in brass

or bronze.
Carpet—One large or several small Orientals, or

a Wilton, Axminster, or velvet in two tone of brown
or tan, or in plain colors.

Glass curtains—Cream, marquisette, cheese-cloth,

or scrim, made plain.

Overdraperies— (If desired)—Can be either print-

ed linen, same as cushion in wicker chair, lined with
sage green sateen, or brown or sage green poplin,

silk damask or sunfast.

Chairs—If the room is large enough, one or two
chairs, chosen to correspond with those already in

the room, may be added.

DINING ROOM
The dining room should be one of the most cheer-

ful and inspiring rooms of the house. It is the place

where the family gathers to enjoy meals together,

and nothing insures a better start than having break-

fast in a bright, cheerful room.

If the dining room and living room are connected
by wide dorways, have the walls of both rooms
alike. If they are connected by a small door, the

walls may be in some light cloudy landscape paper,

or in a small all over pattern in light cream, buff,

gray, tan, or putty color. Because there is so much
l)Iue china, persons feel that they want blue dining
rooms. This is a mistake, as blue used in large quant-
ities in either walls, china, or hanging absorbs the

light and makes a room gloomy. Do not display
china or glassware in a so-called china closet. A
built-in corner cupboard, or a small mahogany or
rosewood cabinet, which might hold rar^e liits ol
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pottrey and china, is permissible. It is far better to

use the pantry shelves fur china than to crowd it

into a china closet.

It is best to use a rug with small figures. Ihe
hangings should be in plain colors, taken from the

predominating colors in the wall covering; or if the

walls are the same as the living room, the hangings
should be chosen from the predominating color in

the living room. This will bring the rooms into per-

fect harmony, without having them just alike.

Suggested Color

Walls—^I\ory or cream, if closely connected with

living room. A cloudy landscape, crepe- or cartridge

paper in buffs, pale grays, fawn, or cream if closed

off from living room.
Woodwork— Ivory.

Floors—Hardwood—Stained antique oak, with

wax or varnish finish.

Floors—Softwood— Painted a deep yellow or

gray, or covered in plain lirown, gray, or jaspe lin-

oleum.

Suggested Furniture

Table—Round or square extension, or drop-leaf

—six legs—in mahogany, walnut, weathered oak, or

painted black, gray, or coco. Might be production

of Hepplewhite, Sheraton, or Georgian period. A
glass, silver, or ])ottery bowl, containing flowers, on
the table

;
plain ecru linen doilies.

Chairs—^8 chairs—Mahogany—Damask seats,

Hepplewhite backs. Walnut—Engjlish linen seats,

Sheraton backs. Weathered Oak—Velvet seats,

Queen Anne backs. Painted—Rush seats, or wooden
seats, Windsor or straight backs.

Sideboard—Low, broad, after Hepplewhite or

Sheraton, a Welsh dresser with W^indsor chairs.

(Here keep either a few good pieces of silver with
candlesticks on either end, or a large pottery bowl
filled with fruit in the centre, and candlesticks to

match the bowl placed at either end, or some bits

of red or yellow glass, but do not combine all three.

Do not use delicate lace runners or doilies. Plain

linen, or heavy real filet is far more effective. Dis-

play no cut glass or hand-painted china j.

Mirror or Mellow, dark-toned painting—Framed

in antique gilt or to correspond with the wood of the

furniture selected, and hung on level with the eye,

directly in the centre and over the sideboard.

Serving Table—To correspond with other furniture

selected, and placed as near the kitchen door as pos-

sible.

Here keep two or four silver or glass candlesticks

which are used on the table at night, also a silver,

mahogany, or wicker tray.

Alirror—Queen Anne type—over serving table

—

especially if serving table is between two windows,

it gives effect of space.

Muffin stand—Especially for maidless house

—

of mahogany, walnut, or painted to corresi)ond with

furniture selected.

Nest of Tables—Small, square, of either mahog-
any, walnut, or black lacquer, to be kept in a corner

and used for tea parties, functions, etc.

Rug—Large Oriental—In blues, yellows, browns,
or old rose, and black ; Wilton—in blues, yellows,

brown, or old rose, and black ; Axminster—in blues,

yellows, browns, or old rose, and black; Chenille or

velvet, in plain colors.

Curtains—Glass curtains to match living room,
in either marquisette, cheese cloth, or scrim, made
plain.

Overdraperies—If desired, can be either like the

living room, if rooms are in close proximity, or taken
from the predominating color note of living room
hangings if these are figured.

\\'ith a cloudy or landscape paper, use plain pop-
lin, rep, or sunfast, in warm tans, sag"e green, with
bands of black or orange, or both, across the bot-

tom ; this would give character to the room.
Uniformity lin furniture chosen—Be sure iai

choosing your furniture that uniformity is observed
as to period, wood, and type. For example, if a

Sheraton sideboard in mahogany is selected, then
the entire furniture of the living room should be of

the Sheraton type in mahogany.

Handsome Living Room or Library Table within which a Phonograph is incorporated—shown by
McLagan Phonograph Co.. at Toronto Exhibition
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Highly Favored by Connoisseurs for

Furniture Covering. Tapestries

Hold Their Popularity through Ages

As an upliolstcring material it is d()ul)t-

fnl if anytliing can surpass tapestry in tlic

matter of artistic design, luxurious appear-

ance and richness of color, indeed by many
furniture connoisseurs it is recognized as the

ultimate in furniture coverings. Such being

the case, it is of special interef^t to the re-

tailer to refer briefly to the progress the art

of weaving" has made and describe how ta])-

estries are produced under modern methods
as exemplified in one of the largest and best

known weaving mills.

The Romance of Tapestries

The art of weaving is of such great an-

tiquity and so general in its range over the

entire earth that any incjuiries as to its origin

are futile, and any theory hy])othetic. Savage
races even have practiced it from time im-

memorial, and the cultured nations have vied

with each other in its exercise until at the

])resent time one of the most valuable assets

of a nation is its cai)ability to produce woven
materials.

To the practical upholsterer an intimate

history of the progress of the craft may, per-

haps, be of only passing interest. Sufifice it to

say that there is a romance in the making of

tapestries that appeals to the poetic, artistic

and liistoric elements in our nature. There
;ire records of the use of tajjestry in the early

classics while all down through the mcjre

modern ages, tai)estry has played an important
])art in the life of nations. I'Vom the record

of taiK'stry-making many facts and curious

sidelights on history are ])rovided.

Modern Methods of Tapestry Weaving

'J'apestry weaving to-day is not the same
process that was employed in bygone ages,

in those times it was a househokl occupation
where the indi vidualit)- of each craftsman was
evidenced in the products of his handiwork.
These workmen were, indeed, real artists as

only a cursory examination of historic tai)es-

tries is needed to indicate. In these modern
limes mechanical methods lia\ e to some extent

supplanted individual handiwork ; yet withal

there is in the modern weaving mill certain

ch'ments of indi \ idnabt v and artistic crafts-

manshi]) that give a romantic fla\<jr to the art

in spite of its mechanical background.
I he design of tai)estry is drawn and then

transferred on si)ecial blocked-out pa])er from
which ])unched cards are punched by card-

cutters. Remarkable results are accomplished
tb.rough various colors in the warp and the

colors of the yarn in the shuttles flying across

the loom. Outside of these regular colors,

\arious blendings and combinations of colors

can be obtained and \ery often it is difficult

to fortell the results until the actual trial is

made.
Transferring the Colors

To the layman nothing is more mysterious
than the ability to transfer the colors and de-

signs from the sheets of paper ])repared by
the artist to the woven tapestry. This is where
the invention of a color selector machine by a

hrenchman, Jacquard, comes in. His .system

of pimching round holes in a cardboard cor-

responding to the design of the artist, is what
has given a mighty impetus to the tapestry

industry.

Then the dilYerent yarns colored exactly
to meet the ideas of the colorist are strung
on the loom and controlled by the Jacquard
system, lliese long ends of yarn are prepared
on beaming frames, sometimes each thread
being over one thousand yards long, and it

is a special craft of. its own to be able to lay

the warps, the experienced beamers requiring
many years of i)ractice.

The Twisters

When these warps are used up, another
lieam takes its place, and to twist the threads

in requires skill and diligence and also covers

a separate branch in the textile industry, the

workers being known as twisters. To keep
the looms going, ammunition in the form of

} arn from the shuttles must be constantly sup-

l)lied. They are wound on sjjools or bobbins
usually by girls, on S])ecial s])ooling and wind-
ing frames.

In s])ite of the fact that the personal touch
of the weavers is not as emphatic in the pres-

ent state of manufacturing as it was in the

days of old, the individual expression is still

being created and is of inestimable value to-

ward fnrllier progress of the industry.

I
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Tapestries

Courtesy La France Textile Co.

Jlrtistic in Design, Luxurious in Appearance, Rich in Color,

Tapestries are unsurpassed as Upholstering (Materials. The Art of

^TliCanujacture is almost as old as the race itself, but the wonderful

hand creations of individuals are now replaced hy modern machinery).

The beautiful design shown above is by Katherine E. Abbott, pupil of

the Philadelphia School oj Design for women.
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An Imposing Exterior Reflects the Dignity and

I Reliability of the House of Banfield

The Banfield store occupies six stories and has a

floor space of over 36,000 square feet. It is

completely departmentalized, having a compet-

ent manager in charge of each department.

Mr. J. A. Banfield

lllllllllllllllllllllllllllllllll
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Building Big Business inWesternCanada
J. A. Banfield Has Created a Great Organization

for Furnishing the Homes of the Citizens of

Winnipeg—The Story of His Successful Enterprise

Mr. Banfield, who today is one of the most pro-

gressive and successful business men in Western Can-

ada, was born on the 1st of December, 1856, in the

City of Quebec, and received his education at a pri-

vate school in the city of his birth. A representative

of the "Furniture World," recently interviewed Mr.

Banfield and asked him to pass along some of his

merchandizing experience for the benefit of those who
are younger at the game. Here, in brief, is what he

had to say

:

"You can see I am no youngster, but a hardened

business man. who has gone so far through the world

with the accustomed number of business knocks,

which always are the blood drawers of the successful

merchant—for without experience and knowledge the

merchant certainly has his work cut out today. They
say experience teaches, and experience in my estima-

tion is a hard teacher. It is regrettable that we can-

not in full measure transmit our knowledge to the

coming generation, but they don't seem anxious to

take advantage of it, and generally spurn it with the

comment, it is not adapted to today, or some other

, such phrase. They must also be taught by experi-

ence.

The Optimistic Age

"I may say that my first visit to Western Canada
was in 1884. On that occasion I stayed at the Rosin
House, which was situated on the lot adjoining my
present business site, and little did I think then that

this city would be the place of my adoption, but des-

tiny determines such things. At this period of my
career, I was running along- the line of lesser resist-

ance, like many of the young men of to-day, with faith

in my ability to always make a living, and always
optimistic as to the future—money was made to spend,

and in those days, the same as to-day, every oppor-

tunity was given to spend it.

"Alas ! We woke up one morning to find that the

day of easy money was gone, and castles in the air

had vanished during the night, and, after a short

while, becoming fully convinced of those facts, my-
self with many others packed up our traps like the

proverbial Arab, and gently stole away.

Aiming at Complete Service

"My career for the next fifteen years was taken
up in one line of business. In the spring of 1903 I

returned to Winnipeg to enter the carpet and house
Furnshing business with my late brother, A. F. Ban-
field, with whom I remained partner for five years,

and on his death, I boug'ht out the entire interest,

becoming sole proprietor, and such is the position to-

day. Previous to my entering the business it was
specializing in rugs, carpets, linoleums, draperies,

etc., but I soon realized that, to make a complete
store, furniture must be added, and consequently we
took a few floors and put them into furniture, much
to the chagrin of the other furniture dealers in the
city, but we stuck to our policy. To the beginner
in business I say : Carefully decide on what you are

going to do, and stick to it. Remember that confi-

dence in your undertakings is a great asset, and,

backed by hard work, you cannot be beaten. Know
what you are doing, and do it to the best of your

ability. Don't spurn advice, for the wisest man does

not know everything."

Buildings

Today Mr. Banfield's furniture business occupies

a building of six stories and basement which is locat-

ed at 492 Main St., Winnipeg, being one of the most
centrally located stores in the City. The floor space

of the entire building is over 36,000 square feet, run-

ning from Main .Street back to Albert Street. The
property is owned by Mr. Banfield. Besides the re-

tail store, Mr. Banfield has a wholesale warehouse,
located at 123 Bannatyne Ave., and also a reserve

stock warehouse at 656 to 660 Young Street. These
warehouses contain 40,000 square feet of floor space,

and are modern in every way.

Departmentalizing the Store

Each department is under a competent manager,
who is held responsible for the success of his own
branch of the business. While the store is depart-

mentalized, yet, should a customer so desire, one
salesman is permitted to serve through the entire

store. Mr. Banfield makes a point of knowing as

many of his customers as possible, and makes a point

of seeing that service, with full value in goods sold,

is given to everyone who deals with the firm. His
policy of "Satisfaction or Money Refunded" is one
that is fully carried out, and is an assurance to cus-

tomers that it is safe to place their requirements with

the firm.

Charge Accounts

A considerable portion of the business, comes un-

der the heading of charge accounts. Mr. Banfield

feels that this system has been a great help to many
families, since it is not always convenient for one to

pay cash for what he wants. This Mr. Banfield says

he knows by actual experience, as he himself found it

necessary to buy his first furniture this way. He
therefore figured that there were many honest people

wanting extended terms. Hence the decision to ad-

vertise "Credit to Reliable People," and their losses

have been very small. The majority of people who
want to pay on the instalment plan are honest, and
only by force of circumstances are they dishonest. A
cash customer receives a discount of ten per cent.

Advertising

Mr. Banfield is a firm believer in advertising. Let
the public know what you have to sell in the most
siinple manner possible, his advice is, and give them
credit for having some judgment. The buying" public

of today are readers. Set aside a certain percentage
of your business for extension through the medium
of the press, and you won't regret it. Remember you
must be consistent along this line—results will come,
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\Credi'. Extended to Reliable People at Banfie'd''a

Established

•1879 BANFIELD'S At U
Annhjv^ary

Celebrate their 43rd Anniversary
With a Noteworthy Sale of Fine Furniture and Furnishings

The values offered will be worthy of the occasion, iiKorporating as they will, several very fine odd suites and
pieces left over from our August Sale; these will carry a further discount to effect a clearanGc.

We have also decided to extend our popular easy payment plan, where desired, that all may share in our
great birthday celebration.

Sale Opens Friday at 8.50 a.m.

STREST bTORE

LIVING ROOM SUITE
Gfnuino nak, fumpd finish. Conilsts of library

ttitilr, jaT'litinTe .stHnd. arm chair, rocker, recpiinn
i liflir. rn, kf-rand book ends. Upholst-T'-d in

qiiMljty iniilalinn Ipather.

Aiinnfrsjirv Salf J*pcCial

CHE8TKBFIELD SUITE
dipstcr/ipld, li'-autifally uphnlstprrd in (rnol

quaiirv of ijiprslry. Marshall loose ciLshions, sprin;;

back, sprin(r arms and sprmg edgP. Built

L'omfort. With t'hair to

malch .

DIVAilETTE SPECIAL
Omiine Kroehirr Di vHnrit» of solid

spnns braciDfi, upholsterrd in duriiblf

baihrr. OpPDs lo a full size double

DININO-ROOM SUITE
ncmiinp qimrtpr-out nak. fume* finish. 46 inch rxt''n-

iK.n tahlp, 42 inch top. b small and 1 arm rhaii-. real

It nlhpr slip seats, box frame

Anniversary Sale Special

$54.95

$189.00

oak. full

imitatii">M

BEDROOM SUITE
tonsisis of dressrr, rliifforobc 'inplea,! of chiffotiior '.

dressing table and bed, Complcie " itli hr,\ sf-inji an')

s;::;:k '":::"!!Z;'!,^....„ $i9c 50$129.75

Our Anniversary Sale Kitchen Cabinet Offers ^

Kitchen Cabinet

ALBERT STREET FNTRANCE

11 njn,i inrp* ruphoird !

.I'iciT draw'- and Ihfk*
•x. Compleie wilh the foUoi* i

Ir l fif RroccrlPs:

: f^rs CoM ?=liind8rd Y«n11l» Extrad
I ll> r,(i:il P-ontlnrd Bakinft Pfwilpr.

1 pit*. Sl»ndnrd dnkinit Sort^

1 i«k(r Gnld Standard rh'>folatP Inr^s

. flour bin and i

,
sanitary I

t nia Gold Standfrd Vanilla Extrart
I lb Oo d Standard Buklnj Powder.
1 pkg. Oo\d Standard Bnklnr Roda.
1 pkg Gold Standard Chocolatt* Icinn
1 Ih tin Gold etandajd ChaftlBaa Citf.?»».

1 tin Rnynl Cr'-wn Lyi?.

] eaka Royal Croi\n Iviundry Soap.
I lb. lln Gold Slan-Jaj-rt Blua l*b<»1 Ti^a.

1 pk(. Roval Crdwn Waahlnx Powdar
I <raka Roial Crown Naplha.
1 tin Stop-on Black Shoe Polish.
1 tin Wop.on Brown Sho* Polish,
1 tin Stop-on Whit's Shoe Polisti
1 pk», Macaroni
I T-lh. bac Purity Flour.

1 I,lp KatUa I Convex Kcttis
] Lip aaucapan ] Waah Bowl
I ni«h ran 1 Rica Boiler
1 rol^ln Pot 1 WstftT Pall

Annu-eraar^- Suit Speriai,

BANFIELD'S PAY WAY- Make a Small Deposit and the Balance over a period of months

BRUSSELS RUaS

$22.50 $27.50 $31.50 4)35.00

$37.50 $48.50 $66.00 $75.00 $84.00

SOOTCH mLAID LINOLBUM
rnlierns (to rlfht through
Thoroij»hly seasoned fronds
iifelirvw Annlveipary Spccia

PRINTED LINOLEUM
In apli'n'li'i range of dpsljns and color

at.lp ffir I'vcry room In Ihf home, tv
(T'lai afHrf.r!. Aonivcraary Special.

$1.75

93c
ALL PfIRE WOOL BLANKETS

^ hlppi-d In dlnfflf^ Wilh hlue or pinl. b.Td^r*

Annlvprsan' Special . _ . $12.50
COTTON nLLED OOMFORTBRS

..icr Sf'IIInc r

.$5.95

WORTH WHILB ANNIVBBBABY SPECIAL IN
CONGOLEUM RCOS

$6.25
BRITISH HADE TAPHSTRY. KUOS

$10.95 $12.95 $15.95 $17.95

A Growing

Business is an

Assurance of

Fair Treatment

and Good

Service

—Our staff has grown from

Iwo to aeveoty

- Our p r e m ( B e 6 Involve

36.000 square icet of shop-

ping space and 40.000

square feet of warehouse

space

- Four large auto trucks

are always kept busy tak-

ing care of our delivery

service

—A record that endorses

our faith in the West and

the principles of fiir treat-

raent to all.

—We are the largest ex-

clusive House Furmshers

West of the Lakes.

-Our large clientele is

your guarantee,

- Once a cui;«mer always

a customer

OUR MOTTO:
Wc guarantee what
li e sell to givesatis-

fact ion or your
money refunded.

FEATHER DOWN PILLED
COMPOBTZBS

$10.65
BEDROOM WINDOW SPECIAL

Complate With Bos to M.tch
If choice of fciji- .4cilfnB Scrnntnn
"In PIK dBsi^n. In CnKlleh and Am-r

a ^Bodroofn box \o mai^ti C
»ivcr,.,rv Sal. Sv<

AXMINSTER BUOS
$19.95

guaranteed, Anni-

YNE. AVENUE WAREHOUSE

Business
Hours:

8.30 a.m. to

6 p.m.

Every
Day

JABanfhId
I

"TVo Roliablc Home FbrnisliiiT^
492 MAIN STHtET - PHONE N6667

Country
Customers
May Avail

Themselves of

These Special

Prices and
Terms,

To All Our Friend^.-'

We wish to offer our th«nka for the

courtesies extended to us ir* the past, and

will at all tunes endeavor to merit your

confidence

Service is the keynote upon which this

business has been developed- The steady

increase in the number of our patrons is

indeed gratifying to our m.-xn.icement and

staff, assuring; ua as it does, that our ef-

forts to please are meeting with your ap-

proval. We enter our 44th year of busi-

ness confident of your continued patron-

age-

A Mii^hty Friendly Store to Deal With

Big Winnipeg Furniture Store celebrates another anniversary.
This newspaper advertisement measured 13 x 17 inches.
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One of the Show Rooms in Banfield's store

it may be slow, but they will come. Put as much of

your own personality into your advertising" as you
can. In your advertisements talk to the public as you
would if they were in your store, and above all things

do not misrepresent. Be honest in your advertising;

create confidence, don't dispel it.

Merchandise

Patronize home industry where ever possible.

Spend your money where you get it, and you can al-

ways get it where you s])end it. This is a good axiom,
and one that should be impressed on our minds.
Don't buy out of your home town, or your province,
or your Dominion, if you can avoid it. By all means
remember you owe your cotmtry something. And to

take everything out of your country, and put nothing"

in, means its impoverishment. Above all things be
loyal and not selfish. Remember you cannot inspire

loyalty, when you do not give it. Keep close to your
customers—kee]) in touch with them as much as ])os-

sible—and whatever you do do not get above the de-
tails of your business, in other words, do not get too
big for your business, Mr. Banfield often feels that he
would like to be on the floor all the time, so that he
could personally sjjeak to all his customers. The
public are very sensitive, and very often draw harsh
conclusions. Don't give opportunities for complaint.
Don't attempt to do more than is within your power;
give full limit to your possibilities, but be careful not
to exceed them. Let the other fellow have a little

—

It pays.

Electric Appliances

A full line of electrical goods are carried al all

times, everything from toasters and irons to electric

ranges and washing machines. Floor lami)s are the

best sellers in the electrical department, and a large

stock of the latter are always shown on the floor. The
firm does a nice business in other electrical lines, also.

Window Displays

Mr. Banfield is a strong believer in attractive win-
dow disjilays. He favors showing" a room completely
furnished, although of course he fre(piently devotes
a window to kitchen cabinets, or rugs, or bedding,
and various other articles too numerous to mention.
He is of the opinion that a windt)w should be changed
at least once, or even twice, a week. ,\n attractive

display will sell your goods, if you spend a half day
on window dressing". Do not think it is a waste of
time ; as long as you make it attractive, it is time well
spent, and it will re])ay you with interest. Always
ticket your goods plainly, both in your windows and
inside the store.

Special Sales

Tliis is a si)lendi(l way of stirring up business
when times are cpiiet. Mr. P)aiifiel(l used to put on a
Saturday night sjiecial before he and the other furni-

ture dealers decided to close at 6 p.m. on .""^aturdavs.

As a rule he did not ofifer ex])ensive furniture, but
something within the reach of everyone. .Sometimes
it would be onl}' one article, ne\er more than two or
three. One Saturday night it might ha\e i)een pil-

lows and sheets, the following Saturda\" a blanket
sale, the next a kitchen cliair or table sale, and so on.
but it certaii"ily did draw the crowds, in a number
of cases the purchasers would s|)end a considerable
amount of money before they left the store, altlunigh
in the first place they oiiI_\- intended to si>end sav four
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The demonstration

of this Gold Medal
Divanette was a feat-

ure of the Furniture

Display at Toronto

Exhibition.

or five dollars. They were welcome to browse around
the premises as long as they wished, thereby often

seeing something that struck their fancy, which they
would buy before they left the store. One special

that has been, and is still, a wonderful success, is the

kitchen cabinet. The purchaser of each cabinet re-

ceives free of charge a supply of groceries, enough
to fill the cabinet. Hundreds, in fact thousands, of

sales have been made on this special. Mr. Banfield

is a man of original ideas, and knows how to put them
into practice. He believes in having something a

little dif¥erent to the other fellow. Another very
strong seller before the war, was a three room suite

completely furnished for $99.00. Wonderful results

were obtained from this special, but of course that

is a thing of the past, as it would be impossible to

put on a sale at these prices today.

A contract department is maintained which is a

fruitful source of profit. The firm make it a practice
to have salesmen call on the owners of new homes
when they are nearing completion and submit various
ideas and suggestions. This frequently leads to the

sale of the complete furnishings of the home, as "Ban-
fields" are in a position to supply everything from a

kitchen chair to the most expensive suites of furni-

ture.

Wholesale

The firm operate a wholesale business under gov-
ernment license, from its warehouse at 123 Bannatyne
Ave. While this is not the large end of their busi-

ness, they show a very nice turn over at the end of

the year. A very attractive illustrated catalogue is

issued.

The Gendron Mfg.

Co. had a splendid

exhibit at the Cana-

dian National.
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Period Furniture

Do you know all about "Period" Furniture?

''Furniture World" has been asked to devote some articles to

this subject for the benefit of younger men in the retail trade

who may not yet have acquired a complete knowledge of it—or

older men who may have forgotten—for every retailer should

know, by heart, the history of furniture.

The suggestion appeals to us as certain to prove both inter-

esting and valuable to our readers and we are laying plans to

have our first article appear in the October number of Furniture

World, to be followed by further articles in consecutive issues.

Don't miss them. The articles will be as brief and condensed as

is reasonably possible and we hope all our readers will follow

them carefully and enjoy them. Beginning with Jacobean Fur-

niture in the Seventeenth Century the "Periods" of which the

articles will treat will be approximately as follows and in the

order given

:

Period Approximate Date

Jacobean 1603-1688

Louis 14th 1643-1715

William & Mary 1688-1702

Queen Anne and the Georges 1702-1760

Louis 15th 1715-1774

Chippendale 1705-1779

Adam Brothers 1762-1792

Hippie white 1780-1786

Louis 16th, 1774-1793

Sheraton 1750-1806

Colonial

Empire 1800-1900

Victorian
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A Jacobean Setting
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A corner in the Furniture Department of the

G. A. Holland & Son Co., Montreal. A Jac-

obean Setting of most attractive composition

with mural decorations in keeping.
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A Special Upholstered Furniture Set by the

G. A. Holland & Son Co. of Montreal. The

Art Floor of this company is one of the

Retail Show Places of the city.
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Simplifying Stock

Record Keeping

OST progressive furniture
niercliants have adopted
tlie perpetual inventory
system and many more
would do so excejit for the
fact that they consider it

too much \v(jrk to maintain
such records. J'\irniture

Kecord tells how two
U. S. retailers, Watkins

Brothers of South Manchester, Conn., and the
Caddo Furniture Company, of Dallas, Tex.,
have solved the problem by using visible stock
record files for this purpose. One cabinet is

sufficient to take care of all stock records for
both these stores and no extra help is required
to keep the inventories up to date.

Each cabinet has a number of trays and
each tray represents one classification, such as
chairs, for instance. A different card can be
used for each factory, the cards overlapping
each other on the tray. By simply pulling out
the chair tray, the buyer can tell how many
chairs are on hand from each factory and one
card can be kept to show the total number of
chairs of dififerent styles on hand. It requires
less than an hour a day in the average store
for a gnl in the accounting department to
check ofT the items sold and add those pur-
chased.

The Caddo Company has a very simple
system. The item is indexed at the bottom of
the card, but as the same article is purchased
in a variety of finishes, such as mahogany,
walnut, ivory, etc., each finish and style is
given a stock number. The card is ruled to
care for six such stock numbers. For each
number there is an upper and lower space.
In the upper space the number of articles pur-
chased is designated by a red line. In the
lower space the number sold is checked ofif.

T hus, if the red line in the upper section end-
ed at 10 and the last check in the lower sec-
tion was in the six column, the buyer would
know that he still had four in stock.

For those desiring it, a large card can be
used with sufficient s])ace to handle all articles
in stock of one kind, such as chairs. A factory
code can be used along with a number desig-

nating style and finish. In this way all dress-
ers, for instance, can be recorded on one sheet
and the buyer can tell at a glance how many
dressers of each descrijjtion he has in stock
and which are moving the best.

Watkins Brothers declare that they would
be unable to conduct their business intelli-

gently without a perpetual inventory system
and that the visible record file is one of the
best labor saving investments they have made
for their accounting department, ranking with
the bookkeeping machine for efficiency.

Some firms place a limit upon the number
of pieces of different kinds which they should
keep in stock. The girl in charge of the per-
petual inventory system is informed, for in-

stance, that the number of dining room chairs
should never drop below six dozen. When
the perpetual inventory shows that there are
only seven dozen dining room chairs in stock
she places a note upon the buyer's desk call-

ing his attention to this fact and by going

Simple card used by the Caddo Co.

through his perpetual inventory record of

chairs he can ascertain which kinds he is

shortest on and which kinds have sold the best
and can order with assurance. This greatly
lessens the buyer's work and gives him a
chance to i)ut more thought into sales plans,

etc.

The cost of such cabinets is small com-
])ared to the saving they accomplish. Firms
which have been using the old style card in-

dex cabinets and have changed to the new sys-

tem rei:>ort that the saving in time is 50 per
cent.
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Show Card Writing. Talk No. 2
Ths second of a series of illustrated talks on modern show card writing.

The author has had wide experience in this work and we urge our
readers, to follow, carefully, the talks as they appear.

After careful practice of the various
strokes illustrated in our previous talk, we
are now ready to begin lettering. For our
first attempts we will begin on the Egyption
alphabet. Once these letters are properly
mastered it will be difficult for the card writer
to make any of the mistakes that at once
mark the card as an amateur production.

\\'hile this alphabet is the plainest style

of all and will prove a good guide for future
letter formation, it will be readily seen that
a card lettered only with these letters would
have a decidedly heavy and clumsy appear-
ance though it would be very legible.

As he commences to draw the letters with

thumb and the second finger, using as free

an arm movement as possible in making each

stroke. While the brush is held firmly avoid

a rigid grip of the fingers, as this tends to

make cramped and weak strokes.

Keep the brush well filled with color.

After the brush has been dijiped into the paint

work it over a time or two on a glass or

smooth card to get the desired chisel-shaped

edge, l^efore attempting to make a stroke.

Iliis is most important, as clean and rapid

work can only be made when the brush is full

of color and the brush is in shape to give a

square edge start as well as firm even body
to the strokes.

The Egyptian alphabet

the brush, the beginner must remember that

he is still learning one-stroke work, and prac-

tise is very necessary before the vertical and
horizontal parts will be executed nicely with

a single stroke. It will be noticed that the

same strokes we were learning last month
are used to e.xecute the alphabet. Also no-

tice that only three strokes are required for

the letter "'A," four for "B," two for "C,"

three for "D," four for "E," and so on. This
makes for rapid work. In examining closely

the alphabet illustrated it will be seen that

the various strokes are indicated and should

be made in that way. Get the habit of draw-
ing the l)rush from left to right and from top

to bottom. The brush is held between the

As the letters become familiar and a steadi-

ness is felt in making the strokes, try making
words. For instance, paint the words "Good
l"\irniture," using this alpha])et. Notice the
spacing carefully that the letters are all even-
ly dixided. The one exception to this rule

is where the two O's come together in the
word "Good." Here the two letters mav al-

most touch and still look l)etter than if the
space were greater.

W'e are not illustrating the lower case
letters of this "l^gyi)tian ali)!iabet." as tiiey

are very rarely used in rapid card work. In
future talks we shall take up the lower case
letters of other al!)hal)ets which are more
commonly used.
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The Fine Furniture Display of the T. Eaton

Company at the Canadian National Exhibition

always contains useful suggestions for the

out-of-town Retailer.
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At Toronto Exhibition h^^^^^^^^^^^^^

Another varied display that gives a luxurious

and homey effect to this living room—The

T. Eaton Co. at the Canadian National

Exhibition.
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Getting the Attention of the Public

is a Sale Half Made
An Interesting Story of a Window Contest

That Made Everybody Think "Refrigerator"

refrigera-

The pul)lic is always interested in some-
tliing different, especially if there is some
slight element of a gamble in it, and perhaps
due to this, so many retail stores make a suc-

cess of guessing contests of one kind and an-

other.

(luessing at the number of kernels of grain

is a common form of contest, but the Winni-
peg store of the Hudson's Bay Company fea-

tured a new guessing contest by freezing a

model refrigerator in

a huge block of ice

and asking the pub-
lic to guess how long

it would take for the

ice to melt away and
leave the

tor free.

Mr. T. F. Reith,

advertising manager
of the company, in

describing the con-

test, stated that a

huge 1 2 0 0-p o u n d

block of ice was
placed in the big

corner show window
'at 9 a.m. Monday,
July 3rd. In the

center of this was
embedded a tiny

model refrigerator.

The public were
invited to estimate

the exact day, hour

and minute when all

the ice would be

melted. A large re-

'frigerator was offer-

ed as a ])ri/.e for the

nearest correct
guess. During the contest a 20 jier cent, dis-

count was offered on all refrigerators in stock,

sam])les of wliicli were shown in the window,
(iuesses were to l)e in l)y 6 p.m. Wednesday,
written on a form provided in the furniture

department.
I h(;usands of rslimates were received, and

interest in the ice ke])t \\\) all the week, in-

cidentally lielping all the other displays and
the store business generally. By Sunday, July

The 1,200 lb. Block of Ice with Refrigerator
Embedded in it.

9th, at 10.08 a.m. all the ice had disappeared,

having taken just over six days. On judging
the coupons a tie was discovered, two con-

testants having estimated 10.10 a.m. Sunday.
This was made the occasion fcjr further pub-
licity, and a draw arranged in the dej^artment

for Wednesday, July 12th. A consolation

prize of silverware was given to the loser of

the draw, which was a gift totally unexpected
and much appreciated.

The ice was con-

tained in a big shal-

low tank to which
was attached a drain

pipe to carry the

water away. Curi-

ous estimates were
'put in as to when
the ice would melt,

some saying as far

ahead as August,
^September and even
October. The
weather being rather

cold and unseason-
able deceived many
and caused the ice

to remain longer

than it otherwise

would.
The event was a

success from every
standpoint says IVIr.

Reith, particularly

when it is considered

that the season was
well advanced and
the weather cool.

In spite of this,

however, a fair num-
ber of actual sales

were made, while a great num])er of enquiries

were listed, all of which will ])e followed up.

Some little difficulty was experienced in

l>lacing the model in the ice, as it was found
impracticable to sus])end it in the mold, but
this was overcome by chii)ping out a hole in

the block and again freezing the refrigerator

in the centre. The great block of ice was
made by the company binding together three
40r)-pound standard blocks.

i
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Furniture and Allied Trades Splendidly

Represented at G. N. E.

Many Fine Displays Arouse Interest of Crowds at Big Fair

Stratford Scores Again—**Made-in-Stratford" Exhibit Proves Great Success

Good furniture makes a strong appeal to Cana-
dians, when it is properly presented to them, because
it relates to the comfort and beauty of the home,
which is the centre of our national life. That is why
the "Made-in-Stratford" display at the Canadian Na-
tional Exhibition attracted so much attention. There
are two big noises in Stratford—one literally, and the

other figuratively, speaking. The former is the rail-

road shops, and the latter the furniture industry. It

naturally followed, of course, that iurniture was the

feature of the exhibit.

Stratford made a l)ig hit at the Fair—We should

say they hit a home run. If the s[)irit of Shakes-
pere haunted the Coliseum of nights, which no doubt
he did, there being the double attraction of hearing
the operatic rendering of his own "Romeo and Juliet"

and seeing the evidences of the progress and pros-

perity of the Canadian counterpart of his birthplace,

he must surely have been gratified that his name
should be associated with a city of such prestige and
aggressiveness.

Everybody was talking about the Stratford exhibit

and if Stratford had needed to be placed on the map,
the exhibit would have put it there. Thousands of

interested people, including many furniture dealers,

visited the display daily, and came to a new apprecia-

tion of Canadian craftsmanship in the production of

furniture.

Practically every furniture manufacturer in Strat-

ford was represented and in every exhibit were feat-

ures of beauty and utility.

McLagan Features

One of the outstanding features in the McLagan
Furniture Company's display was a very handsome
Chippendale dining room suite in American black

walnut, which attracted considerable attention. A
grey bedroom suite, after the Louis X\'l design, with
decorativt motifs in blue and gold, was also very
much admired. Designs in two-tone walnut were
strongly featured by this comj)any, and oak suites in

Jacobean design vv*ere prominent 'in their exhibit.

.Among the individual pieces shown were many hand-
some exam|)les of lil)rary tables, console tables and
mirrors, smokers, desks, and so on.

New Designs of Stratford Chair Co.

In addition to their standard lines, the Stratford

Chair Company were showing a very attractive new
design, which was a Jacobean dining room suite, in

Italian grey finish. The table included in this suite

was of the gate leg type, with drawers at each end.
A useful accessory included in the sideboard was a

removable cutlery tray, which no doubt will appeal to

the housewife as a feature of convenience.

Imperial Rattan Company's Fine Exhibit

The Imperial Rattan Co. had a large and interest-

ing display, which included an actual demonstration
of the manufacture of cane furniture. There was gen-
erally a crowd surrounding the booth where an expert
workman showed how cane can be attractively adapt-
ed to all kinds of pleasing designs. The exhibit of

the finished products from the company's Stratford

factorv were tastefully arranged in separate booths,
one suite in each booth, and the wide variety of beau-
tiful cane furniture dis]:)layed must have ])een a mat-
ter of surprise to the general ])ublic. One striking

suite was in a new black finish, with yellow uphol-
stery after the lost world jiattern. A suite of child-

ren's furniture, finished in ivory and upholstered in

a delicate blue, also attracted considerable attention.
The display as a whole was remarkable for its effec-

tive color schemes and the refinement and originality
of its designs.

Kroehler's Daven-O's and Chesterfields

The exhibit of the Kroehler Mfg. Co., was a temp-
tation to ease and luxury. Overstuffed chesterfields,
fireside chairs, daybeds, and, last 'but not least, the
well-known Daven-O's, all in pleasing arrangement,
must have looked like an oasis of comfort to foot-sore
ex'hibition visitors. The Daven-O's were shown in

both the long and short models, handsomely uphol-
stered and presenting the appearance of expensive
chesterfields. Some of these featured the loose cush-
ions. The overstuffed furniture displayed, as a whole,
showed the tendency to get away from the pillow arm
and to use the more slender curved effects with short-
er springs.

Farquarson-Gifford Feature Easy Chair

The Royal Easy chair was one of the features of
a fine display by Farquarson-Gifford. Furniture
dealers are familiar with the characteristics of this
chair, which can be adjusted to any angle to suit
individual comfort and preference. In addition to
the standard ty])e, the chair was shown in a handsome
chesterfield design. Another attractive piece which
immediately caught the eye was a chais longue in

a particularly ])retty design. .\ varietv of chester-
fiehl suites, upholstered in |)leasing jjatterns, were
also shown.

Stratford Mfg. Company's Lines

At the Stratford Mfg. Comjiany's exhibit there
were a number of smaller articles of furniture, which
appealed on account of their special features of
design. There were tea wagons, children's desks,
lil)rary tables, smokers in new designs, new tapes-
try effects in screens, children's blackboards, bovs'
tool boxes, etc. One of the library tables showed
featured a convenient arrangement, having a holder
for magazines and ])apers at one end and two shelves
for books at the other.

Some sjilcndid examples of ori.ginality of design
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Stratford, the Furniture Centre of Canada,
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Boasts Many Large and Well-equipped Factories

The cuts shown on these two pages illustrate, among others, the plants of the Imperial Rattan Co., Stratford Chair Co., Globe-Wernicke Co.,
McLagan Furniture Co., Farquharson-Gifford Co., and Kroehler Mfg. Co.
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and skilled craftsmanshi]) were shown at the exhibit
of the Stone Bridge Willow Works. Even the Chil-
dren would stop up with a "Look, Mother, Look!"
when their youthful eyes fell upon this exhibit. One
piece displayed on which there was a great deal of

comment was a phonograph case all in willow. There
were also comlnnation standard lamps, and plant
stands, ferneries, jardinieres and centre pieces, besides

other articles of ordinary use. The disj)lay was a
real demonstration of the jjossibilities of handsome
furniture designs in willow.

Globe-Wernicke Office Furniture

The Globe-Wernicke Company was of course
represented and were showing tyj^ical examples of
their well-known lines of office furniture.

Varied and Attractive Exhibits at C. N. E. of

Interest to Furniture Dealers
The disi)lay of the Dominion Oilcloth e\: Linoleum

Co. in the Manufacturers' Building was a very in-

teresting one. .Samples of all the raw materials used

in the manufacture of oilcloth and linoleum were ex-

hibited, indicating just how the finished product is

built u]). There was the linseed oil, which is one of

the principal ingredients. Mr. Johnston, who was in

charge of the booth, exi)lained how the oil is first

oxidized, then worked up into a cement with ground
Kauri gum. The latter substance, which comes from

Australia, has very high adhesive qualities, and is

aI)solutely free from nifvisture. As a result, it adds
considerably to the tensile strength of the mixture.

The next step is to work in ground cork, which has

been pulverized to a tine powder, and the mixture is

then rolled upon a burlap base. Photographs were on

exliii])it at the booth showing how the patterns are

printed on the linoleum in great presses and the kilns,

with a capacity of two miles of the material, where
it is thoroughly dried out.

A c()nii)aratively new feature which the Dominion
Oilcloth & Linoleum Co. were exhibiting was their

linoleum in-laid tile. This tile was shown in 3 x 3

inch squares, 34 inch thick, and on the floor of the

booth it was laid with narrow white strips of the

same material intervening, thus securing a handsome
inlaid effect. The tile is suitable for use in bath-

rooms, kitchens, hallways, corridors, etc., and is being

bought largely by hotels and public institutions. In

laying, it is cemented directly to the floor and it is

claimed for it that it will not creep, that it will wear
almost indefinitely, that it is easily washed, thoroughly

sanitary, easy to walk on and practically noiseless.

85,000 People Register at Congoleum Company's Booth

The Congoleum Co. of Canada had a fine exhibit

in a prominent location in the Manufacturers' Build-

ing. They used a very effective scheme for draw-

ing the attention of the general public. Two Con-
goleum rugs were given away every evening during

the h'air, twenty-six in all, on a lucky number proposi-

tion. Registration slips were handed out to the pass-

nig crowds, on which was a certain num'ber and a

soace for the name and address of the individual.

These were deposited in a barrel, and at eight-thirty

each night two cards were drawn from the pile. The
two lucking persons whose names happened to appear

on these .sli])s were each then ])resented with a rug.

During the course of the l*2xhibition <S5.000 people

registered to try their luck in this novel kind of

raffle, and the interest throughout was very keen.

Samples of the ])ro(luct in various stages of manu-
facture were disi)Iaycd. The base of the Congoleum
is a felt made from foreign rags, which is saturated

in asphalt and coated and backed in highly water-

])ro(jf oils. The final ])rocess is the ]>rintmg, upon
which the finished apj^earance of the product depends.
The Congoleum Co. were showing many attractive

patterns, including three new patterns in rugs and
two in yard goods. To demonstrate the waterproof
cjualities of their product, they had a rug placed in a

gold fish btnvl and surrounded with water.

New Universal Type Sectional Bookcase

The ( jlobe-Wernicke Co. had two exhibits at the

I'air, one in the Western Annex of the Coliseum,
included with the "Made-in-Stratford" display, and
the other in the Manufacturers' Building. In the

former they were showing oflice furniture and in the

latter their well-known library ecjuipment. The new
universal type of sectional bookcase was featured, in

which all exposed metal straps are eliminated, thus
securing a real improvement in ap])earance. Another
change which has been introduced is by increasing

the limit of the size of the sections prt)duced. The
largest section they now make is 13 in. instead of 12

in. as formerly.

Handsome Designs in All Steel Beds

The exhi1)it of the Canadian Merserau Co. proved
an eye-opener to many people. They stopped to

examine what looked like mahogany and walnut bed-

steads and it was with some difficulty that they could

be convinced that they were actually all steel. It

was only by the test of touch and sound that the metal

construction could finally be proved to them. The
finish secured by the Canadian Merserau bore a very

close resemblance to the woods they simulated. The
majority of their beds were shown in mahogany and
walnut; some were also shown in a grey finish. The
company's patent bed springs, for Avhich it is claimed

that there is no tendency to roll to the centre, were
another feature of the display.

The De Luxe Exhibit

Several handsome chesterfield suites were taste-

fully arranged in the exhibit of the De Luxe Uphol-
stering Co. The majority of the furniture shown was
upholstered in mohair. Both the 'brocaded and the

printed goods were featured.

Care had been taken in the arrangement of the

booth to provide an attractive setting for the display.

Around the sides and rear, heavy dark brown draper-

ies were hung, which produced a soft restful effect,

while the necessary touch of color was added by the

use of Japanese lanterns suspended from the ceiling.

Divanette Demonstration

The feature of the ( iold Medal Furniture Com-
|)any's display was the demonstration of their divan-
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ette. In order to indicate that ample room was pro-

vided for bedding and ventilation, a young boy was
used in the domonstration, who disappeared within

the divanette when it was closed up, and came up
again smiling when it was opened. It was ])ointed

out that a full size sanitary mattress was employed.

National Mattress and Felt Company

The National Mattress & Felt Co. had a display

showing the materials from which their mattresses

are manufactured, together with the finished article

itself. The company place strong emi)hasis on the

fact that they use only new materials in the produc-

tion of their goods. The various grades of cotton felt

employed were exhibited. The mattresses displayed

featured the machine stitched roll edges. The cover-

ing materials used included drills, cottons and satins,

and many pretty patterns were shown.

The "Five-in-One"

The demonstration of the "Five-in-One" chair at

the Queen City Furniture Company's display attracted

a great deal of attention. This chair can be used as

an ordinary arm chair, as a morris, as a convalescent,

as a couch and as a bed. It is handsomely uphol-

stered, and when used as a chair, one would not

imagine from its appearance that it could be employed
for other purposes.

At a separate 'booth the Queen City Furniture

Company were displaying several attractive examples
from thirty new designs of chesterfields which they

have brought out. Brocaded mohair was strongly

featured. The lines exhibited showed the tendency
to get away from the pillow arm.

Fishman Spring Company

Another booth of particular interest to furniture

men was that of the Fishman Spring Co., where spring

mattresses, box springs, spring pillows, chesterfield

loose cushions and chesterfield constructions, spring

forms for fancy cushions, chair pads, and a variety

of similar articles were exhibited.

Marshall Ventilated Mattress Co.

The Marshall Ventilated Mattress Co. had a

unique and interesting exhibit at the C.N.E. In one
booth they used a clever scheme, which had almost
the effect of a stage setting. There was a mattress at

the rear, with a spot-light shining upon it, and all the

remainder of the booth was curtained olT with a web
of dark blue cloth which extended from the mattress

to the front of the booth. On the mattress were the
words, "Marshall Ventilated Mattress." in prominent
letters, and one corner was stripped to show the con-
struction.

The company also had another booth which was
given over to a general display of their line.

Toronto Feather & Down Co.

A splendid selection of comforters and jjillows was
exhibited at the booth of the Toronto T'eather &
Down Co. Many attractive designs were shown, and
the display j^roved of unusual interest to the enciuir-

ing housewife. .

New Store in Montreal
The many friends and business acquaintances of

Mr. John J. Alacdonald will be interested to hear that

he has recently opened a retail store at 314 St. Cather-

ine St. W., Montreal, the heart of the retail store

trade of that city. Mr. Mcdonald was formerly with
Messrs. Wilders Ltd. as manager and buyer for their

Bed and Bedding Department, but ojiened a business
of his own at 573 St. Paul St. W., Montreal some-
time ago jobbing the lines with which he was so

familiar—Beds and Bedding.

Adding House Furnishings

We are ad\ised that the firm of Cotton's Limited,
funeral directors, of North liattleford, Sask., intend
to add a full line of furniture and house furnishings

to their stock. The firm was incorporated in Novem-
ber, 1921, for the purpose of conducting a furniture

and undertaking business, and at the present time
are carrying a complete line of undertaker's supplies
and using a motor hearse. The personnel of the firm

is as follows:—president, R. J. McClinton, vice-presi-

dent, W. J. White, secy-treasurer, A. C. Cotton.

Peterboro Concern Make Improvements
Extensive alterations have recently been made to

the premises of Messrs. D. Belleghem & Sons, retail

furniture dealers and undertakers, Peterboro, Ont.

The chapel and furniture show rooms have been
given every modern appointment. There is a 60 ft.

frontage, the whole being carried out in the Gothic
design. INIr. Belleghem, Sr., having passed away
about 2 years ago, the business is now being carried

on by Messrs. Arthur W., and Walter T. Belleghem,
under the firm name of D. Belleghem & Sons.

The Daven-O display by

the Kroehler Mfg. Co., was

a centre of interest at Tor-

onto Exhibition.
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Quick Turnover the Main Difference
Between Success and Failure

Invest Less Capital, Make it Work Harder—The
Old Adage that Moving Stones Gather no Moss
Does not Apply to Furniture Stock—Keep it Moving

By G. W. HAFNER
The interest of the business man is, naturally,

to make his capital do as much work for him as pos-
sible. That means letting- a given dollar rest m a

giv^en lot of material for as short a time as possible.

And doing this means mo\ing stock as ra])idly as
possible. And, the one word that covers all this is

"turnover."
Definition of Turnover

It is never jjossible to make money on dcdlars that

are tied uj) in commodities that will not mo\e. And
when prices are falling, it is easy to lose a great deal

of money by holding onto merchandise or materials
that move slowly, while the ])rice for which they can
be sold becomes constantly less and less. llecause
of this every manufacturer and merchant ought to

have information on the movement of goods in and
out. It is this mo\'ement in and out, not only of the

merchandise itself, but also of that which the mer-
chandise represents, money, to which the term "turn-
over" has been apjjlied.

in any business there are two things that are dis-

posed of, rei)laced, and dis])osed of again; or, in other
words, "turned over.' These are:

1. The stock of merchandise.
2. The money invested in such merchandise.
And the turnover of these items has a very definite

effect upon the profits which the business makes dur-
ing a given period. Idence an analysis of this effect
is necessary in order to plan properly and conduct the
business so as to

:

1. Secure the maximum jjrofit with a given capi-
tal, or

2. Secure a given ])rofit with a minimum caj>ital.

Quick Versus Slow Turnover
I'crhajjs the easiest way to state the case for a

ra])id rate of turnover in business is as follows:
A certain business, we will say, has annual sales

of $50,000.00 and makes a gross profit of $17..50O.OU

(or 35% of the sales). If we take off $12,500.00 for

ex]jenses (25% of the sales, the net profit would be
$5,000.00 (or 10% of the sales). lUit if the annual
sales of that business is increased to $100,000.00, and
a gross ])rofit of 35% is still realized, the amount oi

gross ])rofit would l)e $35,000.00. Su])pose expenses
of the business are doubled because of the increased
business—a very liberal margin—there would thtn
be $25,000.00 in expenses to deduct from the gross

profit of $35,000.00, leaving a net profit of $10,000.00.

Now it is at once evident that, having increased

the sales to such an extent, the same percentage
of profit is not required. The tendency in any busi-
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ness should be to increase the turnover and thereby

decrease the percentage of profit. Under these cir-

cumstances the nation as a whole would benefit, and
the individual engaged in the business would cer-

tainly not suffer.

Another illustration : Two men are engaged in

building construction. John Smith, the first con-

tractor, finishes twelve jobs a year making $1,000.03

net profit on each jol). He earns a total of $12,000.00.

Jim Jones, the second contractor, finishes eighteen
jobs a yeir. making $750.00 on each job. He earns

a total of $13,300.00. Moreover, he gets 'business

away fror.i Smith ])ecause his price is more attractive.

When there are none too many jobs to go around at

best, thif last consideration is of great importance.

Making Your Dollar Attractive

If a dollar earns 10 profits for its owner in a year,

the owner can afford to take a smaller profit each
time than on another dollar which earns ihim, say,

only 5 profits during the small length of time. And
yet the dollar which returns the smaller rate of profit

will bring in the larger volume of profit, simply be-

cause it is so much more active.

Now, this is precisely the point that most busi-

ness men seem not to understand. They do not seem
to be able to gras]) the fundamental i)rincipal that

even though the percentage of profit on merchandise
or service be but. say, .3 per cent., if it is earned often

enough, say, 10 times in a year, the annual turnos er

on money or rate of profit on investment will 1)e ."^0

per cent.

Too many merchants overlook the fact that their

cost of doing" business of, say, 2.3 ])er cent, cannot cor-

rectly ibe used to demand a 13 per cent, margin of

profit on each and every kind of merchandise sold,

because it is the jieroentage of ])rofit on one sale, and
not on the year's investment. A larger margin of

profit needs to be added to the slow moving materials

and a smaller margin to the quick moving..

The vital point of comparison is how much profit

can you make a dollar earn selling- a given article.

Any business man can get rich earning a 5 per cent,

margin of profit on one certain commodity, if he
sells it often enough ; on the other hand, he may go
bankrupt on merchandise offering 100 per cent, prof-

it, if he rarely makes a sale. Quantity selling is the

greatest modern policy. The profit on any (jne ar-

ticle or commodity is not much, but when tliis ])rofit

is multiplied by 1,000, or 3,000, or 10,000, the i)rofit

on the volume ])ecomes consideral)le.

Lazy dollars, unnecessarily high profits, and slug-

gish business, all tend to go together. The business
man who makes money in spite of conditions—and
there are many such—are those who go out aggres-
sively to make their dollars active.

How to Find the Rate of Turnover

The rate of turnover for a given time depends on
just two things

:

1. The average amount of money invested in the
Merchandise.

2. The sales of the merchandise in the period.

Both amounts must be stated in the same terms
in order to get a correct result. That is, the average
amount invested and the sales must both be figured

at cost price, or at the selling price. It does not matter
much which way they are figured, so far as the ac-

curacy of the results goes; but it does make a decided
difference if one of the elements is figured at one jirice,

and the other at the other price. The result in that

case is a figure that means precisely nothing.

It is obvious, then, that since these two elements

only are involved, the problem of increasing the rate

of turn over depenls on these two, anl no others.

Hence one or both of two things must be done

:

1. The average amount of money invested in mer-
chandise must be decreased relative to the vol-

ume of sales ; or

2. The sales must be increased, in a greater ratio

than the increase in the merchandise invest-

ment.
The rate of turnover may found by dividing

the yearly net sales by the equivalent merchandise
investment.

r>y "e(|ui\alent merchandise investment" is meant
a constand yearly investment in merchandise which
is equivalent to the actual merchandise investment
over a period of one year.

This means the "ecpiivalent merchandise in\est-

Curate in Mahogany. Oak or Walnut by
by Andrew Malcolm and Co.

ment" must be e.\])ressed in terms of time as well as
(jf money. 1'he fundamental unit in which ecjuival-
ent investment is e.xiJressed in some related unit
which is reducible to dollar-years, such as dollar-
montlis or dollar-weeks.

In t.xplanation of this, one dollar invested for
one year is a dollar-year. 1\vo dollars invested for
six nn)nths, or three dollars iin ested for four months,
or fiftv cents for two years, are all exact equivalent.s
t)f a dollar-year.

Thus, if you invest $300.00 in a certain article or
commodity twice a year, you have an equivalent in
that particular article of $230.00. Suppose vour sales
of this article for the year to be $1,000.00. 'P.v divid-
ing the ecpiivalent of $230.00 into vour sales o'f $1,000
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you find that your rate of turnover is 4. If you
invest $500.00 in a given article every three months,
you have an equivalent investment of $125.00. If

your sales of that article for the year amount to $2,-

OOO.OO, your rate of turnover is 16.

A business man pays a certain amount for the

goods he sells, and he sells them for a certain other

amount usually greater than the first. It is the dif-

ference between there that determines the success or

failure of a business . The merchandise itself is only

a means to an end.

For certain reasons a merchant may want to in-

vest as little money as possible in stock. The turn-

over of this investment, then, 'becomes of great im-
])ortance, for he must g;et his original investment
back before he can invest it again. This turnover is

dependent largely upon the movement of the goods,
l)ut the unit profit and the extension of credit also

play an important part. An analysis of the turnover
will largely determine the advisability of entending
more or less credit and the amount of unit ])rofit

necessary with the given investment and the prob-
able sales.

A knowledge of stock turnover by lines enables

the business man to segregate the fast moving lines

from those that move slowly. It indicates the com-
modities for which there is a ready demand, and those

for which a demand must be created. This shows
him where to concentrate his advertising and sales

effort. It enables him to apply different sales me-
thods particularly adapted to the conditions. He

can i)erhai)s increase the ])crcentage of ])rofit on the
slow moving lines to com])ensate for the slowness
of movement, or possibly by decreasing his margin
of ])rofit the movement can be speeded up. His
buying can be scheduled, so that his stock is al-

ways kept at the minimum.
In the final analysis, it must be remembered that

turnover is not an end in and of itself, but merely a
means to an end, namely, yearly net ])rofits. The
banker can pay his overhead expenses and declare
dividends only by daily turnover of cash on hand.
The same problem confronts any business man. His
stock must turn a given number of times a year in

order to yield a profit.

To exemplify further the close relation between
turnover and profit, it is necessary only to refer to

the ordinary vegetable and fruit market. The prop-
rietor of such a market must turn his stocks daily,

or they become unsalable. His stocks must sell and
sell quickly, for therein lay his profits. Adopt the
fruit vendor's methods, make them applicable to

your business, and then watch the result.

Mr. B. A. Mitchell of Peterboro, Ont. who is well

known to the furniture trade, being" connected with it

all his life, has recently changed his place of business
from Water Street, Peterboro to 197 Hunter Street,

West, and now stocks high class furniture only: be-

sides retailing Mr. Mitchell also manufactures and re-

models furs.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiN

Furniture at the Halifax Carnival
iiiiiiiHiiii^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiN

This handsome float was a feature of the recent its originality and artistic conception. The Nova
Halifax Carnival Week. It was designed by the Scotia Furnishing Company are complete "Home
Nova Scotia Furniture Company and—as our read- Furnishers" and, in addition to furniture, carry car-

ers can easily believe—it was awarded first prize for pets, draperies, oilcloths, linoleums, wall-paper, etc.
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Mr. Salesman! What do You Know
about Sales Checks?

Let Us Emphasize

—

These Little Scraps of Paper'* Are as Important as

Bank Notes—The Necessity for Accuracy Is Paramount

In almost every class or retail business, some type

of sales check or slips is used. They form an im-

portant part of the record system of all well-regu-

lated stores—they are the original source of informa-

tion from which many of the most essential reports

and summaries are prepared. But the sales slip has

a function to perform that concerns the customer
more intimately. Instructions as to the method of

payment and delivery, the amount of money involved
in the transaction, goods ordered—this is the nature
of important information that must be recorded
correctly by the salesman at the time of sale. Fail-

ing this, it means that the error will multiply until

it finally comes to the customer's attention, when,
what was originally merely a "slip of the pencil" on
the salesperson's part when he filled in the check,

now appears as inefficiency, carelessness, poor ser-

vice and "incompetency of the clerk."

Depending upon the type of store and also its

selling policy there are varying combinations of de-

livery and charge instructions to be provided for on
the sales slip. As the retail store has widened its

field of usefulness by providing more convenient ser-

vice for its customers on matters of delivery and
plans of payment, the responsibility on the part of

the salesman has taken larger form. First there was
the simple exchange of merchandise for cash, which
called for the mere routine of transferring one for
the other. However, the store aimed at greater ser-

vice and introduced the features of cash on delivery,
charge accounts, exchanges, returns, transfers and
the accomodation of delivering customers' bundles.
All of these are valuable as means of 'building trade
and good-will provided they are properly done ; other-
wise they fail hopelessly in the customer's estimation
as does the store and the salesman.

Types of Transactions Recorded by Salesperson

The following is a list to suggest some of the
different types of sales-slip instructions with which
the salesman should be thoroughly familiar. Even
though all, or many, of them may not be used in his
store, still, as a salesman, it is his business to know
every type of transaction that may take place. Ob-
viously, it is one of the first duties of the manager
or some other person in authority to provide for the
necessary instruction of salespeople concerning these:

1. Cash sale—customer taking the goods. (Cash
Take)

2. 'Cash sale—goods to be delivered. (Cash Send)
3. Charge sale—customer taking the goods.

(Charge Take)

4. Charge sale—goods to be delivered. (Charg-e
Send)

5. Collect on delivery. (C.O.D.)

6. Exchange at counter— customer taking-. Oric-

nal purchase paid for in cash or C.O.D. (Paid Count-
er Exchange)

7. Exchange at counter—goods to be delivered.

Original purchase charged. (Charge Counter Ex-
change)

8. Part cash, balance C.O.D. sale. (Part cash

Bal. C.O.D.)
9. Part charge, balance C.O.D. sale. (Part charge

Bal. C.O.D.)
10. Part cash, balance charge. (Part Cash Bal.

Charge)
11. Part cash, part charge, balance C.O.D. (Part

cash, part charge, Bal. C.O.D.)
Other variations are those in which the selection

of goods is made by one person to be charged to a
second

;
goods to be sent or called for at a later date

;

purchases on transfer or shopping ticket providing
for selections from two or more departments ; en-
closure of packages left by the customer to be de-
livered with goods purchased. These are mentioned
here as suggestive of the retailers' service in this

connection. The local store system must provide
for the details of operation.

Accuracy is a Matter of Diligence

It is not possible, either by word of mouth or the
printed word, to give any exact principle for the
elimination of all blunders on sales slips. First there
must be given adequate training in making correct
records. After that the most that can be done is to

caution the salespeople as to the need for constant
exercise of thoughtful attention while instructions
are being given, and diligence in recording them
complete, on the sales check. No special ability is re-

quired to do this ; it is a mere matter of practice plus
care. Furthermore, if the check is correct when it

leaves the hands of the salesman, the chances are,
by all odds, in favor of satisfactory handling through-
out the whole series of following processes.

Some of the More Common Blunders in

Sales Check Instructions

Statement is made here of a few of the most com-
mon errors made in recording information on sales
tickets. The value of these to the retail salesman
lies in his use of them as danger signals whenever
entering information that nm'--t later' be used as in-

Yes! Yes! When you are writing a letter to your love be
CAREFUL—but not more so than when you are making out
a sales' slip for a customer.
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slructions hy someone else in an effort to ,L;isc tlie

service requested hy the euslonier. I he \ alue of

these instances of error to the store mana.^er is in

his use of them as exaniph's in assisting; and eneoura.L;-

in»- his sales])eoi>le.

Goods sent C.O.D., contrary to customer's in-

structions that they be charged.

Customer feels that credit rcsponsihility has heen

(juestioned. '()ne lar^e (lei)artment store had more
than a thousand such errors in the course of one

year. The reverse of this, also common, is thi' send-

ing of goods "charge" instead of CO. I).

Abbreviations. The salesperson in a hurried at-

tempt to record the data fails to give all the necessary

facts. Insufficient descrrption merchandise, in-

complete street address, failure tt) record name of

town, incomplete name and initials in cases where
an account is to he charged. These are most com-
mon. The latter is especially troublesome if a cliarge

is to be made to a customer other than the one to

whom goods are shi|)ped.

Indistinct items and figures. Information on all

sales checks nuist later l)e read by scjmeon.? not famil-

iar with the original transaction. Consequently it

must be readable. Much valua])le time is lost if later

tracing and c|utstioning is made necessary.

Omissions. Common errors of this nature include

omission of items of sales
;
special instruction as to

time and place of delivery; si)ecial terms or disccnmts,

if any; name of "charge" customer; salesi)erson's in-

itials or number ; etc.

Errors in extension or calculation. Such errors

may later be discovered by the cashier, but, at best,

they are bound to cause annoyance and questioning.
Changed or altered checks are indicative of careless,

hap-hazard methods.

Mutilated slips. Torn, scratched, crumpled, in-

com])lete sales checks are exam])les. .\'o system, no
m;itter how ])erfect, can succeed without the co-o])era-

tion of the sah'Speople in ])re\-enting such occurrences
:is these.

Lost sales book. This is serious and can be

char.i^ed to notliing but extreme carelessness (jn the

part ol' the salesperson. Many stores, as ])enalty,

lia\e adopted the policy of giving no sales credit

either to the salesman or dei)artment for sales re-

l)resented by the lost book.
Misplaced carbon. This is a ^mall matter but iA-

ten is accountable for insufficient records, incomplete
either in whole or in part.

Notation of orders on scraps of paper. The con-

sequence of such a i)ractice is apparent. Even though
the data may be transferred to a sales ticket there is

always the danger of error in copying. The man-
agement should issue strict instructions against the

use of any form of original sales record exce])t that

])ro\ided for tlie ])urpose.

Holding over sales slips, money or merchandise.
Most large stores strictly forbid this ]jractice and
have an established rule for turning over at the end
of each day the slij)s representing uncompleted tran-

sactions. To what extent, if any, this may Ijc ])er-

mitted in smaller stores must be governed by in-

structions of the local management.
Promises. There is no end of troul)le that may

be caused through promiscuous ])romising on the part

of the salesman. Promises of special delivery, promi-
ses to hold the goods, promises to have certain work
done on the goods, ])romises to notify on arrival of

a certain style of merchandise, are among the most
frequent. The salesman should be cautious in mak-
ing ]jromise of special service, but, if made, he has

a moral obligation to see that it is fulfilled.

Here Is Something Entirely New

A Revolving Stand for the Centre of the Dining Table. Being

Manufactured by the Canadian Toy and Novelty Company.
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Uncle Joe Says:

''Some of these Sales Guys I've met up with is like the

Mississippi River—very small at the head, but with a

great flow at the mouth"

How About YOUR Selling Talk? Is it

Intelligent, Appropriate and Tactful?

"Something for you, mister?" as a part of the sell-

ing talk, is many times worse than absolute silence. It

is bad because it is as ancient, tattered and torn as

the "little old red shawl" itself. It stamps- the sales-

man as being without any originality and it is likely

also to bore the customer. Take it for granted that

he wants something- or else he would not be in the

store. Jump right into business and at the same time

get the customer on your side. Anything original

such as, "May I serve you?" or some variation, is

good. Perhaps as good as anything else is a smile

and a cheerful "Good morning" or "Good afternoon."

The expressions "Lady," and "Mister," have been

tabooed for generations
;
they might serve all right

for a peanut stand but not in a high-class furniture

or department store. "Madam" and "Sir" are dignified

and greatly to be preferred.

Among inexperienced salesmen there is the dan-

ger of laying too much emphasis in the selling talk

upon the price—in other words, making it a matter
of selling prices rather than merchandise and service.

The customer has come to buy furniture
;
price is an

important consideration with him in all probability,

but it is quality aiid attractiveness that will determine
his satisfaction. If the salesman will devote himself

especially to these things, if he can assure his customer
that the goods are what he wants and that they will

give him service, the matter of price will, in most
instances, be secondary. The slogan of a certain re-

tail house is that "The quality will be remembered
long after the price is forgotten." There is a great

deal expressed in this from the standpoint of good
merchandising. The salesman can do no better than

to make his appeal on the same basis.

Limit the number of questions directed to the

customer. As mentioned before, the customer may
resent questions because of a feeling that he came
to be served rather than to be subjected to question-

ing. The sale will proceed more smoothly if the sales-

man takes it for granted that certain minor points

are satisfactory unless the customer makes some men-
tion of them to the contrary. To bring them up with a

direct question means that an new train of thought
is started in the customer's mind, that he is required

to make another decision and that he will be hindered

by confusion of thoughts in coming to his main de-

cision to buy.
Kc])etition of some ]joint of special importance that

may have slipped the customer's mind is an efifective

means to stimulate a decision. Great care should be

used in doing this because repetition of any point of

small importance will produce the effect of annoyance.
If used at all, let it be only on some point of im-
portance on which the customer has shown interest
or concern.

Discrimination Among Customers

The practice of playing favorites by giving one
customer more considerate service than another is

unnatural. It is unfair and furthermore is not good
business . Any short-measure of service is bound to

be noticed and as a result the business is lost to the
salesman and probably lost also to the house. Noth-

The loud talker is not always the convincing talker. It's knowledge and
tact that count.

ing can be said to illustrate with more force the ad-

visability of serving all customers honestly and with-
out discrimination than an experience of a few months
ago as told by the retailer who was successful in

securing the business that had gone a-begging. Such
cases are bound to occur continually unless there is

a fixed standard of service.

A certain customer entered one of the city

stores, having just arrived from a camp where he
had been spending the summer. Dressed as he
was at the time, his appearance was that of a

laborer, and evidently, on that account, he was
treated indifferently by the salesman. Being dis-

satisfied the man left without having made a pur-
chase and then entered another store where he
was treated with all the respect and consideration
due him. Before leaving, he had purchased to

the value of seventy dollars, paid cash and then
])resented his card with the request that the things
be delivered. Not until then was it learned that

he was one of the most influential men in that
section of the country.

The secret of success in serving people is to treat

them all alike, but to make each one feel the distinc-

tion of individual attention.
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ifts of Furniture

HE spirit of giving has made Christ-

mas the most joyous of holidays the

world over, as is fitting in view of

the fact that it commemorates the

anniversary of God*s greatest gift to mankind.

^ A development of recent years has been the ten-

dency to give to our loved ones gifts that have perman-

ency of value as well as beauty and desirability.

Naturally the homelover looks upon a Gift of Furniture

as an ideal remembrance at this season, because it is

not only useful but is ornamental—something that gives

pleasure to the recipient almost every day in the year.

The pieces illustrated in this catalogue have been

selected from the many we are showing in our Gift

Department, because of their popularity. You will

find amongst them Gifts that will please almost eveiy

member of your family. ^ Surely this comprehensive

catalogue will assist you in solving many of the prob-

lems of your Christmas shopping. A visit to our

store, where you could see the actual pieces, would

prove to be time well spent. Make it a point to come in

early so that you will have the advantage of seeing the

complete display. Should you make a selection, a small

deposit will hold it for you until Christmas week.
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No. 477 1 2 Arm Chair, a particularly
neat design with Tudor turned front
legs.bent toprailand banni>ter,strong-
ly constructed, made in Birch walnut
finish and Oak quarter-cut Oak back,
in Fumed or Italian Brown a soft dark
brown finish, upholstered in good
grade floral pattern Tapestry. A
roomy and exceedingly comfortable
chair.

Specially Selected Designs
in Furniture as Suggestions
for Appropriate and Useful

Christmas Gifts.

No. 480B FIRESIDE BENCH, solid walnut
frame in the classic Louis XVI design, neatly
fluted legs strongly braced, well uphoUtered
closely webbed seat and covered in a
splendid grade of Tapeitry with beautiful
combination of colorings, eighteen inches
high, thirty-four inches long and eighteen
inches wide. A beautiful piece of furniture
at a very moderate price.

No.477 ARM ROCKING CHAIR, Tudor
turned front legs, bent top rail and ban-
nister, strongly constructed, made in
Birch walnut finish and oak with quarter-
cut oak back in Fumed or Italian Brown
a soft dark brown finish, upholstered in
good grade floral pattern Tapestry. A
particularly neat design and exceedingly
comfortable.

NO.480J JARDINIERE STAND
•olid walnut, Louis XVI, design,
twenty inches high, sixteen by
sixteen inches round molded
top, gracefully tapered and
fluted legs strongly braced. A
useful gift and one that is sure
to please.

No. 480 1/4 LIVING ROOM TABLE, solid walnut in the
popular Louis XVI design, rich satin finish, twenty-five by
for ty-two inch top with molded edge, neatly tapered and
fluted legs. In the manufacturing of this table special at-
tention is paid to details and construction.
No. 480 1 4 LIVING ROOM TABLE, same design made in
Quarter-cut Oak, finished in Fumed or Italian Brown a soft
dark brown finish.

No. 338 TABLE, solid walnut satin
finish, quaint Windsor design, twenty-
four by sixteen inch oval shape top,
twenty-six inches high, neatly turned
legs. Designed for use as a tea table
or end table for chesterfield.

No.332 TELEPHONE TABLE
& CHAIR made in quart«r-cul
oak finished in fumed or Ital-
ian brown, square turnings on
legs,hand carved tops. Table
is thirty-two inches high with
eighteen by fifteen inch top
with space below for telephone
directory, chair height is twen-
ty-nina and a half ikches.
Table is designed to permit
chair to be placed closely in
front so as to occupy very
little space. A convenient
piece offurniture forthe home
and very appropriate for a
Christmas gift.

No. 336 FERN STAND, genuine walnut, in
the decorative Windsor design, hand carved
ornamentations on sides, correctly and well
proportioned turned legs strongly braced,
beautifully finished,thirty incheslong,twelve
inches wide,thirty-one inches high,complete
with a special tin in flower box. A handsome
ornament for the Sun Parlor or LivingRoom.

THE ELMIRA FURNITURE CO., LIMITED

No. 331 MAGAZINE TABLE, solid walnut,
twenty-four by fifteen inch top, twenty-four
and a half inches high,hand carved ornament-
ations on ends and edges, book trough below
top. This is also used as an end table for a
Chesterfield making a really useful piece of
furniture for the Living Ror m.
No.331 MAGAZINE TABLE, same design
made in Quarter-cut Oak, Fumed or Italian
Brown a soft dark brown finish,a very appro-
priate finish for this design.

ELMIRA, ONT.
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1059- Walnut, Size 38x13. Hei"lit 27 iiichus. liOO—Walnut, Veneered Tops, Walnut Finish.

Galvanized Flower Pan. Largest Top 15x24.

BAETZ BROS. FURNITURE CO., LIMITED KITCHENER, ONT.
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597—Walnut or Mahogany 596—Walnut or Mahogany
Finish. Tinish. Glass Tray.

•Shaft 827. Shade 279-3-22
Shaft, any finish, Height 58 inches.

Shaft 631. Shade 219-3-14.

Shaft, Walnut or Mahogany Finish.

Hei£ht 56 inches.

557—Walnut or Mahogany Finish.
Height 21 inches. Push Socket.
Shade—Any Color, 14 inches wide.

556—Walnut or Mahogany
Finish. Height 17 inches.

Push Socket. Shade, any
Color, 8 inches wide.

2011—Walnut or Mahog-
any finish. Height 10 in.

Shaft 629.
Shaft, Mahogany

Height

Shade 314-3-

or Walnut
64 inches.

26
Finish.

BAETZ BROS. SPECIALTY CO.
LIMITED

KITCHENER, ONT Shaft 624. Shade 39-4-24

Shaft, Walnut or Mahogany Finish.

Heinht 63 inches.



No. 6006—Parlor Table, Mahogany and Walnut
Mo, 8434—Library Table, Walnut

THE McLAGAN FURNITURE CO., LIMITED STRATFORD, ONT.
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No. 7668—Console Table and No. 7667 Mirror, Walnut. No. 6403—Jardiniere Stand, Quartered
Oak an* Walnut.

No. 6402—Jardiniere Stand. Quartered
Oak and Walnut.

THE McLAGAN FURNITURE CO.. LIMITED STRATFORD, ONT.
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No. 208 Smoker. Top Uxl.3 closed, 11x20 open
Finished in oak. mahogany or walnut.

No. 224 Smoker. Top 11 x 15 No. 223 Smoker. Top 13 x 18
Finished in oak. mahogany or wahnit. Finished in oak, mahogany or walnut.

No. 20 Telephone Stand. Top 14 x IS

MahogaFiy, walnut and oak finish.
No. 1 Smoker. Top 9 x i)

Finished in oak,
mahogniiy or walnut.

No.3(l I'cdcstal. Toi(llxll,height34.
Finished in oak,

mahogany or walnut.

No.l2 Smoker. Top 13x14
Finished in onk,

mahogany oi' walnut.

THE HESPELER FURNITURE CO., LIMITED HESPELER, ONT.
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\o. 211 Book Rack. Top 12 x 21

Mahogany, walnut or oak finish.
No. 10 Tabouret.

Fini'shed^n oVk N'o- 200 Sewing Cabinet. Top 18 x 18

mahogany or walnut Solid Mahogany, walnut or oak. Xo.219 Smoker. Top l.'i x 15
Finished in oak.mahogany

orwahnil.

No. 204 Sewing Cabinet. Top 10 x 15
Solid Mahogany and walnut.

No. 3 Smoker.
Top lOx 12

Fini.shed in oak, No. 221 Smoker. Top 10 x 14

mahogany or walnut. Finished in oak, mahogany or walnut.

We have many other designs

in Gift Furniture rot shown
on these pages.

No. 220 Smoker. Top 13 x 15

Finished in oak, mahogany
or walnut.

No. 207 Sewing Cabinet. Top 13 x 13

Solid Mahogany and walnut.
No. 210 Book Raok. Top 9 x 21

Mahogany, walnut and oak linish.
No. 20() Sewing Cabinet. Top II x 12

Solid M ihogunyand walnut.

THE HESPELER FURNITURE CO,, LIMITED HESPELER, ONT.



THE ANDREW MALCOLM FURNITURE CO., LIMITED KINCARDINE, ONT.



THE ANDREW MALCOLM FURNITURE CO.. LIMITED KINCARDINE, ONT
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No. 560 Telephone Stand and Chair combined.
Oak any finish, (shown closed)

No. 2 18 Smoker's Cabinet No 8 16 S ewing Cabinet No. 2 19 Smoker's Cabinet
Walnut or Mahogany finish. Walnut or Mahogany finish. Walnut or Mahogany finish.

Humidor in drawer.

JOHN C. MUNDELL & CO., LIMITED ELORA, ONT.
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No. 017—LIBRA.RY TABLE
22x48 inches. Black Walnut oi- Mahogany

No. 830—WINDSOR CHAIR
Walnut or Mahogany linisli.

Arm Chairs unci llockers lo nulled.

THE NORTH AMERICAN FURNITURE CO., LIMITED. OWEN SOUND. CANADA
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No. 5000—COMBINATION SECTIONAL
BOOKCASE

Plain Oak. Fume, or Golden Gloss finish.

No. 464—SECRETARY
Quartered Oak lid and drawer. Fume, Golden and

American Brown finishes, satin or velvet.

Height 43 inches. Width 32 inches.

No. 486—LIBRARY TABLE
Plain Oak. Funic, Golden and American Hiown finishes,

satin or velvet.

Top 40 X 26 inches

No. 497—SMOKER'S STAND
Oak. Fume. Golden or American Brown

velvet finish.

No. 497 4:—SMOKER'S STAND
Maple. Walnut or Mahogany velvet finish.

Top 9x9 inches.

THE KNECHTEL FURNITURE CO.. LIMITED, HANOVER, ONT.
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No. 58—Folding Kinder-
garten Set for Kiddies,
table and chairs fold up
neatly when not in nse.

No. 87—Child's Desk, plain

oak fumed finish, 34 in. high
No. 52—Folding Card Table
in plain oak, fumed, height
27 in., top 30x30 in.

No. 76—Smokers Stand,
mahogany or walnut finish,

height 30 in., top 15x15 in.

No. 75—Smokers Stand,
plain oak, fumed or golden
finish, nickled trimmings,
height 30 in., top 15x15 in.

No. 95—Smokers Stand,
plain oak, fumeri, ht4ight

30 in., top 12x12 in.

No. 205—Library Table,
quartered oak, top 26x44 in.

No. 86—Tea Wagon in fum-
ed oak, mahogany or wal-

nut, tray 16x24 in.

No. 82— Tea Wagon in oak,

finished either fumed, ma-
hogany or walnut. Drawer
for cutlery. Height 29 in.,

tray 16x24 in.

No. 135—Blackboard 18x21
in., hardwood frame, will

not chip or crack; chplk
tray.

No. 90—Child's Desk with
drawer ?jnd pigeon holes,

height 34 in.

No. 229—Smokers Stand,
in plain oak or birch, 26 in.

No. 114—Folding Draft
Screen, green, brown or blue
burlap, beautiful tapestry
panel.

No. 79—Chair to match No
87 or No. 90 Child's Desk.
No. 106—Folding Draft
Screen, distinctive design,
plain oak frame, middle
panel, 68 in. high.

STRATFORD MANUFACTURING CO., LIMITED, STRATFORD. ONT.
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An example of fine joinery and
beauty of design produced in our

shops, that will please many of your

most exacting customers.

Made in solid American Black Wal-
nut with selected burl panels.

The Owen Sound Chair Co. Ltd.

Owen Sound - Ont.
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NON-TIP FOLDING CHAIRS
Simple—Strong—Safe

Mack' from selected harchvond.

Strolls^' steel staiiipini^s finiiK' rivet-

ted to frame.

X'aniished Xatiiral Color.

I'^old i^lat and can he piled closely.

Thonsands used in Theatres, Halls,

.Schools, and for rentini>' ])urposes.

Guaranteed to stand hard usage.

We also make Folding Canv^as Cots,

Camp, Card and Sewing Tables, In-

\-alids' Reclside Tallies.

Ask for catalogue No. 49.

I

No. 16 No. 70

Manufactured by OTTERVILLE MANUFACTURING COMPANY, LIMITED
OTTERVILLE — ONTARIO

m
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2238 Chesterfield—Reversible Cushions

"COOMBE"
Guaranteed Upholstered Furniture

Is made to please the most exquisite taste, by expett workmen and of selected materials.

To appreciate our line a trial order will convince you of its superior qualities.

Catalogue and price list mailed upon request.

The F. E. COOMBE EURNITURE CO. Limited
Kincardine . . . . . Ontario

rjiiRpr«Hrwi[wWKT><iK!M
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The Washing Machine

"De Luxe"

At a Popular Price

colonial
maid" WASHES

BETTER

ELECTRIC CLOTHES WASHER

The Washing Machine
|

with the
I

Largest Dealer Profit |

Fully Guaranteed—Min'mum Service

Perfect construction and beauti-

ful appearance.

"Bluebird" dominates the wash-
ing machine field, by reason of

its proved efficiency.

Bluebird dealers with the exclus-

ive territory privileges we give,

dominate their particular market.

Manufactured from start to fin-

ish at Brantford, Ont. by,

The ideal machine for the fur-

niture dealer.

An artistic piece of kitchen or

laundry furniture.

Not a single part of the machinery
is visible.

Ask us if your territory is still

open, and we will send you full

details of our sales plans, adver-
tising co-operation, resale work
and time-payment financing

—

Write now.

1

BLUEBIRD CORPORATION LIMITED ^'^S'"^

RUDDY'S

BED SPRING

Make Sales With This Demonstration
When you show a customer the features of a Luxury Bed Spring the sale is practically

made. Let your customer jump on the spring: it proves its strong construction. Show
him the extra number of coils and the extra spirals in each coil. He will be quick to see

that these Luxury features mean unusual comfort. Show him the stiff end springs that

prevent swaying or sagging.

Because of these talking points many dealers tell us the Luxury is the best selling

spring they handle.

Write us for full information on Luxury or any other type of bed spring. We man-
ufacture all styles for every requirement.

RUDDY MANUFACTURING CO. LIMITED
BRANTFORD : : CANADA

We are the Canadian manufacturers for the celebrated Seller's Kitchen Cabinet.

-illlllllllllllllllllllllllllllMlllllllilllllllllllllllllllllilllDIIIIIIIIIII'l Hli:i::i:!liiliiliiliiliiliiliiliiiiii niliilMliiliiiiiiiii'ii<i|i:|ii|ii|ii|ii ii|i.|ii|ii|iiliiliilii|ii|M|ii|lllil|il|ii|-;3:'|ii|ii|ili



78 FURNITURE WORLD
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rhetterfield 82" long, 37 high, 33 d^ep

Every quality that goes to make a Chesterfield popular and sale-

able has been incorporated in these models—beauty of design,
high grade materials and careful workmanship. These pieces are
always good sellers and a safe buy for any dealer.

Write for Particulars

SPECIALTY UPHOLSTERING CO , Ltd.,WA TERLOO, ONT. i

:!::;::ziz z ::::::: z l :=:: i. i: i: :!:: :=:: z zzz z z:z z:zz z z z::z z :r: j
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Business Builders

I

!

ARISTOCRAT and WELLWORTH
MATTRESSES are GUARANTEED

The quality of these mattresses ensures perfect sat-

isfaction and a steady customer with every eale

made. They contain 100 per cent pure Java Kapok
and are all attractively covered. They are light, dur-

able and sanitary. We also make other grades that

meet every requirement. Write for prices and par- "j

ticulars on your requirements. H

Ei

r
I:

THE STANDARD BEDDING COMPANY
27-29 DAVIES AVENUE - TORONTO. ONTARIO

fer;i:i:;::;:::i::i:;:;n:i:

i.i
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Reliability

One of the most essential things from the dealer's standpoint, is the
RELIABILITY of the manufacturer from whom he buys.

Of necessity much of what he sells has to be taken on trust and the fact

that he can place RELIANCE in the Manufacturer whose goods he sells,

helps him in his relations with his customers.

A Mattress is one of the easiest of all things to misrepresent, as very
few people look beyond the attractive cover.

We use nothing but new material, no shoddy or second-hand pulled stock.

Our Mattresses are always exactly as we represent them, and our printed

guarantee is attached to every one.

It pays to deal vnXh people of proven RELIABILITY.

I The National Mattress, Felt & Batting Company
I 340-342 Gerrard Street East : : TORONTO
i^siiiiiiBiaiiiiHiiiiiaiaiaHiMiHiiiaiiiiaiagiiigiia'iaiaiiisiaHiiiiigiiaH
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a

Finest Mattress

on the Market

LAMBS^ WOOL MATTRESS
There is no finer mattress on the market than this Lambs' Wool Mat-

tress, filled with carefully sorted lambs' wool, scientifically washed and
cleansed to ensure absolute sanitation. This soft, light mattress is

proving a wonderful seller and is offered as a strictly Made-in-Canada
product. Write for prices on this and other popular lines.

Royal Box Springs, Kapok, Lambs' Wool and
Cotton Felt Mattresses, Down Comforters,
Down and Feather Pillows, Etc.

The Canadian Feather & Mattress Company
I LIMITED i

I
TORONTO and OTTAWA |

i 3
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Rishel Sanitary

"Ventibestos" Table Mats
Order* Filled Promptly by Express or Freight

The ONLY Mat with
a centre of CORRUGAT-
ED ASBESTOS.
Our mats are five ply

consisting of one heavy
sheet of corrugated as-

bestos between two
heavy shets of wool felt.

These are firmly quilted
together and enclosed in

a removable flannel cov-
er. The cover consists
of white cotton flannel
on one side and green
Kearsage Plush on the
other. There is no pos-
sibility of marring the
table top when our Ven-
tibestos mats are used.

Round or square are the
same price. Unless
specified will always ship
round mats.

Orignated and sold
only by us. This Solid
Fumed Oak Display
Rack absolutely free to
our dealers. Write us
for particulars.

100 per cent Efficient

The Silent Salesman

Special attention given to Canadian orders.

J. K. RISHEL FURNITURE CO.
WILLIAMSPORT, PA.

Dining and Bed Room Suites

"We make all our own Chairs and Dining Tables."

Look for Your
Guarantee

For it's your protection against

uninteresting reading.

Enquiries welcomed

Hugh C. Maclean Publications
LIMITED

345 Adelaide Street West, Toronto

Mr. Storeman
why run all over the

world buying a piece

here and there when

GENDRON
has the complete line

all under one roof.

Save expense and

add to dividend

If your business is of any
account we want

your trade

BUY CANADIAN MADE GOODS

Everything in

Doll Cabs—Baby Carriages—Carriers—
Coaster Wagons—Velocipedes Invalid

Chairs—Bathroom Fittings

ONE BIG FACTORY

^he GENDRON MFG. CO.
Limited

TORONTO :: CANADA
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Gifts Ancient

and Gifts Modern

Down through tlie ages has come
the universal custom of giving gifts

—olijects of art for the home. Anci-

ent people showed their reverence

and respect for monarchs, by bring-

ing gifts to lay at their feet.

Today, in all ranks of life, gifts are

regarded as a hajipy means of show-

ing appreciation and respect for

one's friends, familv and fellow men.

The Gift Department of the |

Furniture House is now a fac- |
151

tor in the month's sales.

We are Canadian Representa-

tives for a number of Manufac-

turers of Gifts.

Framed Pictures, Mirrors,

Lamps, Brass Goods,

Candles and Candlesticks,

and Pottery.

a
B

J. H. WALKER LIMITED
I

524 Foy Building - - 32 Front Street West
|

1 TORONTO, CANADA 1
m H
H s
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No. 42271—"Floral Design."
Frame is 1" wide, finished in prilt. witli ornamental

corners and toned in greenisli antiijue. Fitted with
tinted ornamental top. Flowers are natural colors, dlass
size X l.S". Two suljjects in this line, viz.:—
.Asters" (as ilhi>trateil ) ami "Cnwshps." liotli equally
attractive.

Floral Pictures

Are Now Popular
Something new and pleasing is always in

demand.
We have it. Our line of pictures for fall

business is resplendent with beautiful new de-
signs at prices that will please.

An assortment of our pictures, properly dis-

played, will bring results that will surprise you.
Send in your order now for immediate at-

tention.

PHILLIPS MANUFACTURING CO, LTD.

TORONTO CANADA

Beautify FF'ilfc Pictures
'
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QHick f\z\\or\ Secfiofi
The rates for this department are $2.80 per inch

per insertion with 25% discount for four or more
insertions. Advertisements requesting employment
or employees will be inserted at one cent per word.
Confidential box numbers available.

WANTED—Furniture and uudcrtakinK l)usint'.s.s in good
town; must l)e over 50 funerals per year. Box 3:!1, Furniture
World, Toronto. 8-9

l-'OR SALE—One slecl tire and one rnl)l)er tire Hearse,
good appearance and good condition. Apply to M. E.
Tangney, Undertaker, Lindsay, Out.

A licensed cmhalmer of first class experience would like

to connect with a good firni where a reliahle man is ap-
preciated. Box 2;!:i Furniture World, Toronto, Out.

FOR .S.\LE—A Cunningham Casket Wagon, nothing nicer
made, $100. 00. .\ snap for anyone who has use for it.

J. A. RUSSNELL,
Niagara Falls, Ont.

WANTED—A line of dining room, hcd-room furniture.

Also several general lines hy traveller with good connection
in Manitoba and Saskatchewan. Strictly confidential. Box

]<"urniture World, Toronto, Ont.

realize it." W. R. Kell, editor of the "Coniincrcial &
Retail Merchant's Review'' of Winnipe.^.

.\. S. Hlakely, vvell-kiiovvn in retail furniture cir-

cles, lias purchased the interest of .A. .\. I-'arrar and
is now ojjeratins' a well-stocked retail furniture store
at 'I'weed, Ont. Mr. lUakely rejjorts that business is

ii(;od.

"Lack of forethought is at the bottom of most of

our troul)les now. We still have 'soft job' men on

Canada's business payroll and they get away with it

until spurred into activity, but who wants a horse that

lias to ])e spurred all the time?
The time has come when we have to work hard

and long at the work best suited to us and at which
we can ])ut in our hardest licks but some of us don't

UPHOLSTERY SPRINGS
Highest quality Upholstery Springs,
made from the finest grade High
Carbon Steel Wire, oil tempered
after the coiling operation, thus in-
suring uniform strength and "No
Set." Remember, the quality of
your High-Grade Upholstering de-
pends entirely on the quality of the
springs you are using.

HELICAL SPRINGS
for spring bed and mattress fabrics.
Get the habit; buy Canadian Springs.

James Steele, Limited
Guelph Canada

MATHEWS' GOODS EVERYWHERE NOWh^^
. ,^—. . —^ Noticed It?

Matthews' Mouldings
Matthews' Backing
Matthews' Mirrors

Matthews, Frame
Matthews' Pictures

Matthews' Trays

MATTHEWS BROS., LIMITED
The big Canadian Moulding House

Toronto, Canada1906 Dundas Street West

WPEERLESS^
' FOLDING TABLE-

Quality—Convenience—Price

With three such attractions it is no surprise ihat

Peerless Folding Tables are creating numerous sales

wherever shown.

A card will bring you full particulars on this nation-

ally known line. Write today.

Sole Licensees ami
MainifactUff rs

DEPT. W
LONDONHourd & Co., Limited
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No. 485E—BEDROOM SUITE (Queen Anne)
Birch, White or Ivorj- enamel Finish. Plain British Plate Mirrors

Attractive Bedroom Furniture

Our bedroom furniture continues to

be the most popular with dealers

everywhere. This is proved by the

unusual demand for all lines which
we are experiencing.

The Queen Anne Suite shown is a

particularly good seller because of

of its attractive design and un-

doubted quality.

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO
iiiiiiiiini



Leggett & Piatt Springs

Attract Trade

In every territory the Leggett & Piatt

dealer is known as the leader in spring sales.

The Leggett & Piatt line is so well and

favorably known to the public that it is a

drawing card for you. It will attract busi-

ness in other lines to you.

Its exclusive features are protected by

basic patents and cannot be had in any

other spring.

If you want to do a bigger business,

write us to-day for the complete story.

Leggett & Piatt Spring Bed Company, Limited

WINDSOR, ONTARIO
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Give Pictures!

The Gift of Gifts is a Picture

Give Pictures for

—

Christmas Presents

Wedding Gifts

Graduation
MT IN TMt HOME

Anniversaries

Mother's Day
Birthdays

—and all other gift-giving occasions—

HE PICTURE represents not only the good taste and

X culture of the donor, but also the esteem and the re-

gard in which he holds the recipient. Cj The picture

as a gift lives forever—as a beautiful decoration for the

home, as well as a constant reminder of the giver. C} The

picture as a present offers an opportunity for expression of

love, of appreciation and of sentiment that does not obtain

in any other form of gift. ^ In giving a picture as a present

the selection offers such variety that the possibility of

duplication is remote. One never has too many good pict-

ures. ^ There are pictures admirably adapted for use in

the living room, in the reception hall, in the bedroom, in

the dining room, in the nursery, in the oflfice, in the school

room, in the public building, q Pictures are an index to

the character, not only of the individual but of the home.

They are a bond of sympathy between you and those whom

you favor. Pictures are ideal as gifts at all times, for every

occasion. ^ As a gift to yourself or as a gift to another

—

think of pictures. ^ In our broad selection, you will find

artistic productions, beautifully framed for every purpose.

You are cordially invited to visit our galleries.

PHILLIPS MANUFACTURING CO., LTD.

We will furnish FREE to dealers, on request, the

matter printed in this advertisement, in attractive

folder form (without imprint) for local distribution.

Write for a supply if interested.

TORONTO CANADA

•*
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UPHOLSTERY
of

Stability, Saleahility and Beauty

No. 5053 C^esteifield

Length 86 in. Depth 32 in. Height 33 in.

Leni:th 54 in. Height Seat 17 in.

No. 5053A
Width 40 in. Depth 32 in.

Height 33 in.

One of our new fascinating

and artistic suites that appeals :!

strongly to the most particular

buyer. Covered in finest fabrics

and filled with hair and moss.

Write us today

No. 5053W
Width 38 in. Depth 30 in.

Height 42 in.

I Woeller, Bolduc & Company
::::!::::=::!:::;i:;:i::::!::[::i::::!::::i::;:!;:::!::i :;;i::::=::::i;::i:;:;!;::i::::i;:;:r!;:i:::i:::;=;::;!:^

Waterloo - Ont.
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I SOMETHING NEW
m

1 A Combined Baby Carriage and Stroller

Here is the type of Baby Carriage which consumers have
long sought.

It is a graceful, light and comfortable Baby Carriage which
can be used as a Stroller.

It is just as satisfactory for one as it is for the other.

It will save the consumer the expense of buying two baby
conveyances.

It will be the most popular Baby Carriage in Canada next
season.

It is especially adapted to the consumer who lives in a small
flat because it is small and will occupy very little space. It

will also be very handy for the person who lives up-stairs |
because it is light and can easily be hauled up-stairs.

|
Ask our salesman to be sure and show you this new combi- I

nation Baby Carriage and Stroller. |
m

HEYWOOD-WAKEFIELD COMPANY OF CANADA LTD. 1
Ml

Successsors to the Lloyd Manufacturing Company m

Manufacturers of Lloyd Loom Products i

ORILLIA ONTARIO 1

MlSllsMM)L«ll!«ll«ll«)MlK)PJHLKil«l

m
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Prospects are Good
for Furniture Dealers this Season

A well selected stock of gift

furniture will increase your
sales and profits, and please
your customers.

Our goods are made to please

No. S15 Smoker
Oak Finished Fumed

Order Early

Our catalog No. 49 can assist

you. It shows our full line.

A postcard insures it being
sent to you, with price list.

Equities given prompt attention

No. 20 Folding Book Stand
Fin. Golden

No. 22 Card Table—Top 30" x 30"
Finished Fumed Oak and Mahogany

No. S16 Smoker
Oak Finished Fumed

No. 16 Non Tip Chair
Finished Natural

m

OTTERVILLE MANUFACTURING CO., Ltd.
OTTERVILLE :-: ONTARIO

iiBBiaiiiiiiiaiaissiiHiaiaiaHiaiiiMiHHoasisiigiiaiasisiHBiiiiK
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No. 208 Smoker. Top 11x13 closed, 11x20 open No. 224 Smoker. Top 11 x 15 No. 22.3 Smoker. Top 13 x 18
Finished in oak. mahogany or walnut. Finished in oak, mahogany or walnut. Finished in oak, mahogany or walnut.

No. 20 Telephone Stand. Top 14 x IS
Mahogany, walnut and oak tlnish.

No. 1 Smoker. Top 9 x il

Finished in oak,
niahogan.v or walnut.

N'o.3U Pedestal. Top 11x11,height 34.

Finished in oak,
mahogany or walnut.

No.l2 Smoker. Top 13x14
Finished in oak,

mahogany or walnut.

The Hespeler Furniture Co., Limited - Hespeler, Out.



OCTOBER, 1922 7

No. 211 Book Rack. Top 12 x 21
Mahogany, walnut or oak finish.

No. 40 Tabouret.
Top 11 X 11

Finished in oak,
mahogany or walnut

No. 200 Sewing Cabinet. Top 18 x 18

Solid Mahogany, walnut or oak. No. 219 Smoker. Top 13 x 15
Finished in oak,mahogany

or walnut.

No. 204 Sewing Cabinet. Top 10 x lo
I Solid Mahogany and walnut.

No. 3 Smoker.
Top 10 X 12

Finished in oak. No. 221 Smoker. Top 10 x 14

mahogany or walnut. ^Finished in oak, mahogany or walnut.

No. 220 Smoker. Top 13 i 15
Finishtnin oak, mahogany

or walnut.

No. 207 Sewing Cabinet. Top 13 x 13

Solid Mahogany and walnut.
No. 210 Book Rack. Top!)x21

Mahogany walnut and oak finish.
No. 206 SowingC'abinet. Top II x 12

Solid Mahogany and walnut.

The Hespeler Furniture Co., Limited - Hespeler, Ont,
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No. 171

Smoker Stand

Top 13 X 13 inches
Height 28 inches, Plain
Oak, Golden or Fumed
finish.

No. 740
Costumer

White Enamel 72
inches high and 20
inches wide at base.

Also made in Walnut,
Mahogany and Ivory
finishes.

No. 140
Pedestal

Top 13 X 13 inches.

Height 12 inches, Fin-
ish, Meaford Walnut or
Mahogany.

An Attractive

Line of

Novelty
Furniture

That Will

Prove
Irresistible

to the Xmas
Shopper

WRITE FOR
OUR

CATALOGUE
TO-DAY

No. 428 Desk
Height 41 inches, Width 32 inches.

Depth 16 inches. Plain Oak, Fumed
or Old English.

Investigate our complete line of

Dining and Bedroom Suites

The Meaford Manufacturing Co., Limited

No. 143

Jardinere Stand
Top 12 X 12 inches.

Height 19 inches. Fin-

ish, Meaford Walnut
or Mahogany.

Meaford Ontario
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Because of its careful manufacture, good
material and reasonable price Meaford
Furniture has always enjoyed large sales

throughout the year. These qualities,

when combined in small pieces such as

those shown, offer an unrivalled opportun-

ity for big business this Christmas. Gifts

this year will be of a more practical nature

than ever before; customers will be more
critical and demand greater value for their

money. With this in mind the wise dealer

will take no chances with untried lines but

will choose from among the many numbers
of proven saleability offered by the Mea-
ford Company.

No. 405
Medicine Cabinet

White Enamel only.
Size 22 X 16 X 51/2 inches
deep. Also supplied
with Mirror 12 x 18

inches in door. Lock
and key.

HI
No. 142

Jardinere Stand

Top 13 x 13 inches,

Height 19 inches. Fin-

ish, Meaford Walnut or
Mahogany.

No. 449 Desk

Height 35 inches. Width 32 inches. Depth
19 inches. Finish, Meaford Walnut or Ma-
hogany White Enamel or Ivory.

No. 141

Pedestal

Top 13 X 13 inches.
Height 36 inches. Fin-
ish, Meaford Walnut or
Mahogany.

Full Information will be gladly

sent on request. Write us NOW

The Meaford Manufacturing Co., Limited
Meaford Ontario
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To Make Your
Christmas Season

the Best Ever

No. 511%

No. 512

511^ Round Taborette,

walnut, Top 19 in.,

height 26 inches.

512 Sewing table, walnut

and mahogany.

520 Secretaire in mahog-
any, walnut decorated.

Height 72 inches,

width 28 inches.

^HE Andrew Malcolm line of

Christmas Gift Furniture for

the coming season is the greatest

we have ever been able to offer

the trade. The range is compre-
hensive, the quaHty first-class, and
the prices the best in many
seasons.

' The Andrew Malcolm
Kincardine

No. 520
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A Wide Range
Makes Selection

Easy

No. 511

511 Octagon Taborette,

Walnut top 19 inches

diam., height 26 in.

240 Sewing table, walnut

or mahogany.

525 Secretaire in mahog-
any, walnut and de-

corated. Height 81

inches, width 21 inches

No. 240

T^HE early bird catches the
worm.". Put your order in

early and get the goods on your
floor before your competitor and
you will be in a fair way of getting
the plums of the Christmas trade.

With a selection from the Andrew
jMalcolm hne, part of which is

illustrated here, you cannot go
wrong. Get full details now.

Furniture Co., Ltd.

Listowel
No. 525



13 FURNITURE WORLD

In the homes of critical people, be they rich

or poor, wherever there is appreciation of

beauty and charm in furniture, there will

you find Malcolm & Hill creations.

These home-lovers—the most desirable class

of buyers—are they patrons of your store?

They will be if you carry our line.

MALCOLM 8c HILL, LTD.
Kitchener, Ontario
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The Finest Imported Materials

For all upholstering purposes

VELOURS - MOHAIRS - PLUSHES
TAPESTRIES - SILKS

DAMASKS

Prices, samples and full information con-

cerning any of our lines will be gladly

forwarded upon request. We are Canadian
representatives for TISSAGE DE VEL-
OURS, ACHEL, BELGIUM and LA
FRANCE TEXTILE COMPANY.

Get in touch with us

G. NOEL & COMPANY
30 St. John St., Montreal, Que.
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Feature Gifts
- - - - - - " T h i s

Gifts for the home will be in greater favor than ever this Christmas
and the dealer who takes advantage of this popular trend and meets
the demand vsith Knechtel gift pieces will draw to his store new
business that will remain the year round. Knechtel designers are

always alive to the latest developments in furniture creations and
the store offering its customers this line always keeps a little ahead
of its competitors.

No. 496 SMOKER
Oak, Fume, Golden or
American Brown velvet finish

ORDER
EARLY

No. 511 CENTRE TABLE
Red Gum, Walnut or Mahogany,
satin finish. Top 26 x 26 inches

AVOID
THE RUSH

No. 591 CHAIR
Breakfast, Secretary or Hall Chair.
Hardwood, Walnut or Mahogany,

velvet finish

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO

mmm
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for the Home
Xmas
Exquisitely beautiful in materials and design, unexcelled in work-
manship and durable and substantial construction, Knechtel furniture

has a deserved reputation for leadership among the best class of

merchants.

For many years discriminating buyers have endorsed their faithful

reproduction of the best in furniture design of all times and their

added touches of charm and beauty—which are exclusively Knechtel.

Investigation and a trial order will prove it

WRITE
FOR

CATALOG

GET
OUR

PRICES

No. 495 LIBRARY TABLE
Red Gum, Walnut or Mahogany finish, satin or velvet. Top 44 X 24"

No. 6j8
SMOKERS STAND
Oak, Fume, Golden
or rtmeiican Drowi"
velvet finish. Top 8"

round. Height 25"/^"
(Glass ash tray extra)

Because of the congesrion which always
takes place just before Christmas, we
strongly advise that orders be placed as

soon as possible so that disappointment
through late delivery may be avoided.

1

No. 88 TABOURETTE
Quartered Oak, Fume or
Golden finish. Top 12 x 12
inches. Height 19 inches.

THE KNECHTEL FURNITURE CO
LIMITED

HANOVER ONTARIO



There is a way to help your trade preserve general good humour, rather

than discord, by keeping linoleum and its many advantages before them.

The day when hard, back-breaking labor in laying heavy rugs and carpets

was essential, is past. Modern homes are either supplied already with

genuine linoleum floors, or the owners thereof are excellent prospects.

DOMINION LINOLEUM
and LINOLEUM RUGS

For Every Customer"

That ought to be your objective, Mr. Merchant. And we are learning, from

week to week, that many are planning along these lines. With a little

planning on your part you can easily

DOUBLE YOUR SALES

Send for tcindow-trimming material ; t('« free, and we deliver

it right to your door, with instructions for use.

Your Jobber will g^ladly supply you.

Dominion Oilcloth & Linoleum Co.

MONTREAL
LIMITED
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No. 219 Smoker's Cabinet, ^yal-

nut or Mahogany finish. Humidor
in drawer. Nickel Trimmings.

215 Smoker's Stand Wal-
nut or Mahogany finish.

Nickel Trimmings.

560 Telephone Stand and Chair combined.
Oak arty finish. (shown closed)

ChristmasTrade

New and Novel Features that

Awaken the Desire to Buy

In the leading stores throughout
the country Mundell productions

are recognized as leaders in

their hne. This Christmas season
will prove it. For with the

many new and novel features

added to the rare quality and
outstanding values they are go-

ing to create unprecedented
business for the dealer.

Get your order in early so as to

be ready when the buying begins.

No. 218 Smoker's Cabinet, Wal-
nut or Mahogany finish. Nickel
Trimmings.

216 Smoker's Stand Wal-
nut or Mahogany finish.

Nickel Trimmings.

JOHN C. MUNDELL & CO., LTD.



18

4.— ,,

FURNITURE WORLD

What
Better

1 Christmas

I
Gifts than

I
these?

REED
FURNITURE,

LIVING-
ROOM
CHAIRS,

BED-ROOM
CHAIRS,

DINING-
ROOM

SUITES AND
CHAIRS, ETC.

Because this furniture is practical, artistic, well made, medium priced—it is

always in big demand during the Christmas season. The wise merchant will

put in a well balanced stock NOW and be ready when the first buyers arrive.

The North American Bent Chair Co., Limited
Owen Sound, Ontario
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The Ideal Gift for the Home

Feature It This Christmas

The Kroehler Daven-O, be-

cause of its beauty and utility,

is a wonderful trade-builder

around Christmas time. It

often serves as a gift to the

whole family and in these days

of small and compact homes
and apartments there is nothing

more welcome.

These magazines are carrying

advertising for the Kroehler

Daven-O.

Saturday Evening Post

Delineator

American Magazine

Ladies' Home Journal

House and Garden

House Beautiful

MacLean's Magazine

Toronto Saturday Night

Cash in on the Christmas ad-

vertising of Kroehler Daven-

O's which creates a ready mar-

ket for the progressive dealer

who displays them prominent-

ly. The Daven-O's come in

many different styles—each

one an ideal of perfect crafts-

manship. Write for prices

today.

THE KROEHLER MFG. CO., LIMITED
{Operating Kindel Bed Co., Limited)

STRATFORD - - - ONTARtO
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No. 680

A Suite of

Outstanding

Merit
Our suites, of which this is an example,

conform to the current vogue in furni-

ture, and they are priced to make them
outstanding values.

Stratford Chair Furniture is al-

ways built to last and keep its

appearance, and is therefore a sure

producer of satisfied customers.

No. C30

I
The Stratford Chair Company

|

I
Stratford - Ontario |

liiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^
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Sells Itself

When on— Display
The coming Christmas season pre-

sents an exceptional opportunity for

increased sales to the dealer who
takes advantage of the beauty and

value of these suites and displays

them prominently—for gifts this year

will be more practical than ever be-

fore. Post yourself on this suite.

No. 680

No. 680

No. 680

The Stratford Chair Company
Stratford Ontario
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c GIFT

No. 6406—Jardiniere Stand, Qtd.
Oak and Walnut

No. 7668—Console Table and No. 7667 Mirror, Walnut

r
u
R
N
I

T
U
R
E

McLAGAN FURNITURE
^ STRATFORD



OCTOBER, 1922 23

FURNITURE

Bank on McLagan to put Pep into

your Xmas Selling Campaign

jy|CLAGAN Gift Furniture is unique
in its wide range, charming de-

signs and thorough workmanship

—

just what you will need to put pep
into your Christmas trade.

If you have not yet handled the

McLagan line, a

glance at the few
samples shown
here will give an
idea of its worth.

No doubt you can

1 1 1 1 u 1 1 1 1 I I I M 1 1 1 1 Ut|.i.ii 1 1 1 1 1 n 1 1 H 1 1 1 1 1 1 1 1 1 1 1 1.1.1.1,1,11 IJ.iil:l,U.l.l 1 1 1 1 1 1 1 IJ II
I I 1 1 1

1

1

call to mind many of your customers
who have been looking for just this

type of furniture. Remember, the

McLagan craftsmen have for weeks
been preparing for the big Christmas
trade that will very soon be here.

Their efforts mean"""^^
real prosperous
business for the

merchant who
takes advantage
of it.

Get in touch with us now

No. 9231—Smoker Stand, Walnut No. 8814—Hutch Desk (closed), Walnut No. 9230—Davenport End Table, Walnut

COMPANY LIMITED
ONTARIO
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i THE NEW UNIVERSAL I
m i!

s

I The Gift SUDreme
Bi 1
(51 •

a
a
a
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The New Universal is the embodiment of all the grace and charm
that have characterized Otobc^rwiekc Bookcases in the past. As a
Christmas gift they are acknowledged favorites and the discriminating
shopper will trade where they are on display. Is your order in?

a

a

Eartji habill build
tarty luccesi. Tht
whttU family will

jind a ** Uni-uenaV^
valuable.

I

STRATFORD ONTARIO
taHHSHHaaaaHaHBHSBadaBaHaaaHaaaaiiHBMiBiiS
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FOR CHRISTMAS TRADE

Order Now
The popularity of 9lol>c^rtiickc Bookcases

in former years speaks for even greatersales

this Christmas season, and only the dealer

who places his order early will avoid the

disappointment of late delivery, Last Christ-

mas 9lob«-^rt)iekc shipping rooms worked
night and day in a vain attempt to fill the

last minute flood of orders. To date there

has been an unprecedented demand and to

ensure delivery on time, orders should be

placed now.

I

tflht ffo

Don't put it off another

day. Place your order or

write for prices today—
NOW

No busintss can he succtss-

ful without inspiration.

Books hold more valuable

inspiration than anjf thing

else in existence.

m
IS

i
H

STRATFORD ONTARIO
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"Imperial "-synonymous with quality
''Imperial" Rattan

furniture is the

work of skilful de-

signers and expert

workmen only. The
quality is such that

many of the finest

homes throughout

Canada can boast

one or more pieces.

Yet the prices are

so moderate as to

make the field al-

most unlimited.

Why not write us today?

Give ''Imperial"

rattan furniture an

oppo r t u n i t y of

showing what it

can do for you.

Send for a few
pieces and display

them on your floor

—we'll wager they

will catch the eye of

your customers in

short order, and
that repeat sales

will soon appear.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD ONTARIO

No. 51 Folding Table

The opening of the social season will bring its demand for these
Folding Tables and Chairs. No. 51 Tables have green felt or
leatherette top, mahogany or fumed finish.

No. 65 Tables have veneered wood tops in natural or walnut.
SPECIAL PRICES ON GROSS LOTS

No. 47 Chair

Our Catalogue
"Suggestions for the Home"
mailed upon request.

The Stratford Manufacturing Co., Ltd.
STRATFORD — ONTARIO
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No. 1190 Buffet

Distinctive and Moderately Priced

Strathroy Dining-room Furniture is noted

for being ''different" and perhaps it is

this touch of distinction that has made it

one of the most profitable lines a dealer

can handle.

Every piece is the achievemeet of artists

who take pride in the perfection of their

craftsmanship. Such a line can bring

you only one result—increased prestige

and more business.

Let us send you full details

'iliiliil!iliiiniraiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii'iiiiiiiiiiiilMiniiilhliiliiliiliiiniiiiniiiiiiiiiiiiiiiitiiiiiiiiiiiiiiiiiiigiiiiiiiiiiiiiiiiiiiii)iiiiii^

The Strathroy Furniture Co.
LIMITED

Strathroy :-: Ontario

i
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A Suite That Meets Every

Modem Demand
a
m
II
IS
la
|K|
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Suite No. 21612

Library Suite No. 21612—as illustrated below—is a beautiful example of furniture de-

signed to meet modern requirements. It is ideally adapted to small rooms and for

this reason will fill a long felt want. The suite is made in Oak and also Birch with
Walnut finish, both of which are very attractive.

m

g
m
m
m

I

The suite shown above is an example of the manner in which Schierholtz designers are

answering the modern trend toward apartments and small homes. Superior quality and
careful workmanship are also characteristics of this and the entire line. Dealers who
link up with us are always in advance of their competitors—for every new demand
finds an instant response in Schierholtz Furniture.

THE SCHIERHOLTZ FURNITURE CO. LTD.
NEW HAMBURG ONTARIO

i
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Our

"Macey Style Book"

This book is prepared for

the especial purpose oi dis-

tributing to the consumer, to

the man or woman who has

books and who naturally

would be interested in learn-

ing how, at a very moderate
cost, there can be bought a

bookcase of handsome ap-

pearance, well made and fin-

ished, adaptable for holding
hooks of various sizes, and
in quantities as the books are

acquired.

We will forward free of

charge, express prepaid, a

supply of this "Macey Style

Book" all ready for you to

hand out or mail to your pro-

spective customers.

Let us know how many

No. 437 Combination Desk and Bookcase

The Perfect Bookcase
The Macey Sectional Bookcase does

not limit your field of prospective

customers in the way the old fashion-

ed or built-in bookcase did. The
Macey is adapted to suit any room

under any condition.

Every customer on your
list is a prospect. The
illustration will give you
a good idea of the ar-

tistic appearance and finish of the
Macey Bookcase as built at our
Seaforth factory. Only the very fin-

est materials are used and the work-
manship is of the type that guar-
antees years of service.

Right now would be an excellent

time to introduce this line to your
trade. Why not write us for full

particulars?

MACEY DOORS NEVER BIND

Panada FurnitureManufacturers

Head Office, Woodstock
Permanent Show Rooms, Toronto

Factories at Woodstock, Walkerton, Wingham,

Limited
Waterloo, Kitchener, Seaforth

Western Distributing Warehouse: Winnipeg. Mont-
364 University St.real Sellng Office:
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KNECHTEL KITCHEN KABINETS
-AS -

PRACTICAL CHRISTMAS GIFTS

The coming Christmas season pre-

sents an excellent opportunity for the

dealer to increase his profits by boost-

ing Knechtel Kitchen Kabinets.
Every year sees a heavy demand for .

these household necessities as Xmas
approaches and with practical gifts

in greater favor, all sales records will

be broken.

KNECHTEL KITCHEN KABINET
HANOVER ONTARIO

:|;::i:::!:;::i::;:r;i:j::=:::i::i::::i;:::!:::!::;i

**Art Quality" Furniture

||T is gratifying during these days of ''cheap''

^ furniture to find that quality is still the imp-
ortant factor.

Because beauty and value are inseparably assoc-

iated in all our products, dealers are having great
success with the ''Art'' line.

Let us send you particulars of some of our crea-

tions in Dining Room and Chamber Furniture.

Art Furniture Company, Limited
Kitchener - Ontario

i.r.
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In-Built Quality

pURNITURE made by the H.

Krug Furniture Company is a

"Quality" proposition clear through.

Both the parts that are seen and

the parts that are hidden are given

equal care ; which accounts for the

way it stands up after years of

service.

The H. Krug Furniture Company
Limited

Kitchener - Ontario

^Tfiiri^
irit iirfiiiTB iifR irri^i?rfi iirKirrstl^^
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A Beautiful Suite in the Popular Louis XVI Style

2014—CHIFFONIER—Top 34" x 19" 2014—BED

Fininhed in either Ivory, White or French Grey Enamel

Krug Bros, Co,, Ltd, - Chesley, Ont
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Fine Examples of the Furniture Makers^ Art
Here is a suite that is worthy of your store—something you can show with pride to your
most exacting customer.

The upholstering and cabinet work are everything you could ask for; the beauty of the
coverings a delight.

It is the selling value, however, about which you must obviously be most critical and that
is where ''Montreal Upholstering" really stands out. Throughout Canada wherever this

line is being shown, merchants report an ever increasing demand. Is it not only reason-
able to suppose that your experience would be the same ?

Why not let us send you full particulars ?

The Montreal Upholstering Company
HEAD OFFICE TORONTO SHOWROOMS
1611-1613 Clarke Street , 590 King Street W.
Montreal, Que. Toronto, Ont.
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FISGHMAN QUALITY PRODUCTS
AN EXCELLENT CHRISTMAS GIFT

As a sleep inducer, this mattress stands unsurpassed. It contains hundreds of steel springs enclosed in strong fabric pockets. Padding
is a high grade, white layer felt and ticking is of the best quality blue and white stripe. The mattress is finished with an Imperial Roll edge
and fully tufted. Large ventilating grommets are placed in the border. Designed for comfort and durability. Guaranteed for 5 years.

As a Christmas present a mattress is an excellent gift. The margin of profit is attractive and they find a ready sale. Prompt shipment
assured. Display them in your window during the coming season.

We also make Ventilated Box Springs, Combined Box Springs and Spring Mattresses, Spring pillows and other lines.

Write for Catalogue and Prices

FISGHMAN SPRING GO.
KITCHENER - - - ONTARIO

Cedar

Chests

Made in popular styles and sizes from Genuine

Tennessee Aromatic Red Cedar

Will gladly mail latest Catalog and Discount Sheet upon request

J. H. Connor & Son, Limited : Ottawa, Ontario
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BUSINESS WEATHERVANE
Not even the economic losses resulting from the severe strikes

through which the country has passed can hold back business this

fall, say the majority of authorities.

Industrial Digest, New York, Sept., 16, 1922.

Kitchener. Or,t.. October. 1922. K^_^ ^ ^ Managing DireCtOV.

1

FURNITURE FOR GIFTS

Of all gifts of a permanent character, which people like to give
their friends at the Holiday Season, none aj^ord the joy and permanent
satisfaction that a piece of well designed, well made furniture will.

But of all furniture. Gift Furniture must possess that charm of
design and character of permanency which will impress itself on the

recipient.

In Gift Furniture it is not necessary to " Look the Gift Horse in

the mouth." Usually it is a piece of furniture showing all its good
points at first glance. Quality, of course, must also be there, or the

value of the gift is discounted very soon after it is received.

In selecting your Gift Furniture pieces, therefore, it is good
policy to make your selections from makers known for their ability to

produce furniture of distinctive designs and character. |

The " Baetz Bros." Gift Furniture line includes almost all types

of Gift Furniture. Tea Carts, Tables, Ferneries, Smoker Tables and
Stands, Pedestals, Writing Desks, Chairs, Console Tables and Mirrors,
Chesterfields, Portable Lamps and Shades, Candlesticks, etc.

In all of these pieces charm of design and good workmanship have
been foremost in our thoughts when they were produced. May we show
you the results ?

Three shops— each specializing in its own line—are at your service—

Anthes Baetz Furniture Company, Limited
Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited
Furniture for the Living Room

Baetz Bros. Specialty Company, Limited
Portable Electric Lamps and Shades

Each of these Shops specializes in its own line, but each has the same
ideal— "Quality" and "Character".

I I ALREADY FINISHED |
j

Siiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiii iiiiiiiiiNiiiiiiiiiiiiiiiiiiiiiii|
"Would you be interested in something to finish your furniture, I I

I
madam?" asked the salesman at the door. fiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiu iiiiiiiiiiiiiiiiiiiiiHiniiiiiiiiinij

I
"No," said the housewife sadly. "We had a home-brew party here 1

I last night." I

flllllllllllllllllWIIIIIIIIIIIIH^ II lllllllllllllllillllllllllllllillllillllllillllllllll iiiiiiiiiiiiiiiiilllliiiiiiiiiiiil Illliliiiiiiillll Illllllllll iiiiiiiiiiiiiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimI
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THE ^ EDITORIAL VIEWPOINT
very considerable portion of the

present issue is given over to a

discussion of tiie advisability of

the furniture dealer making a

bigger effort at Christmas and

the possibilities of greatly in-

creasing his trade at that time.

No amount (jf preaching—telling

a man what he ought to do—is half as valuable as the

experiences of men who have tried it out—who have

proved the delectability and digestability of the pud-

ding by eating some of it—and so we have gathered

opinions from a number of well known men in the in-

dustry, men whose success as merchandisers is gen-

erally recognized, and, on other pages, pass these

experiences along to our readers.

It will be immediately noted that none of these

successful dealers would, for one moment, entertain

the idea of making less special effort at Christmas

time. They are unanimous in urging the financial

benefits to be gained and only eager to enlarge upon

their previous programmes. This speaks well for the

future of the furniture industry.

The whole mattter can be summed up in few

words : almost everybody buys presents at Christmas

time. They are going to spend so much money any-

way. Is there an}' merit then, in letting this money
flow into other lines of trade? Do other trades give

better value?

If you answer these two questions in the affirma-

tive you, as a business man, have automatically com-

mitted yourself to making the biggest effort you have

ever made that furniture sales in December 1922 shall

constitute a record in your business history.

The Promotion of Art in the Home
A very worthy organization is the American Art

Bureau, having for its aim the promotion of art in

the home. The underlying thought of the bureau is,

"The retailer—how much can we do for him?" Mr.

H. B. Phillips of the Phillips Manufacturing Com-
pany, Toronto, is district vice-president of the Bureau,

and has taken a keen interest in its work. We com-
mend it to our readers. If they are interested in the

promotion of art and are anxious to profit financially

as a result of the sale of pictures and other works of

art in the home, they will do well, we believe, to take

advantage of membership in the Bureau. Among the

benefits and sales' helps available are the following:

—

I. An attractive window card once each month,

printed in two colors, promoting the use of pic-

tures, and your store as a place in which to pur-

chase them.

2. Copy and matrices for twelve attention-compell-

ing well-illustrated newspai)er ads. that will bring

people to your store.

3. A handsome metal sign informing the public that

you are a member of the A.A.B., which, placed

in your window, will denote that your store is

high class, handling reliable art goods.

4. A bulletin each month which contains an exchange

of business-building ideas that have proved ef-

fective among other retailers.

5. A picture slide for use, should you so desire, in

your local movie house advocating the use of more

and better pictures in the home, on which will be

prominently displayed your name.

o. Plans for an art picture essay contest you can

hold among the school children in your locality.

7. One hundred attractive envelope enclosures to

promote the use of more pictures by the public

for distribution through your outgoing mail and

bearing your name.

What is a Furniture Store?

There is an evident growing inclination on the

part of furniture dealers to branch out and include

other lines that are very closely related to furniture.

This is not a new idea, of course, but it is more in

evidence than formerly. Much will depend, undoubt-

edly; on local conditions but, in the main, modern
merchandising means merchandising logically and if

it can be proven that the logical ])lace for a customer

to buy a floor lamp or a picture or a rug is at the

furniture store, then we should be able to find a good
selection there.

During the jjast month we have questioned more
than half a hundred furniture dealers on this jjoint

and almost without exception they favor branching

out. .Sometimes lack of capital prevents them ; some-

times a working agreement with dealers in other lines

of trade—^which is a good sign. There are many lines

to choose from, however, and it is doubtful if any

dealer could look over the whole field without finding-

some t)ne or more items that he might add to his stock

w ith advantage. On a later i)age in this issue we have
printed a list of suggested accesories, some at least

of which should interest every one of our readers

As an exanii)le the electrical business is develoi)ing

rapidl} and there are certain ai)i)liances that every

furniture dealer may well carry to advantage. This
list could be extended considerable in a small town
where there is no regular electric shop.
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Business Men Should Fully Understand

The Operations of the Bankruptcy Act
The Rights of the Creditor and of the Debtor

—

" If the Offences Provisions of the Act Were Known
to Creditors, the Majority of Fraudulent Debtors

Would be Punished," Says Well Known Lawyer

In these days of assi^^nments and rumors of more
assignments, one hears mucli, not only among- manu-
facturers and wholesalers, hut also amon<4' dealers

themselves, of the inefficiency of the Bankruptcy Act,

and the hardships that follow its f)peration. I'articu-

larly among retailers one hears the complaint that

the honest man is penalized, l)ecause it is so easy for

the dishonest man to ohtain a discharge from his

dehts. Many dealers will tell you that a neighbor

com]5etitor has made a com])romise with his creditcM^s,

bought his stock back at thirty cents or forty cents

on the dollar. ])ut on a sale, and, in so doing, brought
the other merchants in the neighborhood to the verge

of bankruptcy.
There is evidently something wrong with the act

if such a condition can exist. It may be that the fault

lies with the creditor, who is too easily persuaded to

take a big loss, in order to clean off the slate. A well

known legal authority on the Bankruptcy Act, Mr.
Lewis Duncan, is authority for the statement that the

chief difficulty at the ])resent time is that creditors

do not know their rights and are too inclinesd to as-

sume that the debtor has the whip hand. He states

that the contrary is the fact, and that the Bankrviptcy
Act gives creditors the power to make the lot of the

fraudulent debtor a most unenviable one. Mr. Dun-
can recently prei)ared a very comprehensive, though
detailed, resume of the operaticms of the Bankruptcy
Act for an address before the Canadian Bankers' As-
sociation, and it contained so much information that

is of real value of the trade, that we are printing

a number of extracts. The better the law is under-
stood by everyone in the trade, the more smoothly
the industry, as a whole, will operate. Mr. Duncan's
address contains the following interesting statements

:

"There are three different ways of dealing with

insolvents. The first is to treat them as criminals,

the second is to do nothing and leave them to the law^

of debt, and the third method is to try and distinguish

between the three different classes and to treat each

man as he should be treated. That is what the Bank-
ruptcy Act attempts to do, and it attempts to do it

b\- a most ingenious ])iece of legislation known as the

Discharge Provisions of the Act. Now, there is a

very popular misconception, and most unfortunately
this is widespread, that any debtor who makes an

assignment under the Bankruutcy Act can obtain his

discharge without any more ado; that the Bankruptcy
.\ct is a piece of heaven-sent machinery for wiping
off his debts, a sort of constant jul)ik'c. It is no such

thing. Creditors, if tlu-y know their rights, and it is

more impcjrtant that creditors should be ])roperly

ad\ised and know their rights in bankru])tcy than

that del)tors should be ad\ised and made ac(|uainted

with rights— if they know ihcir rights, creditors can

protect thenisehcs and guard themselves against be-

ing defrauded.

"Let us consifler the posilinn nf a man who has

made an assignment or has been made a bankrupt
and has not yet got his discharge. What does it mean
to be an undischarged bankrupt? Well, it is perha])s
not as bad as Dickens, wdio gained a sort of meretri-
cious fame by throwing stones at lawyers, made out.
but it is bad enough. First of all a man who has not
got his discharge must at the say-so of the Trustee
surrender all his after-acquired earnings, and all ])roi)-

erly that may come to him by gift or devise or in

any other way. He must give to the Trustee all he
has and all he may acquire. Secondly under section
90 of the Bankruptcy Act he is liable to one year's
im])ri.sonment if he obtains credit to the extent of

$500 and does not inform the ])erson from whom he
o])tains the credit that he is an undischarged debtor.
Thirdly he is liable to the same imprisonment, if he
trades under a name other than that under which he
was adjudicated bankrui)t. Finally, he forfeits his

position in the Senate. In France there are further
disabilities on a j)erson who has not got his discharge.
He is deprived of all ]xjlitical rights, he may not hold
any ])ublic office and he may not be admitted to the
I'ourse. Now, that is the position (;f the debtor who
has not got his discharge. He is in a much worse
position than he is under the i)rovincial assignment
.system.

'"Then how does the act ])rovide that the Court
shall deal with an ap])lication for a discharge? Jn
the first place section 58, sub-section 4, of the Act.
iii\es the Court an absolute discretion to refuse a
discharge ; but the law goes further than that, and it

])rovides that the Court may not grant a man a dis-

No, this is not the bankrupt! It's the merchant 'round the corner who's
expecting the bankrupt stock to be placed on the market at 50c on the dollar

charge if he has been guilty of any bankruptcy oft'ence.

Those off'ences are set out at considerable length in

section S9 and we shall come to them in a minute
or two. A man therefore, who has been guilty of any
bankruptcy oft'ence may not recei\e his discharge,
the Court has no power to give it to him. Then, if

any of the facts set out in section 59 are proved the
C ourt must either refuse the discharge absolutely, or

sus|)end it, or grant it only on condition that the
debtor consents to judgment being entered up a.gainst

him for debts which he incurred prior to his bank-
ruptcy. These are the facts recited in section 59:

I'irst, if the assets of the debtor are not equal to
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liftv cents on the dollar. Secondly, if the debtor has

omitted to keep proper books of account. Thirdly,

if the debtor has continued to trade after he became
insolvent, for the policy of the Act is that a man must
not g"o on gambling on his creditors' money in the

hope that he will pull through, and if he does it is

a fact which counts against him. Fourthly, if the

debtor fails to account satisfactorily for any loss of

assets. By the way, the ancient punishment for fail-

ing" to account satisfactorily for a loss of assets as

introduced by 21 James I, was that the bankrupt

should be put on a pillory for two hours, and that

one of his ears should be nailed to the pillory and at

9
There's trouble in store for the fraudulent debtor under the Bankruptcy

Act—if his creditors enforce their right

the expiration of two hours his ear should be cut off

and he should be let go free. Fifthly, if the debtor

has contributed to his bankruptcy by speculation,

gambling or culpable neglect of his business aft'airs.

Sixthly, if the debtor has given an undue preference

to any creditor. Seventhly, if the debtor has had a

previous bankruptcy. Eighthly, if the debtor has been

guilty of any fraud or fraudulent breach of trust. If

any one of these eight facts is proved the Court must
either refuse the discharge or suspend it, or recjuire

the debtor as a condition of his discharg'e to consent

to judgment being entered against him. It will there-

fore, be seen that if creditors know their rights it will

be very difficult for a fraudulent debtor to get a dis-

charge. Every creditor has a right to be heard in op-

position to the debtor's discharge.

"Then what is the effect of the discharge? Now,
the discharge does not release the debtor from all

his debts. There are three important classes of debts

uhich all creditors should know are not released by
a discharge. A discharge does not release any debt

incurred by fraud or fraudulent breach of trust;

secondly, the discharge does not release any debt for

alimony, and certain other classes of debt which can
be classed with that ;

thirdly, it does not release any
debt incurred for any necessary of life. A necessity

of life would include food or clothing or fuel.

"So much for the Discharge Provisions of the Act.

1 hey are very flexible and if creditors understand
their rights under them few fraudulent debtors will

get their discharge. But the Bankruptcy Act goes
farther. In section 89 some eighteen of the more
common practices of fraudulent traders are specified

and these are made crimes punishable with two years
imprisonment. These offences may be classified as

crimes before bankruptcy, crimes during bankruptcy
and crimes after bankruptcy. Crimes before bank-
ruptcy include first, falsification of books and second-
ly, obtaining property on credit by fraud. Now, that

is a common device and it is not generally known,
that there is a two-year ])unishment for it. A re-

tailer possibly obtains from a wholesaler property on
credit on the representation that he is not in financial

difficulties. That is obtaining property on credit by
fraud and the punishment is two years. Thirdly,

disposing of propert}' which has been obtained on
credit otherwise than in the ordinary course of busi-

ness—that is to say if any ])erson obtains property on
credit and then pawns it or pledges it or disposes of

it otherwise other than in ordinary course of business,
he commits a crime. I'ourthly, by making or causing
to be made a false statement in writing with respect
to his financial condition. Fifthly, concealing any of

his property. A man is guilty of a criminal offence
if within six months after doing any of these things
he becomes bankrupt or makes an authorized assign-
ment.

"Then what are crimes during [bankruptcy ?

First not discovering all his property to his Trustee,
secondly, any material omission in his statement of
affairs, thirdly, allowing a false debt to be proved,
fourthly, obtaining credit of $500 or upwards without
notifying the person from whom he obtains the credit
that he is an undischarged bankrupt, fifthly, trading
under a name other than that under which he was
adjudged bankrupt.

"Crimes after bankruptcy include failing to keep
|)ro])er books. Once a man has been made a bank-
ru])t he must keep proper books, and if he does not
keep them and is later adjudged l)ankru])t, he mav be
])unished with two years' imprisonment.

"In addition to these there are four ])rovisions in

the Criminal Code, some of which overlap those that
I have mentioned. One is destruction or falsifica-

tion of a company's books, and the punishment is

seven years. Another is a gift or removal of property
with intent to defraud, or giving property to someone
with intent to defraud,.the punishment being one year.

"If the offences provisions of the Bankruptcy Act
were known to creditors the majority of fraudulent
debtors would be punished, but it is most unfortunate
that apparently those provisions are not widely
known, and cases illustrating this ignorance con-
tinually occur on the examination of the debtor. Per-
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I
Sales by Suggestion Contest

|

^ A "Sales by Suggestion" contest was the |

I means of increasing the month's turn-over re- =

n cently in a Western store. The object was to i

I
get the salespeople to sell their customers other \

i goods besides those for which they had actually =

I come to the store. Prizes of $15.00, $10.00 and =

1 $5.00 were offered for the month and the results i

^ are stated to have been very satisfactory. Each i

I salesperson kept a record of his or her own sales, =

= both regular and by suggestion. The total sales ^

= and the amount of the sales by suggestion were §

? taken into consideration when awarding the i

I prizes. "

haps it will be a foreigner keeping a small shop and
having $3,000 a year ago. On examination he is asked.
"Where did \()ur money go?"' "I don't know." "You
must know. You must tell." "Oh well, 1 i)ut it on
the horses," and that generally gets ])ast with a laugh.
Now, in that conversation he iias admitted sufficient
facts to justify the Court in refusing him his dis-

charge, and has given information, which if folhtwed
up and supplcmeiUed, may result in criminal i)roceed-
ings.

"Then are there defects in the bankrujjtcy .\ct?
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There is a \ ery serious defect in the authorized as-

sigTiment provisions. 1 do not need to dilate on it,

but there is a loophole there. It is also necessary to

make the provisions of the Bankruptcy Act which
have to do with companies fit more closely lo the

subject with which they are dealing. There is a

criticism which is heard in various directions, that

the debtor can choose his own Trustee.

"What are composition proceedings? At common
law if the debtor wishes to get rid of his liabilities

for a less sum than 100 cents on the dollar, the only
way he can do it is to obtain the consent of his

creditors to his ])roi)osal. He cannot compel any
creditor to consent. The policy of the Bankruptcy
Act is this, that what appears a reasonable i)roposal

to a majority in number and two-thirds in value of

his creditors shall not be allowed to be defeated by
a few persons.

"'Jliere are one or two other important provisions
it may be well to mention. There is the fraudulent
preferences section. No creditor may take a prefer-

ence within three months of the bankruptcy. If he
is paid a preference or paid more than the other

creditors that money can be recalled l)y the Trustee
and put into the common fund; but for bankers it is

im])f)rtant to rememl)er that if a debtor has paper
coming due and he pays it on the due date, that is not
a fraudulent ])reference. That is an exce])tion t(j the

fraudulent preferences section, and amounts to this,

that a debtor who is trying by meeting his paper as

it comes due, to keep his head above water, is pre-

sumed not to be intending to give a preference.

"The Bankruptcy Act is a great improvement on
the ])revious chaotic state of the law. Amendments
are required and will in due course be made ; but there

will always be a certain amount of dissatisfaction with
a new law until its provisions are understood. The
chief difificulty at ]jresent is that creditors do not
know their rights and are too inclined to assume, once
a debtor has made an assignment or a proposal for

a composition, that they have no rights and that the

debtor has the whip hand. The contrary is the fact,

for the Bankruptcy Act gives creditors very consid-

erable and far reaching rights and puts it in their

power to make the lot of the fraudulent debtor a most
unenviable one."

Brief Survey of

The Industrial Situation and Prospects
Viewpoints of the Optimists and the Pessi-

mists—Signs that Point Toward Better Times

—

World Factors Affecting Canadian Conditions

There are two sides to every question—so we are

told—and it would also seem that there are two view-

points of every situation. It is surprising to hear

the widely different estimates of present conditions

which come from different observers. There are the

optimists who say, "Canada is all set for a forward
movement—^she only waits on the settlement of Eu-
ropean conditions." There are the pessimists who
say, "We have not yet set our own house sufficiently

in order—a period of continued deflation and business

casualties lies ahead of us."

Which viewpoint is right? Well, let us set forth

the facts of the situation. There are many favorable

factors, but, the pessimist comes in with his "but'

just there. And let it be said that while the pessi-

mist is not generally a popular person, he is not al-

ways wrong. There were those who, previous to the

Great War, were pessimistic about the European
situation. They were laughed at—but they were
right. So let us have due regard for pessimistic

opinion.

The wheat crop, which is probably the largest

Canada has ever produced, is one of the foundation

stones on which our hopes of a speedy business re-

vival may be built. No other single factor exercises

so far-reaching an influence u])on Canadian industry.

A prosperous West means a iM-osperous Canada and

the effect, both financial and moral, of a bumper
crop is felt throughout the Dominion.

Wheat Crop Will Place $2,000,000,000 in Circulation

There may be one or two flies in the ointment.

The price of wheat is n(jt high enough to improve the

financial condition of the farmer as much as could be

agriculturists state. At the same time, the croj) is

only partly a debt-paying one. The farmer may be

fairly deeply in the hole as a result of last year's

difficult conditions, and he has to climb out, but his

current purchases must also be a big factor in in-

creasing the circulation of money. A well-known
financial authority states that this year's crop will

be the means of placing $2,000,000,000 in circulation.

The mere fact that there is a big crop is, in itself,

bound to improve the business situation. All this

wheat has to be handled and distributed. That is

going to provide employment for many thousands of

men, and it will stimulate activity throughout various

departments of our industrial system. It may not

l)e an entirely profitable activity, but it will pay
wages and overhead and help to keep our industrial

organization together and in efficient running order.

Is Any Further Deflation Possible?

Has liquidation run its course, or hasn't it? Here
again there is a distinct cleavage of opinion. The
pessimist shakes his head with a snort and says.

"Huh! Liquidation completed !- It's only just begun.

We've got to get back to the pre-war basis in our

commodity prices before we can have another re-

vival of business. Look at the spread between the

prices paid the farmer for the raw materials he pro-

duces and the finished products he buys. Here's one

element in the community—and the most important

a1 that—that is only receiving pre-war remuneration
for its services, while all the commodities that it

buys are still practically at war levels. This inequal-

ity can't continue. There's got to be a whole lot of

desired. He can't make any money out of it—so the

water squeezed out somewhere before we can reach

a normal basis."

The optimist on the other hand declares that ever

since the armistice, deflation has been i)roceeding up
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to the present time when all our industrial organ-
izations have been driven to the last degree of econ-

omy and efficiency—or to the wall. He points to

the fact that, far from there ibeing signs of further

deflation, there is a decided tendencv toward price

increases in many lines.

It all Depends on Europe

There is much to be said on both sides of the

question. One of our difficulties undoubtedly has

been that our manufacturing- and distributing sys-

tem has been too large for our present needs, con-

sidering the diminished demand. This means that

overhead is disproportionately high and that it has

not been possible to reduce the cost of living to the

lowest point consistent with the cost of the agricul-

tural products and raw materials. A resuscitation

of demand should, of course, immediately assist this

condition. But whence is this increased demand to

come from. It all goes iback to Europe. The price

of wheat is low. Why? .*^imply because Europe
can't pay any higher. This interferes with the pur-

chasing power of the farmer. The export of manu-
factured goods has fallen off. Why? Again, because

Europe hasn't got the cash. Thus, circumstances

are forcing us—and our good neighbors to the south

of us—to realize that the policy of isolation is all

bosh, that there simply "aint no such animal" at

present extent in the civilized world.

Why Wheat Prices are Abnormally Depressed

This leads to another point which the pessimistic

economists seem to have overlooked in their predic-

tions regarding the reduction of the level of prices to

a pre-war basis, through a still more severe deflation

in industry. They point to the big spread between
the prices received by the farmer for his products

and the general level of prices which the consumer
pays. What is the reason for this big spread? Does
it indicate that our manufacturing and distribution

costs are very much too hig-h? Or does it indicate

that the crop prices are abnormally low ? W'e rather

think the latter is the key of the situation. It must
be remembered that while, as pointed out in a pre-

vious paragraph, there is probably an undue propor-

tion of overhead in our commodity jirices, the real

root of tlie trouble lies in the fact that the price of

wheat is abnormally depressed. The reason why
this depression should be felt more in the agricul-

tural industrv than in any other is obvious. The
production of wheat is the only Canadian industry

of first importance that is primarily an export in-

dustry. We export from 75 to 90 per cent of our

crop. Our chief market is Europe. It naturally fol-

lows therefore that the Canadian wheat industry is

most intimately affected by European conditions

and must conform to the prices in the European mar-
ket. If it were primarily a domestic industry, cater-

ing mainly to the requirements of the home market,
its situation to-day would no dou'bt ibe entirely dif-

ferent and the prices paid for our Western crop would
be more in line with the prices of other commodities
which are produced solel}' for domestic consumption.

Volume of Failures

The process of weeding out the weaker enter-

prises still continues, as indicated by the volume of

failures during- the present year. Rut it is probably
true that the "clean-u])" is nearly completed. It is

interesting to make some comparisons of statistics.

In the year 1921 there were 2,451 failures in Canada,
representing liabilities to the amount of $73,299,111.

This was the record year up to the present time from
the viewpoint of the money involved. There have
been other years when the number of failures was
greater, as in 1914, when there were 2,898, re])resent-

ing liabilities of over $35,000,000, and 1915, with 2,661

failures, representing liabilities of over $41,000,000.

The failures this year, also, have been heavy. The
figures shown in Dun's Bulletin for the first quarter

are 1,094, with liabilities amounting to $13,672,060.

The statistics for the third quarter have not been
completed at time of writing, but it is probable that

they will be higher than the previous quarter. This
increase is largely due to one item of over $4,000,000

involved in the settlement of the affairs of a large

industrial concern in Quebec Province with its

creditors.

While many believe the crisis is ()\er, not all ob-

servers, however, take the optimistic attitude with re-

gard to the coming winter. As an illustration of the

opposite viewpoint, we may quote a shoe wholesaler
who has been travelling in the West. He says, "I

have covered about five thousand miles hy car in the

three western provinces and have visit-ed over 250
towns and villages, calling upon a large number of

merchants. And my conclusions, from what I have
seen and heard, is that there will be more assign-

ments this coming winter than there were last winter."

What the winter will bring forth remains to be
seen. But it is certain in any case that the time has
not arri\ed for relaxation of caution in the extension
of credit. At the same time, it is essential that cred-
itors e.xercise forbearance toward all firms which are

honestly trying to shoulder their liabilities and re-

gain a sound financial footing.

An Optimistic Viewpoint

We are glad to have an optimistic viewpoint
from one who is in such an excellent position to

gauge the commercial situation as is Mr. Hodge,
Toronto manager for R. G. Dun & Co. Mr. Hodge
expresses the opinion that conditions are sound and
that they are only waiting on a settlement of Euro-
pean affairs for a real improvement. Collections, he
states, are much better than they have been for some
time, and the indications are that the weaker ele-

ments in Canadian industry have been practically

eliminated by the failures of the last two years.

Another encouraging sign is the employment sit-

uation which is in better shape than it has been at

an}^ time since 1920. Taking January, 1920, as a

basis ta 100 per cent the index fig'ure of employment
has been steadily rising since last April until, at the

last government rei:)ort in Septeml)er, it stood at

approximately 94.

New Furniture Store

j. Eielden, retail furniture dealer and upht)lsterer,

formerly of 746 Lansdowne Ave., Toronto, has re-

cently opened a new retail furniture store at 564 Col-

lege St., Toronto, with a full line of furniture and
upholstering materials.

Says Business is Good
James l'>arr who started in business for hiiuself

in re])airing', remodelling and upholstering of ])eri()(i

and high class furniture four years ago. at the rear

of lUeeker Street, Toronto, rei)orts that business is

good. Mr. I)arr has heen connected with furniture

renair work for some forty years. lie gained his

early training in Lcith, Scotland.
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Typical Window Displays During

Above, the Thomas Furniture Co. have made
use of a very fine entrance. Below, an attrac-

tive living room built into the window of the

Ontario Furniture Company.
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Better Furnished Homes Week in London

Window displays of Smallman and Ingram.
Above, dining room suite with distinctly Jaco-
bean flavor. Below, solid comfort. Note the

decorative value of the floor lamps in all the

displays.
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Ideal Method of Selling Furniture is

by Means of Model Rooms
Experience of a Firm that Has Set Up Fifteen

Such Demonstrations is Entirely Favorable to

This System for all Furniture Dealers

The inanas'er of an Eastern furniture

store recently stated that the ideal method
of selling furniture was by means of model
rooms. Jle added: "The ordinary customer
has not sufficient imagination to \isualise

the effect of a suite or ])iece of furniture in

a room. '1 he model room supi^lies that de-

ficiency ; it gi\es definite form to the some-
what vague ideas of the buyer, and thus very
materially aids the salesman.''

Th(t experience of Henry Morgan and
Company, Limited, St. Catherine Street

West, Montreal, has ])ro\ed the accuracy of

this statement. This firm have set up in

their furniture department 1.^ model rooms,
including dining" rooms, French and English

drawing rooms, library, Jajianese boudoir,

bedrooms, living rooms, sun parlor and hall-

ways. The decorations, wallpaper, and gen-

eral a])pointments are in keeping with the

furniture in each room. There is no speci-

fied date for changing the furniture; this de-

pends upon the sale of the goods, arrival of

new furniture, and the success or otherwise

of a particular room.
The main o'bject is to sell suitable furni-

ture—to illustrate how it will look in a house,

and also to indicate how it can be arranged
to the best advantage. Overcrowding is al-

ways avoided ; an over furnished room
detracting from its appearance. Exper-

ience has demonstrated that in many instan-

ces an insj)ection of rooms has been the de-

ciding factor in obtaining sales. Sometimes
goods passed over when shown on the floor

have been purchased when set u]) in a model
room. In the former case their artistic merits

were lost by reason of being displayed with

other goods. It reipiired indi\idual setting to

brimj' out their \aluc and to impress the cus-

tomers to the point of securing sales. Henry
Morgan and Com])any occasionally refurnish

an entire room in order that a customer may
judge of its effect.

The model rooms have consideral)ly hel])-

ed the sales of draperies, rugs, jjotteries, and
other articles shown. This is especially so

in the case of rugs, where the minds of buy-
ers have been confused by the large number
of patterns inspected on the floor. Hy seeing
the rugs laid down in the model rooms cus-

tomers obtain a very definite conception of

how they will look in their homes. The firm
ha\ e also secured a large amount of decorat-
ing through the model rooms.

It may be asked whether it would not be
a good investment for other firms, particu-

larly those selling medium grade furniture,

to construct model rooms. While this is not
possible in all cases, on the scale carried out
l)y Henry Morgan and Company, it might be
done to a limited extent, according to the
magnitude and character of the business, say
one or more rooms. Such exhibitions con-
stitute an appeal to the eye, a most effective

method of salesmanship. A]:)])earances count
for a great deal. At heart, customers are
nuich alike in this respect, whether they have
little or much money to spend, and it is ob-
vious that a retailer who has the facilities

for showing goods to the utmost advantage.
—in other words of definitely visualising
their home-like api)earance,—is better ecjuip-

ped than the retailer who lacks such methods.
Model rooms can be as effective in selling-

low and medium priced goods as in the case
of the most expensive furniture, ibecause the

ai>i)eal is macje in e\ ery instance through the
sense of si"ht.

m
m

1
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The Jacobean Dining Room in the Furni-

ture Department of Henry Morgan & Co.,

Montreal. The Oak Used in this Furni-

iture and in the Walls and Doors was

Brought from England Where it had been

Taken in the Form of Beams, from Homes
Built in the 16th Century. The Carvings

are all Hand Cut. The Finish, Owing to

the Age of the Oak, is Natural and Waxed.
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Model Rooms for the Smaller Dealer
As the Value of Floor Space Diminishes the

more this becomes Logical Means of Sell-

ing Furniture—Did You Ever See a Woman

Buy a Hat Without Seeing it on Her Head?

I

it

13

The discussion on the i)revious page has

dou1)tless raised the ol)jection of many men
in smaller cities and. towns: "Oh! that's all

very fine for the big cities, Init we can't afford

such luxuries as furnished display rof)ms.''

i^as\- now ; let's analyze this thing. Let us

compare the cost to The hig city firm and to

the small town man.

The rents in the business districts (jf some
of our larger cities are enough to make the

merchants in smaller ])laces gasp. Small

stores in the neighlxjrhoi id of King and Yonge
Streets, Toronto, for exami)le, i)ay as high as

ten dollars a S(|uare foot annual rental. Four

a.nd fixe dollars ])er scjuare foot is (juite usual

and two dollars would be considered "\ery

reasonable." \ v{ the merchants in these dis-

tricts are the most enthusiastic on such de-

monstrations as model rooms.

If it pays under these circumstances, sure-

ly it would be a profitable \enture for the

dealer whose rent would be one tenth of these

figures—and often less.

How many stores do we all know about

where there are one or more rooms in the back

of the establishment, or ui)-stairs, that if the

debris w'ere cleared out, could be made into

excellent show rooms! At the present time

these rooms are store rooms or, more ])roperly

speaking, junk rooms. If the rental were ten

dollars a square foot, instead of about ten

cents, how long do }'ou suppose it would take

the dealer to discover a more profitable use

for them?

Low Rentals a Factor

As a matter of fact the argument that the

l>ig city man can better afford to demonstrate

furnished rooms is not logical, it is the dealer

whose rental values are lowest that can best

afford it. The natural thing would be to find

the well furnished roomy disjjlays in the

smaller centres.

The sunnning u]) of llu' whole matter ap-

nears to be simply this: 'l"he big city stores

ha\-e been dri\'en, by com])etition, to all sorts

of sales methods in order to increase turnover.

They have stumbled ui)on this excellent meth-

od of demonstration and it has made a hit be-

cause it is natural. Did you ever see a woman
l)uy a hat without i)utting it on and viewing
it from all angles! It's not the hat itself that

impresses her so much as her head and hat

combined,—do they suit one another? The
same is true of clothing", or of car])ets, for in-

stance. How often the customer has two
carpets "sent uj)" so she can decide which fits

in best with the surroundings!

rerha])s we lose sight of the fact, some-
times, that we are not just selling furniture.

It's furnishings most people want and the less

money they have the more care they must ex-

ercise in getting it just right. The smaller

the customer's income the greater need that

each piece of furniture should be both useful

and decorative.

A Room in Your Window

A suggestion that the writer saw worked
out to good effect in a furniture retailers' store

recently was the utilization of a large window
to demonstrate the furnished room idea. The
window was of pretty ample dimensions and
the window back ground was moved back,

and the window ])latform also, so as to make
a room about fifteen feet by twelve. This
was furnished afresh weekly and was the cen-

tre of attraction of the town—especially at

night as very careful attention was paid to

the illumination.

Another "dealer made use of an upstairs

storeroom w hich had been more or less a fire

trap for many years on account of the accumu-
lations of odds and ends. This room was
converted into a most comfortable living

room and a new stairway added as an attrac-

tion feature. This gave opportunity for the
displa}' of carpets, rugs and draperies and cur-

tains of different kinds. The room was kept
open exenings and in a short time became
more or less of a rendezvous for men and
their wives who were interested in furniture,

pictures, and artistic furnishings generally.

Isn't this idea of furnished rooms, or at

least one furnished room, worth trying out?
It should add considerabl}' to the Christmas
si)irit.
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Show Card Writing—Talk No. 3
The third of a series of illustrated talks on modern show card writing. The
author has had wide experience in this work and we urge our readers, to
follow, carefully, the talks as they appear. We 11 gladly answer any questions.

The alphabet illustrated here will be found
particularly useful for all kinds of rapid work.
Occasionally the card writer is called upon to

produce a large number of cards on short
notice—for example, when many temporary
signs are needed for a furniture sale. A's many
of the regularly used al])habets would require
too much time this rapid lettering alphabet
will be found useful and ])ractical.

While the effect is quite passable on a card
lettered with this alphabet—as the card illus-

trated will show—most card-writers consider
the use of these rapid letters permissible on
work which must be turned out in a hurry.

As we begin the practice of this alphabet
the most important thing to remember is that
the brush remains in the same position wheth-
er straight lines or curxed strokes are being

])earance, the letters have the decided advan-

tage that they can be rapidly executed. Good
card-writers often make letters similar to these

as fast as they can write with a pen.

It will be noticed too that the curves of

the various letters show this very thickness

which the brush in the firm position in the

hand gives. Practise the various letters in-

di\idually till each is mastered. Become fa-

miliar with the capital letters before attemi)t-

ing the lower case letters. It is suggested

in practising these letters that parallel lines

about one inch and a half apart be made on

the practising paper or card. Keep the letters

between these two lines. As the hand be-

comes steady and the letters look fairly ac-

curate, try some smaller and then larger

letters of the same stvle.

Qbcdcf^hijklmnopq
rpsturwxyz<£f ti/}c.

made. With the brush filled with paint and
worked out to a shar]) chisel sha])ed end begin
with the first stroke of the letter "A." Use
only the narrow side of the brush when mak-
ing" this first stroke. Now try the stroke on
the right side ; then cat) off the toi), paint the

cross stroke and finish the letter with the

bottom strokes.

It will at once be noticed that the cross

strokes are much wider than the down strokes,

when made with the brush held firm in the

hand without being allowed to turn sideways.
However, this is the jjeculiar feature of this

alphabet and while they lack in tiinshed a])-

Naturally the first attempts will look a bit

shaky and are bound to be somewhat dis-

couraging but remember we are working on
brush stroke lettering so don't go back over
yoiu" work to fix things u]). Keep the brush
in the same position in doing the curves as
well as the straight lines, so that you can
.sJiade from the broad to the thin edge with a

single stroke of the brush.
Don't be overcarefnl. >'our Iclters will \w

somewhat uneven and irregular at first, Init

keej) at it until you can write the letters ofi'

with a dash, 'i'liis will make your finished
cards more attractixe than if made with short
hesitating, ]iainstaking strokes.
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Upholstering

Great Developments in Mechanical
Side of Modern Upholstering

'I'luTc has pro'bahly been a greater (le\ eh)])-

inent in the purely mechanical side of the uj)-

holstering of furniture during- the last lifteen

years than during any similar period since the

invention of sjirings, this unusual development
being" largely due to the emi)lo}nient of down
as a filling" material.

Prior to the use of down, extreme soft-

ness in upholstering" could not be obtained

with plain surfaces because the softest ma-
terials known, unless confined by tufting,

would sei>arate and sag. soon becoming" un-

sightly and uncomfortable.

\'arious plans have from time to time been

devised for the use of feathers and down, but

the efforts to use these materials were more
or less experimental until the return to favor

of the English and Colonial wing and cushion

chairs about twenty years ago. which gave
an ini])etus to the experiments of progressive

ui)holstcrers, and the down cushion as an ad-

junct to the u])holstering" of chairs and settees

became a definite and ])ermanent dex eloiiment.

Height of Chair Seat

It should be borne in mind, howe\er, that

the limit of any ty])e of cushioning is govern-

ed by the height of the seat of chair, settee

or lounge from the floor, this constituting oiie

of the chief contributing factors toward the

comfort of the article when in use. To de-

fine the governing" factors of height in general

terms, the distance from the top to the fin-

ished upholstered seat to the floor should not

be more than IBj.^ inches, and this only when
the form of upholstering" is very soft, such as

down cushioning, which in use sinks to a

])oint two or three inches lower than its fin-

ished heigl"it.

I^\ en a solid wood set is sometimes made
1(S inches from the floor, but greater comfort

is obtained for continuous use in a mucli lower

seat, and a chair recently designed for the use

of industrial \v(jrkers seated at their work,

nieasured \() inches from the lowest cur\e of

the seat to the fioor.

Provision for Fine Depth

Calculations for the use of down in furni-

ture u])holstering begin at the \er_\- genesis

of the treatment of any particular piece.

Starting with the chair shown in h'ig. 1, (see

op|)osite ])age ) consideration is gi\ en the web-
bing wd"iich su])j)orts the s])rings for the seat ;

this n"iust l)e attached at as low a point as

])ossi])le. This chair has a scallcjped rail which
jirecludes the ])ossibility of employing a web-
h'ing" stretcher. It should be made with tack-

ing strips indicated by A-A in 1, which
enable the workman to tack the webbing at

the bottcjm in the angle of stri]) and frame
when stretching the wel)l)ing by hand, as

shown in 1-A and 1-1). 'The webbing should

be stretched as tightly as ])ossible. with

the chair ui)side down on the bench and
securely tacked with Ijoth ends turned over

and dotible tacked.

The webbed seat of the chair will ap-

])ear as shown in 2, the crosses indicating

the ])osition of the springs. The webbing is

shown in this figure without the interference

of the chair frame so as to illustrate clearly

the relation of the cross webs to the location

of the springs.

The ])osition of the s])rings on the web-
l)ing is shown- at .i. the circles indicating

the bottoms of the springs. The first row of

sp>ring"s. indicated by dotted lines, is hidden
by the front rail of the chair.

Spring Tied Down Low
shows the ])osition cjf the to]Js of the

springs in their relation to the chair frame.

4 shows the to])s of the sj)rings in their

position after having been tied down. The
tops of the springs are not usually permitted

to be more than Ij/j inches above the top of

the rail, therefore, in order to give sufficient

slack to the twines when the springs are de-

])ressed. Instead of being attached to the top

of the rail, as in ordinary upholstering, the

twines are j)ulled down to the bottom of the

rail and there tacked, it l^eing necessary, some-
tin"ies, to jnerce the webbing in order to carry

them on a straight line.

5 shoves a cross section, illustrating the

method of tying the twines in relation to

a single row of springs. The object of drop-
ping" the twines and catching" the third coil

on the front and back sjjrings is to keep the

sDring surface of the seat as flat as ])ossible.

It is necessary. sometin"ies. e\en to pull down
the tops of the springs to the webl)ing" by long"

stitches in order to maintain a flat surface.

C) shows the seat of the chair after can-
\assing o\er the springs, the edge of the
can \ as being tacked as low as ])ossible on the
rail.

i
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What is a Furniture Store?
That is. What Does a Customer Expect to Find

There?— What is it Profitable to Carry in

Stock ?—Read What the Other Fellow Says

Every furniture retailer lias tackled this

problem—shall I stick closely to Furniture or

shall I begin to add little accesscjries such

as rugs and carpets, wallpapers, etc?

And every retailer must, in the end, an-

swer the question for himself, because no two
stores operate under the same conditions.

It is always interesting to know what other

retailers are doing however.

What They Acually Carry

During the past month we've been making
inciuiries amon^' typical furniture dealers to

find out to what extent they believe it is good
business to extend their lines. We have the

written opinion of over fifty well known and
successful firms, and their comments, based on
experience, are exceedingly valuable. Ninety
per cent, of these dealers stock rugs and car-

pets ;
nearly eighty per cent, of them carry

eiderdowns, seventy-five per cent, handle elec-

tric floor and table lamps ; sixty per cent, sell

curtains and draperies
;
seventy per cent carry

unholstering materials; eighty-five per cent,

stock refrigerators; and anv where from fifty

to seventy per cent, also include phonograohs,
picture frames, vacuum cleaners, mouldings,
and furnitvire hardware in their stock. A
smaller percentage carry other lines : wall-

paper fifteen per cent.; paints, the same;
kitchen utensils, rather more; washing ma-
chines, sevent->^-five per cent. ; stoves, fifty per

cent. Less than ten per cent, handle trunks,

hammocks, pianos, china and glass-ware.

What They Would Like to Carry

Aiiproaching the same problem from a dif-

ferent angle we also obtained the verdict of

half a hundred furniture dealers (another

group entirely) on the question "What wou'd
you stock?" That is, if capital were available,

we asked them what lines they thought could

profitably be handled, in their circumstances,

bv a furniture store. The general trend was
plainly towards increasing the number of

lines carried as the following data will show.
W^ith one exception they all voted for electric

floor and table lam])s
;

ninety-five ])er cent,

favored refrigerators; ninety per cent, were
for i)honographs, eiderdowns, curtains and

drajjeries; vacuum cleaners got slightly more
than eighty per cent, of the full vote

;
uphol-

stering materials, eighty; picture frames,
seventy

;
mouldings, furniture hardware and

stoves, sixty ; washing machines, forty-five

;

kitchen utensils, thirty; electric fixtures;

paints and wallpaper, five ])er cent, or less.

One retailer favored carrying a stock of

dishes. There is something to be said in

favor of this, for dining room tables, especially,

are much more attractive when properly set

out with good linen and china service.

Interesting Comments

Various reasons were advanced for not
carrying more varied lines. Lack of capital

is frequently the real cause ; also lack of

space. Others mentioned that it would be cut-

ting into the established trade of brother re-

tailers in the immediate vicinity; that they
had an amicable arrangement as to how far

each should go. Another reason from the men
in smaller centres, in certain cases, was the
proximity to a larger city where a bigger
selection would be available. As regards elec-

trical goods and paints the opinion was ex-
pressed that the service of specialists would
be required.

These arguments are not always answer-
able but this much can be said—that through-
out the replies there was an evident belief

that the furniture dealer could make more
money by broadening out still more and

—

"where there's a will there's a way."

The Christmas Trade

Taking it for granted then that furniture

dealers would be justified in extending their

lines and also that they show a decided ten-

dency in that direction, would not the month
of December be the opportune time to begin
to broaden out? The coming holiday season
is going to find the countrv fairly happy and
])rosperous—if the Turkey-Greece fracas really

stays "put"^—and i)eople will be spending
pretty freely. Why shouldn't the furniture

dealer get a little bigger share than formerly
by increasing his turnover without appreciably
affecting his overhead?
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Ready for the Holiday Trade ?
Who Will Sell the People Their Christmas

Presents This Year ? Will the Jeweller,

the Shoeman, the Haberdasher and the

Stationer Get all the Trade, or Will the

Furniture Dealer Get His Fair Share ?

Two months to Christmas! Have you laid

yuur plans for the biggest December in your
history?

The general public is going to spend a

lot of money this Christmas. We are not in

the midst of boom times it is true, but trade

conditions are very fair. Most reports say
they are steadily improving". A primiinent
financiaj house estimates that Canada's grain

crops will mean the setting in circulation of

some two billion dollars. That's a lot of

money, and the question naturally arises—who
is going to get it? Presumably it will be dis-

tributed through the usual retail channels,
for the most part. Clothiers, grocers, de})art-

ment stores—every line of trade will make a

bid for it.

And the prize is always "knt)cked down"'
to the biggest bidder.

Haven't the furniture dealers been just a

little bit backward about urging their claim
to a bigger share of the Christmas trade?
Wouldn't the coming season be an opportune
time to turn over a new leaf?

W^e asked a few well known furniture
retailers about this matter—by letter—and
have a lot of replies. Some of them we renro-

duce below. They are interesting' reading.
In our letter we asked the following questions :

(n Do you consider furniture suitable for

Christmas gifts?

(2) Do you make a sjjecial effort at

Christmas?
(3) Have you found it profitable?

(4) Should every furniture dealer make a

special effort?

(5) What line does vour Christmas ef-

fort take?

(6) AVill you outline briefly what your
])lans are for the coming- Christmas Season

And here are some of the replies:

Each Year It Goes Stronger

Sydney, Nova Scotia.
I )ear Sirs

:

Yes we make a si)ecial effort at Christmas.
1 lave been doing so for many years and each
year we find it goes stronger.

We certainly do consider that furniture

makes suitable Christmas gifts. Gifts of fur-

niture are so attractive, so sensible, so last-

ing, that any dealer, if he makes an effort,

should be able to double his business during'

Christmas season.

There is hardly anything more fascinating

to women of good tastt than tine furniture

and after all you know the women are the

Imyers.

On the first of December, we start and
give our store, our windows and our advertise-
ments a Christmas like appearance so that our
visitors, the passers-by and the newspaper
readers will be struck with the fact that it's

Christmas time at this store at least.

W'n remove all our dining room and living
room furniture from our lower floor and. in

its i)lace, we show all the nicest gift pieces
we have. A good sj^ace is reserved for the
children's stuff'. It is astonishing what they
will buy for their kiddies. We buy quite heavy
on the children's line and very seldom have
anything left over.

We decorate our store and windows with
green stuff' and always have a s])ecial Santa
Clans window for the young folks. In our
ad\ ertisements we usually use a fancy border
or other Christmas decoration—not too elabor-
ate though, so that the border will detract
froni what we have to sell.

The advertising is very important and
should be done carefully. Let every ad. be
the best that's in you. Change them at least
three times a week. .Attractive cuts with
l)rices are good. Have children's ads. Have
ads. for the women, others for the men. others
for the home. etc.

.There is one kind of an ad. that we have
used from which we have always had im-
mediate and direct results. It is merely a
classified list of suitable pieces for gifts with
the briefest description of each article and the
price. We classify them in the ad. according
to price under the headings: from 1 to 2 dof-
lars: from 2 to 3 dollars, "and so on; either a
two or three column space with no illustra-
tions, except, perhaps, a decorative cut at the
ton or a fancy border. This makes cpu'te a

(rontiiuied on p.nge .'54')

i:
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lari^e .'id. and it takes considerable time U)

prepare, l)nt we find it pays.

Illustrated folders and personal letters are

also good to helj) the Christmas drive, hut we
usually de])end altogether on the daily news-

l)apers for our advertising.

Yours truly,

P. R. Smith,
Wright's Limited.

Considers Questions Timely

St. Thomas, Ont.

Gentlemen :

We are in recei])t of your letter of Sep-

tember 30th, and in re])ly would say that your
(|uestions are very a])t at the present time.

Question No. 1—We do.

2—We do.

-W^e have found it ])rofit-

able.

Question No.
Question No.

Question No. -Yes.

Question No. 5—W'e concentrate on dif-

ferent lines throughout the season.

Question No. 6—Advertising and show
windows are made to work in conjunction
with one another and we feature special ar-

ticles in the store, giving special attention to

highly advertised lines and novelties.

Yours truly,

F. R. Pearson,
Baldwin. Robinson. Ltd.

Yes, Yes, Yes, Yes

Picton, Ont.
Dear Sirs

:

Do I consider furniture suitable for Christ-

mas gifts? Yes.
Do T make a special effort at Christmas?

A'es.

Have you found it profitable? Yes.
Shoidd every furniture dealer make a spe-

cial efiFort? Yes.
What line does my Christmas effort take?

Chesterfields, chairs, jardinieres, etc.

Yours truly.

Hicks and lr\ine.

Have Not Sat Back

Rowmanville, Ont.

Dear .Sirs:

In answer to your letter of Sept. 30th, re.

"More Christmas Business" would say that in

regard to the Furniture Business here we have
not sat back and let it ])ass to some other

line. Instead, for a great many years, we have

made a very special bid for ])usiness at Christ-

mas, and have received a good generous part

of same and December is always a very busy

:::H

month for us. 'J'he last two days before

C hristmas our delivery outfits are usually on

the go all day until midnight each day.

Yes, I consider furniture very suitable for

C hristmas gifts for Ijoth old and young.
Yes, we make a special effort.

Yes, very satisfactory indeed.

Should every furniture dealer make a spe-

cial effort? Well I would think it was up to

each individual dealer, if he felt like making
a little extra effort I believe it would pay in

()ne store as well as another.

For the Christmas season I add a few spe-

cial lines to my regular lines, such as chil-

dren' furniture, toys, (doll carriages, auto-

mobiles, veloci])edes, shoofly rockers, kiddie

kars, wagons, etc.) lamps, smokers, tea wag-
ons, etc.

We also do special advertising lor Christ-

mas trade, either by special circulars or

through our local papers.

Our Christmas sales are not confined to

small articles only, as we deliver, Christmas
eve, articles from 25 cents up to bed room
suites complete, chesterfield suites, victrolas,

and all other staple lines of furniture. We
find each year differs as to lines of small

goods we sell ; in fact we try to have different

lines each year as we find it better, and the

same customers can buy each year for grown-
ups or children and have something very use-

ful not only for Christmas but for all the year
to come.

Yours truly,

F. F. Morris,

F. F. Morris Co.

Finds it Profitable

Hamilton, Ont.
Gentlemen :

Your circular letter for more Christmas
business to hand and we wish to answer your
(|uestions

:

1. Do you consider furniture suitable for

Christmas gifts?"

Yes we think furniture is the most suitable

Chritmas gift in any home.
2. Do you make a special effort at Christmas?
We do. Such things as small pieces of

furniture.

3. Have you found it i)rofitable?

(.)uite profitable.

4. Should every furniture dealer make a spe-

cial effort?

Yes they should.

5 What line does your Christmas eft'ort take?
We specialize on such small things as

dolls' carriages, automobiles, tricycles, kin-

dergarden sets, etc.

1
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6. Will you outline briefly what your plans

are for the coming" Christmas season?
We have not any particular plans but we
generally advertise, a month before, special

goods that are suitable for Christmas gifts.

Yours truly,

M. Epstein,

Dominion House Furnishing Co.

Should be Only One Opinion

St. John, N. B.

Dear Sirs

:

We have been going after the Christmas
gift trade so long and so regularly, that it

would never occur to me that there could be

any difference of opinion, on the subject.

I certainly consider furniture suitable for

Christmas g'ifts ; in fact, our slogan at that

season in newspaper advertising is that it is

the only i)ractical gift, a "constant reminder
of the giver," etc.

1 always lay in an extra stock of s])ecial

gift pieces for tlie Christmas trade, and usually

clear away or set back scjme of the more
every-day articles and I)ring forward such
things as smoking stands, work tables, card

tables, pedestals, piano lamps, ornaments,
magazine stands, etc.

We show them oft as well as possible, both
on the floor and in the window, and have al-

ways found that this paid, in fact, December
is usually second only to May for the value,

or amount of the monthly sales.

Being made up of so many smaller sales

than other months, we are even busier in pro-

portion than when handling the ordinary lines

of household furniture, but it is certainly worth
while, and every furniture dealer should en-

deavor to educate the pu]:)lic to buy sensible

gifts that will endure.
Last year I had a large Christmas tree,

well trimmed, in the window, with a large cut-
out of Santa Claus, life size, standing near it,

and showed all around, and even on the tree,

gifts suitable mainly for the children.

As everyone knows, there is a big business
to be done in hobby horses, kiddy cars, doll

carriages, kindergarten sets, etc.

Yours truly,

A. Ernest Everett.

Real Live Salesmen, Too

Sudbury, Ont.
Gentlemen :'

We have your letter of September 30th., in

which is asked a number of questions in re-

gard to furniture for Christmas, etc. We

;::i:":r;'"i;;::!:;::i:;;:i::!::i

wish to supply the following answers to these

(juestions :

1. Do you consider furniture suitable for

Christmas gifts?

Answer. Yes.

2. Do you make a special effort at Christmas?

Answer. Yes.

3. Have you found it profitable?

Answer. Yes.

4. Should every furniture dealer make a spe-

cial effort?

Answer. Yes.

5. What line does your Christmas eft'ort take."

Answer. Piano lamps, table lamps, and
small boudoir lamps, jardinieres in brass and
earthenware, jardiniere stands, small ceiUre

and library tables, s])ecial Christmas pic-

tures, children's sleds, doll carriages, large

chairs and rockers, smoking" sets and sew-
ing baskets, phonographs.

6 Will you outline briefly what your i)lans are

for the coming Christmas season?
Answer. Our plans for the coming Christ-

mas season are: To make our main floor

a place to display all articles we consider

suitable for Christmas ])resents. To decor-

ate with holly and Christmas decorations

in such a way as to impress upon everyone
the real idea of Christmas. '^IV) run at-

tractive Christmas advertisements. To put
real live salesmen on our floors to make
suggestions. To carry a well assorted

stock of the lines mentioned in the answer
to question No. 5.

Yours very truly,

F. C^ Henry,

J. G. Henry, Ltd.

Start Advertising in November
Harriston, Ont.

( Gentlemen :

—

Our store has always made a special ef-

fort to sell furniture for Christmas gifts.

That it has been a success is proven by the
volume of our sales for the month of Decem-
ber.

We attribute this to the fact that we go
after the business, and each succeeding year
increase the amount we sell.

Careful buying, special advertising, win-
dow disjHays. and courteous service to every
customer makes December one of our biggest
months of .business.

In selecting our stock, we take into con-
sideration our location, the homes and buying
power of our customers. Located in a country
town of less than 1,300 poi)ulation, with two
larger towns in a radius of 10 miles and sur-
rounded on all sides with other furniture

rotitiiuu'd on page 5S
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stores, we find cnir C liristmas trade very pro-

li table.

Our advertisins^- cam])ai!:;n starts out tlie

last week in November with special Christ-

mas advertising- in our own local weekly paper

and also in the weekl)' jjajK-rs in the surround-

ing \illages.

The second week in December we mail, to

every home, an illustrated circular, showing
a reasonable priced line of both useful and
ornamental pieces of furniture, besides a s])e-

cial line of toy fmmiture. We also mail to a

selected list an illustrated circular of better

class pieces, accompanied by a personal letter.

The first week of December we make a

window display of Christmas g^ifts. 1liis win-

dow is changed weekly until the last week
l;efore Christmas, when we change the win-

dow twice, ])Utting in a special Chritsmas

window about December 22nd.

The main floor of our store has a well

assorted stock of suitable gift ])ieces and

marked at moderate prices.

We also ])ack and deliver free of charge all

purchases made. This feature not only in-

creases our Christmas business but makes
new regular customers.

'I'll is year our general ])lans are the same,

with ])erhaps a s])ecial advertising feature to

make our campaign different from usual.

Youre truly,

C. L. Eedy.

Windows Pay Best

St. Marys, Out.
1 )ear Sirs

:

Besides the answers given on enclosed

sheet and answering last question.* I have
ordered a numiber of "(iift Furniture" leaf-

lets which 1 intend to mail out to customers.

Not alone to customers but to all who might
])ossibly l)e interested in furniture as a gift.

I also use some extra space in our weekly
paper for some time before Christmas week.

1 also make good use o( my large win-

dows. I believe this is one of the best ad-

vertising stunts that can be used. The win-

dow, 1 belie\'e, ]jays me better than anything

else I can do.

"S'ours truly

N. L. Brandon.

Must Know Your Customers
1 lavelock. ( )nt.

( Icntlenien :

^'ours of September 30 received and noted.

To your first 4 (juestions my answer is yes!

'i"o Ti, my lines are mostly frfim general stock

such as easy rockers and arm chairs, includ-

*Mr. Urniulon answers i|iics( ion 1, 2, '.\ and 4 willi (lcci<l<'il

afifirmalivrs. 'i n lie replies
:

!'Iinnojira]>lis, pictures, lamiis.

library taMis .-unl :> full Iini' (if funiilnn.

:::i::::i::;:r:::o

ing the clieapcr as well as the U])h(jlstered

lines, couches, music cabinets, ladies' desks
and other lines that I ha\ e found to be ready
sellers. ( )f course, 1 always carry these in

stock but at the holiday season 1 aim to have
some of the best uj)holstered lines with Mar-
shall cushions and 1 carry a larger stock.

Ilien if sales are not as numerous as 1 ex-

l^ected, it is only a matter <jf a little extra

effort to get them off. 'J'his will also ex-

l)lain my plan for this year. Of course J

always carry a good line of children's rock-
ers and chairs, as well as doll carriages and
kindergarden sets.

\"ou will also understand what may be
gocjd selling goods with me might not sell at

all 1.^ miles from here. This is the case with
several dealers 1 have talked furniture with.
I might say I just received a circular from a

manufacturer containing cuts of some 60
])ieces of holiday gifts and after looking it

over I came to the conclusion that not more
than ? of the 60 will be sellers in the ordinary
tcnvn or village. And I think, most dealers

can find good useful pieces of furniture for

the holiday trade in the general lines and
with careful study and past experience in

selecting such n.rticles can make some extra
money and have satisfied customers. I have
found this to be so.

Respectfully yours

^\^ T. Curtis

Others Getting in Ahead
Hamilton, Ont

( ientlemen :

I ha\e your letter of Sept. 30th. and in

answer to the same, regarding furniture for

Christmas, I might say to you that the fur-

niture dealers in Hamilton are having a week
from Octt)ber 23rd. to the 28th., both days
included, and b\- the appearance of things it

looks as though this is going to be a success.
Practically every dealer in the city has signi-

fied his willingness to come in. It is not much
to make sales as to introduce to people the
novelties in house furnishings and the differ-

ent grades of furnitru'e.

The Home Bureau are taking quite an ac-
tive part in this work also, and with the co-
operation of the dealers and the Home Bur-
eau we are anticii)ating that we will be able
to make a fairly decent showing.

This week is being held, so far as I am
I)ersonally concerned, as a sort of education
for peo])le to buy furniture for Christmas in
place of other goods. The furniture men
have been the laughing stock of the commun-
ity in which they live for a good many years
back for not reaching or making any special
effort to get people to buy furniture for
Christmas. The jewellers and gents' fur-
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nishinti" people and almost e\ery other line

ha\e gone after Christmas business while

the furniture men have been sitting doNvn.

W'e tried one season to get the people inter-

ested but we stood alone, so naturally could

not make it go. although of course we had a

certain amount of sales that came to us

through this s])ecial effort that we put forth.

There is no question of a doubt at all that

if the furniture men as a whole would go
after Christmas business, there is no reason
why they should not get it. There is nothing
that is any more useful and is more aj^preci-

ated and there is nothing that will last any
longer and gi\e people good service than
furniture. The jewellers have been selling-

pieces of ivory and cut glass and a lot of non-
sensical stuff that is practicallv of no use.

while the most practical thing of all has been
lost thought of, simjily because the furniture

men ha\e let somebody else get in ahead of

them and get all the trade.

I hope you will ])ut forth an extra effort

from now until Christmas in your Journal,
pounding and hammering the retail furniture

men to li\en uj) for Christmas trade. We
ha\e always at Christmas time, for a number
of years back, made a special effort on toys

and even if we do say it ourselves, we are the

largest toy dealers in the city of Hamilton
at Christmas time. W'e sell more expensive
doll cabs and things of that kind than any
one store here and we have the reputation of

handling a better class of toys for Christmas
trade. W'e are going' after it again this year
stronger than e\er and coui)le that with this

furniture week, if it is a success, I think
the furniture men here will be quite willing

lo make a little extra effort at Christma>
tinu for Christmas business.

Yours truly

Ci. (
)' Luke

Metropolitan Furniture Co.

Looking for Light

Caledon Fast, Ont.
Dear .Sirs:

—

Re-Christmas Husiness— I consider I'urn-

iture suitahle for Christmas gifts, but have
made very little s])ecial effort. While 1

think 1 should have done some s])ecial ad-

\ertising in local papers, 1 would like to

kncnv of some better way. Have not thought
much of what I shall do this year, but was
thinking of something in the way of a large

circular—six or eight pages, catalogue style,

or a larger one similar to what you have out-
lined in your .September number of I'urniture

WOrld. But not too much of the ex|)ensive

nic-nac stuff, and some good medium priced
l>ed-ro()ni. (lining-room, kitchen, li\ing-room.
mid den furniture—and they should be out
this month.

i b)ping that this will be of service to you
^ ours \ er_\- truly

J. A. Donaldson

A Very Large Christmas Trade

( ientlemen :

Kingston, Ont.

\ our circular of more Christmas lousiness,

received, J might say that we have acquired
a very large Christmas trade, of general lines

of furniture, stimulated with a few gifts of

childrens' toys, which draw people to your
store, during the Christmas season, which
you would not have attracted throughout the
year. We have found that it has worked out
wonderfully, and 1 find that the class of gifts

are made up of a more useful line of articles.

I rather think it is U]) to the dealer to feature
furniture during the holiday season.

Hoping that your efforts will meet with
success.

Respectfulh- yours.

lames Reid

-A

e

Decorative Screen—Stratford Mfg. Co,
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:f; Christmas

What mil You Sell for Christmas ?

FURNITURE ACCESSORIES

Bedroom suites Andirons

Benches Baby carriages

Book cases Book ends

Book racks Candle sticks

Cabinets Carpets

Cedar chests Carpet sweepers

Chairs Child's furniture

Chesterfields China ware
Chesterfield tables Coal boxes

Costumers Curtains

Curates Cushions

Davenports Cushion covers

Dining-room suites Decorative pottery

Fern stands Doll carriages

Foot rests Eiderdowns
Jardiniere stands Electrical appliances

Kitchen cabinets Electric vacuum cleflnprsi

Library tables Electric washing machines
Linoleums Fireplace screens

Magazine stands Floor lamps

Medicine cabinets Furniture and floor waxes
Music cabinets Furniture polishes

Newspaper racks Grand-father clocks

Piano benches Grates

Record cabinets Hand sleighs

Hobby horses

Secretarvs Jardinieres

Settees Kiddie cars

Sewing cabinets Mattresses

Smoking sets Mirrors

Taborettes Phonographs

Tea tables Pictures (Framed)
Tea wagons Picture frames

Telephone tables Ptefrigerators

Umbrella stands Rugs
Wastepaper baskets Table lamps

Wicker furniture Table pads

Wine cabinets Tapestries

Writing desks Toilet ware
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Willow Furniture—Brantford Willow Works

Montreal Upholstering Co.
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Forty-nine Years in the

Furniture Business

We Should Like to Hear if Anyone Can Beat

This Record

Forty-nine years in the furniture business is a

record of which few men can boast. Furniture re-

tailers will be interested to note that this is the

record of Mr. A. G. Schreiter, founder and owner of

Schreiters Limited, specialists in home furn'shini^s,

Kitchener, Ont. Mr. Schreiter started in the fur-

niture business in 1873. Over a period of fourteen

years he was foreman of the Simpst)n factory, after

which he started out in business for himself. The
evidence of his success is the present store. It is

commodious and stocked with furniture which is noted

for its variety and quality.

Asked as to what he attributes his success, Mr.
Schreiter remarked, "the carrying out of my early

training in thoroughness. What is worth doing at all

is worth, not only doing well, but doing a little better

than is expected."

Mr. Schreiter's original store was located at 52

King Street. His firm now occupies its own build-

ing—five storeys high, covering 15,000 scjuare feet,

filled with medium and high class furniture.

Mr. Schreiter is looking forward to a period

of greater leisure and less business responsibility. His
sons Mr. Armand A. Schreiter and Mr. Herbert C.

Schreiter are carrying an increasing share of the load,

and at the same time maintaining the traditions of

the store.

Widely Popular in Woodstock

E. F. Meadows, of Woodstock, ()nt., has opened
up a new Funeral Home at 21 Wellington St. North.
He is well situated, only one block from the main st.

and is in one of the finest residential sections of the

city. He has been associated with the business since

1904, and is a representative and substantial business
man, an active member of the Woodstock Board of

Trade and widely popular in commercial and social

circles of his city.

Who Are Your Competitors?

London Furniture Dealers Have Dis-

covered the Answ r:—All Furniture

Dealers Are Partners

The Furniture Dealers of the city of Lon-
don have just done something that is worth
talking about. Not that the London dealers

have not always been progressive merchants,
but this time they've put something "across"
that is real got)d.

In a word—they have started "working
together."

Generally speaking, the retail merchant
thinks of the other merchants in the same
line of trade as himself as his "competitors."
There is a better and more profitable view-
point than this however. John Smith's real

competitor is not James Brown, another fur-

niture dealer 'round the corner, but James
Brown the haberdasher, the automobile sales-

man or the real estate agent.

A furniture dealer's competitor is anyone
who urges the expenditure of money on com-
modities not carried by the furniture store.

In the same light all furniture dealers are

partners because they are working to the

same end—the sale of more furniture and more
furnishings.

The London furniture dealers caught this

s;)irit and so they got together and said.

"Let's put on a furniture week. Let's com-
bine our efforts and concentrate on this one
idea of "Better furnished homes." Let us
advertise it in the local press, talk it to our
customers, make special prices as an added
inducement and, above all, let's dress up our
stores and windows so that the general public
will look, as well as listen.'"

Backed by the "Home Furnishing Bureau"
of the Furniture Manufacturers Association,
through its capable manager Mr. T. Lyle
Blogg, the London furniture merchants during
the week October 9-14 forced the whole popu-
lation of that city to concentrate it's attention
on furniture and furnishings to the end that
they should all be enthused with the desire
to furnish their homes better, more artistically,

more cosily—and the campaign has proven a

wonderful success.

On other pages of this issue we show
photograi)hs of four of the best window dis-

plays of London furniture merchants.

In our next issue we shall describe the
actual workings of the campaign in more de-
tail.

The Lttndon merchants are \cr\- happ\-
(iver the results.
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Period Furniture

The Charm ofJacobean Design
There Is a Noticeable Growth of Interest in Period
Furniture on the Part of the General Public—First

Article of Series—We Would Welcome Letters from
Our Readers, Either Discussions or Criticisms.

The Jacc)l)ean or Stuart Period includes

roughly all furniture made between 1603-1688,

during the reigns of James I and II, the

Commonwealth and Charles 1 and II, but as

a distinct change in style took place in the

middle of this period, it is again frequently

sub-divided into three periods—Jacobean prop-
er, Cromwellian and the Carolean Period. The
word Jacobean comes from Jacobus, which is

Latin for James.

Oak Predominant

During the whole of the Jacobean period,

cak, England's national timber, was almost
the only wood used in English furniture,

though towards the latter part of the period,

beginning about the time of Charles I, when
the habits of the people turned more to the

artistic side of life and comfort of the home,
we find the introduction of walnut and other

woods which lent themselves to more delicate

work.
The style of the Jacobean furniture follow-

ed the line of the immediately preceding
Elizabethan, but designs and ornaments be-

came more severe. The structure of the fur-

niture was solid and rectangular, and articles

standing on legs were heavily underbraced.
The legs of tables and chairs were absolutely
perpendicular, the chair-backs straight, and
seats flat. Chief of the characteristics of this

period were straight legs, chamfered, turned or

twisted in shape
; geometrical arrangements

of panelling, such as lozenge-shaped panel
within a square or rectangle surrounded by
four L-shaped panels. The Gothic style is

seen very little during this period ; carved
figures also disappeared, being supplanted by
flower carving. It is during this period that we
find the English carpenter making a real at-

tempt at undercutting and surface modelling,
but grace and finish are lacking, for his tool

marks can be plainly seen on any of the old

pieces of furniture ; the V and gouge were the

chief tools used. This is probably the most
outstanding feature in the old English fur-

niture work. The flute, reed, rose, acanthus
and strai'ping are among the luost used de-

signs of the Jacobean Pericjd.

Chairs

Chairs in the early part of the Jacobean

Period were still uncommon among the poorer

classes, and even with the more wealthy
classes they were not too ccjmmon. This ac-

counts for the frequent use of stools and
forms. Among the chairs used, the wainscot
or panelled-back chair was the most charac-

teristic of the early part of the period. This
type was carved, turned and inlaid. Another
distinguishing feature of chairs of this period

was the height of the seats from the ground,
with a rest bar for the feet. Cane-backed
chairs first appeared in this period. Chairs

made of walnut began to come into vogue
during the reign of Charles I. These were
more ornamental, being well decorated with
carving and twisted legs.

There were many variations of cupboards,
—the court cupboard and press cupboard,
some closed in front ; another form opened be-

low, being merely an elevated chest resting

on spiral, turned, or carved supports. These
were the favorite pieces of furniture of the

Jacobean Period. Later in the period the

drawer was introduced. Dressers, or bread and
cheese cupboardds, belonged more to the com-
moners

;
they were heavily built and also well

carved.

Tables

Tables of this period were long—called

refectory tables—rbut narrow ; their structure
follows the trend of the furniture of that time.

We have both the draw table and the gate-
leg table with drop leaves, or leaf; this latter

is very typical of the Jacobean Period. The
gate-leg table is supported by legs which move
from under and support the drop leaves or
leaf. These tables were made in shapes, oval,

round, and three cornered. The ornamenta-
tion was the same as prevailed elsewhere dur-
ing the period, namely carving and spiral legs,

ai5 well as "cup and cover'" bulbous legs.

The stand-up clock case or grandfather's
clock was first introduced in the seventeenth
Century ; the mirror and bedstead, the latter

of heavy oak and much carved, were coming
into more frequent use, and a distinct change
in furniture styles with greater luxury, grace,
and ornateness was evident. We find that
toward the end of the century the foreign in-

fluences began to show themselves more and
more.

i!
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Period Furniture
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A Jacobean fireplace, panelled wall and mantle shelf, showing the artistic carving, in relief, of that period

Jacobean Period Characteristics—Oak; simple lines ;

squat and low; bun and ball feet; spiral turning;

high backed chairs ; developing into much carving,

fine caning and upholstery.
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Typical ornamental legs, geometrical panels and brass knobs of the Jacobean period
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A well furnished dining room in one of
Winnipeg's best private homes. Note the

Semi-paneled walls, the cosy nook for the

sideboard and the clever and decorative

cupboard arrangements. Mahogany and
White in attractive combination

I
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What is the Cost of Good Illumination?
How Much Does the Lighting of a Show Window Cost

As Compared to the Total Cost of Such a Window?

To determine that we must tind out first, "How
much does a show window cost?" The average show
window floor space costs approximately 10% yearly

of the entire store rental, and to this rental cost must
be added the cost of window front, p-late g'lass, floor-

ing, window lettering and fixtures, which amounts to

approximately $60.00 ])er foot of store front. The
cost of lighting the show window is approximately

$10.00 per foot per year of store front. The cost of

current and lamp renewals is approximately $3.30

per foot of store front per year. Adding all of this

together we find that the cost of a show window
for a small store 30 ft. by 50 ft. renting for $5.00

per scjuare foot per year is:

Rental (30' x 4') at $5.00 per sq. ft $600.00

Interest on cost of window construc-

tion $60.00 x 30—$1,800.00 at 6% 108.00

Interest on cost of lighting equip-

ment 30' X $10.00—$300.00 at 6% 18.00

Cost of current and lamj) renewals
$3.30 X 30 99.00

$825.00

This does not include the cost occasioned by trim-

ming, maintenance, and minor overhead charges.

The show window for this small store costs $825.00

per year, or $68.00 per month. Of this amount the

lighting ecjuipment charge is only 2.3% of the total

cost, and yet in this item lies largely the effectiveness

of the show window. In other words, for every dol-

lar spent to provide a window display, less than 2.5

cents goes against lighting equipment and cost of its

installation. Does it not seem to you unwise to look

upon an elimination of a portion of this 2.5 cents ele-

ment of the cost as an economy, when doing so will

probably seriously mar the effectiveness of the entire

investment ?

What is a Show Window For?

A show window is installed for the purpose of

advertising merchandise, and thereby creating sales.

It is not enough that the profit on sales traceable to

show window advertising just meets the cost of such
advertising. It must do more than this to be worth
while. Several progressive stores determine the cost

per day of their show windows, and demand that the

profits due to sales directly traceable to the advertis-

ing value of the window be at least double the window
cost. They find that with the best window illumina-

tion, and an attractive arrangement of merchandise
that this requirement is easily met.

In selecting lighting equipment for show windows
the following points must be given the most careful

consideration :

—

1. Efficiency—Do the lighting units reflect the

largest proportion of the total lumens generated by
the lamp onto the goods on dis])lay, or is the absor])-

tion factor high ?

2. Intensity—It is most important to use the proj:)-

er intensity. In this connection there are outside
factors to be considered, as for instance the location

of the store and its surroundings, ^"'he store on the

main streets of the downtown district which is usually

brightly illuminated requires higher intensity than
the store in a country place or in a residential dis-

trict. The intensity should be properly suited t:) the

character of the display, h^ir instance a high level

of illumination is required for men's furnishings,

while on the other hand the illumination of a fur-

niture store display should be at a much lower in-

tensity to avoid back glare and especially S(j as to

bring the displayed furniture more in harmony with
the lighting conditions which would prevail if such
furniture were in the home. Under this head of in-

tensity I must mention color lighting. Whenever
color lighting is to be considered increased current
consumption should be provided for in the wiring,
liecause red color filters or globes absorb up to 65%
while blue ones may absorb as much as 90%,

3. Distribution—Do the units reflect the light in

the proper direction so as to deliver the maximum
lK)Ssible on the goods and illuminate the display uni-

formly? Do they adapt themselves to the jjarticular

kind of window whether it be shallow or deep; wide
or narrow; high or low?

4. Reflected and Direct Glare—Do the reflectors

hide the lamj) filament, so that it cannot be seen when
used in open back, mirrored back or island windows?

5. Depreciation—Does the reflecting surface tar-

nish, chip, rust or peel off, or is it permanent in nat-
ure ?

6. Colcr of the Light—Does the reflector change
the color of the light as emitted by the lamp or does
it reflect the same i)ure light as received, or can the
color of the light be cpiickly changed at will to any
])redetermined color?

Under this head I would like again to comment on
color in window lighting. It enhances greatly the
attractiveness of the window as a wdiole, makes it

stand out very prominently, and often helps to bring
out the beauty in the colors of the displayed goods
not obtainable in an\- other way. Care, however,
must be taken to use colors in harmony with the mer-
chandise or the season, if it is intended to trim the
window for such seasonal occasions as Christmas.
Raster, Halloween, etc. Various holidays are always
associated in the public mind with certain coU)rs as:

—

Christmas with red and green.
New Year with red and green.
Easter with white.

King's Birthday with red, white and blue.
St. Patrick's Day with green.
Dominion Day with red, white and blue.

Thanksgi\-ing with amber.
Halloween with yellow and black.

Value of Color Lighting

Be sure when planning a window disi)lay to fol-

low these suggestions. Vor exanii)le, if you are dis-
playing women's lingerie where most of the garments
were pink and white, pink light would be most ap-
l)ro])riate, and could be obtained by using red color
filters on alternate outlets, the red and white light
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would i)roduce a pink light. The pink light woidd
accentuate the dainty softness of the garments.

1 1 is known that colored light afifects and stimu-
lates the emotions. This effect of color on the emo-
tions is the result of continued association of ideas
and is particularly marked when the color is presented
by means of light—possibly a survival of the primitive
instincts of our Sun-worshipping ancestors.

We might inter]iret tlu' most imi)ortant colors as
follows

:

Red—The most striking and lively color. Sug-
gests action, fire, passion, tragedy, heat, danger.

Rose—Soft and inviting. Suggests health, beauty,
love.

Orange—A'i\id and gay. .Suggests warmtli, the

autumn.

Yellow—Cheerful and ins;)iring. Suggests light,

sunshine, happiness, springtime.

Green—Cool and refreshing. Restful and sooth-

ing to the eye. Suggests life, vig-or, youth, summer
and outdoors.

Blue—Soothing and subduing. Suggests coldness,

the night, moonlight, winter, symolic of truth, fideli-

ty, dignity, stal)ility.

Purple—A rich and royal color. Suggests luxury,

splendour, dignity, or may give a sombre or mysterious
impression.

White—Suggests light, ])urity, cleanliness, peace.

So we mig-ht classify the merchandise that can be

most effectively displayed in relation to the several

different more important colors as follows:

Red—Fire-arms, fire extinguishers, fire-proof ma-
terial.

Rose—Women's wear, lingerie, toilet articles,

home furnshings.

Orange—Heating appliances of all sorts, fall mer-

chandise sales.

Yellow—Hats, shoes, men's and women's clothing,

furniture, rugs, interior decorations, automobiles,

trunks and leather goods, candies and groceries, photo-

graphs and pianos.

Green—Raincoats, umbrellas, rubber goods, bath-

ing suits, sporting goods, optical supplies, vacation

supplies, summer clothing.

Blue—White goods, hardware, glassware, silver-

ware, diamonds, electrical appliances and fans, refrig-

erators, enamel-ware, modern types of ranges (to em-
])hasize coolness), summer sales of winter clothing.

The intelligent use of color in light depends on one

of the fundamental laws of lighting. "Colored ob-

jects reflect light of their own colors, and absorb light

of other colors."

\u)r instance—red light on pink roses makes them
ap]K"ar as of a beautifully deej) red. Blue light on

the same roses will make them locjk black.

Now coming back to the requirements for proper

reflector e(|ui])ment, the seventh and last point.

7. Breakage— is the refiector of strong cross sec-

tion so that it will reduce breakage to a minimum,
(jr is it fragile?

All of these several points should be carefully

observed and the etpiipment that will rate the highest

at the lowest ])rice is obviously the one to use.

Current Trade News
'i"he Li(jn Safety Sjjring Co. Ltd., has recently

opened a factory at Sussex Mews, Toronto, for

the manufacture of the Lion safety spring. This
spring has a number of new features, the manufac-

turers claim, one of which ])revents the mattress
from spreading. C. (iertzbein is the president and
manager of the company.

Progress Spring Bed Mfg. Co.

1 he Progress .S])ring Ued Manufacturing Com-
pany have taken o\ er the Canadian .Spring lied

Manufacturing Company, who were located at 398
Cadieux Street, Montreal. The management of the
I'rogress Spring Bed Mfg. Co., reports business par-

ticularly brisk at the present time; they are enlarging
both their ])lant and offices.

The Dominion Furniture Store

The Dominion Furniture Store (formerly the Do-
minion Auction Mart) 325-8th Avenue West, Cal-

gary, Alta., proprietor Mr. Morris Groberman, have
moved to more commodious premises at 134-8th

Avenue East. This firm is now handling exclusively

new and up-to-date styles of furniture.

Blaze on Portage Avenue

Damage estimated at $10,000 caused by fire re-

cently in the shipping shed of the Overland House
Furnishing company, at the rear of 400 Portage Ave.,
\\'innipeg. The shed was used as a garage for a

motor car, and as a storehouse for goods purchased
during the day, and ready for delivery the following
morning.

Opened a New Store

Messrs. Evans & Gordon of 1239 St. Clair Ave..
Toronto, furniture dealers, have recently opened an
additional store at 1187 St. Clair Ave.

-jiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMi^

I
Gongoleum Week Oct. 16-23 i

.llllMllllllllllllllllllllillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllMlllllllllilll'^



77

OCTOBER, 1922

:::=:;::i::::i::;i;:::i:::;i::::=:::;=::;:i:i;:i::::i::;i:

;;:=::::i:::i:;:;i:;;;=::!::i;:i::r:i:::i::::i:;"i":^^

CHRISTMAS STOCK
\

A Good Motto-"BUY EARLY AND OFTEN"
\

A few suggestions to Pass along to your customers

i::

No. 855 Reception Chair

Genuine Walnut or Mahogany
For "DAUGHTER

No. 798R Rocker, Oak
For "DAD"

No. 023 Library Table
Walnut or Mahogany finish

"For TOM'S WIFE"

I

u
II
i"l

I
l»l

These pieces are all in stock and we can make prompt shipment

The North American Furniture Company Limited

The Owen Sound Chair Company Limited
Owen Sound - Ontario
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No. 910

Safe to Buy

You can't afford to

pass up this line

without investiga-

tion. Write for

particulars and
prices.

Easy to Sell
Queen furniture satisfies the

demand of the buyer of moder-
ate means for a line which
combines quahty of material

with superior workmanship
and sells at a reasonable price.

The dealer who caters to this

great majority of the public

will find Queen products, furni-

ture that will at once make
many new sales and build up
future business.

The Queen City Furniture Co,, Limited
27—53 Vine Ave. - West Toronto

I
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An Exceptionally Good Christmas Line

Our large and varied stock of Pictures, Trays, Mirrors,

Frames, Mouldings, etc., is the very latest. Order early.

A card will bring you particulars

MATTHEWS BROS., LIMITED
The big Canadian Moulding House

1906 Dundas Street West Toronto, Canada

Can We Help You?
There may be certain articles which you cannot find in these aiivertis-

ing pages that you would like to have information on. Do not hesitate

to use this form, no matter what it is. If we can be of any service to you

in supplying that information, it will be a pleasure to do so. We want
you to feel that the Furniture World is published in your interests and

we want to help you whenever we can.

INFORMATION WANTED
Furniture World

347 Adelaide St. West, Date 19

TORONTO.
Please tell me

Name .

Address
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Chesterfield 82 long. 37 high, 33 deep. I
THAT inimitable touch of exclusiveness which characterizes all our line is

probably the cause of the tremendous sale this Chesterfield is enjoying.

Quality of material and beauty of design are combined in this piece to a re-

markable degree. It is destined to play a leading part in many Christmas sales.

May toe send you particulars?

SPECIALTY UPHOLSTERING CO.,Ltcl.,WATERLOO,ONT.

A Wonderful Combination
A Lambs' Wool Mattress

and
Royal Box Springs

Comfort is one of the strongest selling arguments a merchant has at his command—and in the

above mentioned products it can certainly be used to bring the greatest returns.

Apart from the fact that the Lambs' Wool Mattress as manufactured by us is the most com-

fortable on the market, it is also one of the most sanitary. The carefully sorted lambs' wool

is scientifically washed and cleaned before being used as filler.

Our other products include

:

Kapok and Felt Mattresses, Down Comforters, Down and Feather Pillows, Etc.

Prices gladly forwarded upon request

The Canadian Feather & Mattress Company
LIMITED

TORONTO and OTTAWA
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"Colonial ^ 1

Electric Clothes Washer

The machine the leading furniture houses are selling, because it is the

most beautiful in appearance and makes an instant appeal.

It has a record of proved efficiency, and its satisfied users advertise it.

It is more than a piece of machinery, it is a beautiful piece of kitchen or

laundry furniture.

BlueBird dealers dominate the washing machine trade.

Write for our exclusive agency proposition and time payment financing

plan. Secure your territory now.
|

BLUEBIRD CORPORATION LIMITED "''S"'' I

siliiiaBiaisiasiiiHiaiiiMiHBHSSiiiaisaiaiaiMiHiaHiaiaisiaisiaiaHHiss

There is still plenty

of time to order for

your Holiday Trade

The Gift Department of the

Furniture House is now a fac-

tor in the month's sales.

We are Canadian Representa-

tives for a number of Manufac-

turers of Gifts.

Framed Pictures, Mirrors,

Lamps, Brass Goods,

Candles and Candlesticks,

and Pottery.

J. H. WALKER LIMITED
524 Foy Building - - 32 Front Street West

TORONTO, CANADA
laHBHisiMJiSisgigsiiiiiiiiiiHiiiiHsisiiiaisiiBiaBiiaiaia^
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A New Design
This well designed dresser is from

a new Suite we are getting out for the

coming year. A large Vanity, Chiff-

onette and Bowfoot Bed will be made
to match.

It is one of several new patterns
in Bedroom and Dining Room Suites

we have in preparation for the dealer

who wants dependable furniture of

attractive and up-to-date design at

moderate prices.

MALCOLM & SOUTER FURNITURE CO.
HAMILTON - ONTARIO limited

J

\'i>\\v Clii'istnias i-alcs will li" \;i,-ll_v incrcat^cd l>y a disjilay of IJiaiitrord W'illnw Kuriiit urr. This
civer-po{)ii]ar line will meet the requirements of a very large numl)or of shuppi is this ycai- wiicii gifts

will be chosen with an eye to (heir utility, value and pi icc.

Write for particulars today.

Brantford Willow Works, Brantford, Ont.
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Reliability-

One of the most essential things from the dealer's standpoint, is the

RELIABILITY of the manufacturer from whom he buys.

Of necessity much of what he sells has to be taken on trust and the fact

that he can place RELIANCE in the Manufacturer whose goods he sells,

helps him in his relations with his customers.

A Mattress is one of the easiest of all things to misrepresent, as very
few people look beyond the attractive cover.

We use nothing but new material, no shoddy or second-hand pulled stock.

Our Mattresses are always exactly as we represent them, and our printed
guarantee is attached to every one.

It pays to deal with people of proven RELIABILITY.

The National Mattress, Felt & Batting Company
340-342 Gerrard Street East : : TORONTO

giiiiBHSiiaHSiiiisBsiaiaisiMiHHiiiiiisHiasisHiiiaHiiiasiMiiaias
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i COOMBE CREATIONS FOR THE
i CHRISTMAS TRADE

Investigate our

special line for

Christmas sales

—

a wide range in

Tea Wagons,
Spinet Desks, Gate

Leg Tables, etc.

The table shown
No. 2254—is a

beautiful example

of Coombe crafts-

manship. It is to

be had in Walnut

and Mahogany.

Catalogue and price list mailed upon request.

The F. E. COOMBE FURNITURE CO. Limited
Kincardine Ontario

11

^llgHiaiaMlKllgMIHlSHHLKllglKlMIMllSliai^^
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Rigid Economy

t> IGID economy is in force in every busi-

ness to-day. Every dollar must bring

a dollar's worth, whether in merchandise or

that great intangible force called adver-

tising.

Manufacturers are demanding that every

dollar spent will bring back at least one

hundred cents' worth of business.

Business papers are fulfilling the require-

ments of the hour, reaching as they do

your prospect when he is at business, at his

office and at his desk. They constitute the

only efficient sales force for the trade or

technical advertiser and have always been
recognized as such by the men who pay
for space.

Lowest Rate per Interested Reader

Hugh C. Maclean Publications

includes advertising

Footwear in Canada

Electrictil Nevot

Canada Lumberman

Canadian Woodworker

Western Contractor and Builder

Contract Record & Engineering Review

Commercial & Retail Merchants' Review

Furniture World

Western Lumberman

Western Coal Review

Head Office : 345 West Adelaide Street

Vancouver Chicago Toronto Montreal Winnipeg
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Rishel Sanitary

"Ventibestos" Table Mats
Orders Filled Promptly by Express or Freight

The ONLY Mat with
a centre of CORRUGAT-
ED ASBESTOS.
Our mats are five ply

consisting of one heavy
sheet of corrugated as-
bestos between two
heavy shets of wool felt.

These are firmly quilted
together and enclosed in
a removable flannel cov-
er. The cover consists
of white cotton flannel
on one side and green
Kearsage Plush on the
other. There is no pos-
sibility of marring the
table top when our Ven-
tibestos mats are used.

Round or square are the
same price. Unless
specified will always ship
round mats.

Orignated and sold
only by us. This Solid
Fumed Oak Display
Rack absolutely free to
our dealers. Write us
for particulars. 100 per cent Efficient

The Silent Salesman

Special attention given to Canadian orders.

J. K. RISHEL FURNITURE CO.
WILLIAMSPORT, PA.

Dining and Bed Room Suites
"We make all our own Chairs and Dining Tables."

High Grade Furniture

Moderate in Price
I 'or twenty-six year.s we
have been engaged in serv-

ing the furniture trade with
practicaly every description
of chair. These include:

—

Diners, in wood seat, saddle
seat and upholstered
seat; nurse rockers,
arm rockers, bed-
room rockers; child's

high and low chairs
and rockers; large
and small commo-
des; office chairs and
stools.

We also manufac-
ture quartered oak
library tables, cost-

umers, tabourettes,
jardiniers and Ten-
nessee scented red
cedar boxes.

Let us send our cata-
log and prices.

Ball Furniture Co., Ltd.
HANOVER - - ONTARIO

THE GENDRON LINE
For CHRISTMAS TRADE

Our Doll Gabs with reversible gear in

all sizes and styles are a big seller wher-

ever shown and one particularly adapted

to this season. A card will bring you

full particulars of our comprehensive

line of Children's Automobiles, Veloci-

pedes, Carriages, etc.

Order early to ensure delivery

An absolutely new line of Baby Carria^fes
and Go-carts is now ready

Bhe GENDRON MFG. CO.
Limited

TORONTO :-: CANADA
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QMick /Icfioii BEcfiotl
The rates for this department are $2.80 per inch

ver insertion with 25% discount for four or more
insertions. Advertisements requesting employment
or employees will be inserted at one cent per word.

Confidential box numbers available.

FOR SALE— Furniture and Undertaking business, estab- honie and tjfficc use arc ilhistratffl. a.^ al.'^o filin<f calj-
lished (U years. Northern Ontario town. Reason for selling, jnels in varviii"' (Icsi'Mi.s
retiring. W. ]'". Kinscy, .Mliston, (.)nt.

" .

FOR SALFl— Undertaking business in good live town short

distance from Toronto. Population of i),()00. Splendid future

ahead. Good reasons for selling,. Apply Box 2:i.5, Furniture

World, Toronto.

The Tliornton- 1 V'rkiiis Co., ti])li()lstercrs and cabi-

net niaker.s, ha\e rein(ned from 10753 Jasjjer Avenue,
iulmonton, .\lta., to more commodious premises at
H;r)2S jas]>er Ax'einie.

FOR SALE—Motor casket wagon, good as new. \Vould

make splendid combination. Must be seen to be appreciated.

A rare bargain. Apply S. M. Nash, 1141 St. Clair Avenue
West, Toronto.

A Handsome Catalogue

( )ne of tlte handsomest catalogues ever ])Ut out

the L'anadian furniture trade is that now l)ein!4

distri1)Uted l)y tlie AlcLa.gan l-'uniiture Company, of

Canada, Limited, Stratford. Tliis comprises forty

l)ag-es, size 13 hy IS iuchts, of Ijeautifully illustrated

furniture, coxerinsLi' tlie \aried lines manufactured by

this company. 'I o add to the attractiveness and

effectiveness" of these reproductions hit^h quality

paper has been used, 'printed on one side only. The
])ulletin is really a work of art and will undoubtedlx

pro\ e a \ ery important factor in furthering the move-

ment for better furnished homes. Book cases for

UPHOLSTERY SPRINGS
Highest quality Upholstery Springs,
made from the finest grade High
Carbon Steel Wire, oil tempered
after the coiling operation, thus in-

suring uniform strength and "No
Set." Remember, the quality of

your High-Grade Upholstering de-

pends entirely on the quality of the
springs you are using.

HELICAL SPRINGS
for spring bed and mattress fabrics.

Get the habit; buy Canadian Springs.

James Steele, Limited
Guelph Canada

It Pays To Handle a Spring Like This

During the autumn months many people are renovating their houses and buy-

ing new furnishings. Check up your stock and be sure you have on hand a good

supply of

RUDDY'S

SPRINGS
This spring has five real telling points that make it a first class seller. When

you show your customers how every Luxury spring has

108 springs on standard size bed each spring with 13 coils

extra heavy enamel finish unqualified 25 year guarantee

no swaying, no sagging, no noise

the sale is practically made. It pays to handle a spring like Ruddy's Luxury.

Write us for sales plan.

RUDDY MANUFACTURING CO. LIMITED
BRANTFORD CANADA

We make bed springs for every purpose in every style.

Exclusive Canadian manufacturers and distributors of the celebrated Sellers Kitchen Cabinet.
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I A SUITE THAT FINDS I

i INSTANT FAVOR I

If you are not already familiar with Lippert Furniture, get acquainted right away

I
The Lippert Furniture Company, Limited I

I Kitchener - Ontario |

iipiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^



Sound Merchandise at Moderate
Prices

THE Bell line of medium priced furniture
certainly fills a long felt want among

people of moderate means.

The many attractive designs and the de-

pendable workmanship is clearly in evidence
and never fails to impress the customer.

You could look far before finding a more
effective sales and prestige builder.

Have you a copy of our catalog on file?

No. 996 Table

The bell FURNITURE CO., LIMITED
SOUTHAMPTON, ONTARIO
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Gold Medal

MODEL X
Size iS'/i X 22 X 21

with Two Spring En-
closed Se!f Lubricat-

ing Motor — Plush

Turntable — Invisible

Hinges — Hitchcock

Automatic Stop —
Goose Neck Tone
Arm with No. 6 or

Al Sound Box— Ma-
hogany, Walnut or

Fumed Oak Finish

—Genuine Veneers

used with five ply

Panels.

Phonographs
The Instrument
of Distinction"

The dealer who has the Gold Medal

Agency is GUARANTEED a ma-

chine that is mechanically perfect

with the highest standard in Tone
Reproduction, unsurpassed quality

in Cabinet Construction—a range of

models sufficiently large to meet all

desires as to design and price and

GUARANTEED by an organiza-

tion known and respected in the

manufacture of high grade furniture

products for over thirty years.

Full particulars on request

Gold Medal Furniture Manufacturing Company Limited
Phonograph Factory: UXBRIDGE Head Office: TORONTO
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Do not Miss this One
No. 5360 Chesterfield Lounge
No. 5360^ Chesterfield Chair

In this suite, the skill of

the modern day uphols-

terer is seen at its best,

ably aided and abetted

by the beautiful cover-

ings of Mohair, Velours

and Tapestry—a typical

Schierholtz creation.

Guaranteed in every respect

THE SCHIERHOLTZ FURNITURE CO. LTD.
NEW HAMBURG ONTARIO
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KITCHENER WATERLOO

For the

very best trade

Each season is witnessing a steady

increase in the number of people

who are demanding the very best

furniture.

Does the full significance of this fact

strike you?

Reacli this profitable field with fur-

niture from the H. Krug factories.

The H, Krug Furniture Co, Limited
Kitchener, Ontario

" No need to go elsewhere
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KITCHENER WATERLOO

Luxurious Living

At last Canadians can procure

furniture of merit, made in Can-

ada by Canadian workmen.

The five piece suite illustrated

is one of our latest productions.

Filled with hair and moss, cov-

ered with best fabrics, and hav-

ing loose spring cushions it will

last a life-time. The wooden

parts are beautifully carved and

highly finished.

L-86 " D-32" H-35" No. 5047 Chesterfield,

Woeller Bolduc & Company Waterloo, Ont.
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KITCHENER — WATERLOO

Room Furniture
Avail yourself of the opportunity to handle
this line. We stand behind our goods.

Prices and full particulars gladly sent up-

on request. Write us today.

No. 5047 Bench
L. 5J" H. of Seat 18"

Woeller Bolduc & Company - Waterloo, Ont-
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KITCHENER WATERL

No. 530 Bed

Sooner or Later

You will be using Malcolm

& Hill Furniture to satisfy

the demands of your better-

class trade.

WHY NOT NOW?

MALCOLM & HILL
LIMITED

Kitchener - Ontario
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BUSINESS WEATHER VANE

Practically all of the tests by which business activities are measured demonstrate that domestic

conditions are improving steadily. Few of thz principal statistical barometers fail to reflect the better-

ment, while it is the exception where evidence of gain does not now appear in reports from leading

trades and centres of the country. Records of production, of car loadings, unfilled steel orders, and em-

ployment of workers, among other indices, all show that operations are enlarging, and the current

movement in various lines has gone beyond the point of moderate revival from previous depression. A
demand for railroad equipment probably exceeding all precedent; a freight traffic of unusual magni-

tude, despite transportation drawbacks; a growing labor shortage in certain industries; a scarcity of some

kinds of merchandise, and rising prices of commodities are phases which only develop during periods

of commercial expansion, and which feature the present situation.

Duns Review of Trade in the U.S. October 14, 1922.

OUR RENAISSANCE
There has never been a time in Canadian History during which people

have evinced such a keen and intelligent interest in beautifying their

homes. And this interest is still at its beginning.

It is comparable with the Renaissance periods of Europe during the

sixteenth, seventeenth and eighteenth centuries, when Art, as exemplified
in Architecture, Painting, Weaving and Furniture Making reached a pre-

viously unknown standard, which has since been the inspiration of all

manner of craftsmen.
To-day, we too are taking our inspiration from these master crafts-

men, as they in turn received their inspiration from the Greek and Ro-
man periods of centuries previous.

The Renaissance of our period will be the marvel of centuries to

come, when the progress of this century is written as history.

Why not assist in carrying this spirit into the homes of your Commu-
nity? You have an opportunity for profit and service during this period
which has never before existed.

We are anxious to serve you. Our designs are animated by the spirit

of Renaissance, carried out by the master craftsmen. And still, our
prices are reasonable.

May we serve you?

Three shops — each specializing in its own line—are at your service—
Anthes Baetz Furniture Companv, Limited

Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Limited
Furniture for the Living Room

Baetz Bros. Specialty Company, Limited
Portable Electric Lamps and Shades

Each of these Shops specializes in its own line, but each has the same
ideal— ''Quality" and "Character".

Kitchener, Ont., November^ .... Managing Director.

NAME, PLEASE?
October Bride: "I would like to buy an Easy Chair for my husband."
Salesman: "Morris"?
October Bride: "No, Clarence."
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KITCHENER WATERLOO1
Artistic, Attractive and Comfortable

61 in. Long, 26i/^ in. Deep, 37 in. High

41

i

r

Living

Room
Set

No.

866

Here is a line of such striking elegance and newness of design that will win immediate admiration. It is truly Jacobean and its

artistic design combined with its comfy upholstering and moderate price make it a very ready seller. Just the thing for the living

room where real comfort and attractive appearance are desired. Be one of the leaders and stock a sample set of these for your
Christmas sales. i

Write for blue prints and prices of our complete Living Room and Dining Room lines.

The Lippert Furniture Company, Limited
Kitchener - Ontario

r^No need to go elsewhere'^



NOVEMBER, 1922 9

KITCHENER WATERLOO

No.

118

Bed
Room
Suite

in

Queen
Anne
Design

This very attractive suite is made of solid walnut with stationary mirrors and
silver trimmings. The corners of the mirror frames have burl walnut panels.

Write

for

Prices

and

Full

Particulars

The Jacques Furniture Company Limited
ll^ Kitchener Canada
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KITCHENER — WATERLOO

Chesterfield 82" long, 37" high, 33" deep

This chesterfield, typical of our high grade and extensive range, is extremely graceful in line and propor-
tion and is delightfully comfortable.

Details upon request

SPECIALTY UPHOLSTERING CO., LTD., WATERLOO, ONT.

Guaranteed Dining Room Furniture
A Source of Satisfaction

The construction and super-

vision is under the best cabinet

makers and great care is taken
down to the smallest details to

put out perfect furniture.

Made in genuine American
Black Walnut or Quartered
White Oak.

~

Increase your sales, profits and
prestige with Beaver Furniture.

Italian Design

THE BEAVER FURNITURE COMPANY, LTD.,' Kitchener, Ontario



NOVEMBER, 1922

Can You Afford To Pass Up
This Chance for Sure Profits?

The demand for these Daven-O'sis growing by leaps and
bounds. More are being sold than ever before. Are
YOU supplying this demand or are your logical customers
trading with your competitor who does sell them ?

KROEHLER
DAVEN-0

«is the choice of thousands who by means of the ''Invisi-

' ble Bed-Room '

' enlarge their home or apartment. When
on display its beauty makes an irresistible appeal and
will draw new customers to your store.

Ti^e Kroehler Mfg. Co. Limited
STRATFORD ONTARIO
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McLagan Dining Suites
The Inevitable Choice. There
Is No Finer Furniture Made

No. 5269 A Diner No. 5240 Server Top 19x42

WRITE
FOR
OUR

CATALOGUE
AND

PRICES

TO-DAY

No. 5240 Buffet Top 22x66

McLAGAN FURNITURE
STRATFORD
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Dining Room Suite

No. 5240

Oak and Walnut

No. 5269 Diner

No. 5244 China

Glass or Wood Panels Top 15x43

No: 5247 Extension Table Top 45x60

COMPANY LIMITED
ONTARIO
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Earlji habits build

tarly success. The
whale family will

find a UniversaV*
valuable.

in

rr-r"Hi
/

Globe -Wernicke

-1 ~T

Leads all

—in design

—in workmanship

—in popularity

—in saleability

A^fl business can he jUiCtts-

ful without inspiration.

Books hold more valuable

inspiration than anything

the in existence.

She Slobc^ruUkeCcM
STRATFORD ONTARIO

^.Hir•Mllllll.^llllllllllllllllul^Illl^lill^llllHllllllllll,lll,,,,.H,,|,,,,||,,|,,,,„,„,,|,„,„,||,H,,|,„ ,,1,11,11,1,,^
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Universal in its Appeal
There isn't a single home in your com-
munity that wouldn't be proud to own a

beautiful, practical Olcbc^miekc Bookcase.

There isn't a single home in your com-
munity that couldn't use one if it does not

already possess one ; even then it is still an
excellent prospect because Globs-^mkkc
SECTIONAL Bookcases can be added to

at any time.

Everyone admires the 91ol>c^niiekc and
most people have the intention of some
day owning one—it only remains for you
to turn that good intention into action.

Many people have decided to give 91oVc^^\\^rwiekc

Bookcases as Christmas presents; there is still time

to get your share of this business if you hurry.

3be 9lob«^^rDi€ke (?o.£t6.

Christmas Trade

Write for information to-day.

STRATFORD ONTARIO

"llllllnilllMIIIIIIIMIIIIIIIIIIMIIIilllllllllllllllllllllllllllMIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIIIIIIIIIIIIIIIIII^
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iMMMHIK FURNITURB

SURE CHRISTMAS SELLERS

No. 58—Folding Kindergarten set, in natural
color or red. Table is decorated with trans-
fers.

Plain Oak—Height 24 in.

Top 12 X 12 Fumed finish

After specializing for
many years we are in a
position to offer the trade
an exceptionally well fin-

ished and substantially
built line of furniture. Smoker set—No. 1, All glass tray, No. 2 Glass

jar 6" high, No. 3, Two-piece nickeled match
box holder with glass lined ash tray, No. 4,

Four-piece Brass set.

No. 230—Smoker stand,
26 in. high, Birch or
Plain Oak, in Fumed
Walnut or Mahogany
finish.

We are very busy and in
order to avoid disappoint-
ments and to ensure de-
livery we would ask you
to get your orders in at

once.

No. 87—Chidren's Desk
Plain oak. Fumed finish,

34 in., high—Drawer and
Pigeon holes.

No. 79—Chair
to go with desk

No. 91—Children's Desk, Plain oak.
Fumed finish, 28 in. high, 24 in. wide,
15 in. deep, top lifts up.

Just a few piecen oj our extensive line suitable for Christmas gifts. Also manufacturers of Folding

and Library Tables, Ladies' Desks, Tea Wagons, Screens, Trays, Pedestals, etc.

The Stratford Manufacturing Co., Ltd.
STRATFORD — ONTARIO
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An Outstanding Value
The manufacturers of Stratford Chair

Furniture have always endeavored to sup-

ply the trade with merchandise that would
make a strong appeal to the consumer's

sense of value.

The Buffet pictured above is just one picked

out at random from an extensive range

—

yet it would make a fine leader for any
store.

May we give you full particulars?

The Stratford Chair Company
Stratford - Ontario

Manufacturing Chairs and Medium Grade Furniture in Quarter Oak, Plain Oak and
Red Gum for the Dining-Room, Living-Room, Bedroom, and Office.
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This Business is Waiting for You

THE demand for Rat-
tan Furniture of ''Im-

perial" quality grows
steadily season after sea-

son. The shrewd dealer
who caters to this trade
soon discovers that it pays
handsome dividends and
identifies his store as one
of the better class.

THE IMPERIAL RATTAN COMPANY, LIMITED
STRATFORD ONTARIO
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The Keen Retail Furniture

Merchant is Interested in

Exceptional Values

Moderate Prices

Sales with Profits

Satisfied Customers

Steady Increase in Sales

Rapid Turnover of Stock

Economy in specializing makes it possible for

the C.E.O. combination to give you Exceptional

Values in matched Dining Room Suites at such

moderate prices that you will find it easy to make
Sales with Profits.

Satisfied Customers will increase your sales, which

means a more rapid turnover of stock.

Chesley Furniture Co. Limited
Specializing in Extension Tables

CHESLEY, ONTARIO

Elmira Furniture Co. Limited
Specializing in Dining Room Chairs

ELMIRA, ONTARIO

Orillia Furniture Co. Limited
Specializing in Buffets and China Cabinets

ORILLIA, ONTARIO
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Prospects are Good

For Furniture Dealers this Season

A well selected stock of gift

furniture will increase your
sales and profits, and please
your customers.

Our goods are made to please

No. S15 Smoker
Oak Finished Fumed

Order Early

Our catalog No. 49 can assist

you. It shows our full line.

A postcard insures it being
sent to you, with price list.

Enquiries g'iven promp attention

No. S16 Smoker
Oak Finished Fumed

No. 20 Folding Book Stand
Fin. Golden

No. 22 Card Table—Top 30" x 30"
Finished Fumed Oak and Mahogany

No. 16 Non Tip Chair
Finished Natural

OTTERVILLEMANUFACTURING CO., Ltd
OTTERVILLE ONTARIO
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No. 485E— BEDROOM SUITE (Queen Anne)

Birch, White or Ivory enamel Finish. Plain British Plate Mirrors

ROM the tree to the finished

product— that explains the

preeminence of Knechtel in the

Canadian Furniture field to day.

It means that the utmost care is

taken during every step of the

manufacture of Knechtel Furni-

ture ''from the tree to the finished

product/' and it also makes pos-

sible the unusual values we are

able to offer.

THE KNECHTEL FURNITURE CO.
LIMITED

HANOVER ONTARIO
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Your Sales

Will Increase

When You Offer

Your Customers

The Famous

MEAFORD LINE

SELLING AT A
MODERATE PRICE

New and attractive suites and
pieces constantly added to the

Meaford line make it the

brightest and most up-to-date

that a dealer can handle.

They are designed and priced

to meet the present-day de-

mand for furniture of moder-
ate cost.

Write today and get full par-

ticulars.

YET EQUAL TO
THE FINEST

The Meaford Manufacturing Co., Limited
Meaford — Ontario
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No. 905 Buffet. A
beautiful example of the
work of the Andrew
Malcolm shops. Two
tone walnut finish.

npHE Andrew Malcolm workshops are more than
^ ever concentrating on those productions which
strike a big appeal to the people who demand the

finest. This does not mean fancy prices and doubt-

ful values. On the contrary— when you sell an
Andrew Malcolm product you have the satisfaction

of knowing that the customer is receiving one hun-

dred cents' worth of value for every dollar invest-

ed—and what is more, the customer knows it too.

The

Andrew Malcolm Furniture
Company Limited

Kincardine - Ontario
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Lines To Increase Your
Christmas Sales

Illustrated on this page are a few

timely lines that will brighten

up your Christmas offerings and

increase your sales. Every piece

represents unusual value.

No. 6D4G Nest of Tables

No. 6539 Umbrella Stand

No. 6466 Curate

No. 6973 Sewing Cabinet
No. 6108-6109

Telephone Table and Chair

No. 9051 Spinet Desk No. 3712 Tea Wagon

ORDER NOW AND AVOID DISAPPOINTMENT

Panada puRNiiuREManufacturers
Limited

Head Office, Woodstock
Permanent Show Rooms, Toronto

Factories at Woodstock, Walkerton, Wingham,
Waterloo, Kitchener, Seaforth

Western Distributing Warehouse: Winnipeg. Mont-
real Sellng Office: 364 University St.
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No. 2025 Plain Oak Bedroom Suite

Vanity Dresser
Top 47" X 18" Mirror 18" x 40" Side Mirrors 8" x 14"

Bed: 54" Slat

This handsome plain oak bedroom suite
is decorated with walnut panels. It may
be had in either Venetian Grey or Old
English finish. Prices on request.

Chifforttte: 35" x 21"

Dresser: Top 45" x 21"

The Krug Bros. Company, Ltd., Chesley, Ont.
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suite 5242

Gaining in Popularity

New and attractive designs, the best
of workmanship and genuine values
keep this popular range of Reed Fur-
niture constantly in the public mind.
You'll find the same pleasure and pro-
fit in handling it as you have no doubt
already experienced in our other lines

of Kitchen and Bedroom Chairs, Din-
ing Room Suites and Chairs, Living
Room Chairs, etc.

The North American Bent Chair
Company, Limited

Owen Sound, - - Ontario
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COMBINATION
BABY CARRIAGE AND STROLLER

HERE is the very latest thing in the Baby Car-
riage world. It s a combined Baby Carriage
and Stroller and is just as satisfactory for

one purpose as it is for the other. This conveyance
is made with all the grace and comfort of a large

Baby Carriage and yet it has the lightness and ease
of operation of a small Stroller. It will save the

consumer the expense of two rigs and should be the

largest selling carriage in Canada next season. Ask
our salesmen to show you these new combinations.

Manufacturers of Lloyd Loom Products

HEYWOOD-WAKEFIELD COMPANY OF CANADA LTD. 1

Successsors to the Lloyd Manufacturing Company

ORILLIA ONTARIO
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Canadian Furniture Manufacturers' Exhibition

at Coliseum^ Exhibition Grounds

Toronto, January 8th to20tb, 1923

The Committee has been successful in securing this Build-

ing — the largest of its kind for trade exhibitions in the
British Empire, comprising 230,000 square feet.

Ten of the largest furniture manufacturers have already
taken space. Floor plans on file at office. Early applica-

tion for space is desirable.

This undoubtedly will be the largest furniture exhibition

ever held in Canada.

Furniture Manufacturers'Exhibition Committee
W. J. Craig: Office, 215 Victoria Street, Toronto

A Kitchen Kabinet of Many Features

The Knechtel Kitchen Kabinet here

illustrated represents the last word
in this type of merchandise.

Extraordinarily strong to stand the

hardest service; cleverly constructed

to be of the greatest assistance to the

busy housewife; compact to occupy

the smallest space possible—these

are the features that are selling

Knechtels throughout Canada.

W^liy not get your share of the business ?

KNECHTEL KITCHEN KABINET
HANOVER ONTARIO
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No. 41228

No. 41228—Air Castles, liy Maxfield Parrish, a prt-tty

colored i)riiit. in li inch enihossed frame of Antique
Gold, and colored in Blueish and Grey tones to matcli
colors in picture. Companion subject "The Dinky Bird."
Glass size 11 x 15 inches.
Other Parrish subjects in 'ame series "The Sugar Plum
Tree" and "Wynken. Blyiiken and Nod," may be iti-

cludetl in an assottmenl.

WHAT TO GIVE?
GIVE PICTURES!
Our framed picture line is complete, and resplendent

with "gift pieces" suitable for every taste. The subject
illustrated is one of the many popular and dainty designs
appearing in catalogue "L".

We suggest that you consult our catalogue, or visit

cur show rooms before placing your Christmas order.
We carry many lines in stock for immediate shipment.

Phillips Manufacturing Co. Ltd.

TORONTO CANADA

A Complete Line of Mattresses
Featuring our two Leaders

— 'ARISTOCRAT"
AND

"WELLWORTH"—
pUSTOMERS buy mattresses for rest^ and comfort. If they get it, their mem-
ories of the store are of the pleasantest

kind. If not—obviously you don't want
to sell any other kind of mattress. So why
not sell the ones you know will give satis-

faction
—

"Aristocrat" and "Wellworth"

and are the last word in comfort, lightness,

durability and sanitation.

All mattresses finished with Droll roll edge

with stitches one inch apart making them
uniform and neat.

Full details of our complete line are yours

which contain 100 per cent pure Java Kapok for the asking.

Standard Bedding Co. - 27-29 Davies Avenue Toronto
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Reliability

One of the most essential things from the dealer's standpoint, is the
RELIABILITY of the manufacturer from whom he buys.

Of necessity much of what he sells has to be taken on trust and the fact

that he can place RELIANCE in the Manufacturer whose goods he sells,

helps him in his relations with his customers.

A Mattress is one of the easiest of all things to misrepresent, as very
few people look beyond the attractive cover.

We use nothing but new material, no shoddy or second-hand pulled stock.

Our Mattresses are always exactly as we represent them, and our printed
guarantee is attached to every one.

It pays to deal with people of proven RELIABILITY.

The National Mattress, Felt & Batting Company
340-342 Gerrard Street East

ggJHHHlMliaiglHHiaHlliaHHSlglHiaiSBlSISIl'lllllSlElMliaillMlISS
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"Better Quality Furniture"
Coombe Furniture has created an enviable reputation for saleability

among dealers who have carried it and is today enjoying an ever-
growing popularity with the public. Whether they be large pieces or
small they are characterized by fine craftsmanship and beautiful design.

COOMBE
CREATIONS

Dealers should investigate our line

of high class guaranteed upholstered
furniture. We also have a large
selection of Tapestry Cut Velvet and
Mohair for dealers' selection.

Prices and particulars gladly
furnished on request

.. —J

r
The F. E. COOMBE FURNITURE GO. Limited

Kincardine . . . . . Ontario

SI
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Rishel Sanitary

"Ventibestos" Table Mats
Orderi Filled Promptly by Express or Freight

The ONLY Mat with
a centre of CORRUGAT-
ED ASBESTOS.
Our mats are five ply

consisting of one heavy
sheet of corrugated as-

bestos between two
heavy shets of wool felt.

These are firmly quilted
together and enclosed in

a removable flannel cov-
er. The cover consists

of white cotton flannel

on one side and green
Kearsag- Plush on the
other. Th're is no pos-
sibility of marring the
table top when our Ven-
tibestos mats are used.

Round or square are the
same price. Unless
specified will always ship
round mats.

Orignated and sold
only by us. This Solid
Fumed Oak Display
Rack absolutely free to
our dealers. Write us
for particulars.

100 per cent Efficient

The Silent Salesman

Special attention given to Canadian orders,

J. K. RISHEL FURNITURE CO.
WILLIAMSPORT, PA.

Dining and Bed Room Suites
"We make all our own Chairs and Dining Tables."

!iEi!li:i:iiniM iiliil'!liiliiiiiliiliiaiiiiiB:iinliilii

Steady Sales
All YearRound
Ball I'^urniture makes a

strun<i" a])])eal to the pub-

lic today hecaiise of the

unusual v a I u e offered.

Ever y piece i.s

well made and
well finished—the

product of careful

workmanshij) s'ov-

erned hy the

<now!ed£^e of what
is most in demand.
vVe will gladly

furnish full infor-

mation on this

iiKjderately ])riced

line.

II

Ball Furniture Co , Ltd.
HANOVER - . ONTARIO

GENDRON DOLL CABS

We have

the largest

range of

DOLL CABS
with reversible

gears

shown in years

A
real surprise

Mr. Dealer write us for Cuts and Prices

Our line

of wood
and reed

DOLL CABS
is very large.

See them.

They are the

season's sensation

The Gendron Manufacturing Go,, Ltd.
Toronto
(Canada
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PICTURES, FRAMES, MOULDINGS, MIRRORS, TRAYS, ETC.

In wishing our customers a wonderful Holiday Trade we would take this op-

portunity of announcing that our new lines in preparation for 1928 will con-

tain a large addition of new and unique creations.

MATTHEWS BROS., LIMITED
The big Canadian Moulding House

1906 Dundas Street West Toronto, Canada

CURBED.
FURNITURE

Until you have handled this line

you will never realize the maximum
satisfaction and profit that can

be obtained from Reed Furniture

sales.

Let us send you full particulars at once.
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No. 7535 Chair-Seat 20" Wide, Back 24" High, Spring filled Cushions

on Spring Construction

Rocker and Settee—6 ft. Long to match

i J. B. Watson Furniture Company Limited
|

Kincardine Ontario

o

ALWAYS IN SEASON

fflPEERLESS®
' I FOLWNG TAI5L&

A compact, handy, attractive table

that answers many needs and is a brisk

seller.

Keep a Peerless where it will be seen;

it will bring profitable business.

Have you written about our special gross lot offer? Hourd & Co., Limited '"'M.'^XTurers LONDON
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A Kapok Mattress
and

Royal Box Springs

make the most comfortable bed imaginable. The mattress (100%
Kapok) is light, resilient, and beautifully covered. The springs are

noiseless and contain the best materials obtainable.

Increase in the price of Kapok that will effect the selling price of

mattresses very shortly, makes the present moment the time to

replenish your stock.

Write to-dayfor prices and particulars

Also manufacturers of Lambs' Wool and Felt Mattresses, Down
Comforters, Down and Feather Pillows, etc.

The Canadian Feather & Mattress Company
LIMITED

TORONTO and OTTAWA

:iiiiiiiiiiiiiiiiiiiiiiiiiliiii:::;iiiiiiliiilliiiiliiiiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiNiii^
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MIRRORS
That Express

INDIVIDUALITY

Dealers who discriminate show a marked preference for

our Mirrors of Merit.

Each frame is made and finished in individual style, just

as a fine piece of furniture was made by the old Crafts-

men.

No. 7860, 16 X 28 in
,
Stippled gold and Burnished. Poly-

chrome ornaments.

No. 7860
Frame only, $6.00; with Mirror, $12.75

I J. H. WALKER LIMITED
I Manufacturers^ Direct Representatives

I 524 Foy Building, 32 Front Street West - TORONTO, CANADA
.fsHiSiaiEiigHsiaisssiiaiaHisissjiaissisiisiaBsiB'SiHiSBiissiB
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Mundell Furniture
Delishts the Critical Buyer

In construction, in design and
in finish Mundell I'^urnitin-e

stands the most critical in-

spection, h'or that reason it

is capable of giving- years of

service \\hile still maintaining
its original attractiveness.

Mundell furniture is the kind
for you to handle if you are

desirous ul building PER-
MANENT business.

All kinds of Living-Room Suites, Tables,

Chairs, Telephone Tables, Smokers'

Stands, Etc. Etc.

1

No. 950 Chair

i JOHN C. MUNDELL & GO. LTD., ELORA ONT.

CEDAR CHESTS
Readily saleable for

Christmas Trade with

good margin of profit.

Made from the Gen-

uine Tennessee Aro-

matic Red Cedar.

Large Stock for immediate shipment. Write us for Catalog and Prices.

J. H. Connor & Son, Limited : Ottawa, Ontario



NOVEMBER, 1922

>;

>;

>:

»
>;
>:

>:
>:

>;

>:

>:

>:

>;

>;

>;

>:

>;
>:

>:

>;

>;

>:

>;
>;

>:

>;

>;

>;

>:

>:

>;

>;

>:

>:

>;

>;

>;

>;

>;

>:

>;

>:

>;

>;

V.
>:
>;

>;

>:

>:

>:
>:

>;

::

>;

>:

>;

>;

>:

>;

>]

>;

>i

>;

>;

>:

>;

it:
-

^

VOLUME XII

Furniture World
Subscription price is two dollars per year.

llllllllllllllllllllllllllllllllllllllllll!ll!llllllllli:illlllllllMIIIII

NOVEMBER, 1922

iiiiiiiiiiniiiiiiiniiiiiiiiiiiimiiiiiiiiiiii

Number 11

IN THIS ISSUE READ
Art of Furninhiny and Di'coratiny 48

Anthes Baetz Furniture Co 7

Better Furnitihed Honicfi 44

Ball Furniture Co 31

Beaver Furniture Co 1^

58
33
24
19
30
34

79

Correct Windoiv Lie/h ting

Canadian Feather & Mattress Co. . . .

Canada Furniture Manufacturers . .

C. E. 0. Combination
Coombe Furniture Co., F. E
Connor & Son, J. H
Dominion Oilcloth & Linoleum

Editorud
Electrically Fitted Furniture

Finn with World Wide Reputation

Faithfid RepreHentatiov of Me7'chandif<e

Gettiruj More BuftiyiCKn

Gendrbn Mfg. Co
Globe-Wernicke Co., Lid. (The) 14

Gold Medal Furniture Co 1

Hoiv Johnston Became Profipcrons

Heywocd, Wakefield Cj
Hourd & Co

Imperial Rattan Co., Ltd. (The)

Jacques Furniture Co

Knechtel Furniture Co
Knechtel Kitchen Kabinet Co
Kroehler Mfg. Co., Ltd
Krug Bros
Krug Fuinituie Co., H

Let'N Talk it Over
Leggett & Piatt Co
Lippert Furniture Cj

Montreal Furniture Stores

37
42

69
70

49
31
-IS

39
27
32

18

9

21
28
11
25
3

41
82
8

68

Mr. Cawkell's Revieic of Business Situa-
tion 51

Matthews Bros 32
Malcolm Furniture Co., Andrew 23
Malcolm & Hill Furniture Co 6
McLagan Furniture Co., Ltd 12-13

Meaford Mfg. Co 22
Montreal Upholstering Co 78

Nine Out of Ten Merchants Fail 61
National Mattress Felt & Bedding Co. 30
Noel, G. & Co 80
North American Bent Chair Co 26
North American Furniture Co 65

Oliver & Sons, J 80
Otterville Manufacturing Co 20
Owen Sound Chair Co 65

Period Furniture 52
Phillips Mfg. Co 29

Quebec Retailers Good Merchandisers.. 75

Rishel Furniture Co., J. K 31
Ruddy Mfg. Co., Ltd 82

Show Card Writing 56
Satisfaction to Custoniers 72
Secret of Success 74
Schierholtz Furniture Co 2

Specialty Upholstering Co., Ltd 10
Steele, Jas. & Co 82
Stratford Mfg. Co 16
Stratford Chair Co 17
St. Lawrence Furniture Co 77

Upholstering 54

Value of Show Card:; fO

Walker, J. H 33
Watson, J. B 32
Woeller, Bolduc Co 4-5

>:

>;

>:
>;
'if.

>;
>;

>;

>:

>;

>:

>:

>:

>;

>:
>:

>:

>;

>;
>:
>:

>:
>:
>;

>:
>;

>:
>:
>:

>;

>:

>]
>;

>;

>:
>:

>;

>:

>;

>;
>:
>;

>:

>;

>;

>;
>:

>;

;.

>i

>;

>:

>;

>;

Hugh G. MacLean Publications Limited
Thomas S. Young, Managing Director

Head Office: 347 Adelaide Street West, Toronto

Branch Offices:

Montreul Winnipeg Vancouver

119 Board of Trade Bldg. 302 Travellers' Building W.nch Building

Chicago Mew YorK

14 West Washington St. 296 Broadway



Honor!

GREAT BRITAIN is going to pay to the last farthing irre-

spective of whatever any other debtor nation does. Eng-
land moved first in the matter of debt settlement, even

before the people of the United States realized that nearly half their

war debt represented loans to the Allies. England moved promptly

because she meant to pay and to collect from her debtors if possible.

The majority of people in this country do not understand the

word "honor" as respects debts and endorsement as the English

understand it.

If an Englishman introduces a friend to his tailor, it is as an

introduction to his club ; the introducer is responsible for any debt.

The tendency of this country is to regard the tailor, the butcher

or the grocer, or the merchandiser of any sort, as indebted to the

introducer for a new customer.

If bank officials or bank directors were held responsible for the

introduction of new customers, larger salaries would have to be paid

and business might be very much restricted.

One of the largest banks in New York was not long ago sur-

prised because the youngest director on the board promptly stepped

up and paid the debt to the bank of a young merchant who had failed.

The bank director said "I introduced this young man to the

bank for credit, believing in his ability to make a success of his busi-

ness. For a time he made a very decided success a,nd appeared to be

above the ordinary in the intelligent handling of his business. Then

came the big shrinkage in values which swept him over. I believe

the bank extended this credit because of my introduction and though

I don't believe, generally speaking that directors should be financially

responsible for bank introductions, I felt I had a personal responsibil-

ity in this instance, which I could not overlook.

—Barron's Weekly [N. Y. )
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Following

up their

Advantage

\
the

tiire

meeting- of

retail furni-

dealers of

Hu6h C MacLean Pviblicat loiis Lii

Toronto Montienl W.iinipe^ Va..<

1 laniilton was held

on the evening' of

Thursday, Nov. 2, in the Royal Con-

naught Hotel to discuss the results

of their "'lletter l'"urnished Homes
Week," and consider further co-

operatise activities. It was an oilimistic and

well-satisfied gathering. .\11 were agreed that

the idea was good and that it should he de\el-

oped into an annual e\ ent. Some said that there had

heen direct results noticeable in their business during

the week, while others hesitated to say this much,

but ex'eryone a])])eared to be convinced that the ef-

fects of tile campaign would be felt throughout the

season, which was considered of vastly greater im-

portance than any |)assing stimulus. The unanimous

feeling was that next year, with the ex])erience gain-

ed, the campaign ct)uld be ]jut on in an even more

effective way, and that certain features which, in re-

view of the e\ent, showed weaknesses could be im-

proved.

Perhaps the most important immediate result of

the "Better I<"urnished Homes Week" is the decision

of the dealers to form an organi/.ation and work to-

gether for the pur]K)se of getting more furniture satis-

factorily sold to the people of Hamilton.

Many interesting suggestions were brought uj) at

their meeting, which furniture dealers in other cities,

who may be contemplating similar campaigns, will

no doubt find of value. It was emijhasized by several

of the dealers that, instead of getting- back to the or-

dinary price-featuring ad\-ertisement exclusively, it

was necessary to continue to dwell on the "Better

Homes" idea in their publicity in order to get the full

effects of the acKertising done during the campaign.

It was also suggested—and the idea was faxorably

received—that co-operative advertising over the sig-

natures of the furniture dealers could be used to good

advantage. This scheme could ])e applied most ef-

fectively, it was thought, in boosting the sale of furni-

ture for Christmas gifts.

One of the merchants expressed the \icw that the

last week in September would ha\e been the best

time at which to hold the campaign. With the vari-

ous fall fairs being carried on at that time, people

woidd be in the exhibition mood and, he thought,

more ready to visit furniture displays in the stores,

besides which it would leax'e the full selling season

ahead, in which to reap the harxest from the seed

sown.

Two or three of those ])resent were strongly in

favor of holding two "Better I'urnished Homes
Weeks" in Hamilton in 1923. one in the s])ring around

April, and the other in Se])tember. or October, as sug-

gested. There was some dilYerence of o])inion in this

FUF^MT,URE
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regard, but the majority were ready

to gi\'e thj^ twice-a-year idea a try-

out for once.

The general feeling was that the

lecture was a most important one.

Some felt that it could have been

more effecti\e, if more attention had

been i)aid to ])ractical demonstra-

tion. In this connection the inter-

esting suggesticm was forthcoming from one of

those present that an illustrated lecture, show-

ing various rooms with dift'erent furnishing- schemes

on a screen, would be ideal from the standjjoint of

])utting it across with the i)ublic.

Another idea which it was felt W(juld be very he!])-

ful was a mo\'ing ])icture illustration (jf the various

manufacturing processes in the i)roduction of furni-

ture, right from the lumber in the forest down to the

finished article.

( )ther suggestions were : Another contest, after

the kind of the nail guessing competition, for the pur-

pose of drawing people t(j the stores; acticm to secure

the estal)lishment of a course of interior decoration

in the local technical school ; arrangements in future

campaigns to have the stores stay open one or two

nights for the benefit of that element of the public

who could not find oi)portunity to visit them during

the day.

Mr. T. Lyie Blogg-, of the Home Furnishings Bur-

eau, who was responsible for calling the meeting, de-

clared that the formation of a retail association would

be very adxantageous to all. From the standpoint

of the Bureau it
,
would be hel])ful, inasmuch as it

would ])ro\ide an organization through it could deal

in carrying on "i^>etter hTirnished Homes" cami)aigns.

Interest was added to the jjroceedings of the meet-

ing by a most informative talk gi\en by Mr. Wm.
Cawkell, secretary of the I'Tu-niture Manufacturers'

Association. Mr. Cawkell briefly outlined some im-

])ortant pha-es of the situation in the furniture indus-

try, and also presented interesting data on industrial

conditions generally. A resume of his remarks ap-

pears elsewhere in this issue.

* * *

In these days, business men of

every industry are studying the

situation with regard to ])rices very

closely. The general opinion seems
to be that for thi' present, we have

\fry botlDui of the decline and

there are indications of an upward
hi> tendenc\- has beconu- e\ident

the basic commodity markets, such

cotton, hidrs, and certain grades of

he first three il.'uis, steel, cotton

General up-

ward trend

in market
Prices

ri'aclied the

that alreadx

tencK'nc}-.

in most of

as stec'

lumber. i iie ursi imee lu'uis, sicei, cotton and
hides, all enter, more or less, into the production of

wirious classt'S of furniture, and their higher i)rices

add to the manufacturers" costs.

The last item, lumber, affects the industry to a



FURNITURE WORLD

still t^reater dei^rcc, li(j\vc'\-cr. I'lain oak is one ijracU'

of luniiber which has siiowii a considerable adxance.

As to whether furniture increases are t(j 'be expected,

opinions are divided. One furniture manufacturer

who is also connected with the lum'ber busii^ess,

holds the view that there will be a continued up-

ward trend. He bases his contention on the fact

that in the district in which he is located, lumber-

lacks who ha\e been ,^ettin,^' $1..^0 a dak and their

keep are beins>- offered an extra dollar j)er day to '^o

to U.S. concerns, and many of them are doinj^' so.

This manufacturer believes that there will he a short-

di^e of labor and hii^her wa^es as a result. Not all

o])servers are agreed upon this, however.

I'late .^lass, another item which enters largely

into certain grades of furniture, has recently advanc-

ed 12 cents. It is n(»w actually being sold at a high-

er .pricj':', than mirror i)late. M i'rror 'plate dealers

claim that this is a condition that cannot long exist

and that the i)roducl they handle must advance pro-

]jortionately. A factor which bears upon the other

side of the ([uestion is the \erv large increase in the

importation ()f mirror ])late from llelgium, the rate

of importation this year showing ahout 200 per cent

increase over last year.

The advance in cotton ])rices which is immedi-

ately reflected in the textile industry is responsi])le

for an upward movement in upholstered goods.

It will be seen that there are several factors which

would seem to indicate that a general stiffening of

the market is inexitable. On the other hand, it is

true that wide-awake furniture manufacturers realize

that the worst possible thing for the industry at the

present time would !)e a ])remature effort to reaj)

profits in their business before (basic conditions war-

rant it. They also realize that the safest way to in-

crease their net earnings at the present time is 'by

increased turno\er. It is estimated that the industry

is now running to about 70 ])er cent normal output.

If this were increased to 100 per cent it would lessen

the jjroportion of (overhead to sales and would im-

mediately ])lace the manufacturers in a scnmd jxisi-

tion. h"ew, if any, are making money at the moment,

but they will be very careful not to take any step that

would retard the present gradual ini|)ro\'ement of

business conditions. The jjolicy will be to reduce

overhead margin by boosting turnover rather than

to take a risk of checking prospecti\'e trade expansion.

* =|: *

An imjKjrtant event of the year
Exhibition j,p3^ ^^.^^^^^ theviewpoint of thefur-
will be

niture industry and associated
Bigger

trades, will be the i-urniture and
than ever

| |,,use 1-urnishing I'xhibition which

is to be held in Toronto, January 8-20. This

exhibition lias ])een an anual affair for se\'eral

years jiast, but on this occasion it is to be put

(jn on a bigger scale than has e\er been attem])ted

Ix'fcjre. From the indications alreatly in es'idence,

there seems to be no doubt that it will greatly excel

the efforts of ])revious years.

This exhibition is probably unique in that it is

intended exclusively for the benefit of retail dealers.

Last year the pu'blic was permitted to attend the

event, but this year the display will be open to deal-

ers, only, from 9 a.m. to 6 p.m. It is ])ossil)le, how-
ever, that the i)ublic will I)e invited to attend on one

evening during the week.

'i"he furniture h'.xhibilion Committee, secretary,

Mr. W. I. Craig, whose headtpiarters are at 21.^ Vic-

toria .St., Toronto, have secured the use of the Coli-

seum, at the Canadian Xati(jnal F.xhibition grounds,

for the month of January. This building, which has

a floor space of 230,000 square feet, is admirably

adapted to the purpose of a furniture display. There
will be an office in the building for the use of deal-

ers and exhiibitors, and a first-class cafeteria and din-

ing serxice will be ])ro\'ided on the second floor.

The expansion of the scheme, as comi)ared with

last year, may I)e judged when it is ]xjinted out that

it was then held in the same building, I)ut the dis-

l)lay on that occasion occupied some 75,000 square

feet, as compared with the 230,000 square feet which

next January's exhihit is i)lanned to cover. This is

partly accounted for by the fact that it is the inten-

tion of the committee to include all makes and grades

of house furnishings, as well as furniture. In view

of the increasing tendency toward the sale of a com-

plete line of furnishings in furniture stores, there is

no question but that this will be an added attraction

from the viewi)oint of the retailers. \ot only will

all makes and grades of furniture be displayed, but

also such lines as sto\ es, refrigerators and electrical

goods, together with draperies, rugs, etc. The event,

in fact will offer an unparalleled oj)|)ortunity for fur-

niture buyers to see, in the most convenient manner
])ossiible, all the lines of merchandise in which they

are interested, and to compare them with one an-

(vther. That a very large number of dealers from all

])arts of Canada will take advantage of this service

which the manufacturers are offering- them is un-

questionable. Reservations will he made at the dif-

ferent hotels for the viisiting dealers, if they will get

in touch with Mr. Craig at the address mentioned

abox'e.

"Although as a rule the ])ul)lic knows little about

the technical side of furniture, 1 have been surprised

sometimes at the amount of knowledge of furniture

])ossessed by |)r(jsi)ecti\e buyers." This statement

was made by a lady in charge of a section of a furni-

ture department to a representative oi "Furniture

World." She added : "This is due in part I ihelieve.

to the articles on fm-niture in many magazines."
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An Interesting Story

—

How Johnston Became Prosperous
A Fertile Brain Constantly Evolving Nov-
el Selling Stunts—A Big Business Grow-
ing Bigger—Taking Care of the Crowds

A live man witli iu)vel ideas of creating- busi-

ness is Mr. O. P. Johnston, owner of Johnston's
Furniture Store, 707 Queen Street, South-west
corner of Queen and Broadview Streets, To-
ronto. Mr. Johnston lias been at this corner for

the last fifteen years, lie carries on business

in a modern three storey brick store, and has

found this location to be a good one for a re-

tail business.

The whole store occu;)ies a ground space of

about 150 by 50 feet including- a warehouse. The
store itself has a furniture display sj^ace of some
1,500 square feet—in addition to this there is a

large basement with a floor space of al)out 400
square feet. l*>oth store and basement ha\/j

high ceilings that relieve the crowded imi)res-

sion one .sometimes gets in low-ceilinged stores.

Our representative commenced his tour of

the store from the basement. A noticeable fea-

ture here was the great variety of stoves; there

were also kitchen cabinets, chairs, tables and
all furniture that is necessary for the kitchen.

On the next floor up, the ground floor, there

living room furniture, such as fancy chairs and
armchairs. liaby carriages are also displayed
here. The to]) floor is devoted exclusively to

])edroom furniture, including brass 'beds, wood-
en beds, mattresses, chairs and tables as well as

complete suites of various designs. The store

has plenty of show space. The ground floor

windows facing" Queen and liroadview, ha\e a

total length of about 72 feet, with a uniform
height of about twelve feet. Here it is ])os-

sible to make four large display rooms or they
can be used to show eight different settings.

The present display includes a very nice 'blue

uj)h(jlstered wicker parlor suite, and a dining
room set in tlie front windows facing Queen
.Sreel ; the side windows are given up entirely

to the display of McL'lary's sto\ es. The second
tloor windows ha\e the same display space as
the main floor windows, but lia\e not been
gi\ en the background, though this can be done
if desired. Here are displayed sudn articles as
linoleum and oilcloths, hanging car])ets and
draperies, rugs and baby carriages, and various

1^ l@l

General view of ground floor of Johnston's Furniture Store from entrance

is displayed everything pertaining to the din-

ing room, such as tables, chairs, dressers, hall

mirrors and racks, also toys, floor lamps, vac-

uum cleaners, electric and non-electric. The
second floor is used for the showing of uphol-

stered furniture, carpets, rugs, linoleum and oil-

cloths, curtains and draperies, and all kinds of

other goods that make a good display at an

elevation.

In connection with the store there is a ware-
house and shipping rt)()m of some 50 feet l)y 50
feet. Two motor trucks are used for delivery

pur]X)ses and space is allowed for both to be

loaded at the same time, the platform being in
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line with tlie body c)f the trucks, thus making'

it easy for loadinj^ or unloading.

The office staff consists of Mr. R. W. Cam-
eron, manager, wlio hails from the land of the

bonny heather, a ])ook-keej)er, three salesmen
and eight other hel])ers. The business is tran-

sacted on the cash or credit system. A full set

of 'books are kept on modern ])rinci])les.

Features of Demonstrations

Mr. Johnston believes that novel selling

plans and demonstrations are good for business.

He is fertile in ideas and 'has originated many
unique stunts. Among the latest schemes
staged in the store was a "pumpkin pie" demon-

Another year Mr. Johnston got a jar anrl

filled it full of all kinds of beans and had peo-
]jle guess the numl)er of l)eans in the jar. Vur
this the successful comi)etitor won a gas stcne.

Mr. Johnston's biggest stunt, however, was
prol)ably his l.^th anni\ersary celebration which
was held in October last and was carried on
for a whole week, when tea was ser\ed t<j all-

comers and roses were given to all the ladies.

This also was a great success and Mr. Johnston
made many friends by this scheme.

Then the latest and most recent stunt was
on the night of Hallowe'en when he had a
crowd of some 2,000 people, and it was neces-

Interior view of second floor of Johnston's Furniture Store

stration, the pies being cooked on McClary's

stoves. One clemonstration took place at 3 p.m.

and another at 7 p.m. Some 450 pies in all were

cooked on two stoves, and were sold at a nom-
inal charge of 10 cents each, which merely
covered such expenses as cooking, material and
help. I'he demonstration was a great success.

Mr. Johnston was telling" the Furniture World
representative, who was present at the demon-
stration, that these "stunts," as he calls them,
open up new ideas for him. They give increase

in sales and as well give him inklings for new
stunts, thus adding to his general plan for get-

ing new business. He has held other stunts

besides the pum])kin pie, which is really an an-

nual affair, but it takes a different shape each

year. A former idea was to go out into the

country and select the biggest pumjjkin he

could see, and bring it into the store, i)ut it in

the window and have anyone who wished ^couic

in and guess the num'ljer of seeds in the puni])-

kin. 'JMiis guessing contest aroused a great deal

of interest, not only among the children but

among the elder peo])lc. It was necessary for

everyone wishing to be considered a competing
candidate to come into the store and register

his name and address and, of course, his guess,

rhe winner was awarded a kitchen cabinet.

sary to have special ]Jolicemen to regulate the

public. 50 pounds of candies and many apples
were given out to all the children lucky enough
and able to get any where near to the store.

At Christmas a space occupied by furniture

is cleared and toys are brought out and the win-
dows are used to specially display them.

The success of the store is attributed to

service and fair dealing and the quality of goods
sold. The people are not ill-advised on any
piece of furniture. They know what they are

getting when dealing with Johnston's Furni-
ture Store.
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Let's Talk

It Over

This is Your Page— If You Have Any Problems

Let's Hear Ttiem—If You Can Solve the Other

Fellow's Problems, Lend a Helping Hand

Ha\e yiiu any pruiblems in your business?
I!ii\v often lia\e you felt the need of a heart-

to-heart talk with some other furniture men?
In large org'ani/:atit)ns the various members

of the staff i^enerally get together and exchange
ideas.

But the staff of the average furniture store

is too small for this.

Conventions were devised for just this pur-

pose. Hut conventions come once a year, while

problems need sohing e\ery day.

Local conferences are \'aluable i.e. between
the members of different firms in the same town.
However, local conditions and jealousies too of-

ten make these impossible.

It was after turning these things over in his

mind, no doubt, that one of our readers makes
the suggestion—Why not a Dealers' Correspon-
dence Column, in l'\irniture World?

The idea ap])eals to us. So it did to a dozen
or so retailers to whom we have mentioned it.

They say they have (|uestions of their own to

ask and will gladly give their assistance in ans-

wering others.

So we're ready to try it. This column is

open to you, to introduce such matters for dis-

cussion as will result in the betterment of the

trade in general, and your own business in par-

ticular, i'ring your j)roblems and let us try to

find out how they have been sohed by others.

It is imjxjssiible to say what line the discus-

sion may take but, for a start, here is one man's
problem, it is, as he says, of vital importance.

^\ ill you write to this colunm and give him the
benefit of your experience?

How Do You Handle Furniture
In Delivery?

North i!ay. Out.

luiitor, h'urniture World, l\)ronto, ( )nt.

We have read many very interesting- articles
of your publication but have never yet seen an
article describing fully how the big furniture
firms handle the goods in delivering them. We
believe that if this matter were studied carefully
and an article written on this subject, describing-
how each article is handled, how placed on the
truck, and all the safeguards that are taken to

]M-event damag-e, etc., that it would be very
helpful to furniture retailers, and -would be the
means of saving consideraible loss due to dam-

This may seem to you a very simple subject
but we can assure you it is something that is

of vital importance to the furniture retailer. W e

have graduated into the furniture business from
the hardware business and while we are doing
a real big business in this line, yet we have
ne\ er had the advantage of having been trained
in the furniture business, and we believe that
articles describing- how to repair damaged fur-

niture, and re-finishing, etc., would i)e \ ery
much ai)preciated. Descriptixe articles, such as
the article on uphf)lstering in your last issue, aj)-

pealed to us very strongly.

^'ours truly,

[. S. Richardson

;::=;;::=;::i;;::ii;;::i:;::i:;::i::i:;:;[;;j^ :::i::::i::::i:::i;::
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The Montreal electric fraternity recent-

ly exhibited a model electrical home.

A feature of the furnishings was a

wired bedstead for the ready use of

such things as reading lam^s, foot

warmer, bottle warmer and so on.



This illustration shows the dining room
in the same home where the dining table

and the tea table are both wired. There
is an increasing demand for this modern
luxury in furniture design.

.i...i....i,mi.,..i.,..i.i.ii;„i;;..i;i,
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London and Hamilton Put Across the

''Better Furnished Homes" Idea

*

1.1)11(1(111 I'uniiturc ilfaltTs recciilly put on a

"licttcr l*\irnishc'(l Jlunies Week.'' U went like

a prairie fire. Hamilton followed suit and like-

wise i)ut it across in a big' way. Other cities,

ha\ in,L;' the opportunity to see what has been ac-

complished in these two instances, will undoubt-
edly try to emulate and excell them.

The biggest part of a sales or adxertising
campaign is, generally speaking, not the actual

execution of it, but the ])lanning and preliminary
organization. In both these cities, the "Uetter
I'TuMiished 1 lomes Week," carried out under the

auspices of the Home Furnishings Bureau, was
a praiseworthy exam])le of care-

ful planning and complete organ-
ization. The scheme was drawn
up in complete detail 'beforehand.

A big sup|)ly of ammunition was
in readiness. The batteries were
in place. IC\ery man was at his

post and knew udiat was expect-

ed of him. All effort was con-

certed and co-operative.

In both cities the organization
for the event was practically the

same. It included six commit-
tees, whose duties were outlined

as follows :

—

\ie\\' iiiinislers and re(|uesl them to ])reach ser-

mons on the Sunday before the camj)aign week
started dealing with such (juestions as the value
of proj)er home einironmejit and its influence

on the character and education of the ])eople,

its effect in the ])revention of crime, etc. This
committee alscj \isited the high scho(jls to in-

terest the classes in attending" the lectures and
\isiting the dealers stores.

Propaganda Committee

this committee
a campaign of

The duty of

was to conduct
educational propaganda in the

newspapers, telling the history and romance of

furniture and its influence on the every day li\ es

of the people; to talk about the "I'^UMiiture Fash-
ion W eek" and the furniture to be exhibited,

mentioning the inexpensive as well as the costly

furniture and telling' how 'Canadian factories

can turn out beautiful furniture at low price,

etc. This committee worked in conjunction
with the deinitation committee and arranged for

the i)ublication in the press of inter\'iews with
])ublic men, ])ul)lic bodies, art and literary or-

ganizations, etc.

Display and Advertising Committee

This committee controlled the advertising
and saw to it that l)roi)er copy was used, featur-

ing the home idea, and that the available ad-
vertising was spread o\er the entire week. It

was also its dutv to see that all grades of furni-

ture of interest to the puiblic was displayed and
that the window displays did not clash.

Deputation Committee

The function of the committee was to inter-

Lecture Committee

The lecture committee
arranging for a suitab

curing the

carjjets, drapes and
for the

had the resjx^nsibility

e auditorium and se-

necessary furniture,

drapes and accessories

furnishing demonstration
in the hall in connection with the

lectu re.

Finance Committee

'I his committee took care of

any financial matters pertaining
to this I'urniture Fashion Week,
such as the purchasing of show-
cards adxertising

the obtaining of

com])etitions conducted.

the week
])rizes for

and
any

Statistical Committee

T. Lyle Blogg, Manager
Home Furnishings Bureau

The statistical committee was
aiJ]K)inted for the purpose of

kee])ing" a record of the attend-

ance at the lectures, visitors to

the stores, increase in sales during the month
fcjllowing the e\ent, ])ercentage of dealers co-

o])erating', increase in news])aper advertising,

and any other information indicating the results

of the week and of value in organizing another
week.

Features of London Event

The r_^ondon furniture dealers are very en-

thusiastic over the results of their week. It

"w ent big'." One of the most im])ortant contri-

buting factors to the success of the event was
the way in which the i)ress took hold of it and
l)ractically |)laced itself at the disposal of the

furniture men's organization. On the Saturday
l)revious to the week, the London P^ree Press
])ublished a "lietter Homes Fdition," including
a fifteen page section which dealt exclusively
with the home and its furnishings. This was
replete with interesting illustrations of interiors

and suggestions to the householder for increas-

ing the comfort, beauty and attractiveness of

e\ery room in the house. There were likewise
interesting articles on furniture, its design and
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its history, and general discussions on the pro-

motion of better homes and advantages result-

ing to tlie community therefrom. Tliere was,
also, of course, feature advertising by the retail

furniture dealers, all of which was concentrated
on the "better homes" ai)])eal and kent away
from the price idea.

Through the well directed and enthusiastic

work of the advertising and dis])lay committees,
the very atmosi)here of the citv l)ecame satur-

ated with suggestions leading to the 'better fur-

nishing of the home. The programme for the

window displays was so arranged that on walk-
ing down the main streets on any day of the

week, one saw furniture suitable for use in all

types of homes and for all rooms in the home.
An interesting feature, also, was the exhibition

of furniture in stores in other lines of business.

This was brought about through a window
dressing contest arranged by the furniture deal-

ers. Handsome prizes of furniture were offered

for the best window displays
using furniture as accessories in

the presentation of the goods to

be merchandised. Shoe stores,

clothing stores, flower stores and
all kinds of stores took part. A
dry goods store which had decid-

ed to enter the contest, finding the

entrance through the window
background too small to admit
of the furniture, actually went
to the length of taking out
their plate glass window in order
to put in the suite. In all the

windows entered in the contest,

there were handsome cards link-

ing them Avith the "Better Fur-
nished Homes'" week.

Among the \ arious other pub-
licity contests were a nail guess-
ing contest, a contest for the
best suggestion as to how to get
the public out on Saturday night,

a concealed name contest, a com-
petition (put on by the London
Free Fress) for the best defini-

tion of the word "Home " These
contests all helped to increase public interest
and were arranged so as to bring the people out
to the stores. In the nail guessing affair, for

instance, there was a jar of nails in each store

—

not in the window—so that to see the jar and
calculate its contents a 'contestant had to go
right into the ])remises. A small ])rize was offer-

ed for the nearest guess on the nuuTber in each
jar, and a grand sweepstake prize for the best
guess on the total of all the jars.

Considerable individual initiati\e was also
shown by the dealers in drawing the public t(j

their stores. Some of them had orchestras and
one large concern gave a dance. Ilie results
may be judged iby the fact that 1.200 peoi)le
visited one store on Wednesday evening, de-

si)ite the fact that the weather was very wet and
unfavt)rable.

In Hamilton

I n I lamilton, the

along parallel lines,

o
J
) e ra t ed e f fec t i

\
' e 1 y

,

ial sections on the

FumishoiJ Homo

WqqK

An Effective Window Card used in con
nection with "Better Furnished H
Week."

campai.gn was carried out

The local newspapers co-

)oth of them i)rinting si)ec-

Saturday previous to the

Week, devoted to the home and its furnishings.

The illustrations and reading matter for this

])urpose were suj)plied by the Home hTirnishings

llureau. 1'lie same ])ublicity stunts, which the
lUrreau bad found to be valuable in London were
used. An added feature of outstanding interest

was a series of two lectures delivered in the
!.().(). 1'". Hall, by Mr. John ( r. (iraham, instruc-

tor in architecture and interior decoration and
furnishings at the Central Technical School
Toronto. Mr. (Iraham's remarks are summar-
ized on another page. Ilis talk was sui)|)lement-
ed by a practical demonstration on the stage,

shov>-;n • \ ariou:; interesting set-

tings of furniture.

Benefits of the Campaign

The "Hetter I'urnished Homes''
campaign is the right idea. It

works along the lines of least

resistance and along the lines

that are going to secure the most
far-reaching results with the

least expenditure of time and
money. It's not merely a cam-
paign to sell furniture—that

would create but a temporary
stimulus which might be followed
by a reaction—it would only
result in inducing people to buy
to-day what they would have
bought to-morrow anyway, and
when to-morrow came the furni-

ture dealers would be wondering
where the business was. Ilut

this cam])aign sets out with, a

different aim, which is—to get
the "IJetter Furnished Homes''
idea into the public mind—and
the results of that effort will be

the sales of more and better furniture, not to-

morrow, but throughout the season, and con-
tinuously l)etter business every day and every
season, if the dealers continue to hannner it

home.

Another very important advantage from the
dealer's viewpoint is the absence of any attempt
to sell any i)articular make or brand of furniture

through the campaign. Any merchant worthy
of the name is something more than a mere out-

let for a few big" manufacturing concerns, lie

should sell his merchandise, as his own, not as
the product of any jjarlicular factory, lie should
educate the public to rely on his judgment as to

the (|uality of furniture and his knowledge and
taste in the matter of design.

:::::i::::
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Better Furnished Homes Campaign in London ana

The variety of the window displays and the originality in methods of presentation was one of the

features that kept the public interested during the "Better Furnished Homes" weeks. Above are

three splendid examples from Hamilton—at the top, one of G. O. Luke's displays; centre, the

Arcade; bottom, A. M. Souter & Co.
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lamilton Produced Some Splendid Window Displays

When exhibits like the above are appearing all over the city, and when they are backed by a

strong advertising campaign, they cannot but stimulate interest in the better furnishing of the

home. Both London and Hamilton w^ill be feeling the effects for a long time to come. The win- H
dow at the top is Keene Bros., London; centre, T. F. Kingsmill, London; bottom, G. W. Robinson ||

Co., Hamilton. If
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Educating the Public in the Art of Furnishing

and Decorating the Home
Mr. John G. (Iraham, who delivered the lec-

nres on Home I'urnishiniL;' and Decoration, in

connection with the Hamilton "Better Homes
Week," is a man of high re|)ntati'on and broad
experience in the field of art. The ])articnlar

branch of it n])on which he has sjx'cialized is

interior decoration. He is ncjt merely a the(n--

ist and academician, but is thorous^hly ac(|uaint-

ed with the practical end of the work. He is a

craftsman in mural i)ainting, mosiac, stained

glass, wood carving and general design. His
technical training was received in lulinhurgli.

and his art training and practice at the London
Polytechnic. Mr. (Iraham had \? years' ])rac-

tical experience in Kngland and
7 years' practical exj^erience in

Toronto, while during the last 7

years he has ])een instructor in

Interior Decoration at the Cen-
tral Technical School, Toronto.
Mr. Graham took a very l)road

viewpoint of his suhject. He sets

ihis face against anything in the

nature of dogmatism in art. The
'burden of his message to the aud-
ience of Hamilton citizens was.
"Use your own taste, express
your own ideas, don't be bound
'by any hard and fast rules." The
home, in Mr. (iraham's estimate,

is a medium for the expression

of the individuality of the fam-
ily. In the paragraphs which
follow a general summary of

his remarks relative to these points is contained :

"The function of art is to decorate and inten-

sify life, and the artist, to justify his existence,

must be able to aiJ])ly his knowledge to the or-

dinary e\ eryday things, such as are used by or-

dinarv e\eryday ])eople—so that the standard

may be kept up. It, follows therefore, that the

highest position to which an artist can attain is

to be known as a great decorator. Art's highest

expressi(jn up to the present time, has been
reached in the decoration of the dwelling-house,

temple or tomb.
"The influence of form and color on human

character has not hitherto received the atten-

tion it deserves. We are sensitive to discord in

music—we should 'l)e really sensitive to discord

in form and color. Good taste is that sensitive-

ness culti\ated to keenness. (Jood taste, like

good music, is de\eloi)e(l by exercise. The de-

coration and furnishing of the home ]n-ovides

the o])])ortuity for everyone to exercise their

own taste. I'-very hcnne should be furnished to

express the indi\iduality of the family—and as

e\'ery family differs in its interests and mode of

John

living, it follows that no two homes will be
alike. The tendency is to standardize forms,
colors and arrangements in interior decoration
and furnishing. This must be counteracted, and
the public should seek for a better reason than
the statement that "They are all using this now."

Mr. (iraham is strcmgly o'|)posed to a passive

accej)tance (jf the dictates of tradition, custom
or fashion. He does not believe that a certain

mode is necessarily artistic because it was popu-
lar with our forefathers some centuries ago

—

nor that a style of decoration is necessarily in

g(,od taste ])ecause "It is being used this season
by the best ])eople." His admonition is to ques-

tion all customary practices

—

they may be right or they may
be wrong, but get at the reason
behind the custom. He outlined

a most interesting list of customs
which he considered ought to be
(|uestioned :—\V h i t e ceilings

white woodwork, strong con-

trasts in small rooms ; that 'bed-

rooms should always be light

;

that dining rooms should always
be dark ; that reception room
])ictures should be water-colors;

that pictures are essential in any
room ; that one must have a

Chesterfield ta'ble ; that the mod-
ern Chesterfield is the last word
in design ; that simplicity is un-
necessary in a lampshade ; that

one can learn the art of interior

decoration from books, or the decorative col-

umns in the Ladies' papers; that one is born
with a cultivated taste; that "One knows what
one likes." This list, Mr. (iraham pointed out,

might be extended almost indefinitely. It was
a question of finding out the reason why and
exercising one's own judgment. "Decorate, fur-

nish and arrange your furniture to suit your own
taste and the shape of your room," he said

"There is no ])roper way."'

Had form and bad color in a room, the speak-
er went on to urge, are as dangerous to health
as bad drains. A strong argument which he
brought forward for the use of good furniture

was in order that the children of the home might
be trained to res])ect it. "\\'hat the environ-
ment is" he. said, "that the children will be."

His concluding thought summed uj) the spirit

of his talk "To ])e original—do your own think-

ing."

l!oth ?klr. (Iraham's lectures were well at-

tended by interested home owners and good
seed was sown which will result in greater at-

tention to the furnishing of the home.

Graham
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Compare Your Sales' Figures

This Year and Last—Are You

Getting More Business?
Here are Valuable Sales' Hints by a Manufac-
turers' Salesman—Are You Broadening Out ?

Tlie most important feature with the manufac-

turer, and one which is to the front at all times in

these (lays of strenuous merchandising, is the ques-

tion "How can I -place my merchandise before the re-

tailer so that he will l)e sufficiently interested to be-

come a purchaser." And you, as a retailer, are no

doubt aware of the many ways by which you are

tempted to purchase, and the means that are used to

place you in a receptive mood in order that the merits

of a certain line may be im])ressed upon you to the

extent that you will, as the old saying goes "Sign on

the dotted line."

Such methods are successful and this has been

demonstrated to you no doubt on more than one

occasion.

There must, therefore, be some method which

you can use on your prospective customer, namely
''The great consuming public," to induce them to

'darken your doors' and insi)ect the lines of furniture

which you have selected from the market as a whole,

to be the most suita^ble articles for your particular

trade.

The writer has gi\en this question considerable

study and has come to the conclusion that a drapery

department in a furniture store will attract more
women to your place of business than any t)ther

means. After all, where should we try to create a

desire for newer and better furniture? Why, with

the women of the household, to be sure. The man
of the home will no doubt foot the bills, but it is left

to the women folk to make the selection and the de-

cision as to what shall be purchased.

Then, to get the women of the house in the habit

of visiting your store, you must have merchandise

on your she'hes that w-il'l be required for the average

household at short intervals, and what line could be

more suitable and more closely allied than draperies

and window shades.

We venture to say that there is a lot of furniture

delivered in your particular vicinity from the mail

order houses, and in how very many instances could

you have supplied the same goods at the same price or

for less money. In almost every instance we \-enture

to state. Then, why didn't you quote on it before

the I>uver ])urchased from the mail order house?

Because you didn't know that they were in the mar-

ket for such goods. l>ut if Mrs. Jones or Airs. Smith

had been in the habit of coming to your store every

week or two to procure a pair of curtains or a win-

dow shade or two you would no doubt have discover-

ed, if you were a keen salesman, that Mrs. Jones

wanted a new couch soon or Mrs. Smith was think-

ing of buying an old rocker for one of her rooms or

a new dresser, or a full bedroom suite. Then you
would have been armed with the information, and

being right on the spot you w(nild have the advant-

age (jf tlie mail order house who only have the print-

ed page to sell their line.

.V i)rominent furniture manufacturer of li\ing

room furniture informed me a few days ago that the

larger percentage of his sales was coming from mer-
chants who had prospects in line for his representa-
tive to sell from his photographs and samples. The
merchant who does business this wav can afford to

take a smaller margin of |)rofit and thereby compete
with the mail order house to the advantage of the
consumer. And how many more prospects you could
line up for the representative of your manufacturer
to interview if you had customers coming to your
store every day to purchase drapery materials. Some
merchants who do carry drai)ery lines to a limited

quantity do not stock any ])iece goods. They only
carry made up curtains, comforters, window shades
and poles, rods, 'brackets, etc. Others go more ex-

tensively into the drapery line and find out that it

not only brings many people to the store, but shows
a nice net ])rofit at the end of the year.

It is a hard matter to make a sure-fire list of what
lines of drapery materials should be carried, as e\ery
community has its likes and dislikes. Our advice to

the furniture dealer interested in increasing his busi-
ness is to have the representative of one of the re-

liable firms carrying a full range of draperies call on
him and go into the matter in detail. If you put the
matter U]) to him and gi\ e him an idea of the a])prox-

imate amount of money you will invest, he can intelli-

gently make a selection of goods on which you can-
not possibly go wrong.

( )ne thing we would strongly impress on the

merchant contemplating carrying drai)eries, and also

on some of those now carrying them, and that is

—

"Do not hide your light under a bushel." To intro-

duce and sell draperies you must ])nt them before
the ])ublic and your show windows are the proi)er

medium for so doing. h\n-thermore, don't ])Ut a cur-

tain in the window and leave it for a month. This
will do more harm than good. Change your window
disi)lays twice a week and you will find it time well

s])ent.

Why People Change Store Patronage

A recent analysis of the reasons influencing an
average hundred persons to change store ])atronage

runs as follows:

—

Sixty-eight changed because of store indifference;

Nine because of better service elsewhere;
Three because other stores are more convenient;
Fourteen because of unadjusted griexances;
l'"i\e were influenced by friends to go elsewhere;
And one died.
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The Value of Show Cards
They Add to the Effectiveness of Your Display. Plain

Design Better Than Fussy. Color Makes for Greater

Attractiveness. Use Originality in the Wording
By F. BUTLEY

Whether your display is in llic store or the win-

dow it will add to its effectiveness if there's a show-

card on the article. I lie samples herewith are easy
to make and attractixe. A ])lain design is more easily

read than a fuss}' (ine and while these are ])rij;ht and
attractive they are lackinj^- in fussiness. The larj^e

letters are made jdain so that those who do their own
show card work may the more readily coj)y the des-

ign. 'I he larp'e letters shou'.d 'he done in a l)riii"ht

A Li^ ran^e Irom wKick lo

cKoose, priced to meet pmdenl
buyers

Fig. 1

color like ])r',^ht red or blue; one of the samples

1, has these letters striped with white. The small

letters should he in black.

The card for dining- suites should be treated

alxmt the same as h"i^-. 1. The design is not (|uite so

l)lain but will not be difficult to make. The circle

is done in |)ale i^reen or .yray and the shadint^' and

A$plervdid Seleollorv

Mooerately Priced

Fig. 2

little ornamentation is in the same shade. The lar^e

letters will look well if done in a brit^ht color, red or

blue and the small letters should be in black.

With the cold nii^hts will come a tendency to re-

main home durinj( the lonu;- evenin,i;s and the desire

for c(jsiness in the home will afford an opportunity

to advertise cos\' corner chairs,

display is made in plain lettering

beinjj' amonj;- the easiest td make because of the round
corners. The color should be bright and the

The card ff)r this

4. the lari-e letters

^hadinir

New ModJs
fbr Newly
Weds and

Fin Fig, 4

done in a tint of i^ray or i;reen. The small letters

will look well if done in ^ome dark shade.

The other card is f(jr display of the lines desifj-

nated, "(jdd chairs." This card will stand out stronjj-

ly if done in a bright color and shaded with a sub-

dued tint. The border and little ornamentation
should be done in the same tint as the .shadin"-. The
small letters will show be.st in a dark color.

It should be noted that the small letters on the

beds and beddiii^ card have a wavy effect. This
kind of stroke is easier to make than a straij^ht line

and does not show defects so readily as a straight

stroke.

A corner in the Owen Souml Exhibition that attracted unusual attention
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Facts and Figures on Situation in Furniture Indus^

try and General Business Trend
Resume of Address by Mr. Wm. Cawkell

Before Hamilton Retail Furniture Dealers

There are in Canada according to government
reports for the year 191'^ some 270 plants making
furniture, (inchiding a numl)er of small upholstering
sho])s), and the capital investment represented is

$23,000,000. 1 he nimiiber of men employed is placed

at 9,0CO, the wages paid, $8,000,000. and the sales,

$25,000,000. The sales, it will be noticed, are about
the same as the capital inxested. That is one big

difference between the retail and the mantifacturing
branches of the business. L'p until a few _\ears a^o,

manufacturers did not turn their cajiital once a year.

Now they are doing a little l)etter

than once a year.

Annual imports of ftumitiu'e run
l: ss than $2,C0O,OGO. They are not

on the increase, Imt, on the con-

trary, are rather less than they have
been. The figures quoted mclude
-tich lines as kitchen cabinets, re-

frigerators, etc., and also suites

boUL^ht as samples l)v manufac-
turers.

How Furniture Sales Compare
With Sales of Other Ccmmoaities

It is interesting to quote figures

on sales \-olume m other industries

to show how they compare with the

voltune in the furnitiux' industr}*.

Automobile sales run about $151,-

000,000 annually (at wholesale);
amusements calculated on th? thea-

tre tax alone, $44,000,000; candies.

$45,000,000; cigars, $75,000,000.—
these as against the $25,000,000
sales of furniture. In the United
States the sales of fttrniture are estimated at $5.75

]jer capita, which is ahout double the per capita ex-

pendittire in Canada. It is also true, howe\'er, that

the per capita exj)enditure in the L'nited States runs
higher in other lines.

A feature of the situation with regard to the furni-

ture industry is the rise in cost of materials. C(jm-

modity prices have risen 17 cents since June, 1921.

Cotton and steel have shown particidarly strong in-

creases, but there has been a stiffening in practically

all lines. Cotton price increases affect all textiles used
in the furnitttre industry, steel afifects screws, nails,

beds, etc.

One of the most important indices of industrial

conditions is the record of commercial fniliu^es. These
have been partictdarly heaxy during the ])ast few-

years of stress. The number of Commercial failures

in Canada in 1918 was 790; in 1919, 720; in 1920, 1050;

in 1921, 2,400; and in 1922. until Octo1)er 19, 2,939.

The liabilities in 1921 were $73,000,000, while in 1915.

the next worst year recorded, they were onU- $41,-

000,000. This big discre])ancy is of course partly

accotmted for by the increase in coinnioditx prices.

Signs of Recuperation

I belie\'e that the worst of the dej)ression is o\ cr

Mr. William Cawkell, Secretary
Furniture Manufa'iturers' Association

and that we may look forward with confidence to

l;etter things. 1921 was a year of deflation, 1922 is

a year of recti])eration, the beginning of the u])ward
trend. I'Tmdamentally conditions have impro\ed.
F.verylxjdy has got back to seriotis work. W aste

and inefficiency have largely disapi)eared. Manu-
facturers have been |)utting their houses in t)r(ler,

and the efficiency in our factories has increased tre-

mendously. Another encouraging sign is that two
of our l)asic industries, steel and cottcm, are likely

to be flourishing. The cotton cro]) will ])robably be

25% greater than last year. The
steel companies have increased
their employees' wages 20%, which
is a sure indication that they an-

ticipate a labor scarcity.

Monetary Situation Improved

'i he monetary situation is also

im Jroved. The i])anks ha\'e de-

creased their loans. Money is

cheai)er—and is likely to be for

some time—and cheap monev
means trade expansion. Loans for

hundreds of millions have been sub-
^•cribed in a few days. There is

iiDre money availaljle than can be
used. Consider in Canada how
bonds have been bought tip.

Retail merchants have got rid of

their surplus stocks and prices are,

in the main, deflated. The employ-
ment situation is improved. Last
year at this time some reports
showed 3,000,000 })cople otit of work
on this continent. Now it is stated,

there are only some 500,000.

The railways will be making extensions and addi-
tions to rolling stock. There is a big car shortage
which will have to be made good. Building has been
going ahead remarkably in Canada this year—the
majority being residence wbrk. .\t least 20,000
houses are being ]Htt tip this year, and it is the new
hcmies that are the biggest i)rosj)ects for furniture
business. (Government figures show that in 1919
there was $30,000,000 spent in the construction of

residences; in 1920, $42,000,000; 1921. $40,000,000,
and in the first eight months of 1922, $71,000,000.
The effect of this great building acti\ity should
mean an increa-^ed demand for furniture n?\t vear.

Cc-oidinated Effort Needed in Furniture Industry

The furniture industry has big
ahead. \\ hat we need is co-ordinated
full r.dvantage of them. .Vssociations

retailers through the strengthening of

the elimination of tmfair practices, the
of information on cost accounting, etc

o])portunities

efiort to lake

will hel]) the

selling forces,

dissemination
At the mo-

ment we suffer from an almost total lack of co-ordi-

nation l)etween the manufacturing and retail branches
of the industrv, as far as selling is concerned.



52 FURNITURE WORLD

The Splendour of Louis XIV
This French King's Influence all in the Direction oj

Richness in Design and Lavish Expenditure in Art—
Andre Boulle the Master Craftsman of this Period

i

i

The furniture of this period is so rich and

massive in characteristic that it is hardly suit-

able for other than the largest a;nd most richly

furnished rooms. Today this design is found

mainly in very sum])tuously furnished places,

such as the residences of the very wealthy or in

the more finely appointed hotels, shii)S, state-

rooms, theatres antl ])alaces. The Peace Con-

ference Room at X'ersailles is an outstanding-

example.
Other noticealile features of this period are

the well-balanced barocco ornaments and tor-

toise-shell cabinets. The tortoise-shell cabinets,

sometimes called lioulle cabinets, dominate the

period. These cabinets were of the most elab-

orate design and inlay that human skill, ])hy-

sical and mental energy could produce. Boulle

perfected the art of inlaying and incrustation.

He is even given credit for the origination of

the class of furniture which is enriched with

tortoise-shell, brass, copper and tin in the form
of inlay. It is known that metal incrustation

was done prior to Boulle, ibut he develojjed the

use of metal incrustation and 'brought it to such

a state of technical perfection that even today it

has not been surpassed.

The design of this ])eriod consists of straight

lines and the curve; the curve is bold; inter-

laced bars, or 'bars ending in scrolls. The fur-

niture is often rectangular, solid and heavy,

liases and supports are close to the ground and
straining rails are heavy.

Ornamentation Lavish But not Excessive
The Louis XIV style, though stiff and severe

was marked iby dignity, grandeur, l)old effects,

lavish but not excessive ornaments, and fault-

less workmanshi]) which gave it a feeling of

austere and rigid formality. In the decorations

the antheniion and acanthus leaf were prominent
(jrnamentation. i'astoral scenes by Watteau
were used, and rococo details, natural flowers,

festoons, baskets, ribibons and lace effects.

Chairs were large and comfortal)le, being
usually upholstered, back and seat, with lai)es-

try, brocade of galloon. The legs of chairs were
straight turned or carved, in squarish effect like

jjedestals. This api)lies more to the earlier part

of the reign. Later we get the cabrioUe leg

ending with some sort of claw foot. The legs

of tables were similar to those of the chairs.

'J'ahles were small ; round and oblong tables

and consoles became common. They were or-

nate and handsome. 1 he finest were of carved
and gilded wood with term-staped legs connec-
ted 'by straining rails. Tables were made of

oak, violet-wood, walnut, pine and cherry ; rose-

wood was also used for parts. Marquetry was
a favorite ornamentation for tables at this per-

iod. Beds were designed chiefly with a view
to supporting elaborate draperies. A couch, gil-

ded, painted and varnished made its appearance
and was named the "lit a la duchesse." Carved
and inlaid panels were much used on chests and
wardrobes.

Carved Decorations

Consoles, cabinets and commodes were the

favorite pieces of furniture and are found in

xarious shapes and details, but the style re-

mained rectangular—the carcass 'being of simple
construction—and supported on straight legs

tapered or only slightly curved, but solid and
heavy with little or no underbracing.

The decorations and ornaments consisted of

rocks, tortoise-shells, carved here and there in

brass or bronze on corners of tables, centre of

tables and doors of cabinets, frames of chairs

and many other prominent places on furniture;
foliage wreaths, cupid and female heads and
busts, satyrs, fountains and doves were like-

wise distributed. Mirrors were framed in square
frames of walnut or some other dark wood with
gilded 'border and gilded ornaments. These
frames were made of the most superb workman-
ship and placed in every room, all to create a

style in jierfect harmony with the pomp and
glittering splendour of the age. The Hall of

Mirrors belongs to Louis the Fourteenth period.
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p^^jQ^ Pumituve ^^^^^^^^^^^^

The trend of the Louis

XIV period was largely

inj^uenced by the de-

termination of this mon-

arch to have a ''good

time. " Note the lavish

decoration in all these

pieces, the elaborate

metal work in scrolls

and faces, and the rich

upholstery.
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Upholstering

Further Steps in the Making or

Repairing of an Upholstered

Chair
In our last article, ]). 4iS, ( )ctol)er issue, Fig'.

(t showed the seat of llie chair after canvassinf^'

over the sprinj^s. The edge of the canvas must
he tacked as h)\v as ]K)Ssihle on the rail, as shown
in h'ig. 7, (see next page) or tacked on to]) of the

rail with a gutter sewed to the wehhing".
'1 he next step is the formation of the nosing,

which may he made in two ways. When ref^^r-

red tt) as a "nosing," it means simply that a roll

is built up (>n the rail itself, when it extends
back t(j a point even with the springs, we will

refer to it as an "edge."

Fig. 8 shows the first step in forming the nos-

ing. A stri]) of canton flannel is back-tacked

to the front of the rail. Idiis stri[) is filled uni-

formly with hair so as to produce a fairly com-
l)act roll, and the back edge is tacked to the

back of the rail, as indicated in Fig. 8 A, a cross-

section sketch. This nosing is given a single

straight stitch after the manner of a regular

stitched edge. Fig. 8 IS. W'hen the canton flan-

nel is carried back onto the springs, it is stitch-

ed to the spring canvas, as indicated by Fig. 9.

This is stuffed into a regular edge, but kept low,

and shaped to about 1^ inches high in front,

as shown in the cross-section Fig. 9 X. The
stitched appearance of this edge is illustrated

in Fig. 9 A, while Fig. 8 I? ^'hows the stitched

a])pearance of a nosing, the front view really

ai)pearing very little different, except that the

nosing, being low, requires i)ractically a straight

stitch.

Covering the Nosing

The next step in the treatment of the seat

is to cover the nosing" with a layer of hair. An-
(;ther strip of canton flannel is back-tacked to

the top of the front rail, and carried back and
lacked, if a nosing, or stitched, if an edge, so

as to make the finished foundation, as illustrat-

ed in Fig. 9 C and cross-section 9 X (the stitch-

ed edge, covered) and Fig. 8 C and cross-sec-

ton 8 1), (the nosing" covered).
.A light layer of hair is now placed over the

s])ring canvas, and a covering" of muslin is

drawn o\er this hair pad and slijj-tacked into

])osition, the cross-section of the chair a])pear-

ing like I'ig. 10. Then, at a distance of about
three to four inches from the front edge, a line

is drawn on the muslin, as indicated in this fig-

ure by an arrow, and on this line the filling and
muslin are stitched through and througli, I'ig. 11.

It should be borne in mind that the object of

tlie nosing or stitched edge, and the stitching
of the muslin, which we have just described,
is all to provide a base which will allow for the
ultimate sha])e of the down cushion, which is

always thicker in the middle than at the edge,
and the foundation must be made concave to

allow f(jr the convexity of the cushion. This
is best explained by reference to Fig. 12, which
>hows the cross-section and contour of the mus-
lin toundation and the cross-section of the down
cushion.

After the muslin has been stitched down, as
indicated by the arrow on Fig. 11, the edges
are tacked ail around and the fcnindation is fin-

ihhed, ready frjr the covering.

The seat of the chair, having reached the
stage where it is in muslin, is i^referably left

in this condition while the balance of the chair
is brought up to the muslin stage. The back
is, therefore, next to be ccjnsidered.

i
0

I
0
I
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Springs for Soft Back

In connection with the chair under consid-
eration, there are two ways of upholstering the
back, either with springs, as shown in Fig". 15,

or as a plain, softly upholstered pack-back with-
out springs, W'hich will be described later.

1 o produce the softest form of back, it is

necessary to use a foundation of springs, and
these must be kept c}uite low, it being some-
times necessary to cut a pillow^ spring in half

in t)rder that the ujiholstering of the back shall

not 'be too thick.

1 he first stages of the upholstering of the
back of the chair we are describing are illustrat-

ed in h^ig. 13. A thickness of canvas is stretch-

ed o\ er the entire outside back and, across this,

four strips of webbing" are stretched and tack-

ed, as indicated in the figure just mentioned.
1 his ])rovides a foundation for the springs,

eighteen in number, which are placed as indicat-

ed by the crosses in Fig. 13, and by the circles

in Fig. 14. The springs are sewn to the can-
vas by four stitches, preferably knotted as shown
in higs. 14 A and 14 1!, after which they are

tied down in the regular way, as shown in Vig.

I?. .\ layer of canvas is next placed over the
springs and tacked. The springs are sewn in

this canvas covering also by four knotted stitch-

es, as shown in I'ig. 16.
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Show Card Writing-Talk No. 4

The fourth of a series of illustrated talks on modern show card writing. The
author has had a wide experience in this work and we urge our readers to
follow, carefully, the talks as they appear. Are you finding them useful?
We'll gladly answer any questions.

A t_vj)e of letter that is difficult for one
])erson will often Ijc comparatively easy for

another. Anyone who does much in the way
of card-writing will soon develop a certain
style of lettering peculiar to himself. His fin-

ished cards will have a personality about them
which is invariably recognized by the casual
observer.

I.et us say right here that the student
should learn to be observant, and study all

the cards that appear in the show windows
and elsewhere. Many little ideas can be picked
u]) here and there which are sure to be useful
to the wide-awake card-writer. When time
and opportunity allow study other card-writ-
ers' work. Criticize the card in your own
mind,—see how improvements could be made.
Notice particularly the general finished ap-

one who has not attempted this style before,

the effect of a well-balanced row of Roman
letters is well worth the effort.

The Roman is one of the ancient styles of

letters and it is said that the capital Roman
letters were brought to their present state of

perfection by the Romans two thousand years

ago, while the lower case letters were devel-

oped later by the Italians.

This alphabet, as we have made it, is not

a one-stroke letter alphabet, as we understand
by the term "one-stroke letter." However,
after a careful copy of the alphabet to get the

l^icture of each letter firmly fixed in the mind,
with a little practice a very creditable copy
of a finished Roman letter can be made with
the 1)rush stroke method.

Be careful to make the letters stand per-

ROMAN

ABCDEFGHIJ
KLMNOPQRS
TUVWXYZ RorvB

abcdefghijklmiiop
qrstuvwxyz F^vpep,

The Roman Alphabet easiest for Begfinner

])earance and how the words have been "set

up."

While the beginner will find one type of

letter easier to make than another the Roman
al]jhabet must be thoroughly mastered before

real high class work can be produced. While

this al])habet will i)resent difficulties to any

fectly peri)endicular, and aim to make the
straight lines absolutely straight. The curved
])arts of the letters must curve perfectly in
one unbroken curve.

Care should be taken that the body strokes
of the letters are all of a uniform width. For
instance, have the straight stroke of the letter
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"P" no wider than the curve of the letter "O."
Criticize your own work as you go along and
correct any mistakes that would stamp the

work as being done by a beginner.
The white space between letters must nec-

essarily be the same all the way through each
line of lettering. To get this effect, round let-

ters such as "C," "O." "G," etc., should be
spaced closer together than square letters like

down and to the left are light, and all lines

which slant down and to the right arc heavy.

The letter "Z" is the only exception to this

rule.

The sharp pointed, as well as the rounded,

letters look best when slightly higher than the

other letters. The points of "A" and "\'" may
extend slightlv over the guide lines ruled for

the letters. The "O," "C," "G," "Q" and "S"

GoodCards
cai\ be made only
)y the card writer who
\as faithfully practised

Practice alone makes Perfect

'Tl" and "T." Where the letters "A" and "T"
come together they may overlap a little while
"M" ancl "N" will look better when spaced out
slightly. The general principle is to keep an
equal amount of white space between the let-

ters rather than keeping the letters a certain

distance apart.

In drawing the letters avoid the common
mistake of putting the heavy stroke in the

wrong part of the letter. For instance, don't

put the heavy stroke of "A" and "V" on the

same side of the letter. The general rule for

thick and thin letters is all lines which slant

may be slightly larger than the others, Ijoth

in width and height, although this additional

size should be only large enough to make
them appear in keeping with the straight

stroke letters.

A very important feature to rememl^er

al)()Ut the Roman letters is the fact that they

look quite as well when modified to suit vari-

ous special occasions and space. However,
first master the standard Roman alphabet, so

that it can l)e drawn perfectly, before attempt-

ing the modification.

MCDEFGHUIC

nimop^pgttuavWAyz

Mistakes to Avoid
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What Are Your Windows Worth?
How Many People Pass Your Place of Busi-

ness?—Does Your Store Make Them Stop and
Look?— Good Lighting is a Dividend Payer

Someone has said "(ioods well disj)layed

are goods half sold," and judging by the great

sums spent l)y leading busmess houses for

window dis|)la_\s and fixtures, it seems that

there is truth in this statement. \\'ith the de-

\el()])ment of the display as a sales agent,

show window lighting became \ery import-

ant, and has developed rapidly in the jjrinci-

pal sho]3iping districts of all countries. It is

not only a very im])ortant factor in the elec-

trical contractor's business, but is also a very

essential item in selling merchandise of any
kind, from automobiles to pins. The develop-

ment covers a period of sex'eral hundred years

but has been ra]Md in the recent i)ast.

In the earl}- days, when in the evening,

the more jjrogressive shopkeepers suspended
candle or oil lam].)S outside over the sho'p

door to indicate that the merchant was still

in his store, other merchants quickly adopted
this idea. The more energetic storekeepers

then ])ut an additional lamp into their shop
window tt) light up their wares. flighting

with pas, and later using mantles, gave a

\iew. At first, gla-s shades were attached
to these same droj) cords, but this method of

installing show window li-jhting was fcnmd
to be poor and very inefficient because much
more light was wasted on the ceilmg and on
the sidewalk outside, than is really deli\-ered

upon the display, F"ig 2.

Increasing Effectiveness of Display

Realizing the ad\antage (jf shaded lights,

illuminating engineeis and display men have
foinid l)y exi)erimenting that if a dis])lay alone

could ]xi completely lighted and the light

source could be concealed, it would increase

the effectiveness of the disjjlay con.siderably.

Several tyi)es of reflectors have been de-

\eloped. It is now recognized that reflectors

installed at the uj)per front edge of the show
window to light the display from in front

and abo\e is the most efficient form of show
u-indow lighting. Fig. 3 shows clearly the

position of these reflectors in the window.
This ])rogres.-'ive change in methods of show
window lii^hting has been adopted by the

\
\
\

1

Qbifver

Fiff. 1 Fig.

much brighter light in the windows, so that

lam])s were soon discarded by the leading

merchants. Gas lighting, however, w^as ob-

jectionable because of the danger of fire and

the intense heat produced.

Electric Lighting

The discovery of electricity, although

comparatively recent, has comi)letely rex'olu-

tionized show window lighting. It is al)out

20 years since carbon filament lam]is were
develo])ed, and at this time show windows
were lighted by unshaded lamps suspended

from the ceiling as shown in Fig. 1.

The tmigsten lamp was soon developed

and was so much brighter than the carbon

lamp that it was found necessary to provide

scjme way to conceal the lamp filament from

Fig.3

leading merchants of every town.

Bright Light is Correct Light

Some people may feel that a bright lamp
should be visible in order to draw attention.

For show window lighting this is wrong.
Bright light attracts attention to itself and
not to a window display. Attention should
be drawn to the display and it is this that

should be the !:irightest portion of the entire,

window. A brightly lighted sihow window
is not necessarily a correctly lighted one.

(Hare hurts the eyes and makes seeing dif-

ficult, while a w'indow correctly lighted in-

vites attention and creates a pleasing effect,

^'ou can test this statement yourself by the

following simple exi)eriment: place an un-
shaded lam]) in front of a picture on the wall
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and then step back a few feet, and note how
nnicli of the i)icture you can see clearly. Then
hold a hook or a ])iece of paper at arms
length so as just to cover the brig-lit light,

and \-ou will realize that just as the bright
unshaded lamp prevents a clear vision of all

glass into the store. On the other hand, if

the reflector in Fig. S were used in the win-

dow in Fig. 7 it would not illuminate the u|)-

]jer part of the high dis]day, and the result

would be a poorly lig'hted window.
In some windows, it bec(jmes necessary

FiR. 4 Fig. 5 Fig. 6

the details in the picture so it also ]jrevents

the details of a window displav from l^eing

])rought out clearly.

Many Shapes and Sizes of Windows

^^'e find show windows of many shapes
and sizes. High windows, low windows,
shallow, deep, si|uare, L-shapecl windows and
those with open glass or mirrored back-
grounds ; windows with low disi)lays, high
trims, etc., yet all of these conditions can
now ])e pro])erly and economically taken care

of. Fach individual reflector is suited to a

' articular type of window and it is \itally

important that the proper shape of reflector

be used to obtain the best results. Fig 4

shows a uniformly lighted window
;

Fig. 5

a window that would be suitable for the dis-

plav of a single article
;

h'ig. 6 shows wasted
light.

The c|uestion of trim in a show window
also makes it necessary to choose the correct

Fig. 7

tv e of reflectors. Fig's. 7 tk show window.;

of different types, fitted with reflectors to

give the proper distribution as required by

the trim and design of the window. It is evi-

dent that the reflector used in 1-^ig. 7 would

not be practical for use in the window in I'ig.

8 on account of the glass top in tlu' back wall

of the window. Light would pass thrt)Ugh the

to use several types of reflectors combined.
This is especially true of some of the odd
shaped windows which are 'being adopted in

order to gain greater window space on a

small frontage. Modern progress in the art

of display has caused the development of

some complex windows. The concentration

of business and the growth of cities makes
street frontage rare and limits the window
space available. As a result of this, "built-

in'' windows are often installed.

Let us suppose that a store has a 50 ft.

front. Ordinarily this would give about 35

feet of show window frontage, but with a
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Fig. 8

"built-in" windou- this can easily l)e increas-

ed to ()0 or 75 feet. A window of this kind
retpiires two t_\'pes of reflector to light it

properly. The street frontage should ha\e
two distriibuting reflectors -on each side, while
reflectors along the corridor should be of a

more concentrating tyi)e.

The Arcade 'Window

.Another novel type of show window is the
arcade window of which a ground plan is

shown in iMg. The arcade window is i)rac-

tical where a conscr\ati\-e front, as well as
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a s])aci()us area for the dis])lay of merchan-
dise is required. Here again {he front re-

flectors should l)e of a (listributin;^- desif4n

while those along the corridor can be more
concentrating. Often an island is placed in

an arcade in order to utilize valuable floor

s])ace. Since an island window of this kind
is glass on all four sides, care must be taken
to choose reflectors that will adecjuately il-

ceiling reflectors, striking \'ariations in the

lighting of the window can be affected. One
evening the footlights alone may be lighted,

the next evening the ceiling reflect(jrs and
the third evening" color effects may be used,

etc. Variations of this kind have been found
to be very effective in compelling the atten-

tion of the passers-by.
The show window spot light serves the

^-— G n ia

O/?

D a Q

0 ~ //ooo 0/?yu^/r£/?
a n a—

Q n n

XXScoo^

CI 13

Fig. 9

I

luminate the display and at the same time

confine all the light within the window.

One of the more recent develoi)ments in

the art of commercial display, which has been
an outgrowth of the modern window light-

ing methods, is the use of valances. The
valance answers a dual purpose. It provides

an excellent means of concealing the reflect-

ors and adds wonderfully to the a])pearance

of the window. Valances are rapidly replac-

ing the paintel band which has been used for

many years to overcome the objection of ex-

])osed reflectors. It is more dignified and
more attractive, having deoorativ'e features

as a rule, and sometimes bearing the mono-
gram of the firm.

Color Lighting

When lamps of high intensity first be-

came available, the display man could easily

contrast his particular window against those

surrounding it, by increasing the intensity

of his illumination. Window lighting in-

tensities to-day have been developed to such

a high degree, however, that adding intensity

is no longer practicable to produce contrast,

or attention value. Color lighting has there-

fore been developed.

We all appreciate the value of colored

light on the stage. The night scene is made
real to us by a tinge of blue, while the spring-

morning scene gives us the effect of a rising-

sun by carrying a tint of light green or yel-

low. In a similar way, colored light in show
windows will attract our attention and appeal

to ])articular emotions. Colors are suggestive

and by tinting a display with the proper col-

ors, associations can be brought about which
create in the ])rospect, a favorable state of

mind and a desire for the product displayed.

The show window footlight and the spot

light are among the niost recent develop-

ments in the art of store lighting. By having

the window fitted -with footlights as well as

same general purpose as the stage spot light.

It concentrates a bright beam of intense light

upon the leading ])art of the disjday and thus
focuses the attention of the s])ectator U])on

it. Colored light can also be ])roduced with
the spot light to give pleasing color effects

and variations in the window.

Krug Bros. Co., Ltd.
Chesley, Ont.
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Statistics Tell this Tale

—

Nine Merchants Fail Out of Ten
And it's Generally Because They Don't Fig-

ure Costs and Profits Correctly—Do You Fig-

ure Expenses on Sales and Profits on Costs?

A well-known nierchandisinii^ expert recent-

ly stated that
"Statistics show that 907o of merchants who

start business are unsuccessful, largely for the
reason that expenses and profits are figured in-

correctly. The custom seems to be very general
to figure expenses on sales and profits on invoice

price. If this basis of figuring does not put a

merchant out of business, it keeps him continu-

ally in a position of finding it difficult to meet
his payments when they become due."

This is a rather startling statement, but it

indicates how easy it is for the merchant to fool

himself on percentages. It is oibvious to anyone
who considers the matter that expenses and
gross profits must be calculated on the same
figures, either invoice price or sales price—it

matters little which. Sales figures are the more
convenient to use, as the merchant knows from
day to day or year to year what his sales figures

are, whereas it requires considerable detail work
to secure invoice prices for all the units sold dur-

ing the year. It is, of course, a matter for the

merchant to decide whether he will use his sales

or invoice figure.s—the comparative results would
be the same in either instance. Let us illustrate,

(basing our figures in the first example upon the

sales price and figuring expenses as 30% of

sales

:

Basing Figures on Sales

Sales price is $12.00

Invoice price 8.00

Gross profit -t-.OO

Expenses 30% of sales price . . 3.60

Net profit 40
=3 1/3% of $12.00

It will be noted that the invoice ])rice of $8.00

is 66 2/3% of the selling price, and that the

mark up of v$4.00 is 33 1/3% of the selling price,

making a total of 100%, or $12.00.

Basing Figures on Costs

Basing expenses and gross i)r()fits on invoice

price, the final results are as follows :

—

Expenses for the vear having figured out as

30% of sales, we see that 30% of $12.00, the sale

price, is $3.60. $3.60 is 45% of $8.00, the invoice

price. 50% mark ui) has been added to the in-

voice price. The difference between 45% and
50% is 5%. 5% of $8.00, invoice price, is 40
cents, corresponding to the net profit as figured
on sales price.

Where the mistake is made is in figuring ex-
penses on sales and profits on invoice price, the
api)arent difference l)etween the 30% of sales

and the 50% mark up on cost being considered
by some merchants as their net profit whereas
the actual result is 3 1/3% net profit, as already
shown.

Here is an easy method of figuring the per
cent of gross i)rofits being made on any article :

Subtract the invoice price from the selling price
and divide the selling price into the difference,
adding two ciphers to the latter, as follows :

—

Selling price $12.00
Invoice price 8.00

400.00^12^33.33:^33 1/3%

In order to find the necessary ])ercentage to

add to invoice price to give a certain net profit,

say 10%. assuming expenses are 30%. add the
net profit to expenses, (in this case making
40%-,) and substract from 100%. Divide the re-

sulting figure into added total per cent expenses
and net profit, as follows:

—

Expenses 30%
Net profit desired 10%

Total 40%
Deduct 40% from 100%= 60%
Divide 60 into total expenses and net
profit, adding two ciphers 4000-^60=

66.66=6 2/3.

The matter of figuring profits recpiires closer

attention than many merchants are giving it.

One of the first essentials of success in merchan-
dising is to know at all times what one is making
—or losing. This information is really the com-
pass by which his policy must be determined

—

and if his compass ibe at fault, the merchant may
at any time find himself on the shoals of insol-

\ency. Don't trifle with figures. They won't
lie to you. but, if yoii handle them carelessly,

thev can be astonishingl v deceitful.
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What are the Items Entering
into the Cost of Various

Pieces of Furniture

A retail reader has made the sui^t^estion that we
])U!l)]ish from month to month the \'aryint4- prices of

different kinds of luml)er so that retailers may he

able to size up the situation as rej^ards the proljal^le

trend of prices. In this connection we have some
interesting figures on the \'arious items that go to

make up the cost of an article of furniture—which
we are reproducing herewith—and which show that

the cost of lumber is a comparatively small item.

These figures are taken from a recent issue of the

"Canadian Woodworker" where the details of cost

of four grades of a 48 inch dresser are outlined.

On the highest grade, the lumljcr, which included

in this particular case walnut, gum, birch and mahog-
any, accounted for 25% of the actual cost. As the

grades became cheaper, the cost of lumber, naturally,

l)ecame a still smaller factor. On what was termed
grade C.I. the percentage cost of the lum'ber was 23% ;

grade D was 21% and grade E, 20%. Taking grade

D as an example, our readers may be interested in

noting the varit)us items which Ave outline as follows.

DETAILS OF COST
GRADE "D"—48-INCH DRESSER

'V4 (juarter .SaiJ Ciuiii. includes waste

—

ii^i/i ft. at .

-1/4 (jiiarter Sap (uim, includes waste—10 ft. at ....
4/4 .Sap (iiuu, includes waste—7 ft. at

o/4 Saj) (luni, i]iclude.s wa.stc— 1,S-1 2 ft. at
•J-Fly Plain Walnut 'foii, no Rim, Ciuni Core—7-1 .'! ft.

.•{-Ply Plain Walnut Frunt— (1-1, 2 ft. at

1/4 Plain Walnut Knds .<;-7/lo ft. at

(iuni Driiwer Ilottoms— l()-l/2 ft. at

Cum Hacks— () ft. at
(hini .Minor Back—S-1/8 ft. at

Dust iJoltoni—7 ft. at

and .Sand PaiJer
Hardware

.077
.04-1/
.O.-!:!

.024

3- Ply
:i-Ply

.•!-Ply

:;-Piv

1-Ply
("due

Factory
Casters
Finishing Material
Trimmings '.

Mirror comm. i|uality 28 x ijS inch with 4 jjer cent for wast
Packing Supiilies
Packing Lumber—42 ft. at

Total Material .
.'

Direct and Indirect Labor
Factory Burden

.14

.02

Factory Cost . . . .

Selling and Administration

Cross Cost -.\'o Profit

a:,

^44

l.(M
1.4.S

.04

.,V2

:.w

!i(i

.8.5

.<]4

.0!)

.22

..S4

.i;i.s.2.5

6.10
3.05

$27.-38

6.84

.i;:^4.22

Staged an Interesting Display at Recent
St. John Exhibition

At the recent exhibiticm in St. John, N. B. one of

the attractive features was staged by Manchester
Robertson .\llison Limited. In response to our in-

(|uiry for details of their exhibit Mr. Walter C. Al-

lison, director of the company, sends us the following
interesting information :

I'-ditor, Furniture World:

'We sincerely regret that we did not ha\ e a ]jhoto-

grai)h taken of this exhibit for you to reproduce in

the Furniture World. We would be only too glad

to send it to }'ou if we had it.

"As a matter cjf fact, it was not strictly a Furni-

ture exhiljit. The furniture which we showed in it

was especially made and imported for the show and
was merely the background of a child's fashion ex-

hilnt and livened up with \ery sweet little living

model.s aged from 4 to 12.

"We occu])ied a space 32 x 14—a Child's Modern
Nursery—furnished and decorated most completely

and daintily in ivory. We had two fashion parades
daily and three on Labcjr Day—the holiday.

"Judging by the crowds and their comments, we
l)elic\ e this was an unqualified success. In fact, we
doubt if an}'thing at the Exhibition created a like

amount of favorable comment and caused any more
genuine delight and pleasure to all who saw it.

"The children were recruited simply on account
of their suitability as to age and appearance, from
anywhere they happened to be in the city. They were
trained in deportment and poise by a talented young
lady kindergartener, and of course, costumed by us

in the very nicest child's clothes, both indoor and out,

to be seen anywhere.

"They paraded from up into a little balcony from
the dressing room in back, then across balcony and
down into the nursery, around through it, and back
to dressing room.- They also had a child's tea party

and wound up with a little kindergarten dance. This

was the extent of the parade, but they never appear-

ed twice in view of the public with the same clothes

on."

^'ours truly

Manchester Robertson Allison Limited,

Walter C. Allison,

Director.

At a recent Owen Sound Exhibition, the American Bent Chair Co., had a very fine exhibit
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Prominent Furniture Dealer Heads N .B.

Retail Merchants Association

A. Ernest Everett, who was elected president of

the Retail Merchant's Association of New Bruns-

wick Provincial Branch of the Retail ]\Ierchant's

Association of Canada, inc., at the eighth annual

convention, held in St. John, X. 15., on (October 10

and 11, is a member of one of St. John's oldest fam-

ilies. He is also one of St. John's most successful

house furnishers and office supply dealers, the busi-

nessmen occupyng a large store on Charlotte street,

with show rooms and offices, and with warehouses

situated on Canterbury and Prince William Streets.

Born in St. John, and educated in the St. John schools

he made his start in a business career with '1
. ^Ic-

Avity & Sons, Etd., hardware merchants, of his na-

A. Ernest Everett

tive city. After spending more than nineteen years

with this firm, in PJ12 he too'k over the business of

C. S. Everett, a brother, who, up to his death, was

operating the present furniture business.

Mr. Everett is a son of C. Everett, president oi

C. & E. Everett i.td., furriers, St. John, N. B., and

is also vice-president of this com])any, which has been

in existence in St. John for more than a century. He
is a' Past Master Albion Podge, E. & A. M., a mem-
ber of the Rotary Club, the Union Club, the Com-
mercial Club, the Y.M.C.V., and many other societies.

In private life, his favorite sports are yachting and

mott)ring. During IMr. I'A'erett's twelve years in the

furniture business, he has built up a large organiza-

tion, based on modern merchandising methods. He
is a large advertiser, one of his special forms of ad-

vertising being a monthly store pa'per, containing illu-

strations and'descrii)tions of selected articles of fur-

niture, together with prices. This i^aper is mailed

direct to householders. Mr. Everett is a strong sup-

porter of the Retail Merchants Dollar Day, and al-

ways takes ])art in the semi-annual bargain day for

the ])ublic. He is not worrying about hard times, but

is optimistic regarding the future, and lielieves that

l)efore very Iqng business conditions will be on a

good footing. Although many stores are attem;)ting

to get down to a cash basis of doing business, Mr.

Everett finds that he can successfully carry on by

making terms most suitabk- to his customers, cash,

credit or instalment. He claims that the vyhole secret

is in sizing u]) your customer, and not giving credit

indiscriminately.

Here and There in the Furniture Trade

The (lordean Eurniture Co. is starting business m
Edmonton, Alta.

The (dobe Bedding Comi)any Etd., is opening a

branch at Moose Jaw, Sask.

iM-ank l>nch, furniture dealer, of Saskatoon, Sask.,

is changing his location.

Yorkton Eurniture E.xchange, Yorkton, Sask., is

reported to be under new ownership.

W. Jamieson, Upholsterer, of \Vinnii)eg, Man. has

removed.

H. E. Dufresne, Inirniture Dealer, Montreal, has

assigned tt) E. ( >. Pinsonault.

The Imi)erial Eurniture Company has been regis-

tered in Toronto by Dora Eevine.

The Royal Furniture Co., Montreal has made an

assignment to Alex. Desmarteau.

The Dominion Ujdiolstery Co., Etd., has been in-

corporated with a ca])ital of $40,000 and head office at

Ottawa, C^nt.

The (ioderich Art-Craft Inn-niture Co., Etd., has

been incorporated with the head office at (Ioderich,

Ont.

The Parlor Eurniture Mfrs. Etd., Pointe Anx
Trembles, One., were burnt out recently. It is un-

derstood the loss was covered by insurance.

The Crey Eurniture Co., Etd., Neustadt. Out., arc

adding another storey to their present plant, wdiich

is a building 100 x 60 ft. They have recently taken

u]) the manufacture of medium grade of l)edroom

furniture and a line of library tables. Their former

jjroducts were parlor frames and diners.

97%
of Furniture and Allied

lines are sold on the re-

commendation of the

Retail Merchant.

In the eyes of the Con-

sumerhe is responsible.

Do you really know

"THE FURNITURE WORLDT
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This Will Help Your Customers

Solve the Problem of Furnishing the New House

542 Bed

Ready

for

Immediate

Shipment

A Walnut Bedroom Suite of

quaint and artistic design at a

price you would pay for cheaper

woods.

Dresser, Bed, Chiffonier, Dres-

sing Table, Bench, Chair and
Rocker. Decorated or plain to

suit your customer's wishes.

This is a Suite That Will Bring Business

The North American Furniture Co, Limited
Owen Sound, Canada

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii'
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Selling Farabed in Canada

The (lold Medal l<\irniture Manufacturing Com-
])an_\' Limited, Toronto, have taken over the Farabed
for Canada, and expect to find a large sale for it.

This bed has many unique features all its own, gi\'ing

it a range of usefulness that places it in a class by
itself, and offering the dealer a new field of activity.

In other words, e\'en when a dealer has sold a com-
plete outfit to a modern home he can sell this bed
to the same home, for it has uses in most any room
in the home. When properly demonstrated, people
readily see the advantages of possessing one. It has
taken about fi\e years of tests and experiments to

bring it to its present stage of i)erfection. Comfort,
adaptibility, strength and durability are the outstand-
ing features attributed to this new bed. The steel

angle frame is fitted with rust proof twisted links with
helical springs at l)oth ends and sides. 1liis insures
conformity with the body and obviates sagging.
\'arious grades of mattresses are sui)plied to fit the

bed.

A Spring With New Features
llie Lion Safety Spring Co. Ltd., has recentl}-

opened a factory at Sussex Mews. Toronto, for the

manufacture of the Lion safety si)ring. This spring,

shown in the illustration herewith, has a numl)er of

new features, one of which j^revents the mattress
from spreading. C. (jertzbein is the president and
manager of the company.

Quality Mattresses

One of the most profitable side lines for a furni-

ture dealer is a good quality bed mattress. Such a

mattress is illustrated herewith. It is manufactured
by the Fischman Spring" Co. of Kitchener, Ont., and
as a "Sleep-inducer"' it is claimed to be unsurpassed.

Hundreds of steel si)rings, enclosed in strong fabric

])ockets, give an unusual quality of comfort and rest-

fulness not found in the usual mattress. The padding
is a high grade white layer felt and the ticking is of

the best quality ])lue and wdiite stripe. Large venti-

lating grommets are placed in the border. An im-
l)ortant feature is the fi\e year guarantee that goes
with these mattresses. The_\' will make excellent
C In islnias presents.

Personal Mention

The .Stratford Manufacturing Ccjmpany do a large
ex])ort business to South Africa. ^Ir. Charles A.
Moore, i)resident and manager of this comjjany had
an interesting ex])erience in Chicago recently in this

ccjnnection. He was attending an illustrated Travel
Talk on .South .Africa and, as the pictures were
thrown ui)on the screen, Mr. Moore was suri)rised and
delighted to see, in two of the views, park seats and
lawn chairs made by his com])an\'.

Mr. Martin Orme, a Director of Orme Ltd., manu-
facturers of ])ianos, \ictrolas, etc., Ottawa, died re-

cently at the age of 31.

Messrs. M. MeCuint}- & 11. Ileavener have recent-

ly ])urchased the interest of the W'agar Fin-niture

C(j., Ltd., of North Hay, Ont., the store has recently

been remodelled and is now a very fine furniture

store, and will l)e known in future as Mc(iuinty c^:

i leavener Limited.

Jack Ciilmour, has recently been a )pointed man-
ager of the furniture dei)artment of R. H. Williams
and Son Ltd., Regina, Sask. Mr. Ciilmour needs no
introduction to the furniture trade in the West as he
has been travelling the Prairie T'rovinces for a num-
ber of years with some of the best lines of furniture

obtainable.

W. G. Quast, manager of the Saskatoon branch
of the Knechtel Furniture Co., was a recent visitor

to Winnipeg. He states that there is a decided im-
'provement in the West, especially so in the larger

cities, and anticipates big business during the months
of November and December.

Winnipeg furniture dealers report btisiness as

showing- a considerable improvement during the past

month or so, the principal reason being the large

num])er of marriages that have taken place lately.

There is e^•er^' indication of real good Christmas
business.

Fischman Spring Co.. Kitchener, Ont. Springs in pockets, chpped together, forming the spring construction
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Montreal Furniture Stores
City Excels in Retailing but Leaves

Manufacturing Largely to Ontario

From tlie furniture point of view, Montreal
is a city of retail stores. "1 here are no factories

in the ordinary nu-aniny of that tv-rm. Three
or four firms design, manufacture, and sell fur-

niture, the orders being- secured either through
general advertising, ccmnection, or reputation,

this furniture is of a higher class than that re-

tailed in the usual vvav, and naturally its cost is

proportionately greater. Such firms make a speci-

alty of advising- clients, not only on furniture,

but on the correct decorative schemes in con-

nection with the furniture desired.

According- to the directory there are 120 re-

tail stores in the city, including those that sell

office furniture, and auction rooms selling fur-

niture. Naturally they appeal to all classes,

those who can afford good furniture, those

whose jjurses will allow of medumi furniture,

and those to whom price is the great considera-

tion. Many of the stores carry lines such as

gramaphones, piano i)layers, and pianos—some
of them making a special feature of the first

named. They claim that it is of great value in

drawing people to the stores, therel)y enabling

sales of other goods to be made.

While the stores are located in all parts of

the city, the greater numl^er of the principal

establishments are on St. Catherine Street, with

a number of fair-sized stores on St. Lawrence
boulevard. With one exception, all the de-

])artmental stores are situated on St. Catherine

St. This is the chief sho])ping thoroughfare, and

it is (jnly logical that the outstanding furniture

stores, appealing to the public through window
displays, should find their homes on a street

which is crowded all day with ])eople l^ent on

shop])ing".

Seme Fine Furniture Stores

Montreal can boast (jf some very fine furni-

ture stores, one being ten storeys high. The
windows are, as a rule, dressed in \ ery attract-

ive fashion. The dejjartmental stores confine

themselves to a more simple style of setting

than tlie ordinary stores—they display a com-

l)lete bedroom, dining room,- or other suite;

this is due to a certain extent to the limited

s])ace for furniture, owing to the claims of other

sections of the dei)artmental stores on the win-

dow space. .Some of the interiors are \er_\'

spacious, excellently arranged, and two or three
are \ ery charmingly planned. 'I he idea of

model roon-is is carried out in several stores,

with sucli modifications as sj)ace will adniit.

According- to the managers (jf the stores with
such features, the latter are of great value in

selling goods. Customers are seeking more and
more conditions which will enable them to

\isualize the effect of the goods in their homes,
and they alstj den-iand stores which will give
them maximum comfort when shopping. Hence
the tendency for greater beauty in the construc-
tion and decoration of the stores.

Some of the firms have been in existence
many years, and ha\e customers extending to

the third generation. One firm, which has been
cstail)lished 50 year.s— I'. 11. Labelle & Company
Limited—is going out of business. The greater
use of advertising has, to a certain extent, modi-
fied the old-fashioi-ied idea of loyalty in mat-
ter of buying. The increase in newspa])er ad-

vertising and the frequent offering of l^argains

have made such an impression on the public that

])uyers no longer stick to given stores as was
the custom years ago. They will visit two or

three stores and compare qualities and prices

liefore coming to a decision. They want the

best that can ibe purchased for the money avail-

able and will spend much time in order to get

it. The jnirchase of furniture often means the

expenditure of considerable sums; it involves
the comfort of a family ; often the expression of

individual taste
; and the ideal of what a home

should be. For these reasons people will take

a very long time in deciding on their require-

n-ients, even in cases where the money laid out is

not great. Competition is very keen, and the

departmental stores and retail furniture stores

use the Daily Press very freely to secure trade.

Hack of it all, they give considerable service, in

order to retain, as far as possible that trade.

A certain amount of United States furniture

is sold in Montreal, and a limited quantity of

llritish, I'rench and Belgian furniture also comes
in ; the latter is of a very high quality, and the

])rice is ])eyond the reach of the ordinary man.
The majority of jjieces is of Canadian manufac-
ture; for ordinary purposes Canadian buyers can
find all they need in the way of furniture in our
own country.
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A Furniture Firm with a World-

Wide Reputation
As Designers, Manufacturers and
Retailers of Exclusive Furniture

The name of W aring & Ciillow, Ltd., is known
the world over, as desi^ners, manufacturers and
retailers of exclusive furniture. The term ex-

clusive is often mis-used, but we know of no
other adjective which so adequately describes

the class of goods marketed by this firm. The
head office is London, England, with branches
in Li\erpool, Lancaster, Manchester, Montreal,
Paris, Urussels, Madrid and Ikienos Ayres.

The Canadian branch, at 394 Phillips Square,

Montreal, was established 14 years ago with

the object of importing English furniture. Cli-

matic conditions and the distance from the

manufacturing plants in England dictated a

change in ])olicy. It led, in fact, to the estab-

lishment of a factory in Montreal, which proved

so successful that the manufacturing facilities

had to be enlarged ; the factory and upholstery

department are situated behind the store. The
branch takes care of the ])usiness on the Xorth

American Continent.

The trade is of course of a different charac-

ter from that of the ordinary retail store. It is

entirely of the Made-to-order type, the furniture

being of the highest possible grade.

Demand for Period Furniture

There is an increasing demand for fine co])-

ies of old furniture of various periods. 14ie

firm's reproductions are copied from authentic

models, with an endeavor to embody in these

reproductions the spirit and ideals which influ-

enced the old masters of furniture design.

The store, on two floors, really serves the

l)urpose of show rooms. They are stocked with

goods made in the factory, and give an excellent

idea of the class of furniture manufactured. It

is only occasionally that a suite or piece of fur-

niture is sold from the floor.

Furniture to Order

The windows are not very large, and are

dressed with three of four pieces of furniture

against a background of tapestries. Very little

is done in the way of newspaper advertising;

neither is any soliciting done. P.usiness is se-

cured through recommendation, its nature na-

turally limits its borders, as only those with

means can afford to pay the i)rice for the high-

est class of furniture, which demands the best

craftsmanship. The aim is to i)roduce the very

best that skilled designers and workmen can
give—in other words, to manufacture and retail

furniture that will express the individuality of

customers which is difficult to obtain with goods
made under tptantity production conditions.

Each has its |)lace, Init it is clear that individu-

ality can only be secured in a maximum degree
bv the making of goods to order. The personal
artistic tastes can in fact be only adequately ex-

pressed through furniture made according to

their ideas.

The firm undertake the complete furnishing
and decorating of a house, including the supply
and making of curtains and draperies. A large

Mahogany Sherator. Desk made by Waring & Gillow Ltd.

stock of these, together with upholstered goods,

is kei)t on the second floor, when samples arc

displayed on easels. iMiglish and L'nited States'

wall papers are also stocked.

The firm make a s])ecialty of of rugs and car-

pets. TItcsc include those of oriental origin and
Wilton and Auxminster carpels from the ( )1<1

I'ountry. Some of lliese are made e\c!usi\elv

for the firm. .Mr. C. ('. Urookes is the manager
of the Canadian branch.
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The Faithful Representation

of Merchandise
Sound Policy That Has Built a Six-Storey

Business on MontreaPs Big Shopping Street

"The <^-uiding- ])rinci|)le in the huil(lin<;- nf this

l)iisiness has been tlie rei)re,sentati()n of tlie

goods as what they are," said Mr. L. SoIoiikjii,

the manaj^cr of H. Solomon C()ni]jany, 740 St.

Catherine Street West, Montreal. "'Jliis is the

absolute rule—the sales ]ieople are instructed

not to exaggerate in any way. They must not
make promises which cannot be tilled, and they
must not in any way leave an exaggerated im-
pression. While we may have lost sales, we
have more than offset these losses in retaining

ihe goodwill of those who have bought from us
and recommending the store to others."

The business started by Mr. L. Solomon in

a small way on Notre Dame Street West is now
one of the most extensive in the city. The part-

ners are Messrs. L., S. W.. & E. Solomon. The
early days were times of strenuous struggle.

The basic principles of business were the same
then as now—and, said Mr. Solomon, "they have
proved of equal value. They pay."

The store on St. Catherine Street West com-
prises a basement and five floors. It has a front-

age of about 185 feet, giving an exceptionally
long window space and opportunities for dis-

playing furniture of all kinds. The centre win-
dow, with doors on each side, is devoted to the

exhibition of draperies. The large amount of

window space—not exceeded by any furniture
store in the cit}-—gives the public an adequate
idea of the range of goods carried and also (jf

the complete service which can be obtained at

the store. The policy of marking the goods in

plain figures is carried out. People who are
looking for furniture appreciate this. They ob-
tain an idea of the value of the goods exhibited ;

they are attracted by the unmistakeable evidence
of what is offered and at what ])rice. The pull-

ing power of this system is evidenced by the
fact that within a short i)eriod at least twenty
suites were sold from the windf)ws.

Occupy Whole Building

The entire building is occupied !)} the finu.

It consists of a basement and five floors. l{xcei)t

for the basement and the t{)p floor, all the si)ace

is dcs'oted to the exhibition of furnitm-e. I\ach

floor is definite in its character, so that a buyer
is not confused by the mixing of say, bedroom
goods with living room furniture.

The basement is used for storage purposes.

The ground floor has three entrances, and exce])t

for a small sj)ace for offices, contains living room
suites. At the Christmas period it is devoted
to a very extensive display of goods suitable for

presents, an endeavor being made to confine

these to values not exceeding $25. The idea is

to (jbtain a share of the considerable sums spent

at this season, and to divert it to the purchase of

useful articles which are of permanent value.

These are more appreciated than many articles

bought at Christmas, and which are of a flimsy

character. The floor is lighted by 12 indirect

lights, giving a very pleasing effect.

Carry Wide Range of Furnishings

The next floor is mainly devoted to a very
large stock of floor coverings in great variety.

Here t(K), are ke])t the drai)eries and curtains.

The firm makes a si^ecialty of catering to the
children—and so there is a special room with
cots, l)aby carriages, chairs, go-carts, etc., and
also lines of furniture toys such as doll beds and
doll carriages. The decorations are in keeping
with the character of the room. The walls are

ornamented with paper cut-outs of birds, cats,

dogs, etc., which cannot fail to attract the child-

ren's attention. It is a detail, but one which
adds to the brightness of the department.

There is a very extensive stock of dining
room furniture on the next floor. On this floor

too are found kitchen goods, such as cabinets
and refrigerators. In addition to the furniture
in the centre of the floor, there are on one side

K) sej)arate bays, cut off from each other, and
so arranged as to form completely furnished
rooms, carrying out the idea of model rooms
discussed in our last issue. Thus intending pur-
chasers can see at a glance the homelike effect

of the various styles of furniture. The same
arrangement is carried out on the next floor,

where all the bedroom furniture is dis|)layed.

Everything Inspected

i he to]) flat is used for storage and for in-

S
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A View of Ground Floor of Store of H.
Solomon & Co.—185 Feet of Frontage

Gives Opportunity for Splendid Display

specting and retouching goods which are sold.

Nothing goes out of the store until it has been
inspected and any defects made good. This in-

spection involves a certain amount of expense,

hut it obviates complaints and ensures satisfac-

tion to the customers. Occasionally a slip-up

occurs, but the firm takes every means to rectify

this, in fact goes a long way to satisfy customers.

Upholstering is also done on the upper floor.

Considerable stress is laid on the keeping of

promises regarding delivery of goods and the

many other matters which constantly crop uj).

There is no more certain way of irritating cus-

tomers than making promises and then falling

down in their fulfilment. "Do not," said Mr.
Solomon, "make promises unless you are sure

they can be carried out. Trouble lies that way
—and trouble which will mean the loss of good-
will.

A considerable amount is spent on advertis-

ing in the daily i)ress. The keynote is the same
as in the sales talk—representation of the goods
as they are, the wording being free from exag-
geration which may give a false impression of

values. This, Mr. Solomon stated, is a jxilicy

which will attract as well as keep customers.
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Satisfaction to Customers
Albert's Furniture Co. are Complete

Home Furnishers— They Also Have

Good Accounting System

The business premises of Albert's l^'urniture

Company. Limited, are located in what may be
termed the retail furniture district of Montreal
—St. Catherine Street. Here is situated most
of the principal furniture stores, catering to

every taste, from cheap to high grade goods.
The tendency of late years has been in the di-

rection of concentrating stores of this character
in the u])-tovvn shopping district. There is a

good reason for this. People will, as a rule, buy
in a neighborhood where there is a wide choice
of the goods they need, and they are naturally
attracted to a thoroughfare, particularly one like

St. Catherine St., where they are certain of se-

curing what they require.

Albert's store is an example of a concern

which was started in the down-town section and

was transferred to St. Catherine St. West.

The business was established in 1877 on Craig

Street, and 16 years ago was removed to 39 St.

Catherine St. West. The store has been grad-

ually extended until it has taken in all the ad-

joining properties up to 53, which is now the

address of the company. In May next another

addition will be made to the east of the present

store, increasing the frontage from 125 feet to

155 feet. The building consists of three storeys

at one end and four at the other. At the west
side it is at the corner of St. Urbain St., giving

some window space on that street.

The windows on the first floor, on St. Cather-

ine St., have no backgrounds; they allow an al-

A section of Albert's window space
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most uninterrupted view of the interior—a style

which is in increasing use.

The floor is very spacious and is lighted on
the far side by three rows of electric lights in

white bowls, and by rows of shaded lights in

the front part. The windows are illuminated

by series of lights in reflectors, built close to the

ceiling. The offices are at the rear side of the

floor.

Complete House Furnishers

The company are "complete house furnish-

ers." A very large stock is kept, the various

suites being grouped. The first floor contains

living and drawing" room goods; the next floor

carpets and rugs, of which a very large stock

is maintained ; and the third floor bedroom furni-

ture. Reserve stock is kept in a large gallery

built around three sides of the upper floor.

All goods are marked in plain figures, this

being in the opinion of Mr. J. Albert (who with

Mr. Sam. Albert owns the business) a policy

which is of considerable importance in the mer-
chandising of goods. Another point which is

kept in mind is giving prompt satisfaction to

customers in case of a complaint. Althoug'h

every care is taken in ship])ing goods, particular-

ly in the matter of wrapping, complaints will

occasionally arise. These are attended to at

once, a representative being sent to make any
adjustments which may be necessary. The com-
pany have found this to be a service which is

greatly appreciated.

Details of Sales

When a sale is made a form is made out in

triplicate with details of the transaction such as

cjttantity, number, article, size, color and finish,

price, amount, and total. One is given to the

customer, the second forms the delivery slip,

and the third goes to the office for book entry

purposes. This applies to ])urchases where the

delivery is at a future date, c.o.d., or where cash

is to be paid in thirty days. In cases where cash

is i)aid a somewhat similar form is made out

with the word cash plainly printed on it. An
entry is made in the cash book from one (jf the

triplicate sheets, and the sheet is then ptit into

a folder for reference. Besides that, the follow-

ing ticket is attached to the delivery slip :

—

Date Delv'd
Driver
Loaded by
Checked by

All goods received are entered in a receiving

bot)k. h'rom that book the following ticket is

made out, and when an invoice comes in the

ticket is attached. This gives complete informa-

tion as to the goods, and enables a check to be

ke])t on the receipts of all goods. The method
has proved exceptionally useful:

—

i:)ate Rec'd
Charges
Rec'd. by
R/S No
Factory No
Stock Sheet No
Invoice No
Remarks
O.K'd by

With regard to ach ertising, Mr. Albert stated

that it is remunerative, if backed up by good
value and by selling the goods which are illus-

trated in the i)ublic announcements. Buyers
come from all j)arts of the city and also from
outside districts in response to their announce-
ments.

Forty-Five Years' Service, 1877—1922

Mr. Jno. H. Knapp, furniture, etc., Coaticook,

Que., started business in Coaticook, Que., in

the year 1877, but was completely burned out in

18<S8, losing very heavily. But with faith in his

own ability and the surrounding country, he re-

built better than before and proceeded to do a

good business according to the times ; as years

went by, he improved his stock until it was sec-

ond to none in quality in the Eastern Townships
of Quebec province. As Mr. Knapp is a prac-

tical woodworker himself, this gives him an ac-

curate knowledge of the goods handled ; there-

fore, he carries the better class of furniture

which he claims gives better satisfaction in any
old settled district like the Eastern Townships.

Mr. Knapp's success in the furniture business

has mostly been due to his near knowledge of

the goods he sold ; also in his carrying of a large

and well assorted stock suitable to his district,

his absolute honesty and his enjoying the com-

plete confidence of his customers.
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7%^ Secret of Success

in Furniture Retailing
By J. DINER

Careful Buying, Aggressive Salesman-

ship, Conservative Credits, Judicious

Advertising, Good Service
Mr. J. Diner

There are many factors that contribute to

the success of any business, but the average
furniture retailer would consider the following

—

Careful Buying. Aggressive Salesmanship, Con-
servative 'Credit, Judicious Advertising and
Good Service—as the five cardinal jioints. Kacli

of these points is of vital importance to any pro-

gressive firm, and the failure of one must neces-

sarily nullify the benefits of the others.

To begin with, successful retailing depends
to a very large extent on careful ])uying. There
is no doubt that the buyer is the backbone of

the modern furniture store. His work serves

to cause customers to send other customers, or

to send disappointed prospects to the neighbor-

ing rival store. A good buyer does not neces-

sarily buy quality goods, nor, a shrewd buyer
the merchandise he could 'buy cheapest. The
buyer should, first and foremost, study the peo-

ple coming into his store and study the de-

mands. A good buyer not only ibuys the sort

of goods, but the exact class of merchandise
for which his firm has a good demand.

Good Salesmen Needed Too
That a "Good Buy may be a Sale," may be

true ; nevertheless aggressive salesmen are

most essential to any Ibusiness. Expert
salesmen acquaint themselves with the selling

and service points of the various articles. They
endeavor to learn for what use the article is

required 'and always endeavor to sell the article

best suited for the purpose intended.

Handling Credit Judiciously

It is said that the furniture dealer doing
business on the installment plan must be a com-
bination of lawyer, merchant, collector and all-

around judge of human nature, in order to carry

on his business successfully. No lousiness re-

quires closer attention than the business ])ased

upon the installment plan. Keep the thought
upi^iermost in your mind that no furniture deal-

er has made a success who has not followed
his collections closely. In making sales bear

in mind that the risk is less and that it is easier

to collect from many small accounts than a few
large ones. Salesmen should be instructed to
always take into consideration the ])aying ca-
pacity of their prosi)ects. and to encourage the
sale of only such goods as are within their
means. While the credit man should always be
doubtful and distrustful yet he must never for-
get that he is ths most important salesman in
the firm, and that he might lose a lot of valuable
business if he is not as gracious as he is cau-
tious.

Advertising Pays
'I hat Advertising I'ays requires no proof.

The -Amherst l-Tirniture Co.. with which I am
connected, owes its success, in a very large
measure, to the advertising which have been
annually planned and carried out under the per-
sonal supervision of its proprietor, Mr. Kaplan.
The annual appropriation for advertising is

about 2>% of our turnover. We find that not
only has the money so spent repaid itself many
times, ibut that while others are complaining of
the lack of business, we are having the banner
year of our business experience, which success
we trace direct to our advertising policy.

Service

I now come to the fifth secret of success in
furniture retailing and that is Good Service.
Satisfied customers are the best assets that any
store could have, and these can only be had
through real sincere service. Every employee
should contribute towards making the service
as near to perfection as possible. The salesman
should never hesitate to give his prospect sin-

cere and intelligent advice. The credit mana-
ger should offer his helpful service by dividing
the time payments in accord with the income
of the purchasers. The shipping 'clerk should
gi\e utmost efficient service not only by prompt
delivery but by seeing that merchandise goes
out in proper shape. Last, (but not least, is the
man who looks after complaints. He must be
a di])lomat, for upon him rests the responsibil-
ity of making satisfied out of discontented cus-
tomers.

i;::f;;;:i;;::i;;::i;;::i;;::i;;::i;;::i:
;;:i:;:;r^
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Quebec

Quebec Retailers

Good Merchandisers
Understanding Basic Principles is

a first Essential to Success—Truth-

ful Advertising, System and Service

About 32 years ago the firm now known as
L. (}. St. Jean, Limited, commenced in a small
store on Notre Dame Street West, Montreal.
It was opened as a second-hand furniture store

and auction room 'l)y the late Mr. L. G. St. Jean,
who about 20 years ago decided to change the
nature of the l)Usiness and to sell new furniture
only. Subsequently the firm moved to very
much larger premises across the rcjad at 18

Notre Dame Street West, the building consist-

ing of four storeys and ibasement. The char-
acter of the district has undergone a marked
change since the business was started. Notre
Dame Street was at one time the principal shoi>
ping street in Montreal ; the retail trade has
largely shifted to the uptown district, and that

part of Notre Dame Street has become a centre
for offices and also for a large number of stores

mainly relying for business on commercial en-

terprises and those employed in connection
therewith.

L. (i, St. Jean, Limited, is therefore in a

rather isolated position, having regard to the

trend of the retail trade. The company, of

which Mr. C. G. St. Jean is manager, does not,

however, depend for the bulk of its trade on
chance custom ; it has a solid foundation in the
supply of goods to churches, colleges, schools,

and such institutions. A large number of buy-
ers too are the descendants of original customers
—e\en to the third generation. A certain

amount of advertising is done, and this attracts

buyers who might ordinarily sho]) in the uptown
district.

Carry a Varied Stock
A very large stock is carried, everything in

fact except stoves and dra])eries. A feature is

made of wicker furniture, while there are also

several lines of office goods, for which there is

a call in a district such as we ha\e described.
The store has a large selection of McLagan
gramaphones and a sample player-piano. .\

number of sales of the former are made owing
to the suggestion conveyed to the minds of the

customers by their being shown on the main

floor of the store. The sales may l)e immediate,

or materialise at later dates.

The company have a very large display of

pedestal lamps, and also specialize in clocks

of many designs. These are arranged on brack-

ets on the main floor. A short stairway in th '

centre of this floor, leads to a mezzanine floor,

with balcony on the left hand side. ( )n the

other storeys considerable stocks are kept on

galleries built midway between the floors and
the ceilings. These galleries are constructed on

two sides and at one end, this materially adding

to the storage accommodation.
Expensive lines of carpets are kept on one

of the floors. These are of Canadian manufac-
ture, and we were assured that th-jy gi\e great

satisfaction.

Exaggerations in Advertising
One of the pressing prcjblems in the retail

furniture trade, at least as far as Montreal is

concerned, is to put an end to exaggerated ad-

vertising in the daily press. By that we mean
publicity wdiich is calculated to give the public

erroneous ideas of the value of goods offered.

A suite may be good value for the money, but
it should not be described in terms which will

lead to the impression that it is worth a great
deal more—it should l)e offered for what it is

and not for what some imaginative co])y-writer

thinks it should be.

These frec|uent adxertisements of so-termed
exce])tional values at very low prices are dis-

tinctly detrimental to the interest of the retail

furniture trade. Buyers are not impressed—the
advertising loses its pulling power—the confi-

dence of the ])rospective buyer is lost.

This exaggeration is not confined to the letter

press— it extends to the illustrations. The im-
pression given by some of the cuts finds no re-

sponse when would-be buyers visit the stores.
The policy which pays in the long run is abso-

*rontributC(l liy Solomons, Montreal.
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lute fidelity in the matter of advertising" goods.
The advertisement that exaggerates is damaging
and hurtful not only to the advertiser but to the

trade in general.

We are great believers in truthful advertis-
ing—it must be absolutely truthful—no exag-
gerations—nothing that will give a wrong im-
pression as to value. Advertising, if it is to ful-

fil its purpose, must be truthful and persistent.

The man who stops his publicity is losing a large

])art of the goodwill which he has built up by
])revious expenditure. The efifect of advertising

is cumulative. It is like a snowball rolling down
hill ; in the end it establishes an asset of incal-

culable value in the form of confidence and good-
will, which is the real goal of advertising.

The Secret of Success
Mr. Henri Duclos, successor to the Crown

Furniture Company, Ltd., of Quebec city is a

retailer with definite ideas of the essential fac-

tors in serving the public. He also believes in

reading and studying his furniture and house
decorating journals. He is a fine specimen of

the better class retailer to be found in Eastern
Canada, and is a credit and acquisition to the

furniture trade. Mr. Duclos was born in Levis,

just across the river from his present home,
forty years ago, and has had a wide experience

with such firms as Jacques Limitee, O. L. Rich-

ardson & Sons and, for over three years, man-
ager of the Quebec Harness Company. He is

a member of the Quebec Board of Trade and all

Henri Duclos

the pr(jminent clul>s in liis district. Not long

ago he formed a limited company to take over

the business of the Crown hTirniture Company,
which is now o])erating under his own name.

Regarding the secret of his success in furni-

ture retailing he expressed his conviction that

the two most imjjortant items were System and
Service. System means that you know every
detail of your business, the exact cost of your
goods, your o\ erhead exjjenses, have a good ac-

counting system, so that you can keep in touch

with your stock, collections and your financial

assets from day to day.

Next m importance Mr. Duclos considers

Service. Always be straight-forward, never sell

an article under false representations; try to

educate the public to purchase good goods, as

they are the cheapest in the long run
;
keep your-

self well posted and educated by reading and
following carefully the furniture and house de-

corating journals. Advertising both through the

newspapers and direct by mail has been ])rac-

tised consistently by Mr. Duclos during the six

years that he has been in business, and this has
resulted in increasing his turnover 125 ])er cent.

Men Customers Easy to Please
"As the result of many years" ex])erience,"

said the assistant manager of a furniture de-

jjartment in Montreal, "T would rather serve men
than women. The former, as a rule, know what
thev want and how much they will spend. They
quickly make up their minds. On the other

hand, many women are \ery hazy as to their

requirements, and very critical. It entails con-

siderable effort before they can be brought to

the deciding point. Probably the shopping ha-

bit has something to do with this frame of mind.
The difficulties of salesmanship are enormously
increased when women come in parties of say
three to inspect goods. The criticisms are mul-
tiplied ; it is hard to secure an agreement; what
one of the ])arties likes another dislikes ; and it

requires an unusual stock of patience and dip-

lomacy to bring all three to a favorable decision."

Public Buying Policy Changed
"1 have noticed", said the manager of a Mon-

treal furniture store, "a distinct change in the

buying" jjolicy of the ])ublic during the last two
years. Before that time customers would come
to the store, ins]Dect the goods, and if they suit-

ed their requirements would, in most instances,

l)av the price. ' It is now different. People re-

(|uiring" a suite will enquire prices at various

stores, and I have even noticed them with lists

of quotations from different firms. Armed with
these prices, they often try to secure a reduction,

pitting one firn"i against the other. Whether
this arises from a policy of economy or not T

cannot say, but you may take it that the ])ublic

are closer buyers than they were formerly."
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St. Lawrence Furniture

Company
Riviere Du Loup - Quebec

Branch: Toronto, 61 Cherry St., J. M. Purvis, in charge

la

H
m No. 513—Chififonier, Birch. Walnut

or Mahogany Finish. Top, 32" x 19",

Mirror 20" x 16". Polished.

H

No. 573 Vanity Dresser, Birch. Top
40" X 18", Mirrors 36" x 16" and 26" x
8" Walnut or Mahogany Finish. Polished.

No. 561—Music Cabinet,
Birch. Walnut or Mahogany
Finish. Height 48", Interior
16" x 12" Mirror 15" x 6".

Piano Polish

No. 96—C o s t u m e r,

Birch. Walnut or Ma-
hogany Finish. Polished.

No. 503 Dresser, Birch. Walnut or Ma-
hogany Finish. Top 40" x 20", Mirror 28"
X 22". Polished.

All Orders Filled Promptly
Our unusually complete facilities permit us to exe-
cute large or small orders at short notice. Write
for prices and catalogue.

Surface Oak Furniture
Dining and Bedroom Suites
to Sell at a Moderate Price

'I'his furniture is iiiadc in the nicdiuni i^rado and coiiu-s at a price

that will appeal to the s^reat majority of furniture buyers. In

hnish and workmanship it is far above the average.

u
11

m
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''QUALITY THROUGHOUT" has been the watchword in the
manufacture of Montreal Upholstered Furniture. It is not enough
that the cabinet work and covering should be the best, the material
inside must be of the same high standard, for upon it too depends
the measure of satisfaction. Dealers who carry the Montreal
line thus ensure the future patronage of their present customers.
Let us give you full particulars.

THE MONTREAL UPHOLSTERING
COMPANY

HEAD OFFICE TORONTO SHOWROOMS
1611-1613 Clarke Street 99 King Street W.
Montreal, Que. Toronto, Ont.
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"Slavery has been abolished"

—

BY LINOLEUM
You, Mr. Merchant—can appreciate the strong selling

points of Linoleum as suggested in the picture.

Linoleum has solved a big problem in thousands of

Canadian homes. But there are many to whom you
should explain Linoleum's advantages.

Make your Linoleum Department hum with sales by
playing up the outstanding qualities of this practical

and sanitary floor-covering. You can double your
sales with but little eff'ort. Linoleum is an easy seller.

So are genuine Dominion Linoleum Rugs. Canadian
housewives need it, but you should take the initiative.

Link up your local advertising with our Canada-Wide
Linoleum Advertising Campaign. We will send you
electros free. Make window displays that will interest

the customer—that will sell, by using our window
trims. They are sent free to merchants selling

DOMINION LINOLEUMS
Distributed by Canadian Dry Goods Jobbers

Dominion Oilcloth & Linoleum Co. Limited
MONTREAL
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J. Oliver & Sons, Ltd.
Ottawa - Ont.

Manufacture a cheap and medium line

of

Bedroom Suites

Dining Room Suites

and

Kitchen Furniture

Including Basswood top and Porcelain

top kitchen tables and cabinets, cup-

boards, full leaf tables, and chairs.

This month try us for

KindergartenSets

TRADE
QUESTIONS
ANSWERED
II/ITH the best will in the world no

trade paper can print all the in-

formation that its readers require, but

it can supplement its editorial and

advertisement pages by an informa-

tion service. ''Furniture World" is

is always happy to assist its readers

and advertisers by any means in its

power, and trade inquiries addressed

to ''Furniture World" will receive

immediate attention. No charge is

made for answering such inquiries.

Imported

VELOURS, MOHAIRS, DAMASKS,
TAPESTRIES, PLUSHES, SILKS

As Canadian representatives for Tissage de Vel-

ours, Achel, Belgium and La France Textile Com-
pany, we are able to offer the upholstering trade

a wonderful array of the finest imported materials.

Samples and full information will be gladly fur-

nished on receipt of your enquiry.

Ask US about your reqairements

G. NOEL & COMPANY
30 St. John Street Montreal, Quebec
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Business Paper Fundamentals
Taught by Daily Newspapers

GLANCE through the pages of any great Daily

Newspaper and notice how it tends toward
Business Paper practice.

Here is a building section, there an electrical depart-

ment, again columns of interest to wholesaler, a

lumber page, a theatrical page, a sporting page

—

and next to each you find the advertising relative

to the subject in question.

Watch the reader turn to the department in which
he is most interested—where the advertising is to be
found which will be most likely to appeal to him.

So with the business man—as a time-saver, he takes

up his business paper to learn the latest develop-
ments in his special field. Other publications have
but a casual interest for him—because they broaden
his general knowledge or afford mental relaxation

—but it's the business publication he desires, and
requires, when he's thinking of business only. He
knows that the business paper will give him the very
facts he needs—briefly and reliably—in both edit-

orial and advertising pages.

To advertise in business publications places your
products before such business men at a time when
they're thinking of business.

f

Lowest Rate Per Interested Reader

Hugh C. Maclean Publications
Eloetrical Nmot

Canada Lumberman

Footwear in Canada

Vancouver

Canadian Woodworker

Western Contractor and Builder

Contract Record & Engineering Review

Commercial & Retail Merchants' Review

Furniture World

Western Lumberman

Western Coal Review

Head Office : 345 West Adelaide Street

Chicago Toronto Montreal Winnipeg
The largest publishers of technical papers in the British Empire, printing in Toronto,
Winnipeg and Vancouver. Proprietors of MacLean Building Reports Limited. .A
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The rates for this department are $2.80 per inch

per insertion with 25% discount for four or more
insertions. Advertisements requesting employment
or employees will be inserted at one cent per word.
Confidential box numbers available.

A licensed embalmer of first clas.s experience and one to be
relied upon is open for a position. Box 237, Furniture World.

] 1

W.ANTED—Good furniture and undertaking or undertak-
ing business. Western Ontario preferred. Apply Box 2I!(),

Furniture World. 11

AGENCIES WANTED—For Western Canada, by man
well connected and familiar with Western trade. Best re-

ferences. Apply A. 1'. Gardner, 1()'.)0 (Jranville Street, Van-
couver, B.C. 11

Best undertaking opening in Canada—young man, some
experience. Three Thousand will finance for motor equip-
ment and stock. License not necessary. Apply H. Bingham,
Orillia, Ont. 11

For Sale— Furniture Store— 4.') x 100 ft., with stock of

furniture. Will be sold without reserve It is a well establish-

ed business, located on a street car line. Good reasons for

selling. Particulars on applying to, J. R. Leduc Cap de la

Madeleine, Que. 1 1-1

(ioderich Art-Craft Furniture CO., Lt(L. has heeu

formed, and is establishint; itself in a plant at (ioder-

ich, with a floor space of some 35,000 sq. ft. Reed
furniture, reed baby carriat^es and children's vehicles

will be manufactured.

Progress Spring Bed Mfg. Co.

The Projjress Spring Bed Manufacturing- Com-
l)any have taken over the Canadian Spring Bed Man-
ufacturing C'om]jany, who were located at 398 Ca-
(lieux Street, Montreal. The management of the
Progress Spring Bed Mfg. Co. re])orts business ])ar-

ticularly brisk at the present time; they are enlarging
l:oth tlieir plant and offices.

UPHOLSTERY SPRINGS
Highest quality Upholstery Springs,
made from the finest grade High
Carbon Steel Wire, oil tempered
after the coiling operation, thus in-
suring uniform strength and "No
Set." Remember, the quality of
your High-Grade Upholstering de-
pends entirely on the quality of the
springs you are using.

HELICAL SPRINGS
for spring bed and mattress fabrics.
Get the habit; buy Canadian Springs.

James Steele, Limited
Guelph Canada

SPRINGS

In Demand and Growing in Popularity
Many dealers tell us that the Luxury Bed .Spring is their best seller. It should be too,

on account of its superior construction, durability and the comfort it prcjvides during a life-

time of service.

Our national advertising in the leading daily papers throughout Western Ontario is furth-

er familiarizing the buying public—your customer.s—with the genuine merits of Ruddy's
Luxury Spring. It cannot sag or sway and is guaranteed for 25 years.

Makers of Bed .Sjirings for every purpose, in any style.

Write us for full particulars and prices.

RUDDY MANUFACTURING CO. LIMITED
BRANTFORD CANADA
We are Canadian manufacturers for the celebrated Sellers' Kitchen Cabinet

r.lllllMIIIIIIIUIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII iiiiiliiliiliiliiliilii iiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiliiliiiiiliiiniiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiMiiiiiiiiiiii^



NOVEMBER, 1922

iJllllllinilll|llllllllMlil|M|ll|l!llll!lltllMlllllllllll(|ll|tllMll|i,| III! I '|il|p|(||lli:i||.||l|!riltinitli:illllli!i:ill>l>llilll<f-lill :l' lillHIi IMI< I I I I t II

_ Guaranteed ^

GOLD MEOJVL^ Quality

The Gold Medial Furniture factories were comparat-

: ively small thirty-two years ago, but steady building of better furniture has

: resulted in our present position—that of one of the largest manufacturers of

; furniture in all Canada.

I In all this period we have never overlooked the principles on which this busi-
i ness was founded—fairness to the dealer, service, quality products, and co-

- operation.

I
That we have succeeded is shown by the fact that sales have increased stead-

i ily year by year, until now the total sales of our factories are in excess of those

I of any single maker in Canada. This leads us to make the statement that
i "We are the largest furniture manufacturers in all Canada."

I Our fairness to the dealer has so strengthened our prestige with them and
I with their customers that the GOLD MEDAL GUARANTEE is being recog-

1 nized as the Hall Mark on furniture.

I THIRTY-TWO YEARS of catering to the best trade in Canada, meeting their

1 requirements to the last detail, has brought our line to its present excellence.

I
We know how to eliminate slow sellers and replace them with furniture that

1 will "turn over" quickly.

I
The latest addition to our line is the FARABED; every household is a pro-

i
spective buyer of one of these multiple-duty pieces of furniture. The smallest

i
house and the largest institution can use them with equal ease—this is an

i asset of the first water.

I
Our co-operative advertising is of immense value to the dealer. The great

i outlet we have built up through the furniture trade necessitates manufactur-

I
' ing in quantities which permit us to offer our line at real saving prices.

The Gold Medal Furniture Mfg. Co. Limited
I

Toronto - Winnipeg

The Gold Medal Radio Phonograph Corp.
I

Uxbridge - Ontario

The Gold Medal Bedding Company Limited
\ Montreal - Quebec
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To Handle the Best Coil Spring?

The Housewife is Your Greatest Advertiser!

One fink, to a housewife means 10 to her neighbors

Comfortable, Noiseless, Swayless, Sanitary

Unlimited Guarantee on Each Spring

Look for the name Enk,

m
M
m

Leggett & Piatt Spring Bed Co.
Windsor, Ont.
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Be on the watch for our great January issue
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An Exclusive Design
If you are looking for something that

will add distinction to your stock, some-

thing that is different and yet within the

bounds of good taste and artistic design,

this New Italian Dining Room Suite will

fulfill your utmost expectations.

'J'he buffet is 72" long-, and the
entire suke comprising. Buffet.
China Cabinet. Extension Table,
Serving Table and Diners, will be
finished in two-tone. Malcolm &
Souter quality, of course, is built
into its construction from start
to finish. Readv in January.

No. 511 Buffet

This Suite, as well as our entire

line, will be shown at the Exhibition

to be held in Toronto, January 8th

to 20th, 1923, in the Cohseum Build-

ing, Exhibition Grounds, where we
hope to have the pleasure of meet-

ing you.

I.

r --

No. 511 China Cabinet

Malcolm & Souter Furniture Co. Ltd.
Hamilton :-: Ontario
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Waterloo County
Furniture Exhibition

Furniture Merchants
The Waterloo County Furniture Manufacturers invite you to their 15th Annual Fur-

niture Exhibition to be held at Kitchener-Waterloo January 8th to 20th, 1923.

All dealers will be guests of the Manufacturers at the Walper House, Kitchener, the

official Headquarters.

On arrival please register with the i\.ssociation Secretary, Mr. J. P. Scully, who will be

stationed in the Walper House Rotunda and will arrange for your accommodation.

Waterloo County Furniture Exhibitors.

LIST OF EXHIBITORS AT
CANADA'S GREATEST FURNITURE CENTRE

FURNITURE BLDG., King St.

E., Kitchener.

Chesley Furniture Co.,

Crown Furniture Co.
Elmira Furniture Co.,

Fischman Spring Co.,

Gem Crib & Cradle Co.,

Ideal Reed Co.,

J. Kreiner & Co.,

Lloyd Mfg. Co.,

J. C. Mundell & Co.,

Novelty Reed & Rattan,
Neustadt Furniture Co.,

National Table Co.,

Orillia Furniture Co.,

Reitzel Bros.,

Specialty Upholstering Co.,

Simmons Bed Co.,

Wiarton Furniture Co.,

AUDITORIUM, Queen
Kitchener.

St.,

Hepworth Mfg. Co.,

G. H. Hachborn Co.
Lippert Table Co.,

Lippert Furniture Co.,

DE LUXE FACTORY, Gaukel,
St., Kitchener.

Art Furniture Co.,

Beaver Furniture Co. r

De Luxe Upholstering Co.,

Renfrew Refrigerator Co.,

ANTHES BAETZ FACTORY
Kitchener.

Anthes Baetz Co.,

Baetz Bros. Furniture Co.,

Baetz Bros. Specialty Co.,

JACQUES FACTORY,
Kitchener.

Jacques Furniture Co.,
Strathroy Furnitue Co.,

MALCOLM & HILL FACTORY,
Kitchener

Armstrong W. J.

Malcolm & Hill, Ltd.,

KITCHENER
H. Krug Furniture Co., Factory
Wunder Furniture Co.,

36 King St., W.
WATERLOO
Snyders Limited, Factory
Waterloo Bedding Co., Factory
E. O. Weber, Limited Factory,
Woeller Bolduc & Co., Factory.

a

m
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KITCHENER — WATERLOO

An appreciation of your

many favors to us

'pHE splendid way in which Wunder Fur-

niture has been received by the trade

during 1922 prompts us to extend our sin-

cere thanks. We hope we may again merit

your confidence during the coming year

and to this end it will be our earnest end-

eavour to maintain the same good qualities

that have characterized this line in the past.

Remember that a

full range ofWun-
der Furniture will

be on display in

our permanent
showrooms, 36

King St. W., op-

posite Walper TQ CLLL
House, during the

Exhibition.

A Merry Christmas and
a Happy New Year

The Wunder Furniture Mfg. Co., Limited
KITCHENER - ONTARIO

'^Canada's Greatest Furniture Centre"
mmmmm
r^^Can
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"Woeller, Bolduc"
The Standard of Upholstered Furniture

Permanent business can only be built by
giving sound value—and that is the prin-

ciple upon which Woeller, Bolduc furniture

is constructed. Inside and outside the mat-
erials and workmanship are identical with
that employed in furniture selling at a much
higher price. Then too our designs are al-

ways new and appealing.

When you consider these facts can you af-

ford to overlook the Woeller Bolduc line?

During the Kitchener-

IVaterloo Exhibition Jan.

8-20 he sure to inspect

our display in our perman-
ent Showrooms opposite

the G.T.R. Depot.

Yuletide

Greetings

to our

friends

in the Trade

Woeller, Bolduc & Company
Waterloo - Ontario



6 FURNITURE WORLD

KITCHENER — WATERLOO

Sincere Wishes
In thanking you for your valued patronage during 1922,we sincerely
wish all our friends in the Trade a Joyful Christmas and a New
Year of Prosperity.

Don't fail to visit our display in the Furniture Building, King St. E.,

Kitchener during the

Furniture Exhibition
January 8th - 20th

where we will be showing our complete line and you will be wel-
come and well repaid.

ReitzeFs Limited
Waterloo - - Ontario

With the many pleasant relationships exist-

ing between the members of the Furniture

Trade and ourselves, we are most sincere in

our wishes that all may have

A BRIGHT, JOYFUL CHRISTMAS
and may the coming days bring to you such

a measure of Health and Happiness that

you will have

A HAPPY, PROSPEROUS NEW YEAR

Our line will be on display for your inspection in the new Furniture BIdg., King St. E., Kitchener, Jan. 8-20, 1923

SPECIALTY UPHOLSTERING CO., LTD., WATERLOO, ONT.

"Canada's Greatest Furniture Centre"
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A New and Attractive Bedroom Suite

No. 760 Chifferobe

We extend 9ur thanks
and appreciation for
1922 business.

We extend our best
wishes for Christmas
and the New Year.

We extend a cordial
invitation to visit our
Exhibition from Jan-
uary 8-20, 1923, when
many new and pop-
ular designs (includ-

ing the one illustrated)

will be displayed.

Malcolm & Hill
LIMITED

Kitchener — Ontario
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KITCHENER WATERLOO

Christmas
Greetings

May your Christmas Season

be filled with Happiness and
Success attend your efforts

throughout the New Year.

An Invitation

You are cordially invited to

visit our showrooms where

a representative display of
our lines will be shown dur-

ing the Exhibition Jan, 8-20,

1923,

SNYDER'S LIMITED
Waterloo Ontario

^^Ganada^s Greatest Furniture Gentre



DECEMBER, 1922

APPRECIATION

!

A Word of Thanks
and

An Invitation

We have sincerely appreciated the very pleasant relations we have
had with you, our comrades in business, during the months just

past.

As has been said, it has been a year of rewards for fighters.

Now we want to thank you.

You have been good to us, and patient too.

For this also, we thank you.

And now—Christmas and a New Year—close at hand. In this

message to you, we can wish nothing more than this—To wish you
all the joy life may give you, and that 1923 may bring even greater

things your way.

And 1923 will. It is to be a great year for Home Furnishers.
Economists all agree on this. Besides, people are taking a greater

interest than ever in their homes.

So you will be coming
to the Furniture Exhibi-
tion in January some time
between the 8th and 20th
to see the new things, and
for new inspirations. Our
Exhiljit will, as usual, be at

the Anthes Fvirniture
Building at Kitchener.
And the Latch String is

out, as always, for you,
while

WELCOME
is on the doormat.

Anthes Baetz Furniture Companv, Ltd.
Dining Room and Chamber Furniture

Baetz Brothers Furniture Company, Ltd.
Furniture for the Living Room

Baetz Bros. Specialty Company, Ltd.
Portable Electric Lamps anil Shades

Kitchener, Ont., December, 1922

Managing Director
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Furniture Dealers:-

We take this opportunity of expressing our appre-

ciation for your business during 1922, hoping for

its continuation in 1923 and to wish you a Joyous

Christmas followed by a New Year of Health,

Happiness and Abundant Business.

Visit OUT line on display in the Auditorium,

Queen Street, South, Kitchener

January 8—20, 1923

Waterloo Bedding Company, Limited
WATERLOO — ONTARIO

To The Trade:--
We extend our thanks for business accorded us during

the past year hoping we may have a continuation of these

relations and to wish you a Christmas of Joy and a New
Year of unequalled Happiness and Business Prosperity.

Manufacturers of

:

Fischman Ventilated Spring Mattress, Ventilated Box
Spring, Ventilated combined Box Spring and Mattress,

Ventilated Spring Pillows, Spring Upholstering Cushions,

Upholstering Constructions, Auto Seats, Spring Rosettes,

Chair Pads, etc., etc.

Our full Um will he on display for your inspection

January 8-20, 1923

FISCHMAN SPRING CO.
KITCHENER, ONTARIO

"Canada's Greatest Furniture Centre"
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^^As we draw towards the close

of another year
it gives us great pleasure to wish our

furniture friends all the good things

at this Christmas Season and twelve

months of Health, Happiness and

Business Prosperity.

Visit our display at the Kitchener Exhibition

The H, Krug Furniture Co, Limited

Kitchener, Ontario
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Greetings

to the Furniture Industry

NCE again the
Festive Season
rolls 'round and
we are given the

opportunity of

wishing our friends in the

trade that time-honored wish

—a merry Christmas and a

Happy New Year.

May 1923 bring health and
happiness to you and yours

and may all your efforts be

crowned with success.

During the Kitchener Exhibition our factory showrooms

will display our complete range of upholstered furniture-

You are cordially invited to attend.

DeLuxe Upholstering Co. Ltd
Kitchener, Ont.

"Canada's Greatest Furniture Centre''
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KITCHENER — WATERLOO

Let this Trade-Mark be your Guide
This trade-mark is your assurance of a Guaranteed product. It

in turn enables you to win the confidence of your customers and is

at all times a splendid sales argument.

When at the Kitchener Exhiliition, visit our display of GUAR-
ANTEED furniture.

Christmas Greetings

To all our friends in the Furniture Trade we wish a very
Merry Christmas and a Happy New Year.

THE BEAVER FURNITURE COMPANY, LTD., Kitchener, Ontario

Sincere Greetings

pause as the oldyearfades and
the new year is ushered in, to

recall the pleasant relationships of
1922 J to thank you and to wish you
a Christmas ofJoy and a New Year
of Unsurpassed Prosperity.

Be sure to visit our display in De Luxe Factory, Gaukel St.,

at the Kitchener Furniture Exhibition, January 8th to 20th

Art Furniture Company, Limited
Kitchener - Ontario
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The Season^s Greetings

to the Trade

HE coming of the New Year gives evidence of

usher ng in a period of prosperity to the furn-

ishing trade. The rock bottom values we are

offering have been increased and promise to create

new sales records everywhere.

Be Sure You See Our Exhibit

A complete new and up-to-date Hne of Dining
Room Suites and Chesterfield Sets will be on display in

the Auditorium, Queen St. South, Kitchener, from
January 8th to 20th. It will pay you to keep one of

these dates open and visit our exhibit.

The Lippert Furniture Co.
LIMITED

Kitchener - Ontario
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May the Christmas

Season and the

Coming New Year
Bring You Full

Measure of Hap-
piness and
Prosperity

Visit Us at the Exhibition

We will have an excellent display of Living Room Suites,

Davenport Beds and Royal Easy Chairs (The World's Easiest

Easy Chair) on exhibition in the factory showrooms. We in-

vite you to come and make yourself thoroughly familiar with

our line.

THE FARQUHARSON-GIFFORD CO
STRATFORD — ONTARIO
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rURNlTURB

To the Trade
We wish to express our appreciation of the co-operation

and business we have received from the furniture trade

during the past year. It has been one of the most satis-

factory in our history. We all join in extending to you:—

STRATFORD, ONT.



DECEMBER, 1922 17

FURNITURC
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Showing the New Universal Design
In Quartered Oak, ImitationMahogany, Imitation Walnut

ll^.^gHE present Christmas Season is one of the

Tg busiest we have ever experienced and all in-

^: dications point to its continuing through 1923.
WMiM The value of a Globe-Wernicke Book-case in

the home is being recognized as never before and the
dealer who carries them is assured of liberal profits and
increased business.

We Invite You to Visit Us
at our Factory Showrooms during
Stratford Exhibition, 1923.

STRATFORD, ONT.
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See us at Stratford

Furniture Exhibition
in January

A representative showing of Imperial

Rattan Furniture has been arranged for

at the Stratford Exhibition which will

give every merchant an opportunity of

viewing the newest ideas in this class of

furniture.

Do not miss the Exhibition. Do not miss

the Imperial Rattan Exhibit. A visit to

both will repay you many times over,

during the coming season.

To our Friends

in the Trade

W't wish you all a Merry Christmas and

a Happy New Year.

May 1923 bring'its full share of happiness

and prosperity to you and yours.

2^

Imperial Rattan Co., Limited
Stratford - Ontario
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Christmas

Greetings
/^NCE again we are afforded the o])[)or-

tiinity of gn'eling our friends in llic

fiirnilure tra<le and wishing one and all

success and happiness during the coming
year.

At the Stratford Exhibition
We will he represented at this hest of all

Exhihilions hy a very re])resentalive line of

our furniture. Come and get actpiainted.

The Stratford Mfg. Co., Limited Stratford, Ont.

"Fire Me''
said a progressive salesman to the Manager. "I am costing the House too much. I am spend-
ing so much of my time explaining to prospective customers who I am, who my House is, what
my goods are, and why they are, worth buying, that I don't have much time left for selling. Do
all this preliminary work for me by means of effective advertising before I reach the Furniture
Dealer's store. Tt can be done better and cheaper this way than f can ever hope to do it."

The wise manufacturer uses Furniture World not only to save his salesmen time but also to save
the time of the Jobbers' salesmen.

The "open door" to the Furniture field is the "Furniture World" which for years has earned and
held the confidence of advertiser and buyer.
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No. 5260

Oak and Walnut

McLAGAN PERIOD FURNITURE
Original and Authentic

There are two features of McLagan period furniture

which we believe cannot be too strongly emphasized

—

originality and authenticity. McLagan designers have

that rare gift of being able to maintain their own origin-

ality while following faithfully the Hnes laid down by

the old masters. This is readily confirmed by an inspec-

tion of any McLagan production.

During 1923, we shall again offer to the trade a new
series of designs in which these two features will be

clearly in evidence. The result will be bigger and better

business for the dealer—for YOU.

Get in touch with us now for full details.

J5he

McLAGAN FURNITURE
STRATFORD
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Christmas 1922

HE spirit ofthe Season
prompts us to express

again the pleasure we
derive from our busi-

ness relations with
you, and on behalf of our entire

organization we wish for you
and yours, a Merry Christmas
and a Happy and Prosperous
New Year.

STRATFORD FURNITURE EXHIBITION
January 10 to 24 Inclusive

A comprehensive display of McLagaii Fur-
niture has been arranged for the Exhibition.

Plan to be here.

COMPANY LIMITED
ONTARIO
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FURNITURE

Xmas Greetings

m

The Stratford
STRATFORD
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rURNITURE

to the Trade

No. 218 Bedroom Suite

THE measure of success which
has attended our efforts
during 1922 speaks well for

I the regard in which our
furniture is held by the trade. To
maintain and increase its saleability
and value will be our chief concern
during the Coming Year. Our lines
will be on display at the

STRATFORD EXHIBITION

Be Sure to be There

Chair Company
ONTARIO
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The Kroehler Mfi

Co., Limited
Operating Kindel Bed Co., Limited

Stratford - - - Ontario
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Kroehler

DAVEN-O
'^Invisible
Bed Room

It is rare that a single line of furniture

proves such a business builder for the

dealer as has been proven in the case of

Kroehler Daven-O's. See them

at the Stratford Exhibition

The Kroehler Mfi

Co., Limited
Stratford - - - Ontario

Operating Kindel Bed Co., Limited
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Hi FURNITURE

Annual

Furniture Exhibition

STRATFORD
January 10th to 20th, 1923

VIZE cordially invite all Furniture
Dealers to visit us at our Show

Rooms where a hearty welcome
and a huge display of Furniture
awaits you.

Stratford Furniture Manufacturers
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Every dealer will

find a warm wel-
come awaiting him
at the Headquart-
ers of our Janu-
Furniture Exhibi-
tion. 136 - 140
King Street, East,
Toronto.

Greetings to the Trade
We cannot let this opportunity pass without thanking our
customers for their loyal support during the past year. It

has indeed been appreciated.

To one and all we extend that good old wish of a Merry
Christmas and A Happy New Year—with Every Success
for 1923.

Panada FurnitureMANADA rURNITUREmANUFACTURERS
Limited

head office, woodstock
Permanent Show Rooms—Toronto, Factories at Woodstock, Walkerton, Wingham, Waterloo, Kitchener,

Seaforth. Western Distributing Warehouse: Winnipeg, Man. Montreal Selling Office: 364 University St.
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Forty-third Season of the

Chicago Furniture Market

January 2 to 31, 1923

Profits cannot be built from depleted stocks. Everything

points to a big year for furniture in 1923.

Take advantage of "1319" to provide yourself with mer-
chandise in January for the big business that is sure to

follow.

"1319" houses more lines—is visited by more dealers than
any other furniture exhibition building in the world.

"1319 9?

Manufacturers' Exhibition Building Company
1319 Michigan Avenue, Chicago
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Sells on Its Merits

WE have no secret formula for obtaining the

good-will, the confidenceof our customers.

It has been openly and honorably earned

by giving honest value in every piece we make.
Material and workmanship must measure up to a

high standard of perfection before being used in

our furniture. The result is a line which sells

strictly on its merits.

We wish you alia Merry Christmas

and a Prosperous New Year

We cordially invite you to visit our display in the

Jacques Furniture Go. Factory Show Rooms,
Kitchener, Jan. 8-20, 1923.

The Strathroy Furniture Co.
LIMITED

Strathroy :-: Ontario
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Greetings from the Makers
of Bell Furniture

At the Toronto Exhibition
No merchant can visit this year's display of
Bell furniture without becoming convinced
of its exceptional sales-getting possibilities.

Be sure to see it.

The Bell Furniture Company, Ltd.
Southampton — Ontario
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Success and Prosperity in the

New Year

WE desire to extend to our many friends in the trade hearty

Christmas Greetings and the sincere wish that the New Year
will hold for them and theirs health, happiness and prosperity.

We also wish to take this opportunity of thanking them for their

kind co-operation and patronage extended us in the past, and we
look forward with pleasure to enjoying their continued confidence

and again serving them during 1923.

We extend to you a hearty invitation to visit us at the Furniture

Exhibition to be held in Toronto during Jan. 8th to the 20th.

Our entire New Range will be shown.

THE MONTREAL UPHOLSTERING
COMPANY

HEAD OFFICE TORONTO SHOWROOMS
1611-1613 Clarke Street 99 King Street W.
Montreal, Que. Toronto, Ont.
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Greetings
from the Manufacturers

of Armstrong Furniture

8001/4

We shall be glad to

have our customers

visit us at our Factory

Show Rooms, Jan-

uary 8-20, 1923

It is again our pleasure to thank
the many dealers for the business

they have favored us with during

the past twelve months. It will

be our endeavor to maintain the

goodwill we have already won
and if possible to add to it in the

New Year.

We wish one and all the Compli-

ments of the Season and every

Success for 1923.

80034

Chesterfield No. 800 to match

W. J. ARMSTRONG LIMITED
GKELPH — ONTARIO
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SEE US AT THE
TORONTO

FURNITURE
EXHIBITION

We extend again the old, old

wish—A Merry Christmas to

you with Success throughout

the coming New Year.

No. 595!,^ Dining Suite (Italian)

Oak. Old English and American Brown finishes, satin or velvet; and Italian finish, wax or velvet. Plair.

British plate mirror. Cast brass trimmings.

THE KNECHTEL FURNITURE CO.
LIMITED

HANOVER, ONTARIO
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No. 597 Bedroom Suite (Queen Anne)
Walnut, polish or satin finish. Tops fronts and Rabies are veneered. Posts, standards and mirror frames are solid
walnut. Plain British plate mirrors. Cast brass trimmings.

HE pre-eminence established by Knechtel

Furniture during 1922 has been based on

JL Value alone. Bedroom and Dining Room
1 Suites produced by us are invariably the re-

sult of careful study of the popular trend. They com-

bine superior materials with expert and careful work-

manship. The result is found in their ready saleability

and their trade building qualities.

The standard we have set ourselves in the past will

be preserved during the coming year. On this basis we
ask your continued patronage.

Our complete line will be on display at Toronto

Furniture Exhibition January 8-20, 1923—Be sure to

call on us.

THE KNECHTEL FURNITURE CO.
LIMITED

HANOVER, ONTARIO
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Ti
The

Compliments

of

the Season

TO all our good friends in tlie trade and to our loyal cust-

omers who have dealt generously with us during the past

year we wish the Compliments of the Season and every suc-

cess for 1923.

Visit our display at the Toronto Furniture Exhibition

Jan. 8-20,23.

Morlock Brothers Limited
HANOVER - ONTARIO
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They Sell Where
Others Fail

The many exclusive features embodied in Knecntel

Kitchen Kabinets make them the inevitable choice

of all discriminating housewives. Your sales in this

department will be greatly increased by putting a

few of these Kabinets on display where the house-

keepers can see and appreciate them. They will be

on display at the

Toronto Furniture Exhibition

KNECHTEL KITCHEN KABINET
_ LIMITED

HANOVER - ONTARIO



TT7'£^ wish to take this opportunity of thanking

' ' you for the business you have given us dur-

ing the year just coming to a close, and to extend

to one and all the compliments of the season and
every Good Wish for the New Year.

Let's Look Ahead
We have all learned valuable lessons during the past

year. We have accustomed ourselves to the changed

condition and it wasn't nearly so bad as the calamity-

howlers predicted. Many of us are well on the way
to big business again, for we've found the public re-

sponds to the same old appeal of increased values.

We know our increased values to be one of the rea-

sons why dealers who are handling our Dining-

Room and Bed-Room Furniture have had such

splendid sales and are so optimistic about 1923.

Look these lines over. They will be on display at the

Toronto Furniture Exhibition

PEPPLER BROTHERS
LliMITED

HANOVER ONTARIO
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0 our good friend, the

Furniture Dealer, we
extend the warmest thanks

for his generous patronage

and kind co-operation dur-

ing the year just ending.

A Merry Christmas and a

Happy New Year to all

!

No. 8565 S. Settee, Length 5 ft., spring filled Cushion on spring Construction, Chair and Rocker to match

J.B. Watson Furniture Company Limited
Kincardine — Ontario
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Our Christmas Greeting

to the Trade

KbouffioiBJeofail

6dt
ibouS

See our display

at the Toronto

Furniture

Exhibition

Jan. 8-20.

The F, E. COOMBE FURNITURE CO., LTD.
Kincardine - Ontario
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Reliability-

One of the most essential things from the dealer's standpoint, is the
RELIABILITY of the manufacturer from whom he buys.

Of necessity much of what he sells has to be taken on trust and the fact

that he can place RELIANCE in the Manufacturer whose goods he sells,

helps him in his relations with his customers.

A Mattress is one of the easiest of all things to misrepresent, as very
few people look beyond the attractive cover.

We use nothing but new material, no shoddy or second-hand pulled stock.

Our Mattresses are always exactly as we represent them, and our printed

guarantee is attached to every one.

It pays to deal with people of proven RELIABILITY.

I
The National Mattress, Felt & Batting Company

I 340-342 Gerrard Street East : : TORONTO
B
SiiaiasiiiiiMiiMiiaHiiiiiBiiisiaiaHHHgiiaHHisais'HBHSiiagiBiagisisiHiaHiis
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liirnishin^

and

Decoration
in Canada

Furniture

Exhibitions

J rSli CMacLe a.:ri. Piibl ic ations Limiied

There is still time to get your message to the retail dealer before he
j

buys.
I

26,400 New Homes |

were erected in Canada in 1922. In what percentage of these homes may
|

your furniture be found?
|

First forms close December 15th, final forms the 26th. Copies are in
|

the mails by January 1st, before the dealer starts for the Mid-Winter |

Markets.
|

Our Service Department will help you with copy and layout. Just say
j

the word. i
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^^p/lien wide takes the notion,

to re-arrange the room

H ERE are pictures every dealer should study, for they

visualize what takes place more or less frequently in

the average home.

Their message for you, Mr. Merchant, is that Linoleum—the

clean, bright, easily-sold floor covering, will make a strong

appeal to housewives, particularly those who must do their

own housework. For these reasons it sells readily—how
readily being dependent upon the use you make of its strong

selling point.

Make Dominion Linoleums a
Leading Line— It Will Pay You

Our Magazine and Farm Paper Advertising is helping place

Dominion Linoleum in thousands of Canadian homes. Link

your sales efforts with this advertising; put in a Dominion

Linoleum display. Window trimming material will be sup-

plied you free. Feature Dominion Linoleum in your news-

paper "ads." We will gladly supply you with electros and

suggestions. Others are increasing their sales; so can you.

Write our Advertising Department for suggestions.

Dominion Oilcloth & Linoleum Co. Limited
Montreal

it:)t:ft:fi:fi:fk"fi:fi:fi:ii:fi:i«:i(:ii:)i:^^^^
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^^^g? OR the very generous
patronage accorded our
products during the past
year, we sincerely thank
our many customers in

the trade. We can only
state that every effort

will be put forward by us to main-
tain^ the same high standard of
quality and service.

To one and all we extend the Com-
pliments of the Season with all good
wishes for the New Year.

A CORDIAL WELCOME
awaits you at our exhibit

at

The Furniture Exhibition
Toronto, Jan. 8-20

A full line of our goods will be on display includ-

ing Reed Furniture of all kinds. Dining Room Fur-

niture and Bentwood Chairs, Windsor Chairs, Bed-
room Chairs, Common Chairs, etc.

North American Bent Chair

Company, Limited

Owen Sound - - - Ontario
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1922 has been a big year for **Meaford" dealers

1923 will be even bigger

The past twelve months particularly have pro-

ved beyond a doubt that a large and growing
market does exist for the type of furniture that

"Meaford" represents.

Meaford furniture embodies the newest de-

signs, the best of workmanship and the most
reliable of materials—yet moderate prices pre-

vail throughout the entire line.

Visit us at the Coliseum—Toronto Furniture

Exhibition Jan. 8-20, 1923 where our full line

will be shown and a hearty welcome awaits

you.

May we add a word of appreciation to

our customers for their valued business

during the past year? We wish them,

together with our many other friends in

the trade, the Compliments of the Sea-

son and every success in the New Year.

The

Meaford Manufacturing Co.
Limited

Meaford - Ontario
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MerryChristmas!

To our many friends in the Furniture Trade we
take this opportunity of extending our thanks

for their patronage in the past year, hoping this

will continue throughout 1923 and that you

may have a Very Merry Christmas and a New
Year of unabounded Joy and Prosperity.

Brantford Willow Works
Brantford — Ontario

The Season's Greetings

We wish to again extend to you and your's

our Sincere Wishes for A Happy Christmas
and a Prosperous New Year.
We appreciate your many courtesies during
the past year, and hope to merit a continu-

ance of your favors during 1923.

We Cordially Invite You
to visit us at the Toronto I'^urniture Exhibition

lanuarv 8th. to 20th, 1923.

Otterville Manufacturing Co., Ltd
Otterville ;-: :-: Ontario
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Buffet No. 905

TIT'ITH the many pleasant relationships existing

between the members of the Furniture Trade
and ourselves we are most sincere in our wishes

that you may have

A Bright, Joyful Christmas

and may the coming days bring to you such a mea-
sure of Health and Happiness that you may have

A Happy, Prosperous JSew Year

You are cordially invited to visit us at our Exhibit

in the Coliseum, during Toronto Furniture Exhibi-

tion Jan. 8-20.

niiiliilii|iiliiliili'liiliiliiliiliiliiliiliiliiliiininiiiiiiiiiluiiiiniiiiiiiiiiiiiiiiiiiniiiti;iiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiii 'iiiiiiiuiiiiiii ii .ini.j. i'.!..! . i| iIhIiiInIciihi

The

Andrew Malcolm Furniture
Company Limited

Kincardine - Ontario
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I

1 COMBINATION
m

i BABY CARRIAGE AND STROLLER

HERE is the very latest thing in the Baby Car-
riage world. It s a combined Baby Carriage
and Stroller and is just as satisfactory for

one purpose as it is for the other. This conveyance
is made with all the grace and comfort of a large

Baby Carriage and yet it has the lightness and ease
of operation of a small Stroller. It will save the

consumer the expense of two rigs and should be the

largest selling carriage in Canada next season. Ask
our salesmen to show you these new combinations.

Manufacturers of Lloyd Loom Products

HEYWOOD-WAKEFIELD COMPANY OF CANADA LTD.
§ Successsors to the Lloyd Manufacturing Company

ORILLIA ONTARIO
m
H
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1922

The Season's Greetings

May the New Year bring you Prosperity and

the Health to enjoy it in full measure.

Keep These Dates Open
January 8th-20th

' A fine showing of Hespeler furniture will be on display

at the Toronto Furniture Exhibition and in our own

large Factory Showrooms at Hespeler.

Many of these lines are going to enjoy a great sale next

year and it will pay you to investigate them.

The Hespeler Furniture Co.
Limited

Hespeler - Ontario
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SCHIERHOLTZ FURNITURE
Bl B
B B
B B

1 Will be a leading feature of the I
B C3 g
B B
B ®
B ®

j Toronto Furniture Exhibition
|

I Januart/ 8-20, 1923 |

Chesterfields, Davenports, Diners,

Rockers, Chairs, etc.

Canadian Furniture making will come under a
most critical inspection, and the rigid test and
comparison will serve to give still more convinc-

ing proof of the actual Superiority of Schierholtz

Productions. The range of designs we are show-
ing will stand out with that mark of Leadership
that you have learned to expect of Schierholtz

Furniture.

1 We will be at the Coliseum to welcome you, to entertain 1

I you, and to show you Schierholtz lines.
B
B

I
Kindly accept this invitation to visit us.

B B
B B
B B
B a
B " B
B B

I The Season's Greetings in full are extended to each and |
B B

i every one of our friends m

B

The Schierholtz Furniture Co.
LIMITED

New Hamburg Ontario

g|glBISllgliSlBB[;(lBBBBBBBBBB[><li»ll»li>ili>tll2(IBBBBBBBBB[gBB
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The earth has grown old witli it's l)ur(len of care.

But at Christmas it always is young-.

The heart of the jewel burns lustrous and fair

aud it's soul full of music breaks forth ou the air.

When the song of the Angels is sung.

P. Brooks

Furniture Dealers

As the rays of the New Year beam forth over our
successes and reverses of the ebbing year, we stop
to wish you a Merry Christmas season, and a New
Year of unbroken Joy and Prosperity.

The Queen Anne table shown above is a real Queen Anne design and will match any
suite in plain and quartered oak or Red Gum Walnut. When you find out the price,

it more than impresses the fact that every furniture dealer is a wise one, who buys
extension tables from extension table specialists.

Our Exhibit at the Toronto Furniture Exhibiiion Jan. 8-20, 1923
will well repay your inspection

The Lucknow Table Co., Ltd. 0
Lucknow - Ontario
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BABAYAN'S NEW GALLERIES

Canada's Mecca and

Headquarters for

High Grade

ORIENTAL

RUGS
Wholesale and Retail

We extend a cordial invitation to Fur-

niture and Carpet buyers throughout

Canada to visit our New and Palatial

Rug Galleries.

We receive large shipments every

month direct from the rug centres of

Persia, Turkey, China, and India, where

we have our resident buyers to buy

and ship to us the finest in Oriental

Rugs at the lowest prices of the local

market.

Estimates given to all out-of-town Enquiries from the Trade

BABAYAN'S Limited, Toronto
(Cor. Kin^ and Victoria Sts.,—Opposite the King Edward)

>:

>;

>;
>:

>;

>;
>;
>;
>:
>;

>;

>:

>:

>:

>:

>:
>:

>;

>;

>;

>;

>;

>;

>:
>;
>:

>;
>;

>;

>;
>;

>:

>;
>;
>;

>:

>;
>:
>;

»

>;

>;
>;
>:

>;
>:

>;

>;

>;

>;
>;

>;

>;

>;

>;

>;

>:

>:

>;

>;

>:

>;
>:

>;

>;

>:

>:

>:

>:

>:

>:
>;

>;

>;

>]



DECEMBER, 1922 51

The Chester-Fold

The Aristocrat of all Folding Beds. A
Chesterfield Construction. A Box Spring

Bed. See this with many other New Pro-

ductions of Davenports and Divanette

Suites, Library and Libra-Dine Tables at

the Show in Toronto, January 8th to 20th,

1923.

\Mishing our many Friends a Properous New Year

15he

Kilgour Davenport Company
Limited

44 Osier St., Toronto

Bill
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To Our Many Friends

THE GENDRON MFG. CO. LIMITED
Makers of High-Grade Ghildrens' Vehicles

Wish You

A

Merry Christmas

and a

Bright, Prosperous

and

Happy New Year

Gendron's Coliseum Exhibition
Toronto Exhibition Grounds—January 8th to 20th, 1923

We will show the latest in

Baby Carriages, Carriers, Strollers

REED FURNITURE

DOLL GABS

INVALID CHAIRS

COASTER WAGONS

AUTOMOBILES

VELOCIPEDES

BATH ROOM FITTINGS

SLEIGHS

Our Representatives, Space, and Factory at Your Service

THE GENDRON MANUFACTURING CO., Ltd.
TORONTO - CANADA

iM ^'fi IV^? Wfi ^k'lj? ^Jl^
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Another of

Krug Bros.

Good Sellers

No. 1070 Buffet

The management and staff ofthe

Krug ^ro3. Company Ltd., join

in extending to you Hearty Christ-

mas Greetings with the wish that

the New Year may bring you

Peace and Plenty.

No. 1070 Extension Table

No. 1070 China Cabinet

An attractive and popular Dining
Room Suite in Quartered Oak—Queen
Anne Design.

Workmanship and material are of the

best yet at a price that brings it within

means of the majority.

"Diners to Match''

The Krug Bros. Co., Ltd
Chesley — Ontario
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Best Wishes to the Trade
1922

Beauty and Utility

The great sale which Mundell Furniture enjoyed

during 1922 is, we believe, a tribute to the unusual

value we have endeavored to offer in each piece. The

workmanship and material used are of the highest

quality while the designs are of proven saleability.

We thank you for your past patronage and look

forward to a continuance of our pleasant relations

with the trade this Coming Year.

1923

No. 218 Smoker's Cabinet, Walnut
or Mahogany finish. Nickel trimmings

JOHN C. MUNDELL & GO. LTD., ELORA ONT.
:::=:::i:::

lIlllllliiliilillnlllliiliigilliilnlilliiliillllilliilMllilnlNliil'illliHiiiliili'gilBiill'!

An Invitation

We extend an invitation to all our customers
who may be in the city either during the Furni-
ture Exhibition or at any other time to visit our
sample rooms at 41 Spruce St., and in addition to

samples of the lines we manufacture we would
be pleased to have you inspect our factory where
the latest machinery for the manufacture of
bedding is to be seen in operation.

Call North 4500 and a motor car will call for you—Be sure and call

i

iiliilii|:iilliliiliiliiliiliiliili:lillil|{:lilliiliilillll|{lll:liiliiliiliillillllll|{il!llii|{iliiliilnaiiliil:ilnliiii!iitii!i

The Canadian Feather & Mattress Company
LIMITED

41 Spruce St., TORONTO, ONT.

.;„lll|,i|M|n|u|lll iii|iiliilii|i|ii|ii|i<|ii|nii,|iiin|iiiii|niMiii|niii^{|:iiii|iiinoti|ii|ii|i|:iin|iiiiiiiiiii|iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii|{iiiiii{|i||niiiiiiiiiiii|i!iiiiiiii^ Ill>lllll7
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tit) now. in the
Vien^ilu spirit of
amm^ Uhrisf-

, mas, accept this

expression of ap-
preciation for y.our

tuieine&s anU cour-
tesies of the past:
lljay^ tliat Usht-
ohich iffumines the

roa& to liealUi^s-
'oppnuss
rilufor
u^aff

^ perit^anbhappnuss
I bumstea&ilu for

UPU IbrousS all

« Hugh C. Maclean ,—

•

i Publications

S Subscription price is two dollars per year.
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Durability - Service - Economy
These tliree features make J Javi(ls;jn's

"Frost River" Refri<^-erators easily

saleable. These are the features that

the woman who buys for the home in-

(juires about.

"How loni4' will it last?"

"Will it keej) the fcKjd in proi)er con-

(liti(jn ?"

"JJoes it take much ice to keep it

thorouj^hly chilled ?"

The construction of the "Frost River"
is galvanized sheet steel with galvan-

ized steel ice container and white ena-

melled fov)d chamber and drip cup.

This and its insulation ensure a per-

fectly sanitary constructed refrigerator.

Actual tests have proved that ice lasts

longer and the food chamber keeps
cooler in a

^9 Refrigerator

and this is what your customers want.

The best finish and decoration, together with the most approved min-

or accessories make the ''Frost River" the one refrigerator you can

place on your floor and sell with the full knowledge that your custom-

ers will be satisfied.

Write for illustrated booklet today.

Toronto

Established 1860

Head Office : Montreal
Winnipeg Ca'gary Vancouver
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With the Editor
r. . ^ hnstmas shoppino- is asain under
turniture ,

i f & &
way ana, we regret to say, there

^, . is the same old evidence that people
Lhriitmat

, . , :

are b u y i n g a large proportion

of junk—things that don't represent value for money
paid out, have no real value at any price, will give

no pleasure to the recipients and no satisfaction to the

donors.

Isn't it strange that a lot of people will part with

their hard earned cash so easily. Yet it simply bears

out the experience of every line of trade. It's a lot

easier to sell mining stocks than victory bonds; de-

partment stores have no difficulty working off their

out-of-date merchandise by attractive, coloied cata-

logues, in the very face of honest-to-goodness value in

up-to-date goods right round the corner in the home
town. How^ many of us can plead "not guilty" to sink-

ing a few hundreds in distant wild-cat 'subdivisions'

ignoring real value in improved property under our

very noses?

"What is the reason"? You ask.

Salesmanship, largely !

The fact seems to be that "salesmanship" goes farth-

er than "quality."

What's the recourse, then, of the furniture dealer?

What can he do to place his quality goods before the

public in as favorable a light as the shoddy com-

petitor?

Better salesmanship.

That's all there is to it, but that's a lot. Salesman-

ship doesn't simply mean putting a sale across when

you get a customer into your store. It means, quite

as much, getting him into your store. It means mak-

ing a booster of him for your product and your firm.

D'O you svippose a man ever bought oil stocks who did

not confide the fact to his friends within the next few

hours, urging them to do the same and join him on

this short good road to fortune. That's what you

ought to do for your furniture customers—send them

away in such a mood that they will tell their friends

"great place that of Jones to buy furniture. Knows
the business down to the ground. Never knew how
interesting furniture was before I had a chat with him.

Bought two or three pieces for my friends for Christ-

mas. Never realized before how appropriate furniture

is for Christmas gifts. Everybody wants nice pieces

of furniture—mother, father, wife, son, daughter, best

girl, man or woman frie:nd—everybody. I'm going

there again before December 25."

That's the enthusiasm we need to work up in

the furniture trade. No other retailer has more aigu-

ments to recommend his goods—quality, utility, de-

corative features, variety, something for everybody,

everybody wants it.

The other man takes the trade away from us by
"Salesmanship" without (juality. But surely a com-
bination of these two would be irresistible.

" Selling "

the

Retailer

Following the Christmas rush the

I)iggest thing looming (jii the fur-

niture horizon is the holding of

simultaneous exhibits in Toronto.

.Stratford and Kitchener, January 8 to 20. At first

thought it may appear that these three exhibits, coining

at the same time would interfere with one another

but we believe, on the contrary, the added publicity,

the combination of effort, will be of advantage to each

one of them.

The main effort, this vear, will be concentrated,

as we understand it, on the retailer himself. That is,

the manufacturers realize that, so far as their specific

brands are concerned, it is the retailer, and not the

customer, who is the determining factor in the sales

situation. With this view point we entirely agree.

Most excellent work has been done in two or three

Ontario cities, in the recent past, in the way of getting

the general public into the way of buying new and
better furniture. This has been money well and

wisely spent—much wiser than to advertise to the con-

sumer the merits of this or that special brand of fur-

niture.

And so, the exhibits being made in these three

cities in January are specially designed to "sell" the

various products of our Canadian furniture manufac-

turers to those men whose opinions count for mo.st

with the buying public. It is an e.xcellent idea. Con-
sidering that the period of the exhibiticjns extends over

several days, interested retailers will have time to make
the rounds of all three. The result will undoubtedly

be a greater enthusiasm and respect on their part tor

home made goods and a more earnest determination to

sell more of them.

The writer asked a saleslady if she found it easier

to sell nationally advertised goods. "'N'es" she replied

"l'>ut I ha\e yet to meet the customer to whom I

could not sell the article that 1 l)elicve in mvself.

whether nationally adxertised or not. The article we
believe in our selve? is the article we buy—and sell."

.Ml ol which goes to show that it's good business

to ha\e the customer ask for speciallv branded
goods, but a hundred times better business to have
the symi)athy and sales energy ol the retailer behind

that brand.
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From L. Babayan's Private Collection

/?03;a/ Sarouk—one of the

Finest Specimens of the

Persian Weave.
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Let's Talk

It Over

Handling Furniture for Delivery—Have You
any Comments out of Your Experience?

Lend a Hand to Help the Other Fellow

Tn our last issue, we o])ened our correspon-
dence column with the question sul)mittecl by
one of our readers, " How do you handle fur-

niture in delivery?"

Judging by the answers recei\ed, furniture

dealers realize the importance of this subject

and recognize that delivery makes all the differ-

ence between a satisfied and a dissatisfied cus-

tomer. A scratch on the leg" of a chair accom-
panied by the explanation of the delivery man
that you can easily touch it up with a bit of

polish, may "get by" to the extent that the

dealer never hears about it, but the customer
is irritated nevertheless—and rightly so. If we,
as retailers undertake to deliver goods to our
customers' homes—whether groceries, shoes,

clothing", furniture or whatever line we may l)e

engaged in—we should consider ourselves bound
to make delix ery of the articles exactly as they
appear when purchased. I^o we not ourselves

expect this from the manufacturers?

Be Careful

Admittedly, furniture is about the most dif-

ficult ])iece of merchandise to deliver that enters

the home. It is not onlv bulky, but also very
easily mutilated, and often heavy. I^^or the i)ub-

lic at large it may be said, we believe, that they

realize this situation and make reasonable al-

lowances for contingencies. This l)eing the case

the first essential in handling furniture is an

evident desire on the jiart of the deli\ ery man to

l)e careful. Me should show by his every move-
ment that he is trying to be very careful. Most
customers watch the delivery of furniture as it

is carried from the truck into their house and

they form very definite conclusions regarding
the methods of handling.

Some men are naturally careful, others the

reverse. The latter kind should never be en-

gaged in the handling or delivery of furniture.

Wrapping Furniture

Wrapping furniture is a problem in itself.

For local delivery, in the smaller cities and
towns, this should not, in general, be necessary.
For protection against dust and weather, how-

A chair wrapped in paper bags

e\er, and also for its psychological effect upon
the customer, a co\ t'ring of <ome kind is desir-

able.

In this connection one of our correspondents
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has, in replying, mentioned the use of paper
bags. Even manufacturers are getting away
in some instances from the use of padding and
using bags instead. These bags ar,e usually
made of 23 11). kraft paper, which is cut, folded

and pasted together, so that when opened it is

of such a size as to completely cover the article.

Up to the present time these bags appear to

have ])een used almost exclusively by manu-
facturers, but there does not seem to be any
reason why retailers should not lay in a supply
of them. They are cheap and, of course, may
])e used a number of times.

The matter of expense, too is worth consid-

ering. The relative cost of wrapping six chairs

(1) in excelsior pads and (2) in paper bags
was figured out recently and the cost of the

bags, is only about one half that of the other

method, h'ollowing are the figures:

Chairs in Excelsior Pads
'''i IKids $ .:i41

:! lbs. newspapers 015
1/4 lb tying up twine 0.50

.$ .40(;

Chairs in Paper Bags
0 hags .$ .24

.$ .24

There is also a considerable saving in labor

as it is easily seen that it takes far less time to

slip them over a chair than it does to tie on the
excelsior pads. An illustration of a chair cov-
ering with one of these bags is shown here-
with. This method is worth investigation by
the furniture dealer.

Would it Pay Me to Carry a

Wider Selection of Furnishings ?
ReadWhatOther Furniture Retailers Say
About It—Two Interesting Tables that

* May Well Influence Your Future Policy

Every furniture retailer has asked himself

the question—not once, but a hundred times

:

"would it pay me to carry a wider selection of

merchandise? Is there more money in cater-

ing to the larger number or in specializing on a

smaller number, of items?"
The answer to this question will undoubted-

ly be different in different localities. Individu-

al preferences and inclinations will also have
a considerable bearing on the subject. We be-

lieve it is safe to say, however, that the ten-

dency to-day is in the direction of increasing the

number carried.

Retailers are Very Interested

A few weeks ago Furniture World sent out

some enquiries along this line. Generally it is

difficult to gather statistics, but the response to

these enquiries was so prompt and so nearly one
hundred per cent complete that we think it in-

dicates a very keen interest taken by retailers

in the subject. The results are given in the two
small tables below. They represent, in fact,

the answers to the sets of two enquiries, the

first of which asked ; if the retailers were actu-

ally handling the various items at the present

time ; the second—sent to an entirely different

group of retailers—asked the lopinion of the

retailer as to what items should be handled l)y

a furniture dealer.

Looking to Increase Lines

.S(jme of the replies are exceedingly interest-

ing. In the main there is no doubt that re-
tailers are looking to increase the number of
lines they carry in stock. In specific cases,
however, special reastons are offered for not
exi)anding-; for example: one man does not want
to antagonize a friendly competitor in another
line of trade ; he argues that the other man
frequently sends him customers and that he
sends his competitor customers; that is, they
have a sort of working arrangement as to what
each shall carry. There are other places where
the traditions in the town appear to make it

unlikely that a change in policy would prove
profitable—and so on.

Table I—What per cent of Retailers are

Actually Handling the Following
Lines

Rugs and carpets 87 per cent
Eiderdowns 70 per cent
Curtains and draperies ,52 per cent
Upholstering materials 65 per cent
Wall-paper 15 per cent
Paints 16 per cent
Furniture hardware 57 per cent
Mouldings 55 per cent
Kitchen utensils 20 per cent
Electric floor & table lamps,. 75 per cent
Electric fixtures 10 per cent
Washing machines 20 per cent
Vacuum leaners 45 per cen;

Some of the reasons offered sound exceeding-

Iv reasonable. It has to be remembered, how-
e\er, that these are days of very keen competi-
tion. It does not necessarily follow that be-

ii
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cause a furniture dealer has not been selling

curtains, for example, in the past, that this

would not be a satisfactory line to add to his

stock today. People's ideas are changing and
the women seem to be getting- around to the

thought that everything in the way of furniture

should be purchasable at the same store.

What the Tables Show

In any case our readers will find these two
tables very interesting. For example in Table
I, which deals with the articles that retailers

handle today i 87% of them carried rugs and
carpets in stock; 70% carried eiderdowns, hlfo
curtains and draperies; 73% electric floor and
table lamps, and so on down the list.

Table II—What Per Cent of

Retailers Favor Handling the

Following Lines

Carpets and rugs 100 per cent

Eiderdowns 01 per cent

Curtains & draperies 00 per cent

Upholstering materials 8:i per cent

Wall-paper 37 per cent

Paints 5 per cent

Furniture hardware 60 per cent

Mouldings 63 per cent

Kitchen utensils 37 per cent

Electric fixtures 5 per cent

Washing machines 42 per cent

Vacuum cleaners 85 per cent

Picture frames 70 per cent

Stoves 60 per cent

Phonographs 90 per cent

Refrigerators 93 per cent

The whole list 5 per cent

Electric table & floor lamps 98 per cent

Coming to the second table, the noticeable

thing is that no retailer indicates the desirabili-

ty of handling fewer lines than Table I indi-

cates are actually being carried. Every single

retailer voted in favor of carpets and rugs; 98%
favored electric table and floor lamps; 93%, re-

frigerators; 90%, phonographs; 91%, eiderdowns

and so on.

This is an interesting set of tables that the

furniture retailer may well study carefully. It

represents, in a very accurate way, the general

opinion held by retailers distributed over every

province of Canada.

New Finishes Popularize

Bird's Eye Maple
Retailers will be interested in a recent state-

ment l)y a furniture manufacturer that just now
quite a decided trend on the part of furniture

makers to use bird's-eye maple once more. This

wood was quite largely used and became very

popular years ago, but at that time it was not

shown in any colors except the purely natural

and such delicate shades as the lightest of silver

grays and greens.

From the retailer's standpoint. The use of

the wood at that time was not completely sat-

isfactory because of its tendency to rapidly turn

yellow after it was away from the factory only

a short time. On this account only the very

choicest of woods, both as regards color and
figure, could be used. So much care had to be

excercised in the selection of the wood that the

resulting furniture was very expensive. From
the standpoint of the home owner, there was a

disadvantage in the use of bird's-eye maple fur-

niture because the very light finishes did not

blend in with anything else and one was com-
pelled to either furnish a whole room in bird's-

eye maple or not use it at all. These two dis-

advantages coupled with the fact that the finer

grades of wood were continually getting scarcer,

undoubtedly had a far-reaching efifect in min-
imizing the popularity of bird's-eye maple as a

furniture wood.

Brown Finish is Much in Demand

Now it appears there is quite a demand for

some of the new and beautiful browns on bird's-

eye maple, and since some of this furniture has
been brought out and the buying public are find-

ing- that such pieces lend themselves to artistic

blending with fumed oak, the rich shades of

brow'n mahogany, American walnut, etc.. there
will undoubtedly be a sale of such furniture. It

is apparent that bird's-eye maple finished in the
rich deep browns in vogue at the present time will

overcome the disadvantages mentioned above, viz

the turning yellow and inability to blend with
other pieces, and will enable this beautiful wood
to take its place in the scheme of the quiet, tune-
ful and restful home where good taste is dis-

played.

The wood itself, from the standpcjint of wt)od
finish manufacturers, forms an interesting sub-
ject for experimental work as a large variety
of color effects can be produced, and with the
silky undertone characteristic of this wood form
coml)inations of the greatest beauty. The stains
used for this purpose are of a type which will

insure permanency of color, viz., the metal al-

kali and acid stains. In .some cpiarters it is be-
lieved that the come-back being shown on bird's-
eye maple wood is going to result in its having a
permanent place among the native woods used
in the making of fine furniture.
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Portion of attractive British Columbia

Finished Room Exhibit at 51 Yonge St.,

Toronto. This room has Western

Larch floor, Western Hemlock wall

panels. Red Cedar beams and Cotton-

wood ceiling.
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Settee of Beechwood, hand carved and

covered in brown Silk Brocade, with

Cane Panelled Ends and Back. Chairs

at side match Settee. Table in centre

of Hepplewhite design in a combination

of Mahogany and Harewood, hand

carved legs. Handles are hand chased

silver plated. Chair in centre of same

design and in same woods. Chair at

back Louis XV., covered with Silk Bro-

cade. Rugs, Persian Sarouk. Model
Room, Henry Morgan & Co.
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This Table Shows What Most
People Buy and How Much

Article

Carpets
Matting
Linoleum and floor oilcloth
Chairs and stools

Tables
Couches, davenports, sofas, etc
Bureaus, chlfl^oniers, and dressing tables..

Writing desks
Book cases and magazine racks
Clocks
Mirrors
Pictures, frames and other ornaments
Hatracks, costumers and hall trees
Sideboards, buflfets and china closets

Bedsteads
Bedsprings
Mattresses
Pillows
Blankets .

Quilts and comforts
Sheets '

Pillow cases
Spreads _.

Pichers, wash bowls, etc

Dishes and glassware
Knives, forks, spoons, etc

Stoves, ranges and heaters
Fireless cookers
Kitchen cabinets
Kitchen utensils (pots, pans, etc.)

Refrigerators
Brooms and brushes
Carpet sweepers and vacuum cleaners

5SMops
Table cloths, cotton _
Table cloths, linen

Napkins, cotton
Napkins, linen

Towels, cotton
Towels, linen

Table oilcloth _

Lamos. lamp chimneys, gas mantles, and electric

bulbs
Pianos and players
Talking machines
Other musical instruments
Records, rolls, etc

Window shades ...

Screens, window and door
Curtains, draperies, portieres and sofa pillows
Tubs
Wash boilers

Wash boards
Wringers
Irons
Washing Machines
Other laundry utensils ,

Tov sleds, carts, etc

Baby carriages and go-carts _
Sewing machines
Other furniture and furnishings

Total.

All families (12,096)

Aver-
age
num-
ber of

articles

per
family

*3 9
t 5

tl.8
.8

.2

. 1

. 1

.01

.01

.1

.02

.1

.2

2

3

. 1

5

.2

1 3

1 .19
1

.3

.003

.03

.1

1

.3

.3

.04

.3

1

2.8
1

tl.O

. 1

1

.01

1

1

2

Oi
1

.03

Aver-
age
ex-

pend-
iture

per
family

?5 48
31
71
06
03
1.:

70
. 17
.12
.29
.04
.47
.05

1 41
2 42
1 09
2 06

21
1 91

77
1 79
,77
.47
03

1 74
.40

5 64
06
.64

1 20
,97

1 72

.47

. 16

.49

. IS

.07

.03

.78

.05

.34

1 33
5 SO
3 83
.36

1 42
.66
.43

1 73
. 19
.25
14

.20

.30
86
11

4.79
2 29
1 99
1 40

?73.23

Aver-
age
ex-

pend-
iture

per
article

21 41
.66
.96

3 91
11.83
23.67
15.45

3 08
2.65

23 90
11 07
6 25
8 23
1,56
3,58
3.58
1,38
.42

3 25

19,70
16 26
19 13

IS 79

9 29
,49

93 47
48.75
24,36

40
S3
60
35
89

28 78

14 77
24 48

Families purchasing

Num-
ber of
fa mi-
lies

pur-
chas-
ing

1

2,894
392

1,584
2,559
1 ,670
1 ,065
1,051

172
130

1,094
181
109
99

648
2,242
1,807
2,467

716
2,996
1,523
4,140
3,835
1,328

218
5,635
1,035
2.983

40
406

5,418
745

11.212
603

2,862
2,149

318
457
106

4,817
281

4.591

9,159
712
951
166

1.970
360
640

3,835
28Q

1 , 191

2,549
450
931
360

1,994
9,091
1.816
983

3,903

Per
cent
of all

fa mi-
lies

23 9
3 2

13 1

21 2

13 8
8,8
8 7

14
11
9 0
1.5
9 2

,8

5 4
18 5

14 9
20 4
5 9

24 8

12.6
34.2
31.7
11.0
18

46
8

24

6
6
,7

.3

3 4
44.8
6 2

92 7

5,0
23 7

17 8

2,6
3,8
.9

39 8

2.3
38.0

75.7
5 9
7 9
14

16 3

19 S

13
31
10
9

21

3

7

3 0
16 5

75,2
ISO
8 1

32 3

Aver-
age

n u m-
ber of
articles

per
fa mily

*16

tl4
tl3

3

1

1.0
1.3
10
1.0
1.0
1.1

11
1.2

2.3
2 2

1.7
3 8
5,8
1.3

1,2
1.0
10

1,0

1 0
14

6
4

1-2

1 0
10
11

4 1

3.7

Aver-
age
ex-

pend-
iture
per

family

$22 88
9 62

13 03
14 48
14 71
24 47
19 59
11 61
11 51
3 22

97
10

6.47
26 33
13 06
7,31

10 11

3.61
7.72
6.12
5.23
2.44
4.25
1.79
3.73
4 62
22.88
17.07
19.13
2.67

IS 79
1.8S
9,45
.67

2.75
5,71
1.74
3,83
1.97
2,34
.91

1 76
93,47
48,75
26 56

10
13
10

.75

40
.17
44
82
.57
.65

5 45
3 86

28.78
.64

6,37
15.28
24 50
4,35

Linear yard. tSquare yard.
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Do my Customers Buy as Much as

They Should—From me?
Here are Statistics That Give a Line

on the Situation and Answer this

Question for the Furniture Retailer if

he Knows his own Constituency

Tlie ISureau uf Statistics uf the United States

Department of I^abor has just com])iled some
interesting- figures showing the quantity of fur-

niture and house furnishings purcliased l)y the

average working man's family in one year; also

the average expenditure involved. These fig-

ures are published in the November issue of the

Furniture Manufacturer and x^rtisan and fur-

nish exceedingly valuable information for fur-

niture retailers, the vast majority of whom cater

more or less, to this class of trade.

The published figures are based on a study
of the cost of living in 92 localities in the United
States. Details relative to income and expen-
diture were secured from 12,096 families. There
is no e\-ident reason why these figures should

not apply to Canadian conditions.

A Valuable Table

A table compiled by the Bureau from the

figures gathered is reproduced herewith on the

opposite page. The figures are treated first

from the point of view of "all families" and,

second, from the point of view if only those

"families that purchase." By "all" is meant the

entire number of 12,096. By '"families purchas-

ing" is meant, in each case, the number of fami-

lies making purchases during the year of the

article under consideration. This number, which
varies of course in each case, is found in the

column "Number of Families Purchasing."

Under the heading "all families " the aver-

age number of each article purchased by each

family is given ; also what these represent in the

way of dollars and cents ; and in the third col-

hmn there is finally shown what it rei)resents

in expenditure per article.

Under the heading "families purchasing," is

tabulated, first, the number of families purchas-

ing each particular article
;
second, the percent-

age of "all families" that this represents; third,

the average number of articles purchased by
each family, and fourth, the average expendi-

ture in dollars and cents.

Study it Item by Item

A study of the table, item by item, is exceed-

ingly interesting. For example, it is shown that

the total expenditure on the average for the 12,-

096 families is $73.20. That is, in all, $73.20
multiplied by 12,096=$883.427.20 is spent.

Column 2, under "families purchasing," also

contains very valuable information as indicating

to the furniture retailer what tyi)es of house
furnishings are most frequently called for, and
consequently on what types of article he may
look for the most rapid turnover. 23.9% of

them purchased carpets every year, but only
3.2% buy matting and 13.1% linoleum. Chairs
and stools are called for by 21.2%; tables by
only 13.8%.

Specific Items

Coming down the list we see that hat-racks,
costumers and hall-trees are in demand by less

than 1%, while sideboards, buffets and china
closets are represented by 5.4%. Bedsteads are

purchased by 18.5% ; bed springs are in demand
from 14.9% ;

mattresses by 20.4%, but pillows
only 5.9%. Sheets are frequently called for as

shown by a demand from 34.2% ; also pillow
cases with 31.7%. Dishes and glassware are in

demand by almost half of those purchasing, viz.

46.6%, while pitchers and wash bowls are very
rarely asked for, being represented by the low
figure of 1.8%. Kitchen utensils such as pots,

pans, etc., are purchased vby 44j8% ; kitchlen

cabinets by only 3.4% and fireless cookers by
only .3%. The big demand seems to be for

brooms and brushes with 92.7%. That lamps,
lamp chimneys, gas mantles and electric bulbs
are also in frequent demand is shown by the
figure of 75.7%. The same is true of toy sleds,

carts, etc.. with its 75.2%.

How Much do People Spend?

With information such as is contained in

this table, the retailer is in a position to over-
haul his stock, strengthening up on those lines

for which the demand is greatest and clearing

out as soon as possible such things as are rare-

ly asked for. The figure of $73.20 also leads

to another interesting calculation. On the sup-
position that the workers spoken of are of the

average class, their income would be, let us say.

in the neighborhood of $1,000. On this supposi-
tion is is interesting to note that a family with
an income of $3,000 should, on the same ratio,

spend $220 for furniture and house furnishings;
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a family w ith a $3,00"' incDine slumld spend $336
on these thin.qs, and ont of an income of $10,000
tlie furniture dealer, if he liandles all these
thini^s, should i^et at least $730.

Taking Stock of Constituency

It is su,i;j>"ested that it wou'd be a good idea

and ami)ly re|)ay any little trouble (jccasitmed

in com])iling the figures, if the furniture retail-

er wpuld take stock of tin- nuniln'r of families

in his constituency and figure out in a general

way how many there are in the $1,000 class,

h(jw' many in the $2,000, how many in the $3,000
and so on. Having done this, he is in a posi-

tion to form a calculation as to the amount of

business he should do in one year. If lie finds

his actual turno\'er is equal to tliis amount, well

and good, if it is not, he may be able to find

some weakness in his organization that wcjuld

enable him to bring his sale> u]) to the recjuired

amount.

Who is the Hardest Man in the

World to ''Seir?
If he Won't Talk you're at Sea— You Can't

always Judge a Man by his Coat— Good Sales-

men are Generally Good Listeners Also

"Do you know the hardest man in the world

to sell? asked the head salesman of a large fur-

niture store recently. We pleaded guilty. "Well,"

he said, "the hardest man in the world to sell to.

or woman either, is one who comes in and you
start showing merchandise to him and telling its

merits, giving him the selling" talk, and he just

stands there and looks and won't say a blessed

word."

How should one deal with a customer of this

type? Referring the matter to a successful mer-
chant, who himself had been thrcnigh the mill,

his replv was l^rief but illuminating, "A lot of

peoi)le just talk too much in making a sale." \\y

inference, then, the best way of handling the

"clam" type of customer, is just to follow his

tactics, kee]) silent and show goods. These tactics

are almost bound to force some comment which
will give the salesman an inkling of how to pro-

ceed.

Do Salesmen Talk too Much?

The charge that salesmen generally talk too

much under all circumstances, without reference

to the type of customer, is probably justified.

Most of us have l^een bored with salesmen who,
apparently for the purpose of keeping up a con-

versation, i)ass" remarks which simply sound like

so much "hot air"' to the customer. It is a good
rule to let the customer do the talking as much
as ])()ssil)le, and if you haven't something to say,

don't sa}' it.

Some stores follow this |)olicy out to the ex-

tent of instructing their salespeople after greeting

the customer to wait for the latter to make know n

his desires. The salesman says, perha])S, "(iood

exening, sir,'' and then waits in an ex])ectant

attitude for the customer to say what he re-

(|uires. The ad\antage of this is, of course, that

the salesman will get, right at the outset, a

pretty fair idea of what the customer has in

mind. An illustration of the mistake the sales-

clerk ma}' make who fails to size his prosjject

uj> from his conversation was brought out re-

cently.

Can't Judge a Man by his Coat

A man went into a furniture store to select

a bedroom suite for his daughter who was com-
ing home from school. He was a well-to-do
farmer and was wearing his working clothes,

and the clerk began showing him the suites

along the row starting in with the very lowest
priced. The customer did not seem enthusi-

astic and as they passed along, he saw a very
fine suite off to one side. He turned to look at

it, and said, '''what about that suite there?"

And the salesperson replied, "Oh, you would
not be interested in that.'' And he was not.

certainly not! He went out and bought his

furniture somewhere else.

Another instance of the same kind was re-

cently related to us by the customer concerned.

The superintendent of a large construction com-
])any, a man of means, who was ready to pay
the i)rice for just what he wanted, entered a

high-class tailoring" establishment wearing the

suit he used when on the job. His pockets were
bulging with blue ])rints and some stains of his

toil were ui)on him. He asked the salesman to

show him some suitings. "Well—er—you know
we don't make any suits under ninety dollars,''

said the clerk. "Don't \ ou tliink 1 can ])ay for

what i want?" snapped the customer. He did

actually buy his suit from that concern, because.
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he was in a hurr}- and knew they cuulcl i^iv e him
his requirements, havini; dealt with them rei^u-

larly. But he's a regular cu.-t((mer no lon.i^er.

Here are two actual cases where sales;)e()])le

have offended good clients, the kind that don't

consider price, but when they want an article will

pay for it—all because they jumped to conclu-
sions from appearance of the customer, instead
of waiting to hear what he had to sa_\ .

Good Listeners are Scarce

This point uf listening to the customer can
hardly be o\er-emphasized. Jf the salesman
does all the talking, he is quite likely going to

dwell on some feature that is not interesting to

the customer at all. or perhaps bring out some
points to which the customer actually ol)jects.

and then he spoils the sale entirely.

In addition, when one does all the talking,

he is likely to go right past the selling point,

just like a man going througii a town; he is

liable to start from a point ten miles outside the
town and keep right on going until he is as far

from the town, on the other side, as he was be-
fore, and a lot of people after they have talked
twice too long are just as far away from the
sale as when they started.

There is anotlu^- weighty suggestion, and
that is keeping the customer in line until the
sale is made. It is a \ery poor time to talk

about the weather, or the rug"by game or an\-

th.'ng else w hen } ou are selling a man a suite

of furniture. I low man_\- .^^ales are killed be-

catise, after the business was started in a right

direction, the salesperson began to talk about
something else.

One Thing at a Time
It must be rememl)ered that in all th s s?]'-

ing game the customers have single track minds.

{ )nly one idea can flow at a time. 1"hjy can

only be interested in one thin;^ at a time, and
when you take their interest away from one
thing and ptit it on another they lose their in-

terest in the first thing. They cannot \vaw
their attention centred on two ideas at the same
time. Do you find successful salesmen showing
a lot of merchandise or a limited cpiantitv of

merchandise?— A limited (piantity of merchan-
dise always. .\n authority on business topics

recently instanced the case of a salesman for a

large dress concern, in proof of this fact. This

salesman is furnished with a;onnd eighty sam-

])le dresses before .starting oat on thu road, lie

goes through them and out of all those eighty

samples, he takes out with h.ni only about a

dozen. When he .goes to a custoinjr he takes

four dresses with him, and the bulk of his busi-

ness, 7.T per cent, is done with four dresses.

This man, with his four out of eighty samples,

sells more gtjods than anyone else em])loyed l)y

his firm.
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Selling Furniture on the

Pacific Coast

The two photographs shown herewith represent

views of the interior and exterior of the Home Fur-

niture Company, Victoria, B.C., J. S. Bartholomew, Jr.

proprietor. Mr. Bartholomew started in business three

years ago at the age of nineteen in a small store on

Front Street and has plainly made rapid progress.

His father is engaged in the antique business in Vic-

toria also, and undoubtedly the advantage of his ex-
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perience has been of much value to his son, who's

store already is of a goodly size and consists of two
full floors of furniture. He states that business shows

much improvement and that lower prices make it much
easier to dispose of his stock. Mr. Bartholomew is

plainly a booster for Victoria, for he concludes his

letter thus :
—"When Victoria is the size of New York

and I have my 15 storey furniture store on the Main
Street I would like a little space in your magazine to

tell the trade how it happened." We have promised

to reserve this space.
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Show Card Writing-Talk No. 5

The fifth of a series of illustrated talks on modern show card writing. The
author has had a wide experience in this work and we urge our readers to
follow, carefully, the talks as they appear. Are you finding them useful?
A line from you will be appreciated. We'll gladly answer any questions.

After a practical kiKnvledge of the simple

strokes and alphabets which we have been seek-

in<>' to learn we are now ready to get down to

business. No matter how well a cardwriter can
do the lettering unless the lay-out is attractive

the card becomes a failure. Many g'ood letterers

have been failures as show-card writers by not
paying- sufficient attention to this point. Proper
spacing of letters and good lay-outs can only be
acquired by artistic ability and good judgment.

Figure No. 1 illustrates poor judgment in la\ -

(jut. This card would have looked much better

if "h^ine Furniture" were placed as far again from
the top margin line with the first letters of the

w(jrds almost above one another. The little word
"at" should be in the middle of the line and much
nearer the words "Moderate Prices" "Moderate

%l^ec9/z suityou
Fip,. 1—Poor judgment in layout

Prices" should be further from the side margins

with the words nearer each other. "We can

suit vou" is the most unim])ortant ])hrase and

consecpiently should be smaller but raised more
above the hnver line.

While no hard and fast rule gcjverns all in-

stances it is w ise to keep all lettering in a straigiit

line across the card. Letters placed in straight

lines not only are read more easily but give t(;

the card a "balance" difficult to obtain when
curved lines are used.

'J"he average cardwriter is given the w(;rding

for his card written all about the same size. Like
the typesetter of the news])aper his work is to

arrange the words so that the message will have
an attractive appearance and one that will catch

the eye.

The first thing necessary is to divide the

wording into its natural groups, selecting the

words which need emphasis. Often lettering of

three different sizes is necessary to get the desir-

ed effect. It is difficult to determine the number
of words to a line with proj^er height and wiclth.

Ail

Sale
Your Choice

695
You I Cl'ioiCc-'

Fig. 2—First make the guide lines (right) and then mark in the
letters as shown at the left

but experience and practice will do wonders
along this line.

Proper margins do much to give the card a
correctly balanced appearance. As a rule the

widest margin comes at the bottom of the card,

while the sicle margins and the top are usually
about the same width.

The most satisfactory way to lay-out the

card is with a hard-pencil. First make the guide
lines and then mark in the letters as in Fig. 2.

This work is done as lightly as possible as all

lines which show must be erased when the card

is com])lete. .\rt gum is indispensil)le for this

use.
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Bringing up Father:-

Every Father who has Been Properly Brought

up by his Family will Attend the

Furniture Convention

Toronto, Jan. 8-20

Kitchener, Jan. 8-20

Stratford, Jan. 10-20
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Upholstering

18

17C



DECEMBER, 1922 73

The Next Step is Building up the Edge
and Placing the Hair

The next stej), following the appearance of

the chair in Fig". 16, (See November issue p. 55)

is to provide the top edge of the back with a

roll similar to the edge or nosing which has
been placed on the front of the seat, described

in earlier paragraphs. This edging is built up
something like the nosing illustrated in Figs.

8A, 8B, 8C and 8D, (See November issue also)

and is really a nosing, in that it is built up on
the frame of the chair and is not sewn in the

spring canvas. The flannel for this nosing is

backtacked on the top edge of the chair, as de-

scribed for Fig. 8.

It is filled to a compact consistency with
hair, tacked into position and stitched to form
the shape indicated in Fig. 20 and in cross-sec-

tion in Fig. 20A. The reason for back-tacking

the flannel which forms the nosing on the edge
of the top rail is that allowance is thus auto-

matically made for the swell of the curve, and
fullness is disposed of.

The next step is the laying on of the hair

covering, which may 'be done in either of two
ways: by the bridling method, shown in Fig 17A,

and by the stitching method, shown in Fig. 17B.

The bridling method consists, as will be observ-

ed in the figure mentioned, 17A, in having long
stitches of twine caught at intervals in the can-

vas, at a distance of about six inches from the

outside edges of the back, also criss-crossed

across the l^ack.

Placing the Hair

The hair, already picked out so as to he
free from lumps, is inserted beneath the twines
in a compact mass, and woven together during
the insertion by manipulating the fingers.. (See

Fig\ 17C.) Over this another smooth layer of

hair is worked into the first coating, so that the

entire mass will be of the same thickness and
consistency, after which a covering" of muslin
is drawn over and slip-tacked into position, as

Fig. 18.

The other method of placing the hair, indi-

cated in Fig. 17B, does away with the bridling

twines. The hair is laid on the back to the re-

(|uired thickness and stitched through the can-

vas by long stitches which prevent the hair from

sli])ping out of place. The softer the upholster-
ing, the greater the necessity of the twines,
which hold the first layers of hair in place, in-

dependent of the coverings.

After the muslin has been slijj-tacked all

around, as indicated in Fig. 18, it is again very
carefully and permanently tacked, covering the

wood frame of the chair if it is to be shown for

display in muslin, l)ut not necessarily so care-
fully covered if it is to be sold in the cover.

Fig. 21 shows a vertical cross-section of the
back as completed in the muslin.

Another Method

There is another way of upholstering, with-
out springs, the back of the chair we are de-
scrihing. In such a case, four or five rows of

webbing are attached to the face of the back,
and a stout canvas is stretched over the web-
l)ing. The webbing should not be stretched to

its utmost possibility, but should ])e allowed
to retain a certain amount of its natural elasti-

city, permitting the back to give slightly under
pressure, without creating an unsightly Inilge

at the outside l^ack of the chair.

After the canvas is attached the chair is up-
holstered in the same way as described in con-
nection with Figs. 17A, 1715, 17C, and 18. This
gives the appearance of the chair now shown in

Fig. 22.

The next step in the upholstering of this

chair is the treatment of the arms, which must
be canvassed, as indicated in Fig. 23. Some su])-

port, however, must be provided for the l)ack
edge of the can\as so that, between the uiihol-
stering of the arm and that of the back, a cre-
vice will be left through which the back edge
of the arm covering may be drawn.

This support may be ])ro\ided in either of
two ways; 1)y tacking a wire, as shown at "H"
in Fig. 25, or a block, as shown at "A" in the
same diagram. The method of attaching the
wire is shown in enlarged detail in Fig.' 25A.
Where th e wire is used the can\"as is passed
around and sewn with long stitches while the
balance ;if the canvas is tacked in the regular
way.
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Period Furniture
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>l^or^—yl Commode of Louis XV period with rocaille

decorations, Chinese design and pieds de biche.

Below —Lightly upholstered Louis Quinze chairs illus-

trating the characteristic unbalanced, but harmonizing,
designs of this Period and Cabriolle leg.
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Period Furniture

Characteristic Features of Louis XV Period

Louis XV furniture is divided into two periods

—

the Regency—when Philippe de Bourbon, or Philip of

Orleans acted as regent for eight years—and Louis

Quinze proper. It was due to Philip that a great

change of style took place in the first instance. He
apparently took the greatest delight in changing tra-

ditions and establishing an era of luxury and extra-

vagence. Frivolity, gaiety and luxury were adopted in

place of formality and dignity. The style of Louis

XV was the cultivation of the curvilinear, and abond-

oning the straight and rectangular lines, it being ar-

gued that there were no straight lines in the human,

particularly the female form, which in those days above

all was regarded as the ideal of beauty. It may be

safe to say the style was more or less effeminate.

Comtesse du Barry and Madame de Pompadour, great

favorites of Louis, and who exercised a great influ-

ence over him were responsible in a very large meas-

ure for creating the style.

Rocaille Predominant

The dcuninant decorative motif was the rococo or

rocaille, a term applied to rock, ribbon, lace, flowers,

hanging baskets, broken shell, the twisted acanthus,

the endive and the flowing scroll, represented in their

natural state in bronze, plate or china, and serving as

a base for a clock or centrepiece for a table. Caffiere,

the master metal-worker introduced the endive or cel-

ery motif to supplant the classic acanthus. The lack

of precise balance in the use of ornaments is a dis-

tinguishing feature of this period. The idea of hav-

ing the design on both sides alike of a given centre

were abondoned, and though the details were different,

the effect of balance was retained by a skilful ar-

rangement ot unlike sections. Ornamental details of

this nature was used lavishly in interior woodwork

—

on cornice, wainscot, mantal, door and window casing,

and panel and picture frame. Plain surfaces were

avoided, everything being profusely oramental, chiefly

with elaborate mounts of bronze and ormolu, as well

as carving.

The woods and materials used in this period were

oak, walnut, chestnut cherry, rosewood for inlay, and

mahogany, Chinese lacquer, varnish, silk, velvet, tapes-

try and some cane. The use of lacquer or varnishes

applied to cabinet work, the former a transparent lac

varnish, and worked largely in that beautiful green

varnish, powdered with gold, which is now generally

known as "Vernis-Martin"—used as backgound or field.

Pieces of furniture made were chests, tables, con-

soles, chairs, sofas, and a great variety of small cabi-

nets and boudoir pieces; also fire screens.

The essential features of panelled furniture, such

as wardrobes, sideboards, commodes and secretarys

are a framework of jambs and traverses supporting

their panels slipped into grooves, and closed either by

doors, by drawers or by flaps. The commode is the

most characteristic of this period.

Tables were made in all varieties and there were
many kinds of tables made, each for a set purpose,

but they all have one characteristic—the lines of their

legs, which are invariably of the pied-de-biche type

(legs of hind, deer, roe). Large tables were few,

such as the dining tables, which tables were either

round or oval. Xearly all tables, however, generally

speaking, were made small. The medium sized and
small tables were for every sort of purpose, drawing
room, boudoir, or bedroom. They were round, rec-

tangular canted, with and without drawers; their

friezes are carved or moulded, sometimes straight, but

more often with curves of contrary flexture or fes-

toons. \n ed,ge is run round many of them, giving a

shallow basin like appearance. Then there are card

tables, ladies' ljureaux, work-tables, dressing tables,

writing-flaps, etc.

The chairs of this period suggest portability, com-
fort, ease and luxury. These again were made to

fit in with other pieces of furniture and also for satis-

fying the desires of the mind and body. Curved
slopes were in vogue, hardly an angle appearing in the

chair-frames; the legs are always curved; the back,

save in the case of a very comfortable bergere chair,

in which one could sleep, was low. Nearly all backs

were more or less "fiddleback"—that is to say, slight-

ly contracted about half-way up. Writing-table chairs

had low backs and sometimes were made to revolve

on pivots. The bergere chair was a wide, low, deep
arm-chair, very capacious. It had solid sides, mov-
able cushions on the seat, padded arm-rests, and was
softly upholstered with beautiful designs.

In this period is to be noted the absence of under-

bracings. The frames of chairs were nearly always

gilded in every part or painted in the most delicate

tones of white, cream, blue or green and touched up
with gold. The coverings were of figured silk, chief-

ly from Lyons, brocades, choice embroideries of tapes-

try from Gobelins. The same may be said of the settees

or sofas. These were invariably upholstered in soft

material for comfort and sleep and most beautifully

decorated with floral paintings and scenes.

Female figures, used as decorations for mounts were
sometimes covered and often not. The execution of this

work was done in a superb manner by Ocben a pupil

of Boulle's. Summing up, therefore, the Louis X\'

style is not remarkable for lofty aspirations of earnest

endeavor, but in everything the satisfaction of the

senses was placed before the cultivation of the in-

tellect.
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Baby Furniture

For Christmas!
Do We Overlook, Sometimes, His Majesty
the Baby?—His Needs Often Take Pre-

cedence Over Those of His Parents

By L. G. H.

Do furniture retailers realize the fertile field

which lies all about them in the possibility of

supplying the children of their community with

such furniture as may be absolutely necessary

and i^leasantly desirable?

Dnce in a while we see an advertisement or

a window display of cribs, high chairs, or baby
carriages, but as a rule it is taken for granted
that people who want anything in this line will

come and inquire for it. As a matter of fact,

suggestive salesmanship is as valuable in this

connection as elsewhere, and there is no better

time of the year for promoting such business

than now.

Approaching Their First Birthday

During the past year, many tiny babies ha\'e

arrived in as many respective homes. Often
these little people are given an improvised bed
in the form of a large, decorated basket, or even
put to sleep in a big bed. Now, however, most
of them will have grown enough to begin to

move about, to say nothing' of having outgrown
the confines of the ordinary basket or basinette.

So it is the time of times to present cribs with
their high, protecting sides and roomy comfort.

With the cribs will g"o mattresses.

For the children who are still very young,
the crib will be in order as well, for mothers
will be quick to realize that with the coming of

warm weather their babies will be more com-
fortable in a bed of their own to which they will

grow acctistomed.

A Child's Bedroom
One retail establishment recently made a

Very attractive window display by 'trJmming
the window like a child's bedroom. Iliere was
a white crib made up with pillows and a dainty

si^read ; there was a white chiffonier with a

couple fjf partly opened drawers with g'arments
showing; there was a nursery chair of wicker
with a rubber cushion to insure comfort ; a high
chair adjustable to different heights; a screen

to shut off draughts and light; a utility box for
underwear; a low table and a rocking chair for
the mother; and a little rack to hang clothing
on to air l)efore the fire. There were suitable
Ijictures on the walls, toys scattered about, and
a cfjuple of large, natural-looking dolls dressed
u]) to take the j^art of the babies in the case.

This Window Sold Goods
This window sold goods. Many a mother

at once saw what a comfort it would be to have
one or more of these furnishings to eke out her
own equipment. As one mother recently said,
"I do not know what we shall do now that baby
has come. Her belongings overflow into every
room. W'e shall surely have to get a utility
box for her toys and a chiffonier or dresser foV
her things."

If the white jminted woodenware does not
appeal, the bird's eye maple is excellent, and
has the advantage of retaining its beauty in-
definitely if taken care of.

Reach out by Letter
A good way to stimulate this trade is to get

a list from the Birth Registration office, of all
little people of two years or under, and mail to
the mothers of each of these children, a letter
specially prepared for the purpose, suggesting
that they come in and see your complete offer-
ings in the way of cribs, baby carriages, etc.,
etc. Give some idea of prices 'on these for the
price cuts a great deal of ice with many people.

When Spring Comes
As soon as mothers are able to get out with

their children in the spring, wheeled vehicles
for them is a necessity, and some who have
done with old carriages and go carts will now
need something new and pleasing for spring and
summer use. Show what you have and talk
about it. Parents will themselves go without
what they actually need, in order to heap some
luxury upon their children. Thev really enjoy
doing this more than in having themselves.

g
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Conditions in the Furniture Trade in

and Around Quebec City
No Manufacturing, but a Very High Standard of Retail

Merchandising That Has Been Built Upon a Solid Found-
ation of Long Experience, Service and Quality Goods

The furniture trade in so far as it refers to the

city and district of Quehec continues normal as re-

gards the purchasing and sales policies. There are

no furniture factories in Quebec. The only two that

did exist up to some 30 years ago died with their

founders, S. Drum and Philippe V'alier, and to-day
the only factories east of Montreal are located at

Victoriaville and Beauharnois which do not special-

ize in high class goods. There is, however, a very
large retail trade, with one wholesale firm doing-

business at Quebec, and among the leading dealers

of the province—the firm of P. T. Legare Co., Ltd.,

with its sample room in the firm's large warehouse
on St. Paul Street, storage warehouse on St. Roch
Street and large retail store on St. Joseph Street, the

latter in charge of a separate management.
The Paquet Departmental Store, St. Joseph Street,

the largest of its kind east of Montreal, deals exten-

sively in the sale of retail furniture, with two large

apartments on the sixth storey of its spacious l:)uild-

ing specially given over to furniture. The third firm

of importance in the retail trade is Messrs. Marceau
& Fils, also located on St. Joseph Street ; and next in

line is the retail store conducted by Mr. H. Duclos,
successor to the Crown Furniture Company, located

on Crowan Street. Probably the next in order of im-

portance are : J. A. Cantin, St. Jose]jh Street

;

Zeombrowski F"reres, St. Francois Street ; David S.

Hickabv and Turner Bros., St. John Street.

No one Pessimistic

In a series of interviews with the principals of

these firms, they all make the same statement re-

garding the furniture retail trade as it applies to the

city and district of Quebec, and it is pleasing to note

that not one of the dealers in discussing the trade

situation was in the least pessimistic.

It is very noticeable that while those engaged in

the Quebec furniture retail trade are gentlemen of

decided enterprise and good business acumen, they

do not give special attention to the method of selling

by means of model rooms. They all carry large and
well assorted stocks of furniture from the cheap to

the higher grades, which are crowded into e\'ery

available space, and when a customer enters their

store he has to inspect the goods as they are, with-

out any effort of the seller to enhance the vision of

the customer as to the beauty of the article, or set,

by a special model room display such as is adopted
in other cities.

Both Wholesale and Retail

The firm of P. T. Legare Limited, of which Mr.

J. H. Fortier, president of the Province of Quebec
Manufacturers Association and vice-jiresident of the

Dominion Manufacturers Association, is the active

partner, and Mr. T. C. Falardeau, the general man-
ager of the furniture branch of the firm's business,

carries on a wholesale as well as a retail trade. This
firm in the course of a few months, will mo\e into

a large building on St. Joseph Street for the accom-
modation of their retail trade. They carry a heavy
stock of furniture goods of all grades in two ware-
rooms and maintain, besides, a separate stock room.
1 he retail store, four storeys in height, is managed by
Mr. Genest ; the new premises to be shortly occupied
are six storeys in height with a floor space of 8,000
square feet to each floor. It is likely that when the
firm moves into this new store they will adopt the
idea of model rooms to display their furniture to bet-
ter advantage.

This firm turns over an annual business of $1,300,-
000 in their retail and wholesale (lei>artments com-
bined. Mr. P""alardeau, in an interview with a Furni-
ture World representaive, said they purchased their
goods, with small exceptions, from Victoriaville and
Beauharnois factories and from Ontario. He said
that business was good and they anticipated an in-
creased trade in the future, as the farmers in the Pro-
\ ince of Quebec were beginning to take more interest
in well furnished homes. This was due to the better
education of the present generation, their frequent
visits to the city and well furnished homes of their
friends whom they were desirous of emulating. Mr.
Falardeau explained that they had travellers "out all

over the Province, and were selling in every section
of the Province, with a large and profitable field in

the Lake St. John and Sagueny districts, as well as
east of Quebec on the south shore to Gaspe and the
northern coast to Labrador. Their system of selling-

was cash in the cities hut they had to sell on credit
to the farmers in the country. He said, further, that
the French-iCanadian farmers these days were well
|X)Sted oil the prices of all comnn)dities.

Country Sales on Credit

'A\'e sell our furniture in the city 60 per cent of
sales for cash, while in the country our sales are most-
ly all credit. Our system to meet these conditions"
said Mr. Falardeau, "is to add 7 per cent interest" and
an additional 1 l^er cent to cover the cost of collec-
tion. It often happens that when the farmer realizes
that he is paying more on interest, than the interest
he is receiving for his investments, he comes to the
conclusion that by buying on credit he is getting the
worst of the bargain.

The Paquet Co., Ltd.

The Pacpiet Co., Ltd., the largest departmental
store east of Quebec, does a large business in the fur-

niture line. The show rooms are situated on the 6th
floor of the building and divided into two compart-
ments, each of w hich ha\ e a dimension of 110 x -K)

feet. One contains dining room and office furniture
together with samples of chea]) furniture while the
other apartment is a sample room for bedroom and
parlor furniture in sets and separate pieces. This
firm is building a large storage warehouse and a
worksho]) for repairing and upholstering. Mr.
Rlieaume, the manager in charge, discussing the
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l)usiness system and metliods of selling, said the firm
kept no books apart from stock books and all tran-

sactions were cash. He said the firm ])urchased all

supi)lies from Ontario furniture factories and wished
the prices would only come down so he could double
his business. The Paquet firm have no model rooms
to display their goods in sets. The goods ar^ all

mixed together with, however, ami)le space for cus-

tomers to inspect and choose their intending pur-

chases. Mr. Rheaume said that their largest sale

business was done in the city of Quebec but they had
a clientele from the surrounding country districts and
he found the farmers very keen these days to properly
furnish the home dwellings. He was pleased to ad-
mit that th:' manufacturers had brought down their

])rices for medium class goods.

Marceau and Fils

This firm conducts business in large four storey

premises on St. Joseph Street, but deals in every var-

iety of Ontario manufactured furniture. They have
a spacious and excellent sample and show room on
the street floor of their building. Mr. Marceau is a

man of good business vision who carries on conserv-
atively. He not only sells to citv customers but to

farmers situated in the Lake St. John district and the
Eastern Townships. Besides cash transactions, he
sells on credit and has little or no trouble with col-
lections. Si^eaking of annual turnover Mr. Marceau
said it amounted approximately to $200,000 and that
he constantly carried a stock to the value of from
sixty to seventy th(jusand dollars. Like the other
dealers mentioned Mr. Marceau regretted the pre-
sent high prices. However he was not comj^laining,
but would like to see the ])rices of cheap and higher-
priced furniture come down. The Marceau & h^ils show
room on the street floor is 180 x 30 feet, the upper
floors de\'oted to goods having the same dimensions.

Turner Brothers

The business carried on by Turner Bros., on St.

John Street is 75 per cent credit. The stock is com-
])osed of the cheaper and medium class of manufac-
tured furniture. They do a large business with the
working classes and comj^lain that of late sales have
fallen off on account of the cost of cheap furniture.

This firm make no disjjlay. They carry an ordinary
stock and apart from their sample room keej) their

stock on the ui)per floor of the four storey building
they occui)y.

Distinctive Characteristics of Furniture

Stores in Montreal and Quebec
In visiting the furniture stores and departments

in Montreal and Quebec, one is struck with the dis-

tinctive characteristics of the various establishments.

They naturally vary according to the district, class

of trade done, commercial instincts of the proprietors,

capital resources, and a number of other circum-

stances. Some stores are admirably arranged, with-

out any special effort to impress with luxurious sur-

roundings ; in others there is apparently a lack of

system in displaying the goods ; while in others the

management go to great lengths in making the stores

as attractive as possible, in the way of buildings,

]:)ersonal service, and efficient methods of merchan-
dising.

As retailers know, price is a very strong factor in

the selling of goods, but. buyers are naturally prone

to do their shopping in stores which are beautiful in

their setting, where there is a minimum of trouble

in being shown the goods and where there is prompt-

ness in the delivery of those goods after being pur-

chased. The general appearance of a store has an

unconscious influence on prospects—any signs of

dust on the furniture, a delay iii finding the article

desired to be inspected, in fact any indication that

the store is not conducted on principles which make
for service is likely to adversely affect the attitude

of possible buyers.

In certain directions a great deal can be done to

inijiroNc the api)earance of and comfort of furniture

stores. Many are admirable in almost every way,

but in others there is something lacking. Either there

is a iK)or system in arranging the goods, or the light-

ing is defective, or the windows have little value in

the way of advertising. The departmental stores have

learned the lesson of ])resenting their goods in an

attractive manner, and amid surroundings which a])-

ijcal lo the senses, it does not follow that the me-

thods of these departments and of the very large

furniture stores are applicable to ^very furniture

store—what would suit a big departmental store

would be out of place in stores differently situated

as to location and customers—but the ideas embodied
in the display of the goods can be modified in ac-

cordance with individual cases.

A Useful Formula for Clean-

ing Real Leather

The finish on the finest kind of leather that

goes on furniture can be ruined by the use of

varnishes or furniture polishes, most of which
contain solvents that will penetrate the finish of

the leather and cause it to become soft and
sticky. When you buy leather furniture from
your manufacturer, it would be well to insist

on a guarantee that the surface coat has a linseed

oil finish. What is known as a straight "dope"
leather has an offensive odor to begin with and
will become sticky in a comparatively short time,

especially during hot weather.

We suggest the following formula for clean-

ing upholstery leather: use nothing but castile

soap and water
;
apply a damp (not wet) cloth

to the soap and rub the surface of the leather

briskly; next apply a moist cloth without soap;
finish bv rubbing drv with a clean soft cloth.
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Salesmanship
Requirements Vary With Localities and Conditions. Sales-

man Can Give Customers Valuable Advice Regarding
Furnishing Their Homes With Good Judgment and Taste

By a Montreal Sales Manager

Salesmanship in a retail furniture store, espec-
ially in one which makes a feature of complete house
furnishing, is of an essentially different character
from that required in almost any other class of retail

trade. I belie\'e that it demands more all-round
efficiency. A salesman in a dry goods, gent's fur-

nishing, or boot store has a comparatively easy task
when contrasted with that of the salesman in a fur-

niture store. In the one case customers have a fairly

clear idea of their requirements ; in the other the
salesman has to act to a great extent in an advisory
capacity, far more than in the majority of retail

stores. Some people, of course, have definite ideas

as to their wants, but in many cases the customers
rely upon the salesman's judgment as to the furniture

suitable for various rooms, color schemes, draperies,

and decorations. This is the opportunity for an
efficient salesman to give real service to customers,
and to build a foundation for that confidence which
means present and future business.

Come With Suggestions

Sometimes buyers will come with suggestions
for furnishing based on plans published in the popu-
lar magazines. These show complete rooms and cer-

tain arrangements of furniture which look very at-

tractive. The customers, however, do not take into

account that such plans may be quite unsuitable to

their homes, owing to considerations of size and
space. 1 his makes it sometimes difficult for the

salesman to convince the customers that the weights
and sizes of particular pieces of furniture make them
unsuitable for given homes. It is the function of the

salesman to lead the buyers along lines which make
for well balanced furnishing, always bearing in mind
the question of cost. Having ascertained the approx-
imate amount available a salesman should be able

to give advice which will result in securing business
and making a satisfied customer.

Price and Values

Occasionally 1 have been up against the question

of price in relation to values. I have been to-ld that

goods could be obtained at considerably less than the

sum quoted. A little inquiry however, brought out

the fact that the furniture, although apparently the

same to the inexperienced eye, was different both as

to wood and make. For instance, gumwood will take

the same grain and polish as walnut, and a buyer
can easily mistake one for the other. If an explana-

tion of the relative values of these woods is given,

customers are generally satisfied on such a point.

A salesman who knows his lousiness can give val

uable advice to those who contemplate building.

Take the placing of radiators under windows, which
has a bearing on window hangings. Radiators are

sometimes ]3Ut in positions under windows which in-

terfere with the hangings. .\d\'ice on this ])oint will

be appreciated. I find that much more attention is

being paid to the arrangement of the lighting in the

better class of homes. It is being recognized that
the lighting should be of a character to tone and
blend the colors. Lights are now being placed on
the walls in preference to a central position in the
room.

There is. I believe, a great need for the younger
generation to be taught the principle involved in
furnishing homes with judgment and taste. I sug-
gest that the primary and high schools should pro-
vide a certain amount of elementary instruction look-
ing to the creation of homes based on good taste.
Such instruction would bear fruit in later years and
build up Canadian homes of a brighter and more
cheerful character. Expensive furniture is not neces-
sarily beautiful, and homes can be furnished with
simplicity and taste at a cost which is not prohibitive.
We want to develop the instincts of our children
along artistic lines in relation to the home. I also
suggest a course of lectures on how to furnish houses,
outlining the principles of harmonizing the furniture
and the color scheme and explaining how homes can
be well planned and furnished at a moderate cost.
Such a course should be of interest to the women,
who spend the greater part of their time indoors, and
have the chief say in purchasing the furniture.

More Artistic Furniture

Our designers and manufacturers can co-operate
by putting on to the market furniture of a more ar-
tistic character at a price which will enable a large
number of buyers to acquire it. In my opinion, there
is a field for such goods. Manufacturers naturally
produce furniture for which they believe there is a
demand, but it must not be overlooked that the taste
of the public is largely influenced by the furniture
which is on the market, and that Fashion, dictated
by the designers, has a strong bearing on the goods
which will sell. Artistic furniture at a moderate
price will, I think, find ready buyers.

Why do Buyers Prefer Departmental Stores?

Do They?
\Miy do so many people purchase furniture from

the departmental stores? The managers of these
depratments have no monoply of brains, exi)erience,
or knowledge, nor have the departmental stores the
exclusive selling rights of good furniture. While
extensive advertising may account for something,
yet it does not tell the whole story. Mav not one
\ery \ital reason be that the window displavs are
usually \ery good, that the furniture is set out in a
manner which is alluring, and that there is an atmos-
phere of comfort and even beaut\- which is often
lacking in many ordinary furniture stores' Wher-
e\er they shop, people want \alue for their monev
and they want service, but other things being equal,
they prefer to do their business under ci)nditions
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which are pleasing'. Beautiful furniture requires an
adequate setting if it is to 1)c seen to the advantage
that it deserves.

Do you give consideration to possible improve-
ments in the appearance of the store? Can the light-

ing be made better, or the arrangement of your goods
be altered to show them more efficiently ? Do you
make the most of your window space? These and
similar matters are worth more than a passing
thought in that they have a material bearing on your
turnover. Probably a little thought on such ques-
tions may lead to a more comfortable and a brighter

store.

But attractive stores are not everything—in fact

they only form a link in the chain that constitutes

good merchandising. It is essential that the sales-

men should l)e well informed concerning the goods
they try to sell. An incident which recently occur-

red in a large Montreal departmental store illustrates

how deficient some salesmen are in the matter of

knowing their goods. A lady who was inquiring as

to a dressing table was informed that there was a

difference of $25 between a table with oval mirrors

and one with square mirrors. The tables were other-

wise identical. She naturally inquired why the dif-

ference in value, but could obtain no satisfactory

reply. The answers given by the salesman was
evasive, and conveyed the impression that he was
uninformed as to the furniture he had to sell. Such
a lack of knowledge is a certain method of losing

business.

Merely a Hypothetical Example

An article which appeared in our issue of Nov-
ember entitled "What are the items entering into the

cost of various pieces of furniture" has raised some
comment on account of the very low figures of cost

quoted for the various items. It is perfectly true

that the figures quoted are very much lower than

those obtaining at the present time in Canada, the

reason being that this table was extracted from an
article which referred to conditions in the United
States, early in the year, and the method shown is

different from the standard method used by manu-
facturers ; in other words, so far as our argument was
concerned, it was a hypothetical case. The article

in our November issue was simply designed to de-

monstrate that a knowledge of the cost of lumber
from month to month could not give a retailer an

accurate idea of the cost of the finished product in

the way of dressers, tables and so on. On account of

the numerous other prominent factors also entering

into the cost of that article. If we had quoted Cana-
dian figures of cost ruling at the present day, our
total would, undoubtedly, have been different, but in

all ])robabilities the percentage of this represented

by the different items would have been approximately
the same.

**A General improvement"

Mr. David Ramsby, of the Toronto Carpet Co.,

was a recent visitor to Winnipeg, on his return trip

East. He stated that while business in the West
was not rushing, there is a general improvement, and
expects that when returns come in from the crop,

there will be; better times for everyone.

A Problem You Can Solve

Here is a ])roblem which our readers can solve
for themselves. The incident actually occurred. A
gentle'man whom we may call Mr. A was buying
some goods in the furniture department of a large
departmental store when his attention was called by
the salesman to some articles which were, he said,

to be put on sale next day at $17. each. Mr. A, asked
for and was given the assurance that they would not
be sold at any lower figure. He purchased one of

the articles at the jjrice mentioned. Late the same
ex ening he saw the article advertised at $10. Natur-
ally he was irritated at what he assumed was the
bad faith of the salesman. On going to the store the
following day the salesman admitted that the goods
were the same, but said he was ignorant of the fact

tliat they were to be ]>ut on sale at such a low price.

What would ycni do in such circumstances? Would
you have given a rebate and kept a customer, or fol-

lowed the example of the store and lost one?

Congratulations

!

Mr. Wm. 1!. Banfield, only son of Mr. J. A. Ban-
field, the well known Winnipeg furniture wholesaler
and retailer, was married on the 30th September, to

Miss Marguerita L. Wetmore. daughter of Mr. and
Mrs. W. R. \\'etmore, of \\'innipeg, at St. Lukes

Mr. W. E. Banfield

Church, \\'innipeg. The happy couple spent their

honeymcKjn at Minneapolis. Air. Banfield is taking

an active part in the firm of J. A. Banfield. The Fur-
niture World extend hearty congratulations to the

young couple.

(i. W. Beddoe, general manager of the Congoleum
Co. of Canada, has just spent a week in Winnipeg,
on a business trip.

R. E. Ford, of the R. E. Ford Co. Ltd., importers,

of Vancouver, has just passed through Winnipeg on

his way East.

Mr. F. G. Roberts, a well known furniture dealer

and undertaker has recently purchased the business of

Thos. Dyer, Stayner, Ont.. and is now operating a

fine retail furniture store as well as a funeral service

dei)artment.
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The ''Call of the East

Why not an Oriental Touch?
It has been Proyen this feature may be Capitalized for Merchandising

Purposes and will Draw People to a Store

Good Christmas Feature with Possibilities of Permanent Usefulness

Furniture stores that carry ornamental lines,

art draperies, fancy rug^s, etc., have the opportun-
ity of arranging- a particularly attractive and
novel gift department for Christmas. A great
many of such lines—and, generally speaking the
very choicest—are the products of Eastern Coun-
tries. Oriental craftsmanship has a charm all its

own. It may be imitated in the West, but cannot
be reproduced, and its very uniqueness makes it

most desirable in the eyes of us W esterners,

especially when it comes to selecting gifts for

Christmas.

"A Street in Cairo"

The disj^lay manager of an luiglish house,

(Bon Marche, Gloucester), writing in the "Mer-
chants Record and Show W'indow," tells how
his concern made a very successful feature of an
"Oriental Bazaar" at Christmas time last year.

This exhibition was advertised as a "Street in

Cairo" and took in the entire basement of the

store, which was treated with a natural Oriental

atmosphere to lend color to the merchandise on
display ; here on either side of the "street" were
separated spaces devoted to the sale of curios.

One could buy brass from Damascus, embroidery
from Persia and India, also hundreds of typical

Oriental novelties, any of which would make un-

usual and acceptable Christmas gifts.

Right in the midst of the "bazaars" was lo-

cated the "Oriental Cafe" where one could pass

a restful half-hour enjoying real Turkish coffee

and scented cigarettes amidst surroundings that

were appropriately luxurious, and listen to the

weird music of native musicians.

It would be hard to imagine a feature in store

treatment that would lend itself to more attract-

ive treatment, or would have greater curiosity-

arousing possibilities with the average woman
customer—or man for that matter—than an Ori-

ental department such as has been described. It

would be particularly effective at Christmas, no
doubt, but indeed as a permanent proposition it

would add a touch of interest, an element of ro-

mance, to a furniture store that would help to

make it a "place to visit."

Oriental Fabrics

The side lines forming this department would,

for the most part, be fabrics, ranging from the

magnificent Turkey and Persian carpets, to the
lightest delicate curtains of India—goods which
can be appropriately—and are—carried in furni-

ture stores.

The products of Persian looms have been
known to last for centuries and very cleverly do
some of the native weavers repair old carpets
and rugs before shipping them to \\'estern coun-
tries. Among them arc often found great treas-
ures which have seen service in temples as prayer
rugs.

Kashmir embroidery and curtains are much
in demand in this department, as are also Indian
printed curtains, table covers, squares and bed-
spreads.

Then there are wood anl lacquer novelties
from Japan. The remarkable beauty of the Ja-
panese lacquer finishes makes their products
unique. No Western factory can produce the
same effects and very few have attempted to
place on the market the variety of wares for
home use and household decoration.

Pearl Inlaid Furniture
Equally attractive is the Damascus and Turk-

ish pearl inlaid furniture, including coffee tables,
supplemented by Benares brass vases, travs and
bowls. Japanese reed and bead curtains', split
bamboo blinds, dainty sunshades and tent um-
brellas for the garden also serve to add a touch
of color and general attractiveness to the Ori-
ental Department.

Besides the lines mentioned above, there are
the china and metal wares, of which the East fur-
nishes such beautiful examples, and which can
be, appropriately enough, carried in a furniture
store. Customers will expect to see i)otteries
from China. Japan, Persia and Bombav.

Other Oriental lines include Indian metal
goods, such as brass bowls and vases, antimony
ware novelties, charming photo frames and toilet
table sundries; ivory goods and the magnificent
inlaid sword guards which are the delight of the
connoisseur.

The possibilities of an Oriental Dei^artment
will mimediately appeal to the ad. man and the
display manager. It should form a successful
innovation in any furniture store catering to a
fairlv high class trade.

,......,,„,,......,„,„.



A Section of the Display Window of the

Overland House Furnishers, Winnipeg,

taken specially for Furniture World.

This company's show window measures

about fifty feet in width. It is large

enough to allow of the display of three

distinct suites. Part of only two shown
in pictnre.
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Attractive Living Room in the Home of

W. H. Reynolds, 285 Academy Road,

Winnipeg— The Oval Back Walnut chair

by the window is part of a Suite of Fur-

niture that took first prize at the Toronto

Exhibition about 65 years ago.
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The Romantic Story
of Oriental Rugs

An Art Beyond the Skill of

Modern Machinery to Reproduce

There are certain products of ancient liandi-

craft which modernity can never supersede with

its mechanical methods and volume output. Of
these, one of the most notable examples is the

oriental rug". For loni^- centuries it has been

made I)y the same hand methods, and the re-

sources of invention have never l)een aljle to

produce an article equal in quality in any other

way.

Connoisseurs in every civilized country in the

world have laid eager hands u])on the antique

specimens of this product of Eastern art, so that

to-day they are very rare and highly prized.

But the Easterners continue to manufacture

rugs by the same methods and after the same
designs as their forefathers, and the rugs that

are now being made still exhibit that perfection

of workmanship and beauty of design which

have always been the marvel of the western

world.

In Canada, as elsewhere, lovers of beauty
appreciate the qualities of the Oriental rugs and
there has been a considerable demand for them
in the homes of the country. There is one large

importing concern in Canada, which has direct

connection with the sources of supply and has
its own houses in the rug-making cities of the

Orient. This is the firm of Babayan's, Limited,
of Toronto, established in Canada since the year
1876. A representative of "Furniture World" re-

cently interviewed Mr. Babayan and got a most
interesting outline of the present situation with
regard to the production of these goods and a

brief story of their manufacture. Here it is, in

brief :

—

Rug Making in Persia

The best specimens of oriental rugs come from
I'ersia. The chief centres of their manufacture
in that country are the cities of Hamadan, Sul-

tanabad, Meshhed and Karman, from which
latter district come the Karmanshah rugs, fam-
ous for their delicate colorings. Persia is re-

nowned for its anticpie rug's, and some of the

most i)rized s])ecimens in the British and con-

tinental museums are of the Persian weave, such
as antique Ispahans and the famous Ardcbil

Mosque carpet.

While Persia did not take part in the great

war, it has felt the effects thereof very severely,

with serious results to the rug manufacturing-
industry. Starvation has wiped out a great

many of the villages whose jiopulations had
been devoted to this work, and the activities of

the industry have been reduced to about one-

fourth what they were before the war. The pro-

duction of fine Persian rugs has thus been great-

ly lessened, in spite of the continued demand
for them both on this continent and in Europe.
It may seem somewhat of an anomaly to point

out at the same time that prices have dropped
50 per cent below the 1920 level. This, how-
ever, has been due to the depreciation of the

Persian currency (the Kran). Wages and pro-

duction costs have not decreased, but on the

contrary are on the uptrend, as a result of the

continued demand and the large number of

American and European rug buyers who are

visiting the markets of Persia. Despite these

conditions, a large supply of high grade rugs is

still being brought into Canada by large import-
ers with local connections.

Curtailment of Turkish Rug Manufacture

In addition to the fine Persian product, there

are a great many different makes of rugs pro-

duced in Asia Minor, or Anatolia, as it is more
properly called. These rugs have a higher nap
and are somewhat inferior to the Persian in ar-

tistic beauty and coloring, though some of them
have equal wearing qualities. On account of

the recent trouble in the Near East, particularly
the burning of Smyrna and the destruction of a

number of villages, which Avere rug-making cen-
tres, the industry in Anatolia, also, has suffered
very severely. Under present conditions, it may
be a matter of years before these districts are
reorganized for the production of Turkish rugs.

Another famous type of Oriental rug is the

Caucasian weave, which is manufactured in
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From L, Babayan's Private Collection

Left—Hamadan Mousoul Rug, of the

Persian weave, with earners hair centre,

in rich brown.

Right—Mongolian Chinese Rug.
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Transcaucasia, tlie cities of l iflis, Karabagh and
(ieneje l)eing the chief centres. The most wide-
ly-known product of these districts is the Kazak
rugs, which are noted for the richness of their

colorings and their distinctive geometrical cle-

sijjjns. Since the war a large number of these

Kazak rugs have been imported into Europe
and this continent and sold at relatixely low
])rices. This was not due to a surplus produc-

tion, or falling off in demand. In searching for

the cause, we get back to that source of many
strange and seemingly unaccountal)le hap])en-

ings, the Russian lUjIsheviki, who, in this in-

stance, seized the rugs (or stole them) and sold

them very cheaply. This si)urious source of

supply is now, however, exhausted, and it is un-

derstood that the Soviet Government has i)laced

a very heavy export tax on these rugs, which is

expected to increase the price of the Kazak and
other Caucasian weaves 50 per cent.

East India Rugs

East India, also, has rug-making centres of

importance, such as Kashmir and Calcutta.

Some very fine specimens of the oriental pro-

duct are manufactured in these districts, though
the rug-l)uying public of Canada ha\'e not favor-

ed these makes as much as the Persian, exce])t

in the very finest qualities of the Indian handi-

craft, which are just as costly as the Persian.

Some of the Indian specimens produced to-day

are excellent copies of the Persian designs and
have a very firm and close back and good wear-
ing qualities.

Chinese Rugs in Growing Favor

During the last ten years Chinese rugs have

found a ready market throughout Canada and
the demand for them has been gradually increas-

ing. The Chinese article has found favor on

account of its beautiful blue and gold colorings.

It has a plain background with very little de-

sign in the centre.

There has been a considerable quantity of

])oorer grade Chinese rugs finding entrance into

Canada recently, which are called "market
goods,'" and which are not satisfactory as re-

gards wear. The best quality rugs produced in

China are the fine antique Mongolian weaves
which are imported from Northern China and
ha\ e excellent qualities as to wear and fastness

of colors. This grade of rug is made from the

best grade of Manchurian wool. It is being im-

])orted int(j Canada by Mr. I'abayan, and they

are sup]K)sed to give as good wear as a Persian

or Turkish rug with the fast indigo blues.

Craft Centuries Old

The craft of making oriental rugs—whether

Persian, Turkish, Chinese or Indian—is the same
to-day as it was centruies ago. All the work is

done by hand on a simjjle, square wooden loom,
on which tlie basis of the rug is first laid down.
The design is woven in, strand by strand, each
knot being twisted by hand. Each weaver fol-

lows seme antique design which has been used
by his ancestors for, perhaj^s, hundreds of years.

He will introduce some variations but will al-

ways stick to the same general design. This
adherence to tradition has resulted in the ])ro-

duction of a different type of rug in each differ-

ent district, which is handed down from father

to son and does not change with the centuries.

The Persian or Mohammedan tril^es are very
superstitious and will never finish a rug to a

])erfectly even shape, as they believe that Allah
alone is perfect and that no human hand should
attempt to achie\-e perfection.

Secret of Vegetable Dyes Closely Guarded
There are now a large number of rug-mak-

ing establishments in Persia under European or

American control, but all the work is done by
the same methods that have always been used.
Some attempt was made to introduce the use of

aniline dyes, but this was speedily put a stop to

by the edict of the Shah Nasr Ed Din, the trifl-

ing punishment for the violation for which was
the cutting off of the culprits hands. Vegetable
dyes are used by the natives, the composition of

which is kept a profound secret. The wool from
which both Persian and Turkish rugs are manu-
factured is that of the native Angora goat, or

Yak. This animal grows a long silky hair, which
is sheared twice a year. It is spun by hand and
makes a very strong and fine yarn. Afterwards
it is placed in earthern tanks into which the

vegetable dye is poured, and in order to get just

the results that are required in different shades
of blue and red, it is necessary to dip the yarn
several times, letting it dry each time. Out-
siders have sought to learn the secret of the

vegetable dyes, but withovit success.

Value of rugs

It is not an easy matter to estimate the value

of a Persian rug. Each rug has to be judged in-

dividually from the delicacy of its colorings and
the beauty of its design. Design and coloring

come into consideration first, and wearing quali-

ties second. One of the finest Persian weaves
is the Keshan, which has about five hundred
stitches to the square inch. A 9 ft by 12 ft.

si)ecimen of this type will often take as long as

two or three years to complete. The represent-

ati\e of the "Furniture World" saw one beauti-

ful Keshan specimen on display at Babayan's,
1.^ ft. by 10 ft. in size, which is valued at $5,000.

The life of these rugs depends, of course,

largely on the way in which they are used, or

abused. \\'ith care, they may last a hundred
vears or more.
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From L. Babayan's Private Collection

Upper - Kazak, Caucasian weave. They are famous for

their hard wearing qualities and the rich blues and
reds.

Lower—Boukhara Rugs, of the Turcoman Nomad weave,

in rich wine reds.
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Prominent Furniture Men
of Canada— 3.

H. G. COLEBROOK

Mr. H. G. Colel)rook, w ho has been connected with
the Robert Simpson Company, Ltd., Toronto, for the

past eleven years, first took up this Intsiness in 1898.

His early training was received in England, the land

of his birth, as an apprentice with the firm of J. J.

Allen & Company of Bournemouth. When this firm

later opened up a London branch he was moved to

their new ofiice. He had already firmly made up his

mind to broaden his knowledge of the home furnish-

ings business and enlarge his practical experience by
associating himself with as many prominent firms as

possible, and that he realized his object is borne out by
the number of firms with which he served. On leav-

ing J. J. Allen & Co., he went to the well-established

firm of Shoolbred's. After being with them for a

while he l)ecame associated with the old and well

known firm of Hewitson, Milner & Thexton. Still

after higher honors he joined the home office of

Messrs. Waring & Gillows, of Oxford Street, London,
England, and subsequently the firm of Marshall &
Snelgrove. He now looked for a wider sphere of work
and it came in the shape of an invitation to a position

v;ith the prominent New York house of Messrs. W. L.

Sloane & Company, with whom he served for five

and a half years.

During the whole of Mr. Colebrook's early years he
confined himself more particularly to the floor cover-
ing and drapery lines, but when with Sloane's he
availed himself of a course in interior decorating and

Mr. H. G. Colebrook

harmony in colors under the noted Frank Alvah Par-
sons. He also, through the whole of his experience,
and especially in New York, devoted a considerable
portion of his time to the study of furniture and fur-

nishings. After leaving Sloane's he became associated
with the R(jl)ert Simj)son Company, Toronto, first in

the department of rugs and then draperies. For the
past few years he has been merchandising manager
of all home furnishings de])artments, including furni-

ture, floor coverings, draperies, electric fixtures, wall-
pajjcrs, pictures, travelling goods, paints and grama-

phones. lJuring the last few months Mr. Colebrook
has been devoting a part of his time in association with
Mr. J. Robb, the manager of the furniture depart-
ment of the Robert Simpson Co., to the development
of a section of this department for somewhat higher
grade furniture.

Reliable Furniture Co
The Reliable l''urniture Co., have recently taken

over new premises and state they are now in a posi-
tion to cater to the most ])articular wants of New
Westminster and Eraser Valley ])atrons. Connec-
tion has been made between the corner store which
has been o]:)erated by Mr. Stanley Ross for many
years, and the new premises which, combined, repre-

sent a total floor area of 25,000 square feet. New
\\'estminster and Vancouver-made furniture is speci-

ally featured by the Reliable Furniture Co., the

concern having a permanent staff of skilled employ-
ees who are turning out chesterfields and morris
chairs the framework of which is all made locally.

Grand Rapids Jan 4-11

The National Retail b'urniture Association of the

United States will hold its annual convenition in

Grand Rapids from January 4 to 11. 1923. It is

stated that the largest number of exhibitors that

have ever shown their lines at Grand Rapids will be

on hand, this being made possible by the new furni-

ture buildings that have recently been opened. The
Gilbert Building", opened a year ago, is filled to capa-

city and the new Rindge building to be opened this

year will also be filled. A reduced fare is being ar-

ranged for all visiting delegates.

Factory at Midland
W. D. Patchell of ^lidland, Ont., a well known

furniture manufacturer, has recently opened a fac-

tory at Midland for the manufacture of wood spe-

cialties of every description in the cabinet and wood-
working line. The factory is nicely equipped with

all necessary machinery for this work and "business

is good" he states.

Mrs. Lydia K. Neilson, Avidow of the late Hugh
Neilson, Neilson Furniture Co., Calgary, is dead at

the age of 75. Mr. & Mrs. Neilson were formerly of

Chatham, Ont.

Mr. C. C. Brooks, manager of the Canadian branch
of Waring & Gillows, London, Eng., will, in the early

part of the new year, join the Robert Simpson Co.,

Ltd., Toronto, as manager of the interior decorating

and contract department.

Obituary

It is with regret that we record the death of Mr.
A. V. Fiola, late president of A^erdun House Fur-
nishing Limited, and at one time alderman for the

City of Verdun, Que. Fie passed away after a short

illness, on Saturday November 18. 1922. After en-

gaging in the railway field for some years Mr. Fiola

entered the retail furniture business where by sheer

hard work and determination he succeeded in build-

ing u|) the successful organization of which he re-

mained the president until his death.
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Aristocrat of

Chesterfield
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Ji^^ y^^^ 0/ High Rentals

And Chesterfield Beds
Economy of Space Combined with Maximum of

Utility— Luxurious Comfort Both by Day and Night

111 these days of high rentals, economy of

space is a necessary evil, but it is an ill wind
that ])lo\vs nobody good. In this particular case

the furniture dealer who -has made a specialty

of Chesterfield beds finds that business has
grown in a very considerable degree. A com-
fortable bed by night, and an attractive and rest-

ful piece of furniture by day, it is something to

be desired by many who are unable to afford the
luxury of ample space and numerous rooms. As
the advantages of Chesterfield beds are more
fully realized, also, it is found that they fill a

real need exceptionally well.

Another of these attractive articles of furni-

ture has just come on the market—the "Kilgour
Chester-Fold'"—for which it is claimed that

whatever objectionable features folding beds in

general may have had they have been eliminated
in this latest production. It is described as "the
Aristocrat of all Chesterfield beds" having" a
real Chesterfield construction box spring seat

and back, with soft spring edges all around.
The seat is lowered to a comfortable height and
the pillow cushions embodied in the back give
that desired touch of comfort which is seldom
found except in high class Chesterfields. When
closed the Chester-Fold has no visible signs that

it can be converted, with three simple movements,
into a bed that cannot be surpassed for comfort
and stability.

When opened out as a bed the face covers
reverse in such a manner as to leave only the
tick covered surface of the mattress exposed.
The pillow cushions which added so much to

the comfort of the Chesterfield are now turned

over to be used as pillows or bolster for the bed.
The body of the sleeper rests entirely u])on box
spring construction. This with the roominess of

a full sized double l)ed, leaves nothing to be de-
sired. The wardrobe box contains ample room
for all necessary bedding. The construction is

strong and simple.

The Furniture and Home
The first issue of a peppy little monthly,

"The Furniture and Home," has just come to
the editor's desk. It is gotten out by the Thomas
Furniture Company, of London, Ont., which is

noted for its aggressive publicitv methods, and
will undoubtedly prove an effective advertising
medium. A number of the items have, of course,
to do with furniture and the furnishing of the
home, but there are also snappy bits about sub-
jects in which women are particularly interested
—fashion notes, recipes, household hints, etc.

One interesting feature is "Ask Tommy."
"Tommy," it is stated, is an exjjerienced decor-
ator who knows a whole lot about furnishing
homes, and the public is requested to send in

any enquiries for information along this line.

American \\'alnut I-'urniture Co., Montreal,
has been registered by Aaron (ielfand t!v: (Mrs.)
Louis Cireen.

(ilobe l'"urniture Co., Montreal, recently suf-

fered loss \)\ fire.
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It Looks Like

A Mistake !

If the Furniture Dealer Doesn't Handle

Full Line of Kitchen Furnishingsa

"It is ;i noticeable fad that comparatively

few funiiture stores carry a full line of kitchen

furniture, and th(jse who do don't L;enerally make

a strong feature of it," said a retail merchant

who wasn't in the furniture business to us re-

cently. "And from the viewpoint of the im])artial

outsider, it looks like a mistake," he added, is

he ri.^ht?

Well, why don't more furniture stores carry

kitchen e(|ui])ment—kitchen cabinets, ranges,

rack-, rollers, and what not, in addition to chairs

and tables? l'rol)ably because these don't seem

to mi.x in well with their other lines; set a gas

stt)ve beside a chesterfield and both look out of

place. The kitchen furniture is not something

in which design and art count for \ er}- much. The

|)ieces, taken separately, are not particularly

attractive to the eye. Ikit that does not mean

that they haven't got a strong appeal to the

housewife.

The fact of the matter is that the kitchen is

seccjud in importance to no other room in the

house. It's really the power plant of the whole

establishment. 'Jdie housewife sjjends the great-

er jiart of her waking hours in it, and it's con-

x'enience and comfort are really of more import-

ance to her, ])ersonally, than the li\ing room, or

the dining room, (io house-hunting with a wo-

man and y(;u'Il almost invariably find that the

k'itchen is th:' place she examines most carefully.

\\ ill it be livable in the summer? Is it well laid

out? 1 s the stove convenient to the sink ? These

are all cpiestions of the utmost moment, and they

indicate what an imjjortant part the kitchen plays

in her daily existence.

Vnr these reasons, we haxe heard one mer-

shandising exi)ert declare in putting on a furni-

ture sale, the kitchen equi])ment should be made
the |)i\()ting ])oint and the (jther rooms should

take their places accordingly.

.V jjoint of imjjortance to remember is that

kitchen furniture can be attractively displayed

—

and can only be attractively displayed—not in

separate units, ljut in a complete arrangement,

as it will be used in the home. A window display

arranged in the form of a well laid-out and fully

equipped kitchen, will just be as attractive to the

average woman's eye as a $500 chesterfield suite.

Samples of Kitchen Furniture by Knechtel Kitchen Kabinet Ltd.

: i;; ZLZ tziz z z:z z:z::j:z :!;: j;:::::[;;::i;:,;!:!;:::i:::=:;:i;;:;[:;:i;:i:^
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IN THE COLISEUM

TORONTO FURNITURE EXHIBITION
January 8th—20th

we will have an extensive showing of our productions that will be

well worth your while to examine. Kindly accept this invitation to

visit us, when you will receive a warm welcome and we are confident'

you will have an interesting and profitable time.

OUR BEST WISHES
The heartiest wishes it is possible to express go out from us to the

Furniture Trade at this Christmas Season, and may 1923 be one of

Prosperity and Happiness for you.

THE NORTH AMERICAN FURNITURE CO. LIMITED
THE OWEN SOUND CHAIR CO. LIMITED

OWEN SOUND, ONTARIO
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We extend to our many
customers and the trade

generally, our Best Wishes
for a

Happy Christmas
and a

Prosperous New Year

No. 41907—"The Reading Girl"

Phillips Manufacturing Co. Limited

Toronto Canada

THIS CHRISTMAS GIVE PICTURES

To Thank You and To Wish You Well

It is a pleasure for us to acknowledge
the generous patronage accorded us dur-

ing 1922 and we sincerely wish you may
have a Christmas of Unclouded Cheer
and a Happy and Prosperous New Year.

In maintaining the standard of Quality and Value in

our products you may rest assured of our best ef-

forts to make our mattresses a still greater factor in

your successful merchandising.

Standard Bedding Co. - 27-29 Davies Avenue Toronto
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GUARANTEED
Ed LP MEDAL

PRODUCTS

We are exhibiting with many others in January at the Coliseum,

TORONTO.
We are showing many new and striking designs at close prices, and

in GOLD MEDAL Quality.

We hope to have the pleasure of meeting our friends and customers at

that time.

We appreciate the increased business we received this year.

Christmas andNew Year Greetings^ ^

Gold Medal Furniture Mfg. Co. Ltd.

Gold Medal Bedding Co. Ltd.

Gold Medal Radio-Phonograph Corp. Ltd.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^

I AT THE COLISEUM, TORONTO |
I January 8-20, 1923 |

I
THIS IS YOUR OPPORTUNITY |

I To Test the Merits of |

I
STURGIS BABY CARRIAGES

|

I We will have a choice and comDrehensive showing of our extensive line of Baby Car- |
I riages.

_ i

I
The New IMPROVED K4NTFALL Flat CURTAIN ROD

|
B which is proving a wonderful seller wherever handled eclipsing anything in this line shown in 1
M Canada before, will be displayed. _

g We shall be glad to have you visit us, where a hearty welcome awaits you and a full opportun- 1
B ity to examine our productions. S

I To all a Merry Christmas and a Prosperous New Year |

I
Sturg-is Baby Carriage Co., Ltd.

|

j 345 Sorauren Ave., Toronto |

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^
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Quick Action Section

WANTED— i^'urniturc traveller covering Torunto wants
additional lines. Now carrying medium line of oak dining

room furniture. Write Box '.I'M Furniliu'e World, Toronto.
12-1

LINE WANTED—Furniture Line wanted on comnii.ssion

for all Ontario or for either Western or Eastern Ontario
alone, if the other part of the ground is taken. Two sales-

men carrying one line for the same house calling on the Fur-
niture Trade in Ontario want one more line. Every town
where there is a furniture dealer covered, as well as the

cities. Over fifteen years experience on the ground. Box
240, Furniture World, Toronto.

FOR SALE—Undertaking husiness in good town. Over
five thousand population. Good farming district. Box 2:!9

Furniture World, Toronto. 12-1

FOR SALE—BARGAIN, HEARSE, Gray, Children's

holds casket .) feet over all. Chevrolet Chassis, body by
Wattman, run 445 miles, excellent condition. Photo on re-

quest. $1000.00 cash. R. U. Stone, .")2,j Sherbourne St., Tor-
onto. 12-1

FOR SALE—Beautiful coal black hearse team, 6 and 7

years old, IGJ/^ hands, 2()00 lbs. Appv Frank Kilkenny,
Bradford, Ontario. " 12-1

For Sale—Furniture Store

—

4j x 100 ft., with stock of

furniture. Will be sold without reserve It is a well establish-

ed business, located on a street car line. Good reasons for

selling. Particulars on applying to, J. R. Leduc Cap de la

Madeleine, Que. .
11-1

G. L. IRISH
497 and 499 Queen St. W., Toronto

Manufacturer

Will exhibit at the furniture exhiljition in

January up-to-date lines of framed pic-

tures, mirrors, floor lamps, silk shades,
servins.)- trays, polychrome, book ends,
candle sticks and statuary. This exhibit
will occup}- 1100 feet of space upstairs in

the West wing.
, Many new novelties

will be shown.

UPHOLSTERY SPRINGS
Highest quality Upholstery Springs,
made from the finest grade High
Carbon Steel Wire, oil tempered
after the coiling operation, thus in-
suring uniform strength and "No
Set." Remember, the quality of
your High-Grade Upholstering de-
pends entirely on the quality of the
springs you are using.

HELICAL SPRINGS
for spring bed and mattress fabrics.
Get the habit; buy Canadian Springs.

James Steele, Limited
Guelph, Canada

N£) 26

Christmas Greetings

WE take this opportunity of extending to you
our Best Wishes for a Merry Christmas and a
Bright and Prosperous New Year. We thank

you for your patronage during 1922 and assure you of

our determination to render even better service this

Coming Year.

Don't fail to see our new artistic lines for

1923 in the Coliseum, Toronto, during the

Furniture Exhibition, January 8th - 20th,

The Queen City Furniture Co., Ltd.
27-53 Vine Ave, West Toronto
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Our Wish for You

A Merry Christmas

and

A Happy New Year

During this period of rapid changes, and

new ideas, it is satisfying to know that the

sentiment above, and the sincere wish be-

hind it, has remained unaltered.

The Canadian Mersereau
Company, Limited

Florence St., Toronto



96 FURNITURE WORLD

Matthews Bros, and Their Representatives

EXTEND TO YOU

Christmas Greetings

MATTHEWS BROS., LIMITED
1906 Dundas Street West

The big Canadian Moulding House
Toronto, Canada

CEDAR CHESTS
Readily saleable for

Christmas Trade with

good margin of profit.

Made from the Gen-

uine Tennessee Aro-

matic Red Cedar.

Large Stock for immediate shipment. Write us for Catalog and Prices.

J. H. Connor & Son, Limited : Ottawa, Ontario

ALWAYS IN SEASON

WPEERLEg®
'

' FOLDING TABL&
A compact, handy, attractive table

that answers many needs and is a brisk

seller.

Keep a Peerless where it will be seen

;

it will bring profitable business.

Have you written about our special gross lot offer? Hourd' & Co., Limited Sole Licensees and
J -w— , Manufa<

DEPT. W
acturers LONDON
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1922^1923
Thai the Christmas Season

he a very Joyful one to you

and yours and the New Year

brimful of all the good things

that make life happy and

profitable is the Sincere Wish

of

Ball Furniture Co., Ltd.
Hanover - Ontario

Rishel Sanitary

"Ventibestos" Table Mats
Orderi Filled Promptly by Expreis or Freight

The ONLY Mat with
a centre of CORRUGAT-
ED ASBESTOS.
Our mats are five ply

consisting of one heavy
sheet of corrugated as-

bestos between two
heavy shets of wool felt.

These are firmly quilted
together and enclosed in

a removable flannel cov-
er. The cover consists
of white cotton flannel
on one side and green
Kearsage Plush on the
other. There is no pos-
sibility of marring the
table top when our Ven-
tibestos mats are used.

Round or square are the
same price. Unless
specified will always ship
round mats.

Orignated and sold
only by us. This Solid
Fumed Oak Display
Rack absolutely free to
our dealers. Write us
for particulars.

100 per cent Efficient

The Silent Salesman

Special attention given to Canadian orders.

J. K. RISHEL FURNITURE CO.
WILLIAMSPORT, PA,

Dining and Bed Room Suites
"We make all our own Chairs and Dining Tables."

We Invite You to Inspect
our display of

Sellers' Kitchen Cabinets

Brantford Kitchen Cabinets

Luxury Coil Springs

at tlie Furniture Exhibition, Toronto, January 1923.

Ruddy Manufacturing Co.
Limited

Brantford - - Canada
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J/f/^E extend a hearty invitation to all

dealers to visit our exhibit at the

Canadian Furniture Manufacturers

Exhibition in Toronto, January 8—20,

1923. We wish our friends and cus-

tomers a Happy and Prosperous New
Year,

The National Mattress Felt & Batting Company
The ^^Comiy** Cushion Company

340 Gerrard Street East — Toronto

giaiiiasigHiaraHBisHsisiaHHiaasiaiMiiaiasiHiasa

m

i

To the

Trade
May the Christmas

season bringyou Joy

and Happiness and

the New Year, Pros-

perity and Peace,

When visiting the Furniture

Exhibition Toronto, January

8th to 20th, 1923

We will have on display, an extra fine line of Gift

Goods for the Furniture Store,

In our own Showrooms

at 32 Front Street West, and we extend to the Trade,

a hearty invitation to visit us when in the city.

The Gift Shop Department of the Furniture House,

is now a large factor in the month's sales.

Are you getting yours ?

J. H. WALKER LIMITED
Manufacturers'^ Direct Representatives

524 Foy Building, 32 Front Street West TORONTO, CANADA
MISMgSSfilwJlllBIHBliaiaiamiHlMM™^
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As Canadian Representatives for Tissage de Velours,

Achel, Belgium and La France Textile Company, we are

able to offer the upholstering trade a wonderful array of

the finest imported materials.

Imported Velours, Mohairs, Damasks,
Tapestries, Plushes, Silks

Samples and full information will be gladly furnished on
receipt of your inquiry.

Ask us about your requirements

G. NOEL & COMPANY
30 St. John Sreet - Montreal, Quebec

Can We Help You?
There may be certain articles which you cannot find in these advertis-

ing pages that you would like to have information on. Do not hesitate

to use this form, no matter what it is. If we can be of any service to you

in supplying that information, it will be a pleasure to do so. We want

you to feel that the Furniture World is published in your interests and

we want to help you whenever we can.

NFORMATION WANTED
Furniture World

347 Adelaide St. West, Date 19

TORONTO.
Please tell me

Name .

Address
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Canadian Furniture
At the Coliseum,

January 8th

The largest building for trade Exhibitions in the British Empire—having 240,000

feet floor space. Dealers invited to inspect and buy. This will be the largest fur-

niture Exhibition ever held in Canada under one roof.

The following manufacturers are showing:

Arrow Bedding Limited Toronto, Ont.

Banfield, W. H. & Sons Ltd Toronto, Ont.

Bell Furniture Co. Limited, Southampton, Ont.

Blue Bird Corporation Ltd Brantford, Ont.

Blackmore Hamilton Furniture Co Listowel, Ont.

Comfort Mfg. Co Toronto, Ont.

F. E. Coombe Furniture Co., Ltd Kincardine, Ont.

Canadian Sidway Co., Ltd Toronto, Ont.

Canadian Mersereau Co Toronto, Ont.

Dingle George S. Ltd Montreal, Que.

Dominion Bedstead Co., Ltd Montreal, Que.

Davidson Thomas Mfg. Co., Ltd Montreal, Que.

Elgin Davenport Co., Ltd Toronto, Ont.

Fabien C. P. Refrigerator Co., Ltd Montreal, Que.

Fry & Blackhall Limited, Wingham, Ont.

Goderich Art-Craft Furniture Co Goderich, Ont.

Gregg G. R. & Co., Ltd Toronto, Ont.

Gibbard Furniture Co., Ltd Napanee, Ont.

Gold Medal Furniture Co., Ltd Toronto, Ont.

Giddings Limited Granby, Que.

Gurney Foundry Co. Ltd., The Toronto, Ont.

Gendron Mfg. Co. Ltd., The Toronto, Ont.

Hees, Geo. H. & Son Co., Ltd Toronto, Ont.

Hespeler Furniture Co. Ltd., The Hespeler, Ont.

Hall, Zyrd Foundry Co., Ltd Hespeler, Ont.

H. E. Furniture Co. Ltd., The Milverton, Ont.

Happy Thought Foundry Co., Ltd Brantford, Ont.

Irish, G. L Toronto, Ont.

Heywood-Wakelield Co., Ltd Orillia, Ont.

Knechtel I^^u-niture Co., Ltd Hanover, Ont.

Keith Electric Refrigerator Co., Ltd Toronto, Ont.

TORONTO Office
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Manufacturers' Exhibition |

Exhibition Grounds, Toronto 1

to 20th, 1923 1
::
::

:;

Hotel reservation made at King Edward, Queens, Walker House, and Prince |tj

George Hotels for furniture men. Five minute street car service to building—trans- ;:

fer corner Bathurst and Front and Bathurst and King Sts.
|Jj

>i

Knechtel Kitchen Kabinet Ltd Hanover, Ont. >:

Kilgour J. W. & Bro. Ltd., Beauharnois, Que. ^
Kilgour Davenport Co., Ltd Toronto, Ont. ::

Ham, Brothers, Limited Brantford, Ont j*c

Canadian Fabrikoid Ltd New Toronto, Unt. ::

Lea Trimble Mfg. Co Toronto, Ont.

Langslow Limited, Cobourg, Ont.

Lucknow Table Co., Ltd Lucknow, Ont. 5^;

Moffats Limited, Weston, Ont.

Matthews Bros. Limited, Toronto, Ont.

Meaford Mfg. Co. Ltd., The Meaford, Ont. |;

Montreal Upholstering Co Montreal, Ont.

Malcolm Andrew Furniture Co., Ltd Kincardine Listowel, Ont. . v.

Mundell John C. Co., Ltd Flora, Ont.

Malcolm & Souter Furniture Co., Ltd Hamilton, Ont. %
McClary Mfg. Co. Ltd., The London, Ont. >:

North American Bent Chair Co., Ltd Owen Sound, Ont.
5€

North American Furniture Co., Ltd Owen Sound, Ont. ::

rJational Mattress Felt & Batting Co Toronto, Ont. |*j

Otterville Mfg. Co., Ltd Otterville, Ont. S

Owen Sound Chair Co., Ltd Owen Sound, Ont. *

Peppier Bros. Co., Ltd Hanover, Ont. ^
Queen City Furniture Co., Ltd Toronto, Ont. ::

Ruddy Manufacturing Co., Ltd Brantford, Ont.

Spicer, Mrs. M Toronto, Ont.

Schierholtz Furniture Co. Ltd., The New Hamburg, Ont. *

Salisbury Mfg. Co., Ltd Toronto, Ont.

Sturgis Baby Carriage Co., Ltd Toronto. Ont. ;:

Sanderson, Harold Co., Ltd F'aris, Ont. s*i

Toronto Specialty Mfg. Co., Ltd Bradford. Ont.
!!

Victoriaville Furniture Ltd Victoriaville, Ont. '«

::

Watson J. B. Furniture Co., Ltd Kincardine, Ont.
>J<

215 Victoria St. CANADA I

rvv>'v'*>>"*"v>"*>'v>'v'*:'*:>:>:>:>::*"<>:>"^^
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''At All Good Stores"
We say in our Advertisements about

Johnson's

Polishing Wax
Paste and Liquid

Do you stock it? Its the ideal furniture polish—imparts a hard,

dry, oil-less finish, which will not thumb-mark and dust cannot

cling to it. But it does more than merely polish, it protects with a

satin-smooth, transparent coating, bringing back lost lustre and

enhancing the beauty of the natural wood grain.

We invite you to visit the Johnson Booth at the Furniture Deal-

ers* Convention in January in Toronto—all the Johnson products

will be exhibited and demonstrated by an expert and we know it

will prove of interest to you.

Johnson's Wood Dye, Paste Wood Filler, Enamels, Varnishes, etc.,

are all of the same high standard as Johnson's Prepared Wax but

you probably are familiar with them too.

We'll have a copy of our booklet, "The Proper Treatment for

Floors, Woodwork and Furniture," for you at the Convention, too

—its a good reference book to have in your store. Ask the demon-

strator for it.

S. C. Johnson & Son
Limited

**The Woodfinishing Authorities*'

Winnipeg BRANTFORD Montreal

^.^o^aooRs"
WOODV^ORK
FURNITURE



26,000 New Homes
probably a larger number, were erected in

Canada in 1922.

In how many of these homes will you find

your line?

To the above furniture prospects add the

replacements, a very important factor.

Buyers are not drawn by strings pulled a

thousand miles away—they are drawn by
local interests centred in local institutions.

97% of furniture and allied lines are sold on

the recommendation of the retail merchant
—in the eyes of the consumer he is respons-

ible.

Have you looked at business paper adver-

tising from this angle?

If you are selling to business, is the Furni-

ture World selling for you ?



Hourd's Folding Tables
"Peerless" and ''New Elite'

"Peerless" Square Model

Size Height Weight
24" square 27 " 10 lbs

SO" " 29 1/^" 12 "

Ten Points of
1. Symmetry and Beauty of

Design. The engravings do

not begin to do the tables

justice.

2. Maximum Strength with

Minimum Weight.

3. A Rigid Folding Brace

for each leg entirely out of

the way of the knees when

table is in use.

4. A strong Truss Frame to

support the top, prevents

warping or twisting.

5. Three Ply Veneer on Plain

Tops, strong and handsome,

insures lightness with great

strength.

rtority

6. Legs fold in even with

frame on all sides taking

little space.

7. About one-half the weight

of other tables with twice

the strength.

8. Durable, very rigid, does

not wobble, made to stand

service.

9. Made in five different fin-

ishes—Plain or Covered tops.

10. Every table guaranteed.

Weight
26 lbs.

24 lbs.

15 lbs.

11 lbs.

'Everyone who sees one

wants one"

Hourd & Co,, Ltd
London, Ont. NEW ELITE

3o" square table. 27" high—15 lbs, weight

Square "Peerless" with covered top














